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lake the monthly statements 


ANY Underwo Pooper pe 0 


“out of the Shadow of the Pen” 2" 


Salata wit ‘tho uit obligation. 


TATEMENTS prepared on the Underwood 

Bookkeeping Machine are neat, correct and 
unmistakably clear. They give depositors an 
impression of efficiency and security. 


But, even more important, Underwood account- 
ing makes it possible to send out statements 
promptly at the end of the month without overtime. 
a no congestion—better working conditions 
for employees—economy for the bank. 
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Book Holders. 
RUNNER TICE OOik cccicbecevocadsveces 78 
Book Rings. 
Adams, Henry T., Mfg. Co.......... oe oe 
Gn At DORR Cyc ccnshds vhaseaeee 128, 148 
Morden Mfg. Corp'n, The....... ee 
Bookkeeping Machines. 
Pe Go oc cdesanad uewuuse apes 95 
Underwood Typewriter Co...........ee6. 2, 61 
Business Books, 
ORO. DG 6 0. 6.0h 00 x9 Oabeedithsnees aes o 237 
Business Shows, 
Annual Business Show Co................247 
Susiness Exposition Co..............05+- 241 
Progressive Business Show Co............ 198 
Calculating Machines. 
Monroe Calculating Machine Co.......... 133 
co RR err errr etre 241 
Carbon Papers, 
(See Ribbons and Carbons.) 
Card Cases. 
Improved Boehner Binder Co............. 236 
Wires, The, Jemm Big Geeccccccssccs 220 
Chair Irons. 
Cotifer-Keywortth 0... ccocdsccccccccicccc sce 
Chair Pads and Cushions. 
, SS eS Ee errr 194 
fo .. 3 Re ee ee eee 198 
hairs. 
Cee Bee; QWs ccnccoweesbatavecedpead 59 
Cees GO Obes. canes de nsketsccn< sas5nee 
ls.” en Oe Ei Ba dcatanadecsc et ccbed 175 
Grand Rapids Office Chair Co............218 
Gunseeme, W. H., GRA Geicerciscicceve 223 
me, Big Wie disc c ons ocereveavds R2 
Pee COG OG. s60c cetesbinssssgutus 209 
ee Gs SO kc cendewoneee tb buas eaesiesee 147 
eee GOR? OO, Tein cvscsvcgns sowsacees 178 
Toledo Metal Furniture Co., The.........184 
Van Dorn Iron Works, The.......... 118, 119 
Check Protectors and Writers. 
Cn Meee Gils Gt bands sdb cube cubes 240 
PRE a ncvtgedctenadecasaneuuedeseiaee as 241 
Berane GRig BAGis cave ssecbvebecncded 221 
ee rr err err Te 239 
Check Sorters, 
ee Ch. eR. sscncbues oskGhuieeee bee 217 
Ulrich Planfiling Equipment Co........... 241 
Coin Bags and Wrappers. 
Continental Bank Supply Co.............. 235 
mower. ©. Bn, Ce, Wiens cc cctasicscer 237 
Cctums Finder and Line Guide. 
Gree =«OB. octccwedececectdeiessceus 216 
Copyholders, 
BMeTseNR Whectric OO... cccccccccscccecss 78 
Copying Devices, 
Eureka Blotter Bath Co..............e00: 234 
Yawman & Erbe Mfg. Co............ 114, 115 


For the benefit of the sub- 
scribers the lines advertised are 
here classified. Many of the re- 
quirements of the modern busi- 
ness office are represented. Should 
subscribers be interested in any 
article of office equipment not 
listed here, they are cordially in- 
vited to communicate with the 
service bureau, through which the 
information will be promptly and 
cheerfully furnished. 








Costumers, 
ComraGes MER. Giicccescicsiccsccsncsnees ae 
Brie Art MOE) Giessen ciccccvcccstssees 201 
Furnas Office Furniture Co............... 185 
Udell-Pregecs BEGG Oise sc ccsccdvnsivoses 218 
Crayons. 
American Orayom. .00.....2cc.cscodeccvece 98 
Dixon, Joseph, Crucible Co.............6. 73 
Cuspidors, ; 
BEER WEG. Gis isi cscc cess eveccectsees 125 
Ireland & Matthews Mfg. Co.............213 
Cutters (Paper and Card), 
Consolidated Stamp Mfg. Co............. 182 
Cent Tes We sb hac 00.0 pose eens eneonees 245 
Dating Stamps. 
BERTIE, TM, Gs wcckcecceacivser swears 182 
Meyer & Wenthe......... os0csa éenn pee 
wouwaet. @ Gi. TW Mick vadavedscacssbaas 197 
Supesior Type Gein Bebe oso cccccvicecosvae 197 
Tramt Be Bee as Wiles 60 cpa pacesasacete 189 
Desk Calendars, 
POGRGCO BEE. GO ccescdccveccossvscnanba 235 
Kimpton, Haupt & Co..........65. SS 
Universal Office Device Co.........sscece a 
Desk Pads, Blotter. 
Boorum & PeOse OO. ..scccscccevcess 128, 148 
Pek, Gem, Tin Ge le kids bc tavd cesses cccawe 104 
BORN, Bac cot 06 08 6505-40900000040059509 90 
BGatshere B OOsccccccsvcsccccccvesecesctos 225 
Desk Pads, Glass. 
Chicago Mirror & Art Glass Co.......... 135 
Pom, Gm Bes | Bie ksacevds<cscecesseses 194 
Miseptem. EieepE @ Geno ciiccciccesscives 235 
eee Tee Gi n684006cnesn<ccckecds+tcaded 198 
Ravenswood Office Specialties Co......... 197 
Desk Trays. 
American Hlectric Co. .......cescccccccess 78 
Rarbee Wire & Iron Works.............-. 136 
Wem, Gee. Dis Ge Blk ceses 8600085400 6ndebu 194 
General Fireproofing Co 107 
Imperial Methods Co........--.scseercees 86 
Macey Co., The........ , 249 
SWINE. ac aise 4aesivosvecccccan 41, 199 
Yawman & Erbe Mfg. Co............ 114, 115 
Desks, 
Art Metal Construction Co.............. 169 
Bentley & Gerwig Furniture Co.......... 185 
eT arr er eee 205 
Corry-Jamestown Mfg. Corp’ Bia ksstccdien 222 
Cutler Desk _ ee PbChedhewceas cwexis soe eee 186 
Dietz, The, J. NE eae 127 
Dornette, J., & "than Rade wecsaviveotiad 181 
Englewood Desk Co ae rorrrrr re 109 
BvVGRSVINIO TOME Gi. coksc ses ccccscccsevssne 211 
Excello Products Corp’m........csscssccces 240 
General Fireproofing Co.............-+s0. 107 
Guam. PERRIS Gh, Bees obcccavocencses 70 
Bioowier BOG Gia oc 6nsic det secccvcésegness 242 
eS ee a eer 60 
Jamestown Metal Desk Co.............«- 180 
Bee Dh, Bese vadess ds tetesst ced 219, 249 
Metal Office os SS Se 
National Des Oeiecccccccccccccscccccnves 218 
Cems DOG Gis cte doe cicks scapascnsavesuns 201 
Ramet. J, Mug POR, Gis ccccsccecevecsecse 166 
Bhaw-WaAlker CO. ccccccccccscccscvecves 91, 199 
Steel Equipment Corp’n............sseeee 130 
Re ee SB eer rrr 203 
Van Dorn Iron Works Co., The...... 118, 119 
Westerm Purmitwre O08... sosccscosvedessas 217 
Yawman & Erbe Mfg. Co............ 114, 115 





Page. 


Display . 
Pe Window Salesman Co...........-240 


Duplicating Machines and Supplies, 
aerkean Multigraph Sales Co...........J17 
Canode Ink Ob... .ccos.cckancasth pecakhentee 
Dick, A. B., GBs ccccccvccsoessesesecunsse 
Heyer Duplicator Co.... ose 
Kruse Printing Ink Co... 
©. K. Multigraphing Co.... 
Rotospeed pp Sct atbsesse 
Duplicating Stamps. 
Multi-Stamp Obi... cccceseadaveteuthenasiee 
Envelope Sealers. 





Argus Mfg. Co...... sovcecvensasen he ieene 
Bircher Co., Imc........ PP pe 
Biliett Oo., TRO. ccccccccsesecs cocdoesones 
Rivet-O Mfg. Co.......... 56000094 00nn Ree 
Sealograph Co0.........sseeesee8 0060404 tae 
Standard Envelope Sealer Mfg. Co........228 
Envelopes. 
Dian. Johan F., O0....%. 


National Fiberstok Envelope Go.. 

Smead Manufacturing Co., 
Tension Envelope Co..... 
United States Envelope Co., “he... | 160, 161 








Erasers. 
Argus Mfg. Co.. ay’ 
Dixon, Joseph, Crucible Co. wer 
Faber, Eberhard............ ean 
Miller Bre6...scecrssese oovewai 
O. BK. Mae, GOeccsscesncdvta ° 
Roberts, w eldon, Rubber Cascais cs 
Rush Eraser Cos........- dawatran 
Eyelets 
Rivet-O Mfg. OO. oocccctsactoestsseeseeeee 
Eyeshades, 


Chicago Byeshield Co.......+s.eceeeeeee + +208 
Featherweight Eyeshade Co.......++.ese0. 
Filing Cabinets, Cloth Covered. 
Diemer, Jokm F., OO..sccisscccccrdcsbincmee 
Imperial Methods Co.......ssceseseesesse OO 
Macey ©0., TRO... cccsecseces reer 
Sainberg & Co....... ovedevine le esse nae 
Filing Cabinets, Metal. 
Art Metal Construction Co..........++..-169 
Aurora Metal Cabinet Works.............132 
Pentson Mfg. Co..... 6460006000 ippeiowue 
Berger Mfg. ©o., ThO....sccvccectsoesenem 
Canton Art Metal Co., ‘Phd. chcaseasmnne 
Cary Safe Co., The...... ocean eeensessne 
Corry-Jamestown Mfg. Soap’ s...0ssdee04 
General Fisequosing OB; o0ase0ceedeminnneee 
Globe-Wernic Oe., TRO. vccsccasennesanae 
Imperial Steel Cabinet OO. oa non oad ape 
Invincible Metal Poustense A 215 
Macey Co., ose epagnenag dina 
Metal Office svstiuss CO. ee eee 103 
1, 199 
-211 






Shaw-Walker Co0.......sssececscseseees 
Steel Equipment eaaieton nen try -sSena 
Terrell’s Equipment wee PevTriyiyi yy 
Van Dorn Iron Works Co., @.ceeeeld 118, 119 
Yawman & Erbe Mfg. Co...........-114, is 
Filing Cabinets, Wood. 
Boston Index Card Co.......sccseeceees 0108 
Browne-Morse Co...... coeoepbacesekuaed 
Globe-Wernicke Co., The... i cssiva peat see 
Imperial Methods Be. ss000065550senennee 
Macey Co., The,......essesvevcscsnce 
Melton-Rhodes C0. eee ceee nnn n eg oMTB 
Shaw-Walker Goss noeransstonssnaenin 91, 199 
Wabash Cabinet Co.. Pr 
Wels Mfg. O00... .scccce- +2188, 140, 141, 142 
Yawman & Erbe “Mfg. Mere 
Filing Specialties. 
Advance Paper Box C0.....sssseeeeeeseee 
American Kardex Co..... coco Doweevueve 
Bushnell, Alvah, & C0.....seeeeeseveeees 
Diemer, John F,, Obs o0o00s e00bsenteanee 
Smead Manufacturing Co., The.......204, 
Ulrich Planfiling Equipment Co......... 
Weis Mfg. Co.........-+++--139, 140, 141, 142 
Filing Supplies. 
American Mfg, Concern.........sssesesees 
Boston Index Card ©0........-+eseeeceeeee 
Browne-Morse OO, i sisvecekaceser tee 
General Fireproofing Co.........essseeeee 
Globe-Wernicke Co., The........sescseseee 
Imperial Methods Co.......++seceeeeeerees 


BEEEES 


a 
SSER2 


ay * Decccccesevceess 
Macey Co., The e 
Oxford Filing Supply O0s00i 
Shaw-Walker 0.....cccccsccsscesses 
Simonson, BR. A., CO...cccssesesecssceses 
Smead Manufacturing Co., The. .....<SW ER 
Steel ae ney Corp’m..vcesvcaccsosenes 
United Business Equipment Co......... 








199 
Weis Mfg. Co...... Peer we * ia, 142 
Yawman & Erbe “Mfg. Ode ccccvsenune 115 
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Page 
Folding Machines. 
American Multigraph Sales Co............ 117 
Coverings, ce. 
my DUEEbeb eb cccccesccccosccees 111 
Ti Wien ME G0, BEG.cc.ccccccces 234 
ET ME cnc cccceccccc cents 232 
EY eke ccccvccccceeeee 159 
Sheaffer, W. y sh G'c'p 0's'clabase-be 173 
sg ee 238 
NS ere 121 
ED Sr 83 
Fountain Pen Name Engraver. 
Modern Inventions Corp'’n................ 241 
Furniture Finish Solution. 
gg TC Sn ccaccaceencetatcees 222 
Gold P 
ying "Gold ke teres bat cteennkeas 240 
ME OD cecccccceccoveceees 241 
Help Wanted. 
DMETbEs 6u6 pan beens Foccescceée ce eeaee 131 
on i dc aduncstnacteons 210 
Index Card Signals. 
i i coc ccncesenceecctesese 236 
Yawman & Erbe Mfg. Co 
Index Tabs. 
EE Me EN Enc accccccnccececcccsecs 2 
i re Mi ci gcawetecesceoececs 2: 


Rand Company, The, Ine 
Universal Index Tab Co 
Inks, Adhesives, Etc. 





Commercial Paste Co., Inc., The......... 195 
, MT Ol. nccccccceceescccccsves 213 
Os ce ccchaccceeccesees 237 
STE ME, Cis ccccccceccececcoses 210 
Inkstands. 
Se. See OD. oc cccccccccsesecece 232 
EE, ED Givin cccccccseccovessouese 213 
6 os occu seeseesteseeses 235 
Knickerbocker Inkstand Co............... 237 
New Martinsville Glass Mfg. Co......... 236 
Sen —— Se SE Gas crccevececeus 120 
y 
Adams, "Heney Se: Gs accccctesueans 76 
Letter Distributors. 
SS ME Eisccecscccccccccccecsecs 236 
Imperial Methods te the eae heh nee ad 86 
I, I on on cc ccecccecscnsecees 217 
Ulrich Planfiling Equipment Co........... 241 
Letter Openers. 
SE i Meee cdcaseeicccesesctcsene 176 
ee ME On cccccccasccesesces 235 
Min MRcccccencesecsscotes 214 
Linoleum, 
PT. Si ces chedcencsenesseccecececsss lll 
ers. 
Terrell’s mpmant Pi npeseetsevecevsene 211 
Van Dorn Iron Works Co............ 118, 119 
s and Systems. 
Adams, Henry rT i Mids se<seedecess 76 
Accounting CT eg cvccieaceesxadecs 179 
Tre 193 
EM dks wacescdcvcca¥e 128, 148 
Chicago Binder & File Co................ 200 
es te, MD GID, . wc cc cccccvceesce 210 
Hughes Loose Leaf Metal Co.............. 238 
EM. Ube bc occcccessccsetees 100 
Plew & Motter Co. emrcasberesdacwees 204 
Stationers Loose Leaf 6o pee sbecceeoeooen 8S 
mwenmemy Mite. O6., Ine., The. ....cccsseee 22 
EL ETT Teer 230 


Wilson-Jones Loose Leaf Co. 151, 152, 153, 154 
Mail Room Equipment and Systems. 





he TEs MBs cccncssccesesteces 176 
Mail Machines. 
er i ee cncenesees 176 
Manufacturers’ Agents. 
Ee anc dG bee ccdact ce nceteces 235 
Matched Office Suites. a 
Se 219, 249 
Memo vices. 
re Ms go nc cacnccateeees ane 196 
Pe Ss BOs ceccess , 
Weinman Brothers 
Moisteners. 
Kimpton, Haupt & Co...... yieneseGeseue 235 
EE, GM ec esecces bie tik aaa 241 
Sengbusch S-C Inkstand Co.............. 120 
i cc casenescececeeescacse 239 
Mucilage Bottles. 
I, GD. oa coc ccccsedsoesus 235 
Numbering Machines. 
American Numbering Machine Co........ 144 
ee nese ncceseouce sees 174 
Consolidated Stamp Mfg. Co.............. 182 
Roberts Numbering Machine Co........... 81 
Traut & Hine Mfg. Co... sekaséSebuuse 189 
a tr 
Sigiow, L. H., & Co., Ine. jive ace 240 
> yO epee alas ace ee 
Te Mods cc eevsncscs cocedeceed 206 
Eaton, Crane & Pike Co. vbw ated eerener 138 
Esleeck Mf GBs cccce. besceennewes oo edhe 
Hampshire mm, Co. shavien’ canes 124 
Weston, ‘paveine ae ij whaiten cage 
Paper Clips 
American. Clip Co...... eT eC Te 68 
Si GDrcaccessess +-16eeagcaonwnel 214 
Graff-Underwood Co....... a nesecedeseauen 236 
MR OIDs ccc cscs cccstseces és 2% 
PT [iy seeescececs £066 ocecmupes 214 
DT Kcdeeacescces bath carseat nine 236 
Rockwell-Barnes Co........ rrr 
EE Ee ME, OBeccecccccccccseceee 240 
Tip be: Se * ee i 238 
ET (jivewdsidaeee 
Paper Fasteners. 
is Ms n6cbcccccccs cess eee 
Bump Paper Fastener Co................. 206 
ans wos esos se eneesees 226 
Deflance Manufacturing Co : socsae ene 
Eveready Mfg. Co........ ‘ on000eeuene 
Deve, Ame Ten, OO........ seb echepkskcceue 
Machine Appliance Corp'n.........-. a 
Rivet-O Manufacturing Co............... 241 
EE, CEE Ans vc acccccsnncousons 237 


Page 
Patents. 
SECT HET TOTETE PETES ETT TE 235 
Pen and Pencil Clips. : 








Breet & Emme Mie. Oo... ...c.cccwcccccce 189 

Waterman, a i we keepncee 20ces sees 83 
Pencil Sharpene 

Collins Ink entiester Gi kc dadcescessents 240 

Grat-Unmderwood Co. .......c.scccccccceces 236 
Pencils, Cedar. 

oN i EE PPP rere eee eee ee 98 

American Lead Pencil Co...............-. 145 

Dixon, Joseph, Crucible Co................ 73 

PE, MEDEEEEEEE we becccacccccccesconcsos 186 

Pencil ND, BB. BBOccccccccccecece 94 

in. et cae nee ee aenoreset ites 2 
Pencils, Thin Lead Magazine. 

Hoge m2 Ss  Eilecbccécecccsecode 182 
aa i Uh ch bteai asi s66e04ee@esu 212 
. £. ne Pa are 12 

mE 
American Lead Pencil Co................. 145 
Dixon, Joseph, Crucible Co............... 73 
Ph ME ceccccasceoscceseoceseeses 186 
BE MOD ceeacccccecccsseccccenccescese 233 
Penknives. 
cs ocd acameebeeetessoedecocececees 240 
Pens, Steel. 
Materorook Poem Mfg. Co..........cccccecs { 
Hunt, ©. Howard, Pen Co............+. 22 
ST OR Dec ccc ccc ccccccccccccscoses 240 
Pens, Ruling. 
Bridgeport S oa Gees deamsnetes 6s4eegwn 238 
cture 
Moore Push. SA eR 219 
Crescent ee Ge BO Oboe ccccccccessess 221 
a as nehb ees bane coccessvenens 232 
Platens, Typewriter. 
American Writing Machine Co......... 66, 69 
WR TU GOs cc iccvssccccccccccccscces 251 
Postal Scales. 
EE Ee Tee 232 
TE TE Go ckccccccascccccccccccses 236 
Triner Scale & Mfg. Co..........seecccces 229 
Publications. 
POWERED TOMCROMOR. 2 ccc ccc cccccccccccccese 188 
DE UG GID oc ccc ccceseccccscess 242 
cei vcteeenasecesccneeneceeseem 244 
Punches. 
EE EE ere ee 233 
Machine Appliance Corp’n................ 223 
Rivet-O Manufacturing Co............... 241 
Push-Pins. 
CE SE GD cccccsccccccceseseese 219 
Ribbons and Carbons. 
PETE MSS sceedecccccoceesevccsoesese 225 
American Manifold Products Corp'’n....... 203 
Ault & wrens TEESE ced ene re ccccnnccte 158 
ith Cindi d 66-066 1e66 ees 4 +e6e 240 
Buckeye Ribbon & Carbon Co., The....... 193 
SE, Esc cccccicgsesscccdcocns 229 
Columbia Ribbon & Carbon Mfg. Co...... 191 
Cooper Carbon Coated Paper Co.......... 23 
SE, ED Onc ccccdcscecocseseoees 238 
Crown Ribbon & Carbon Mfg. Co......... 214 
Te 210 
Iron Clad Ribbon & Carbon Co............ 216 
Manifold Supplies Co..............6-s0005 57 
Miller-Bryant-Pierce Co..........-.ssee008 85 
Milo Ribbon & Carbon Co............-..-- 218 
EE GR WO cs ccc cccccnceccccccesevese 55 
MD GID. . ccccccesscoccoceccese 102 
Old Town Ribbon & Carbon Co........... 200 
Peerless Carbon & Ribbon Mfg. Co....... 196 
Phillips Ribbon & Carbon Co............. 212 
EE, MN sc kcwele CeCe a 0eeveccchesens 241 
i i Ms Cc ca sees eseecoconeeeses 143 
Union Ribbon & Carbon Co............... 22 
U. 8S. Typewriter Ribbon Mfg. Co....... 208 
ME Iie Gg Ges cceoscccecceccess 67, 207 
Rubber Bands. 
NINN. oc cwocctcccccccccccessses 186 
Vulco Rubber Fabrics Co...............+. 241 
Rubber Stamps. 
Consolidated Stamp Mfg. Co............. 182 
PE Giieccsccccccccsccceess 206 
Di PO DG ceesceccese sccccecnseses 182 
gE ne ee eee 229 
ES SD SO Peer 197 
Superior Type Co., The....... OCT 
Rulers. 
Adams, Henry T., Ps 4.4 da dee 76 
American Mfg. Concern...............+... 180 
er i MDs vascscrconceoscesecs 224 
Safety Deposit Boxes. 
CE Se Mase herccedcsscccvesseceas 210 
occ rceecccccccssceseceueeses 126 
General Fireproofing Co., The............ 107 
Invincible Metal Furniture Co........ 206, 215 
es, 
Sr, He Gs cb sdcvccadeesescocceseesee 126 
General Fireproofing Co................55. 107 
rere. Ce, WERscccciccvecsooses 149 
PT ccccceCoecescosoees 97 
Herring-Hall-Marvin Safe Co.........-.+. 137 
BE Mg, “Endo doe 000.0 60060c00ceeeey ae 
Metal Office Furniture Co............. 89, 103 
SD GD Gg BD ccc cccccercccceseses 97 
CEO. Die cocccescccccescccceses 91, 199 
Steel Equipment Corp’n...............+-.- 130 
Van Dorn Iron Works Co., The....... 118, 119 
Yawman & Erbe Mfg. Os ce Maw alc 114, 115 


Seals, Notary and Corporation. 
Melind, Louis, Co 
Meyer & Wenthe. 
Stewart & Co., R. 





Gapeteet Dee Oe, The... ..ccscccccrceve 197 
Second-Hand Office Machinery. 

Chicago Safe & Mdse. Co................ 241 

BES Sco cdccucssecnceccces Cre! 

ee in Cac cscetctniesens deehhe 241 
Shelving. 

General Wiregrodime Co. .... 2.6. ccccsccses 107 

tag J: ET CDaces 660 a0cueene eens 211 


ers. 
i [ess occ ben nsbce sues cekeal 237 


Page 
Sorting Devices. 
TEE OO. cc cc cdccccccecesscocccccccss 217 
Ulrich Planfiling Equipment Co......... 241 
Unyversal asi DOPED OO. .cccccccccces 195 
Stamp Affixer 
Bircher _ Inc., 





BOUONIONE OO. ccccccececcccccccsccccccce 4 
Standard Stamp oe 
Stamp Pads. 








Consolidated Stamp Mfg. Co..........+++- 2 
Ideal Stamp Pad Co............+++++: voawe 
Peerless Carbon & Ribbon Mfg. Co....... 96 
Rivet-O Mfg. (C0.......ccscccescerseccess 2 
Smear-Nix-E Pad & Ink Co............ : 
Stewart & Co., BR. Anccccscccscccsseceees 
Superior Type Co., The...........++0+00+- t 
Stands, Metal, for Office Machines. 
Adjustable Table DU cikbebnschacheorsewes 207 
DD. FOPGR TEER, DO cccccccccccecccoccees 225 
Fowler-Manson-Sherman Cycle Mfg. Co...209 
Simplex Steel Stpg. & Mfg. Co........... 217 
Stapling Machines. 
Acme Staple Co.........cccecccecsccevees 101 
BD Es Gc cc ccccccccccccecccccesee 233 
Hotchkiss Sales Co......ccccccccccccccces 92 
BPVEm, Adem Fi, OBenccccccccccccccosccce 192 
Stationery, Embossed and Engraved. 
American Embossing Co.........+..6ee08. 213 
Dt CS sacha cheecensenceccecescees 231 
Wigeins, Jobe B., OO... ccccccccccccccces 220 
Stationery Cabinets. 
General Fireprooting Co.............seee+. 107 
DGEEEE = ED Gc cc ccccccccsccccccese 86 
na edan 0069666 neces oe 219, 249 
Terrell’s Equipment icéecwkadeneees neces 211 
Stencils. 
Biever & Weemthhe. on. .cccccccccccccccscoce 229 
Stenographer’s Note Books. 
Boorum & Pease Co.........+.++++. 128, 148 
POPORWOTE-TIOEEED OB. oc cccccccccscccceccce sae 
Swinging Typewriter Stands. 
American Writing Machine Co.......... 66, 69 
.. 2. eae 139, 140, 141, 142 
Tables. 
Corry-Jamestown Mfg. Corp’n.............222 
Furnas Office Furniture Co.............46. 185 
General Fireproofing Co.............. er 
BEMGRCMECT TIPOR, Oi. c ccc cccccccccccccccces 93 
ey ED Ec ccc ccccccccceccocesess 164 
Udell-Predock Mfg. Co.............. aan 
Van Dorn Iron Works Co., The...... 118, 119 
Telephone Attachments. 
MTR TRURGONED OOo cc ccc ccscccccccceces 7 
CEWES TAG ROTIIOS. 06 oc cccccccccccccccccs 224 
Eureka Blotter Bath Co............++++: 234 
Thumb Tacks. 
Mn dan ndecc6 ends eeeee ees 240 
Time Stamps and Recorders. 
Automatic Time Stamp Co..............56. 237 
Boston Time Stamp Co......... eee: 
OG cc cccctoccesccccccnveece 182 
Type, Typewriter. 
Ames Supply Co............. vienti@eeeunee 
Thorp & Martin Typewriter We id oman 226 
Typewriter Cabinets. 
$yron Typewriter Cabinet Co............ 190 
Toledo Metal Furniture Co., The......... 184 
Typewriter Specialties and Supplies. 
SD Gs oad o.na6.6% 00005.060000000000e 
Azora Rubber Co., The...... anew tamed 200 
Co é ant chee OW dee eee eess owenee 237 
SE ER, Micacnerccvcsscsecoeense 77 
DD Minscccpsececccecaccce@eces 239 
EE E.G cane 6ohe denecetecenees ees 241 


Munson Supply Co... 
Nielson Supply Co 
Peerless Key Co., 
Speed Key Mfg. Co 





Thorp & Martin Typewriter Co....... — 
= vccite aa 
Typewriters, New. 
Allen Typewriter Mfg. Co.............0+. 116 
American Writing Machine Co.... .. 66-69 
Corona Typewriter Co. ' eee 
Hammond Typewriter © orp’ , rerrerrre. 187 
Noiseless Typewriter Co........ ‘ one 
Oliver Typewriter Co............ Back Cover 
Remington Typewriter Co.........cccsccces 58 
Rex Typewriter Corp'n...... icine doeune 74 
Roberts, L. R., Typewriter Co ; ee 
ED EE Svc ccendcnecccceccnsee 72 
Smith, L. C., & Bros. Typewriter 
Underwood Typewriter Co.......... ee 
Victor Typewriter Co......... io coue 
Woodstock Typewriter Co.. join dace wh oe 
Typewriters, Rebuilt. 
American Writing Machine (Co.... .. .66-69 
General Typewriter Exchange, Inc....... 90 
Guarantee Typewriter Co.................239 
Regal Typewriter Co............cssceeees 96 
Shipman-Ward Mfg. Co........... ocean 
Typewriter Emporium......... ‘ oaéyaueee 
United Typewriter Exchange Co.........228 
Wholesale Typewriter Co..... sini at'stehiebia ae 181 
Young Typewriter Co. as oy o0cemee 
Vault Doors. 
GOEF GREG Giscccccccsccccccess so. avee 
Ventilators, Office. 
Chicago Mirror & Art Glass Co..........135 
Wardrobes. 
Furnas Office Furniture Co...............185 
Terrell’s Equipment Co...... ere, 
Waste Baskets. 
American Vulcanized Fibre Co..... . 163 


Barbee Wire & Iron Works.............. 136 
Erie Art Metal Co.......... ene a 
General Fireproofing Co., The 
Beeee Gi, Bebe cesscorece. a 
Massillon Wire Basket Co., The 
Metal Office Furniture Co...... : 
Motors Sheet Steel Co., The..... 
Peerless Wire Goods Co....... 





Penn Art Steel Works....... e 
Mace beadaédevecees 

Wholesale Stationery. 
Associated Stationers Supply Co oe 
Stationers Wholesale Supply Co <bavcaw 146 
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OFFICE APPLIANCES For September, 1922 





HELP WANTED. 





WANTED—High grade typewriter sales- 
man. Salary or commission. Keystone 
Office Appliance Co., New Bedford, Mass. 





Wanted 





SALESMAN WANTED to handle Apex 
Memo Pad as side line on commission 
basis. All territory open. Apex Memo 





Pad Co., 611 Washington St., Boston, 
Mass. 

SALESMAN WANTED—To sell mimeo- 
graph and neostyle supplies and _ give 


service on machines. Good opening with 








live house. Address K-8, care Office Ap- 
pliances, Chicago. 
WANTED—Salesman, real opportunity 


for young man with some Stationery ex- 
perience selling in Office Building district 





of Detroit. Write today for application 
blank. Box Y-12, care Office Appliances, 
Chicago. 

SEVERAL salesmen to call on office 


equipment dealers are wanted by a man- 
ufacturer of safety deposit boxes and 
filing furniture. Excellent quality line 
with exclusive features. Address F-14, 
care Office Appliances, Chicago. 





WANTED—Energetic, experienced sales- 
man willing to demonstrate his ability 
can make favorable connection. Liberal 
commission, small drawing account. 
Mostly outside _ solicitation. Fleenor 
Office Furniture Co., Minneapolis, Minn. 


LARGE retail commercial stationery 
store in Chicago needs good floor sales- 
man. Also, salesman with knowledge of 
rubber stamps and drafting material. 
Some good openings for the right man. 
Address M-14, care Office Appliances, 
Chicago. 








WANTED—High class commission sales- 
man for Texas, Oklahoma, Louisiana and 
Arkansas, to carry line established 14 
years. Man only of proven ability will 
be considered. Send age and references 
with application. Address S-7, care Office 
Appliances, Chicago. 


WANTED—A Salesman who is thorough- 
ly familiar with the retail stationery 
trade, office furniture, filing devices, sup- 
plies, etc., to solicit business in the city. 
None but a hustler and a worker need 
apply. State full particulars in first let- 
ter. Apply E-11, care Office Appliances, 
Chicago. 








WANTED—Representative on commis- 
sion basis for a large manufacturer of 
metal specialties going to the Stationery 
and Department Stores. Now have con- 
siderable established trade and territory 
open for New England, Western Pennsyl- 
vania, New York State outside of metro- 
politan district, District of Columbia, and 
all Southern territory. Address D-9, care 


salesmen from $500 to $1,200 per month. 
We will consider only high grade men, 
who are well and favorably known to the 
trade. We have a line of proven quality 
complete in patterns and grades; many 
distinctive talking points of construction 
and finish; and the prices are right. Our 
line and trademark are advertised na- 
tionally. Tell us what lines you have 
carried and where you have traveled. 











500 THINGS TO SELL BY MAIL. Re- 
orkable 


markable new _ publication. W 

lans and methods. Loose- » cloth 
inder. Prepaid $1.00. Walhamore Com- 
pany, Lafayette ae. om Pa. 
“36 ACCOUNTING blems by 
c. P. A.” Cloth bound, loose leaf, new, 
original, up-to-date, valuable. > 
$1.00. Walhamore Company, Lafayette 


Bidg., Philadelphia, Pa. 


SITUATIONS WANTED. 
WANTED—Position by young man who 
has had four years’ experience with office 
furniture. ould like to locate west of 
the Rockies by September 15th to 20th. 
Address J-13, care O Applian 














Replies. strictly confidential. Address —- ‘ 
W-7, care Office Appliances, Chicago. Chicago. 

MARRIED MAN, 36, presently em ed 

TES Shee: as stationer for large railroad, poo Aa 

DUPLICATORS, new and used. Supplies. Philadelphia connection, as or 

Adding machines, used. Mail room local representative. Give full tails. 

equipment. R. W. Wales Company, Syra- Address G-36, care Office Appliances, 
cuse, N. Y Chicago. 





FOR SALE—Fine stationery and printing 
business in good South Georgia town, 
seaport and tourist center, best city loca- 
tion, reasonable overhead expense. Ap- 
ply BB, care Office Appliances, Chicago. 


MULTIGRAPHS, Dictaphones, Ediphones, 
Writerpresses, Mimeographs bought, sold 
and rebuilt like new. Multigraph and 
Multicolor ribbons, ink and platens. We 
save you money. Price, Inc., 440 South 
Dearborn St., Chicago. 


MULTIGRAPHS—Like new at one-third 
to one-half cost. Thoroughly rebuilt, in- 
cluding new type, platens, bearings, etc 
Iron-clad two year guarantee, Will ship 
on approval. Russell Earnest Baum, 33 
South Broad Street, Philadelphia. 


ADDRESSING Machines, multigraphs, 
duplicators, letter folders, envelope seal- 
ers, mailometers, check writers, dictating 
machines, Multicolor Presses—at about 
half the manufacturer’s price. Pruitt 
Company, 170-H North Wells, Chicago. 














EXCEPTIONAL opportunity to purchase 
control stock in one of California’s best 
established stationery and office supply 
concerns, located in fast growing city 
of 50,000 population, 100 miles from San 
Francisco, with rail and water trans- 
portation facilities. Capital required 
$30,000.00. Address R-8, care Office Ap- 
pliances, Chicago. 





FOR SALE—Well-established typewriter, 
office supply and equipment business in 
one of the best mid-west cities of 50,000 
population, well located, good lease, low 
rent, and good agencies. $8,000 cash re- 
quired. This is a good opening and the 
réason for selling is that the owner has 





- other interests. Address S. A. B., care 
Office Appliances, Chicago. Office Appliances, Chicago. 
WANTED — Man, thoroughly familiar JENERAL STATIONERY and Office 


with both wood and steel office furniture 
and supplies. Must have executive abil- 
ity and experience as manager of depart- 
ment. Excellent opportunity and good 
Salary to capable man. Address in own 
handwriting, X-11, care Office Appliances. 
Give reference, experience, age, and state 
whether married or single. 





HOW MANY BANKS IN THE TER- 
RITORY you cover? Every bank is a 
likely customer for our products. Our 
leather check covers and advertising 
novelties sell because Price and Quality 
are right. Liberal commissions, steadv 


re-orders. Banks now ordering for Fall 
delivery. Cash in now. National Bank 
Supply Company, Dept. P, 226-230 La- 


fayette Street, New York. 
ADVERTISING AND NOVELTY SALES- 
MEN of ability, experience and large 
earning capacity can connect with manu- 
facturer leather and advertising sne- 
cialties in ready demand among banks 
and big business concerns. Fine con- 
tract, commission basis. $150 on single 
order not unusual. Selling aid ex- 
tended. Write us fully about your ex- 
perience. This is an unusual oppor- 
tunitv. David H. Zell, Inc., Dept. L. 
532 Broadway, N. Y. 


SALESMAN WANTED—If you are ar 
experienced desk salesman, or well known 
among office equipment dealers, write us 
at once. We manufacture a complete 
line of office desks, tables and chairs, in- 
cluding several patented feature article« 
We have good territory open for the righ* 
men. Present territories are paying 











Furniture Business for sale at inventory 
price. Established seventeen years. All 
fresh merchantable stock. Located in 
Northwest in largest jobbing center in 
state. Dominates field within 150 miles. 
Profitable business netting 10% annually 
on more than $120,000 turnover. Exclusive 
agency for many leading nationally ad- 
vertised lines. Comparatively small in- 
itial investment required. Very reason- 
able terms to responsible persons. Owner 
retiring from stationery line because of 
other interests. Address O-6, care Office 
Appliances, Chicago. 


TYPEWRITER REPAIRMAN qualified 
to handle all makes of typewriters and 
Mimeographs, also being experienced as 
salesman, desires to make new connec- 
tion with responsible company. Can give 
best of reference as to c ter and 
ability. Address Z-50, care Office Ap- 
pliances, Chicago. 





WANTED—Agents in all principal cities 
to sell our fanfolded forms for Underwood 
and Elliott-Fisher billing machines. Fine 
opportunity for building up steady in- 
come. May be sold in conjunction with 
typewriter supplies. Continuous Form 
aad Co., 367 Park Avenue, Brooklyn, 
N. Y. 3 





START YOUR OWN AGENCY—Office 
appliance line. Meets universal need. 
Large sales possibilities. Stock on con- 
signment. Factory does collecting. Com- 
mission 45%. Only full time men consid- 
ered. Prefer men able to build up sales 
organization and take over territory. 
Carey, 4730 McGraw Ave., Detroit. 


WANTED—Position by man, eight years’ 
experience outside salesman and man- 
ager of retail sales in office equipment. 
Knowledge of steel equipment, under- 
writers’ safes, files, counters, shelving, 
ete., business systems, loose leaf, ma- 
chine bookkeeping and general office sup- 
plies. Write L-16, care Office Appliances, 
Chicago. 





a 
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AGENTS WANTED. 








FOR SALE—A profitable business in the 
Northwest showing more than 10% net 
orofits on annual turnover of better than 
135,000. Established twenty years. Sta- 
tionery and office furniture and supplies. 
Principal business of kind in a prosper- 
ous, growing city with tributary territory 
extending over 200 miles. No dead stock. 
Excellent good will. Will sell on in- 
ventory basis. Other investments de- 
mand owner’s exclusive attention. Ex- 
clusive representative for many wel 
known lines. Moderate first payment and 
very reasonable terms to persons who 
can establish responsibility and credit. 
Address C-11, care Office Appliances, 
Chicago. 








MISCELLANEOUS. 

6 DIFFERENT BUSINESS PUBLICA- 
TIONS covering Accounting, Advertising, 
Administration, Merchandising, Sales- 
manship and Taxation, all prepaid, only 
25c. Value $1.50. Instructive, educa- 
tional, practical. Walhamore Co., Lafay- 
ette Bldg., Philadelphia, Pa. 





CARBON PAPER and Typewriter Ribbon 
Dealers to handle fast selling side line. 
Offers copertunns ot build a nice repeat 
business. P. O. x 1222, Norfolk, Va. 


STATIONERY SALESMAN with four- 
teen years’ experience desires to call 
upon southern stationery houses as sales- 
man for manufacturers. Can give good 
service and produce results with any 
worth while line of goods sold in com- 
mercial stationery stores. Address V-10, 
care Office Appliances. 


BUSINESS OPPORTUNITIES. 


EXPERIENCED office furniture or sta- 
tionery man with ten thousand dollars 
or more can make favorable connection 
in a splendid western city. Address N-13, 
care Office Appliances, Chicago. 


EXCLUSIVE office furniture dealer in 
one of the best western cities will con- 
sider adding Stationery Department. 
with suitable investment, by experienced 
man in that line. Replies confidential. 
Address O-7, care Office Appliances, Chi- 
cago. 

BUSINESS OPPORTUNITY — Chicago. 
Eastern manufacturer of non-competitive 
specialty seliing for Ten Dollars, has un- 
usual opportunity for man of specialty- 
sales managerial ability and small cap- 
ital to secure General Agency. Every 
business and professional man, and many 
residences a prospect. Good chance to 
get the profit on a live force of about 
ten men, if you know how to men. 
Now selling extensively in East, and Chi- 
cago a fertile field. Other territories also 
open. Address with rticulars, experi- 
ence. Hush-a-Phone Corp., 41 Union 8q., 
New York. 


AGENCIES WANTED. 
WANTED—Good, useful articles to sell 


























stationery trade. Will manufacture or 
buy quantity. Have factory, established 
trade. Give ticulars in first letter. 
Address A. . eare Office Appliances, 
Chicago, 
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Copies of any one of the patents referred to below can be obtained by sending 25 cents in stamps to E. G. Siggers 
patent lawyer, Suite 33, N. U. Building, Washington, D. C., and mentioning Office Appliances. 
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No. 1,400,003.—Caiculating machine, patented December 13, 
1921, by Cari Schaller, Brunswick, Germany; assignor to Grimm, 
Natalis & Company, Commanditgeselischaft Auf Actien, Bruns- 
wick, Germany. 

No. 1,420,259.—Attachment for typewriters, patented June 20, 
1922, by Harold L. Hedrick and Henry C. Chantier, Columbus, O. 

No. 1,420,874.—Ribbon attachment especially adapted for type- 
writers, patented June 27, 1922, by William H. Sinclair, Berke- 
ley, Calif., assignor to Manifoid Impressions Corporation, Car- 
son City, Nev. 

No. 1,421,677.—Loose leaf binder or file, patented July 4, 1922, 
by William Fred Dunning, Washington, D. C. 

No. 1,421,780.—Ribbon mechanism for typewriters, patented 





























1,418,306. Paper clip.—Frank P. Holt, Fort Worth, Texas. 

1,418,440. Typewriting machine.—Edward B. Hess and Lewis 
Cc. Myers, Brooklyn, N. Y. (assignors to Royal Typewriter Com- 
pany, Inc., New York, N. Y., a corporation of New York). 

1,418.480@. Manifold attachment for typewriters—John Q. 
Sherman, Dayten, Ohio. 

1,418,506. Typewriting Machine.—Alfred J. Wood, Waldwick, 
N. Y. (assignor to Underwood Typewriter Company, New York, 
N. Y., a corporation of Delaware). 

1,418,620. Envelope.—Herman Clare, Berne, Switzerland. 

1.418.624. Ribbon attachment especially adapted for type- 
writers.—Malcolm L. Cossitt, Alameda, Calif. (assignor to Man- 
jifold Impressions Corporation, Carson City, Nev., a corporation 
of Nevade). 
pe aes Pencil sharpener.—Edson R. Wolcott, Los Angeles, 

alif. 

1,418,901. Typewriting machine-—John H. Barr, New York, 
N. Y. (assignor to Remington Typewriter Co., Ilion, N. Y., a 
corporation of New York). 

















= 
1,498,293 





July 4, 1922, by Otto A. Hokanson, Woodstock, Ill., assignor 
to Woodstock Typewriter Company, Woodstock, Ill. 

No. 1,423,687.—Typewriter attachment, patented July 25, 1922, 
by John M. Schultz of Chicago, Iil., assignor by direct and 
mesne assignments to John S. Chenneour, Chicago, III. 

No. 1,423,741.—Calculating machine, patented July 25, 1922, by 
George A. Seib, Ilion, N. Y., assignor to Remington Accounting 
Machine Corporation, New York, N. Y. 

No. 1,424,409.—Typewriter machine, patented August 1, 1922, 
by Joseph B. Holden, Syracuse, N. Y., assignor to Remington 
Typewriter Company, Ilion, New York. 

No. 1,425,293.—Typewriting Machine, patented August 8, 1922, 
by Jesse A. B. Smith, Stamford, Conn., assignor to Under- 
wood Typewriter Company, New York, N. Y. 


1,418,947. Calculator.—John E. Lysen, Chicago, Ill. (assignor 
to J. W. Butler Paper Company, a corporation of Illinois). 

1,419,026. Fountain pen.—Arthur O. Dahlberg, Madison, Wis. 

1,419,065. Bank book.—Malvin Lichter, New York, N. Y. 

1,419,138. Typewriter escapement mechanism.—Otto A. Ho- 
kanson, Woodstock, Ill. (assignor to Woodstock Typewriter 
Company, Woodstock, Ill., a corporation of Illinois). 

1,419,172. Typewriter machine.—Henry Resch, Bayonne, N. J. 
(assiznor to Underwcod Computing Machine Company, New 
York, N. Y.. a corporation of New York). ; 

1,419,182. Typewriting machine.—John Waldheim, Elizabeth, 
N. J. (assignor to Underwood Typewriter Company, New York, 
N. Y., a corporation of Delaware). : e 

1,419,190. Memorandum pad.—Frank Zipoy, Minneapolis, 
Minn. 

1,419,195. Typewriting machine.—Frank H. Armstrong, Au- 
burn, N. Y. (assignor to Corona Typewriter Company, Inc., 
Groton, N. Y., a corporation of New York). 








=) 





oe 


Page 9 OFFICE APPLIANCES For September, 1922. 





1,419,196 Armstrong, Au- 


Inc, 


Typewriting machine.—Frank H. 
burn, N. Y. (assignor to Corona Typewriter Company, 
Groton, N. Y., a corporation of New York). 

1,419,257. Pen and pencil clip.—Thomas M. Harrigan, Wood- 
stock, Vt. 

1,419,293. Sound muffling pad for typewriting machines.— 
Lewis C. Myers, Brooklyn, N. Y. (assignor to Royal Typewriter 
Company, New York, N. Y., a corporation of New York). 

1,419,439. Fountain pen.—Frank M. Ashley, New York, N. Y. 

1,419,617. Typewriting machine.—Joshua E. Davidson, New 
York, N. Y. (assignor to Underwood Typewriter Company, New 
York, N. Y., a corporation of Delaware). 

1,419,635. Typewriting machine.—A. G. F. Kurowski, Brook- 
lyn, N. Y. (assignor to Underwood Typewriter Company, New 
York, N. Y., a corporation of Delaware). 

1,419,648. Typewriting machine.—Jesse A. B. Smith, Stam- 
ford, Conn. (assignor to Underwood Typewriter Company, New 
York, N. Y., a corporation of Delaware). 


Detailed Export Statistics Deiayed. 


The monthly statistics of adding and calculating machines, 
cash registers and parts, metal office furniture, carbon paper 
and ribbons and typewriters, which are generally printed in 
this section, have been delayed. Non-receipt from the Bureau 
of Foreign and Domestic Commerce makes it impossible to print 
the June statistics by countries here. Monthly totals for these 
respective exports follow: 

Cash registers in June—(1921) 735 machines @ $165,654; (1922) 


1,301 machines @ $245,052. Twelve months ending June— 
(1921) 14,757 machines @ $3,805.661; (1922) 11,522 machines @ 
$2,231,913. 

Cash register parts in June—(1921) $37,613 [weight not 


stated]; (1922) 49,039 pounds @ $35,633. 
Juwe—(1921) $407,985; (1922) $262,210. 

Furniture [metal office] exports for June—(1921). Twelve 
months ending June—(1921) $613,619; (1922) $2,186,676 [includes 
a total of $221,867, metal filing cases, January 1 to June 30] 

Machines, adding and calculating, for June—(1921) 880 ma- 
chines @ $239,846; (1922) 1,057 machines @ $197,497. Twelve 
months ending June—(1921) 29,023 machines @ $5,978,541; (1922) 
§.892 machines @ $1,528,749. 

Paper [carbon] in June—(1921) $31,305 [weight not stated]; 
(1922) 65,665 pounds @ $52,154. Twelve months ending June— 
(1921) $817,526; (1922) $485,302. 

Paper [writing] and envelopes in June—(1921) $177,092; (1922) 
none. Twelve months ending June—(1921) $8,232,318; (1922) 
$1,033,894 [July 1 to December 31, 1921]. 

Typewriter ribbons in June—(1921) $43,073 [weight not 
stated); (1922) 25,008 pounds @ $49,681. Twelve months ending 
June—(1921) $661,681; (1922) $419,216. 

Typewriters in June—(1921) $723,797 [weight not 
(1922) 17,186 machines @ $1,912,065. Twelve months 
June—(1921) $18,867,513: (1922) $10,395,623. 

Typewriter parts in June—(1921) not segregated; (1922) 15,178 
pounds @ $23,046. January 1 to June 30, 1922—105,719 pounds @ 
$221,200 


Twelve months ending 





stated]; 
ending 


Exports. 


Envelopes in June—(1921) none; (1922) 223,306 pounds @ $42,- 
506. January 1 to June 30, 1922—1,305,271 pounds @ $246,156. 

Filing cases, meial, in June—(1921) none; (1922) 1,068 cases 

p22. January 1 to June 30, 1922-—7,425 cases @ $221,867. 

Furniture and fixtures, other, metal, in June—(1921) [weight 
not stated] $61,905; (1922) 66,110 pounds @ $27,051. Twelve 
months ending June—(1921) $2,189,379; (1922) $658,088. 

Furniture, office [wooden], in June—(1921) none; (1922) 96,176 
pounds @ $24,350. Six months, January 1 to June 1, 1922— 
619,202 pounds @ $162 361. 

Furniture, oft'ce and store [wooden], in June—(1921) $72,804; 
(1922) none. Twelve months ending June—(1922) $1,705,660; 
(1922) $543,567 [July 1 to December 31, 1921]. 

Furniture [other metal] in June—(1921) [weight not stated] 


$119,152; (1922) 927,186 pounds @ $124,132. Twelve months 
ending June—(1921) $3,903,311; (1922) $1,196,287. 
Ink. writing. in June—-(1921) not segregated; (1922) 85,484 


younds @ $27,550. January 1 to June 30, 1922—301,373 pounds 
@ $97,088. 

Machines, addressing, in June—(1921) none; 
chines @ $11,691. January 1 to June 30, 1922 
@ $198,736. 

Mucilege and paste in June—(1921) $25,341; (1922) 
separately. Twelve months ending June, 1921—$602,251. 
to December 31, 1921—$139,468. 


(1922) 197 ma- 
1,091 machines 


reported 
July 1 


Office supplies, including paper clips, binders, erasers, ink- 
stands, etc., in June—(1921) not segregated; (1922) 182,954 
ounds @ $85,631. January 1 to June 30, 1922—867,154 pounds @ 
448,868. 

Paper, cash register and adding machine, in June—(1921) 


$8,604 [weight not stated]; (1922) 77,339 pounds @ $8,920. Twelve 
months ending June—(1921) $247,763; (1922) $194,760. 

Paper [writing], except papeteries, in June—(1921) none; 
(1922) 648,731 pounds @ $93,625. Six months, January 1 to June 
30—(1921) none; (1922) 3.566.525 pounds @ $584,661. 

Papeteries in June—(1921) none; (1922) 39,111 pounds @ $11,- 
720. January 1 to June 30, 1922—124.062 pounds @ $44,031. 

Paste in June—(1921) grouped with mucilege; (1922) 207,332 
ynounds @ $20,843. January 1 to June 39, 1922—802,147 pounds 
@ $85,855. 

Pencils, lead [metal casing], in June—(1921) not segregated: 
(1922) 7,468 dozen @ $15,467. January 1 to June 30, 1922—47,232 


pounds @ $11S,497. 

Pencil leads in Jurne—(1921) not segregated; (1922) 192,958 
dozen @ $3,055. January 1 to June 30, 1922—988,754 dozen @ 
$29 615 


Pencils [other] in June—(1921) not segregated: (1922) 492,568 
dozen @ $107.195. January 1 to June 20, 1922—3,222,974 dozen 
@ £600,418. 

Penholders in June—(1921) 3,997 gross @ $10,057; 
gross @ $12,067 Twelve months ending June—(1921) 
gross @ $241.945; (1922) 46,934 gross @ $86,121. 

Pens [fountain] in June—(1921) 14,613 pens @ $18,642; (1922) 
20.714 pens @ $18,070. Twelve months ending June—(1921) 
351.340 pens @ $433,201: (1922) 107,499 pens @ $95,902. 

Pens [metallic], except gold, in June—(1921) 4,219 gross @ 
$3,117: (1922) 9,722 gross @ $5,666. Twelve months ending June 


(1922) 5,461 
95,017 


—(1921) 590,128 gross @ $322,982; (1922) 96,580 gross @ $60,403. 


Imports. 

Paper other than newsprint, wrapping, etc., in June—(192 
39,513 pounds @ $4,206; (1922) 131,82 pam oh. ‘ 
Twelve months ending June—(1921) 4,219,925 pounds 353; 
(1922) 825,007 pounds @ $83,481. 

Pencils and pencil leads in June—(1921) 69,230 gross ¢ $12,- 

une— 


498; (1922) 42,700 gross @ $27,866. Twelve months endi 
(1921) 431,957 gross @ $387,281; (1922) 680,484 ro @ shi 008. 
Penholders and pens in June—(1921) 39,307 gross 256; 


(1922) 90,638 gross @ $46,663. Twelve months endi June— 
(1921) 772,004 gross @ $466,541; (1922) 602,542 gross @ $374,756. 


lon ag 


Overseas. 
Ahmedabad, India.—-N. L. Roy & Company, 2577 Chokkawati 
Pole, Dhanasutar street, has been established for the specific 
purpose of importing and distributing American manufactures 





in Indian markets. The company is eager to enter into sou 
ree with American manufacturers of office equipment 
supplies. 

Aukland, New Zealand—A. J. Hutchinson, 611 N. Z. Insurance 
building, Queen street, is endeavoring to complete his files of 
catalogues on adding machines, typewriters, duplicating ma- 
chines, filing cabinets. check writers and other office a - 
ances. Fellow Rotarians and other business men look to . 
Hutchinson for the latest information on all up-to-date methods 
with reference to office systems work. He requests manufac- 
turers in the United States to send recent catalogues for his 
reference file. 

Caracas, Venezuela.—A. G. Pinedo, P. O. Box 393, desires to 
secure agencies for: writing, printing and wrapping paper, type- 
writers, adding machines, duplicators, multigraphs, fountain 
pens, pencils, ink, magazine or automatic pencils, ribbons and 
cerbons, filing cabinets and supplies, and all other items for 
office oufitting or use. 

Milan, Italy.—Co-Operativa Organizzaozione Scientifica, 5, Via 
Lupetta, (7), is organizing to distribute efficiency products. 
Later a periodical will be issued. The company wishes to. hear 
from American manufacturers of tabulating, calculating, ac- 
counting, computing, addressing and stamping machines, Shalre, 
desks, duplicators, envelope sealers, filing cabinets, supplies, 
folding machines, fountain pens, letter openers, loose leaf de- 
vices and supplies, stamp affixers, tables, typewriters and gen- 
eral stationery supplies. The company desires to represent 
manufacturers of these various items in Italy. 

Montevideo, Uruguay.—E. Biglino & Company, Calle 25 de 
Agosto 327, is in the market for small adding or listing ma- 
chines, four- or five-bank. This company has good connections 
with several American manufacturers. 

Palermo, Italy.—A. Capra & Company desires to undertake the 
representation of a portable typewriter of reputation on an ex- 
clusive agency basis. . 

Domestic. if 

Albany, N. Y.—Green’s, 8-12 Green street, is enlarging its 
store. Tt is desired to get in touch with manufacturers of 
school supplies, novelties, etc. 

Boston, Mass.—The Peerless Supply Company, 8 Beacon 
street, intends stocking up with a complete line of office sup- 
plies. Manufacturers are invited to send the latest catalogues, 
with best quantity net prices. 

Cedar Rapids. lowa.—George Slauter, manufacturers’ repre- 
sentative, 112 North Fourth street, West, desires additional 
lines, particularly small staples, such as are sold by stationery, 
office supply and book stores. His territory includes Iowa, 
Minnesota, North and South Dakota, Kansas and Nebraska. 

Dayton, Ohio.—The Office Equipment Company, not incor- 
porated, 1304 U. B. building, has opened to handle labor-saving 
devices, typewriters, supplies and to do repairing and service. 
Catalogues and price lists are requested from manufacturers of 
office equipment and supplies. 

Geneva, N. Y.—The McDonald-Hannacker Company, 63 Sen- 
eca street, has taken increased space, and will pay special at- 
tention to office equipment and supply lines. A 

Los Angeles, Calif.—Schubert & Kirby Company, Loew’s State 
buiiding, wishes to take on additional lines The compan 
serves as direct manufacturers’ representative, and is - 
established on the coast among retailers, wholesalers, jobbers 
and wholesaie consumers in the office supply line. Ex enced 
salesmen would specialize exclusively on the new lines under- 
taken. 

Newburgh, N. Y.—The Industrial Printing Service Company 
45 Second street, wishes to get in touch with manufacturers of 
typewriter paper, ribbons and carbons, ete. R. J. Dunn 
treasurer. 

Philadelphia, Penna.—S. A. Wilson Company, 110 South 
Highteenth street, requests catalogues from manufacturers in 
the office supply and stationery lines. The company is 
these items to its printing business. 

Poughkeepsie, N. Y.—B. F. Richardson, office outfitter, 4 Can- 
non street, desires to hear from manufacturers of general office 
equipment. 

San Francisco, Calif.—Joseph Quinn, 1148 Mission street, a 
manufacturers’ agent, desires to establish connections with 
manufacturers of business college supplies, such as writing tab- 
lets. composition books, pencil tablets, stenographers’ note 
books, typewriter tablets, etc. 

Utica, N. ¥.—The Allsteel Furniture Company, W. C. Mil- 
gate, manager, 17 Blandina street, requests catalogues from 
manufacturers of general office equipment lines. The com- 
pany, which represents The General Fireproofing Company, also 
handles carbon paper and typewriter ribbons. 

Whiting, Ind.—The Northern Indiana Printing & Station 
Company will open a new establishment about September 20. 
Catalogues and price lists are requested from manufaeturers 
in the stationery and office equipment fields. 








a 
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Opportunities for Foreign Trade. 

The business ti which follow are collected from various 
points where the United States has consular officers and com- 
mercial attaches. If the reader wishes to follow any of the 
pros ts, he can obtain the name and address by requesting 
the information from the Department of Commerce, Bureau of 
Forei and Domestic Commerce, Washington, D. C., mention- 
ing e number which identifies each item. This information 
can also be obtained from the district and co-operative offices 
of the department. 

Most of these items are quoted in full, as reported by the 
Bureau of Foreign and Domestic Commerce, in the thought that 
where a miscellaneous list of requirements is stated, the char- 
acter of the inquirer’s business will be revealed. 

These items are given identifying numbers, to avoid pro- 
miscuous publication of the names connected with Foreign 
Trade rtunities developed by the Department of Com- 
merce. @ names and addresses must not be published by 


their recipients. 
DISTRICT OFFICES. CO6PERATIVE OFFICES. 
Boston: a Customhouse. Continued. 
Chi : 1424 First National St. Louis: 1209-1210 Liberty 
Bank Building. Central Trust Co. Building. 
P. L: George L. Lo- Akron, O.: Chamber of Com- 
gan, - merce. 
New Orleans: 214 Custom- Baltimore, Md.: Pape and 


house. Import Board o e. 
New York: 734 Customhouse. Chattanooga, Tenn.: Foreign 
San Francisco: 307 Custom: Trade Secretary, Southern 


house. Railway System. 
Los Angeles, Calif.: Chamber 
CO6PERATIVE OFFICES— 


of Commerce. 
Newark, N. J.: Chamber of 
Cincinnati, Ohio: Chamber of 


Commerce. 


Commerce. Norfolk, Va., Hampton Roads 
Cleveland, Ohio: Chamber of Maritime Exchange. 

Commerce. Philadelphia, Penna.: Cham- 
Columbus, Ohio: Chamber ot ber of Commerce. 

Commerce. Pittsburgh, Penna.: Chamber 
Dallas, Tex.: Chamber of of Commerce. 

Commerce. Portland, Ore.: Chamber of 
Dayton. Ohio: Dayton Cham- Commerce. 

ber of Commerce. Richmond, Va.: Chamber of 
El Paso, Tex.: Chamber of Commerce. 


Rochester, N. Y.: Chamber of 
Commerce. 


Commerce. 
Indianapolis, Ind.: Chamber 
of Commerce. Syracuse, N. Y., Chamber of 
Seattle: 515 Lowman Building Commerce. 
Adding and Calculating Machines. 
See No. 3,078 under Typewriters. 
Furniture. 

3,066.—A firm in Portugal dealing exclusively in office ap- 
Pliances desires to be placed in communication with exporters 
with a view te securing an agency for the sale of furniture, 
pencils, and general office supplies, in Portugal, islands, and 
colonies. No reference given. 

3,168.—-A commercial agent from the Dominican Republic is 
in the United States and desires to secure an agency for 
cement, chemicals, coal, cotton goods, hats and caps, boots 
and shoes, pottery, bags, rope, canned goods, rice, wheat. 
flour, hardware, cutlery. electrical machinery, paints and 
varnishes, rubber goods, soaps, lumber. furniture, and wool 
manufactures. Quotations, c. i. f. Dominican ports. References. 

3,229.—A request has been received from Bulgaria for cata- 
logues of all kinds of house and office furniture, especially 
wooden. Correspondence, German or Bulgarian. References. 

3,271.—An inquiry has been received from Roumania for 
the purchase of a small safe. Quotations, f. o. b. New York. 
Payment, cash. 

3,266.—Firm in Spain desires to purchase all kinds of furni- 
ture and requests catalogues and price lists. Quotations, c. 
i. f. Valencia. Correspondence, Spanish. 

Other Machines. 

3,074.—A merchant in France desires to secure an agency for 
the sale of weighing machines which will automatically indi- 
cate the price of any weight of goods when the price of a unit 
of the goods is known. Quotations, c. i. f. Dunkirk. Refer- 
ence. 

Paper. 

3.037.—Manufacturers’ agents in India desires the representa- 
tion of firms for the sale of all classes of paper, such as news- 
print, glazed and unglazed paper, wood-free and containing 
wood pulp, glazed and unglazed colored paper, colored and 
white tissue, and wrapping, such as kraft and brown, and 
also pulp, printing machinery, ink, ete. References. 

3,231.—A mercantile firm in France desires to purchase and 
secure an agency for sanitary paraffin-paper drinking cups 
and glass containers for same. Quotations, c. i. f. French 
port. Payment, cash. Correspondence, French. Reference. 

3,339.—An inquiry has been received from China for an 
agency for newsprint paper, suitable for Japanese newspapers, 
similar to sample which was forwarded and may be examined 
at the bureau or its district offices, and also wrapping and 
writing paper. (Refer to file No. 63716.) Quotations, c. i. f 
Dairen. 

See also No. 3,210 under Stationery. 

Pens and Pencils. 

$3,230.—An agency firm in the Cape of Good Hope Province, 
South Africa. desires to purchase and secure an agency for 
fountain pens io sell at $2.00 and less. Quotations, c. i. f. 
African port. 

See also No. 3,066 under Furniture. 

See also No. 3,328 under Ribbons and Carbons. 

Ribbons and Carbons. 

3.328.—An agency is desired by a firm in Canada for the 
sale of pencil boxes, transparent slates, and carbon paper. 
Quotations, f. o b. shipping point. 

Stamps and Stencils. 

3,097.—The purchase of brass name plates is desired by a 
mercantile firm in Canada. Quotations, f. o. b. port of ship- 
ment. Payment, cash. Reference. 

Stationery. 

3,060.—A book dealer in Spain desires to secure an agency 
for the sale of stationery, office supplies, etc. Correspond- 
ence, Spanish or French. References. 


3.164—A trading company in Canada desires to purchase 
and secure an agency for cottonseed oils, lard, domestic shor- 
tening, oleo, butter, corn meal, cereals, canned meats, pickled 
= products, canned fruits and vegetables, dried fruits in 
yoxes, boots and shoes, hosiery, light underwear, tropical sport- 
ing goods. cigarettes. paper bags, tags, envelopes, and com- 
mercial stationery and supplies. Quotations, c. i. Barbados. 
Trinidad, Jamaica, Demerara, and Northern Islands. Ref- 
erences. 

3,210.—A firm of distributors in Palestine desires to pur- 


chase and secure the sole agency for cigarettes, tobacco, can- 
ned goods sweets, washing and toilet soaps, plain stationery, 
candles, wrapping paper and shoe and metal polish. Quota- 
tions ec. i. f. Jaffa or Haifa. Terms, cash against documents. 
References. 

3,234 —Company in India desires to purchase or secure an 
ageney for hardware, cotton piece goods, cotton and _ silk 
hosiery, stationery, steel products, and structural! steel Quo- 


tations, c. i. f. Karachi. Reference. 
See also No. 3,078 under Typewriters. 
See also No. 3,085 under Typewriters. 
Typewriters. 

3,036.—Firm in Spain desires to purchase or secyre an agency 
for rebuilt typewriters. Quotations, c. i. f. Mediterranean 
port. References. 

3,078.—A merchant in Spain desires to purchase and secure 
an agency for typewriters, adding and calculating machines. 
stationery, office supplies, etc. Quotations, c. i. f. Spanish 
port. Payment to be made upon receipt of goods. Correspond- 
ence, Spanish. References. 

3,085.—A commission merchant in Spain desires to purchase 
and secure an agency for typewriters, modern office equip- 
ment, scales, and machinery in general. Quotations, ec. i. f. 
Gijon or Santander. Correspondence, Spanish. References. 

3,342.—The owner of a retail establishment in Spain desires 
to purchase and secure an agency for phonographs, typewriters 
and sewing machines. Quotations, c. i. Viga or Corunna. 
Correspondence, Spanish. 


August in Corporate Finance. 


A summary of prices on New York and Chicago stock ex- 
changes of industrial stocks related to the office equipment 
and stationery fields. Where no showing is made the stocks 
were not dealt in actively. 

Miscellaneous fiduciary affairs are noted. 

Stocks starred (*) are traded in but not listed: 

American Bank Note Company—Common. 

High for year, April 7@77%; low for year, Jan. 6@51%. 
Week of July 31—Sales, 300; high, 67; low, 67; close, 67. 
Week of August 5—Sales, 200; high, 69; low, 69; close 69. 
Week of August 12—Sales, 100; high, 52; low, 52; close, 52. 
Week of August 19—Sales, 400; high, 74; low, 72; close, 72. 
Week of August 26—Sales, 200; high, 74%; low, 7344; close, 

73%. 

For six months ended June 30, net income was $513,542, after 

taxes and charges, against $655,633 in the first half of 1921. 
American Bank Note Company—Preferred. 

High for year, March 3@54; low for year, Jan. 12@52 

Week of August 5—Sales, 100; high, 69; low, 69; close, 69. 
9 


Week of August 12—Sales, 100; high, 52; low, 52; close, 52. 


Week of August 19—Sales, 100; high, 52; low, 52; close, 52. 
Week of August 26—Sales, 200; high, 52; low, 52; close, 52. 
The American Multigraph Company. 
Quarterly dividend, 14 per cent, payable September 1 to stock 
of record August 21. - 
American Writing Paper Company—Preferred. 

High for year, April 15@37%; low for year, Jan. 13@52%. 
Week of July 29—Sales, 600; high, 29%; low, 29; close, 29. 
Week of August 5—Sales, 1,300; high, 30; low, 29%; close, 30 
Week of August 12—Sales 1.700; high, 33; low, 29; close, 33. 
Week of August 19—Sales, 1,500; high, 33%; low, 31%; close, 

33. 
Week of August 26—Sales, 700; high, 32%; low, 32; close, 32%. 
Burroughs Adding Machine Company.* 
July 24 to August 27—High bid, 175; low bid, 135. High asked, 
183; low asked, 135. 
Quarterly dividend, $2.00, payable September 30 to stock of 
record September 21. 

. C. B., Evanston, I1l.—On July 11, 1922, it was announced 
that because of insufficient shares represented at the stock- 
holders’ meeting of the Burroughs Adding Machine Company. 
the proposed plan of reorganization and recapitalization had 
been withdrawn by mutual consent of owners and bankers. A 
stock dividend of twenty-five per cent was then declared, pay- 
able August 15 to stock of record July 31.—Investor’s Friend 
in Chicago Tribune, August 17, 1922. 

Columbia Graphophone Company—Common. 

High for year, June 6@5%; low for year, Jan. 23@1%. 
Week of July 29—Sales, 4,500; high, 454; low, 4%; close, 4%. 
Week of August 5—Sales, 8,100; high, 4%; low, 4; close, 4%. 
Week of August 12—Sales, 14,900; high, 4%; low, 3%; close, 





3%. 

Week of August 19—Sales, 2,700; high, 4; low, 35%; close, 3%. 
Week of August 26—Sales, 1,800; high, 4; low, 374; close, 3. 
Columbia Graphophone Company—Preferred. 

High for year, June 3@20%; low for year, Jan. 26@6%%. 
Week of July 28—Sales, 1,800; high, 17; low, 16%; close, 16%. 

Week of August 5—Sales, 500; high, 17; low, 16; close, 16. 
Week of August 12—Sales, 4,000; high, 16; low, 11%; close, 


13%. 

Week of August 19—Sales, 1,300; high, 14; low, 12%; close, 14. 
Weck of August 26—Sales 400; high, 16; low, 15%; close, 15%. 
Computing-Tabulating-Recording Company. 

High for year, Apri! 26@79%; low for year, Jan. 3@55%. 
Week of July 29—Sales, 500; high, 67; low, 64; close, 665%. 
Week of August 5—Sales, 3,000; high, 69; low, 66%; close, 68% 
Weck of August 12—Sales, 2.800: high, 69%: low, 68; close, 69. 
Week of August 19—Sales, 1,500; high, 68%; low, 67%; close 


68. 

Week of August 25—Sales, 3,800; high, 70%; low, 68%; close, 
68%. 

Quarterly dividend, 1% per cent, payable October 10 to stock 
of record September 25. 
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The report of the Computing-Tabulating-Recording Company 


for six months ended June 30, 1922, shows a net income of 
$814,793, before deduction of Federal taxes, which is equal to 
$6.21 per share on 151,033 shares of capital stock of no par 
value, comparing a net income of $449,507 or $3.43 per share 
on the stock in the corresponding period of 1921. 

For the quarter ended June 30 the net income was $412.018 


compared with a net income of $402,774 for the preceding 
quarter.—New York Commercial, August 4, 1922. 
G. H. R.—The Computing-Tabulating-Recording Company 


earned $7.99 per share on its 131,033 shares outstanding capi- 
tal stock in 1921, compared with $14.36 on the same amount 
f stock in 1920. Current assets as of Dec. 31, 1921, were $7,- 
750,014; current liabilities, $3,532,716; net current assets, $4,- 
217,298. ‘The stock has no par value. It is paying dividends 
at the rate of $6.00 per annum at present. The stock rates 
fairly well among common stocks. The company acquired the 
Pierce Accounting Machine Company in March, 1922.—Inves- 
tors’ Friend in Chicago Tribune, August 18, 1922. 
The B. F. Goodrich Company—Common. 

High for year. May 29@44%; low for year, Jan. 4@34%. 

Week of July 29—Sales, 6,800; high, 38%; low, 37; close, 37%. 

Week of August 5—Sales, 2,700; high, 395g; low, 36; close, 37. 

Week of August 12—Sales, 19,900; high, 37%; low, 32%; 
close, 36. 

Week of August 19—Sales; 1,500; high, 37%; low, 35%; close, 
37. 
Week of August 26—Sales, 7,200; high, 37; low, 34%; close, 
o0 "3 
President Work of The B. F. Goodrich Company, announced 
that the company’s issue of $30,000,000 of five-year seven per 
cent convertible notes are called for redemption on October 
1, 1922, at 103 and interest. This formal announcement has 
been expected for some time, however, in view of the recent 
offerings of the company’s $20,000,000 of twenty-five-year 6% 
per cent bonds. At the time of the announcement of the new 
financing it was stated that the directors would meet late in 
July for the purpose of calling the seven per cent convertible 
‘ssue.—Chicago Tribune, August 15, 1922. 

The B. F. Goodrich Company—Preferred. 

High for year, April 24@91; low for year, Jan. 5@82. 
Week of July 29—Sales, 900; high, 87%; low, 875%; close, 87%. 
Week of August 5—Sales, 300; high, 86%: low, 86; close, 86. 
Week of August 12—Sales, 1,900; high, 86; low, 84%; close, 
86. 

Week of August 19—Sales, 100; high, 86; low, 86; close, 86. 

Week of August 26—Sales, 400; high, 87; low, 86: close, 87. 

The Goodyear Tire & Rubber Company—Common.* 





July 24 to August 26—High bid, 11%; low bid, 7. High 
asked, 12%; low asked, 9. 
The Goodyear Tire & Rubber Company—Preferred.* 
July 24 to August 26—High bid, 33%; low bid, 26. High 
asked, 35: lew asked, 28. 


Kellogg Switchboard & Supply Company.* 
July 24 to August 26—High bid, 62; low bid, 51. High asked, 
64; low asked, 55%. 
Lanston Monotype Company. 
Quarterly dividend, 1% per cent, payable August 31 to stock 
of record August 21. 
Remington Typewriter Company—Common. 
Hish for vear, March 14@12; low for year, Jan. 6@21. 





Week of July 29—Sales, 300; high, 35; low, 34%; close, 35. 

Week of August 5—Sales, 3,700; high, 37%; low, 36; close, 
37%. 

Week of August 12—Sales, 6,800; high, 38%; low, 36%; close, 
36%. 4 P 

Week of August 19—Sales, 2,100; high, 3634; low, 35%; close, 


Week of August 19—Sales, 2,800; high, 38%; low, 3644; close, 
2714. 
The entry of new interests in the affairs of the Remington 
Typewriter Company and the resignation of its chairman, an- 
nounced earlier in the week, have given color to reports that 
the company is planning a new policy of expansion and greater 
activity. Business at present is running along at an excellent 
rate and the new interests, it was said yesterday, intend to 
put some additional “pep”? into the affairs of the corporation. 
The company’s new portable machine is said to be selling at 


—_ 


present at a rate several times greater than a year ago, while 
earnings, therefore, are showing an expansion.—New York 
Herald, August 4, 1922. 

A sharp turn for the better is reflected in the earning state- 
ment of the Remington Typewriter Company, which for 
the first six months of this year net profits after taxes, inter- 
est and reserves totaling $413,177, equivalent to $7.93 a share 
on the outstanding $5,209,400 first preferred stock. con- 
trasts with the deficit of $2,850,146 for the year ended December 
31, 1921. According to the directors, dividends on the first pre- 
terred will not be resumed until the directors are satisfied 
the rate of seven per cent can be maintained. Sales are con- 
siderably above last year’s volume and the company is confident 
the second half of this year will show better earnings than 
the first half. Production of portable typewriters as of July 
31 was reported at plant capacity, and of standards at eighty- 
one per cent of the past five years’ average, or about sixty 
per cent of the banner 1920 rate.-—New York Evening Sun, 
August 4, 1922. 

Remington Typewriter Company—First Preferred. 
High for year, August 25@87; low for year, Jan. 14@55%. 
Week of July 29—Sales, 100; high, 75; low, 75; close, 75. 

nm of August 5—Sales, 100; high, 77%; low, 77%; close, 


4i%R. 
Week of August 12—Sales, 300; high, 80; iow, 18%; close, 80. 
Week of August 26—Sales, 300; high, 87; low, ; close, 87. 
Remington Typewriter first preferred established a new high 
today, with steady buying in reflection of the improved earn- 
ing power demonstrated by the company so far this year. 
Earnings during the first half of 1922 amounted to $7.92 on the 
first preferred, this comparing with a deficit of $2,850,000 before 
preferred dividends last year.—Chicago Journal of Commerce, 
August 9, 1922. 
Remington Typewriter Company—Second Preferred. 
High for year, March 13@63; low for year, Jan. — 
Week of July 28—Sales, 600; high, 58; low, 56; close, 58. 
Week cf August 5—Sales, 600; high, 59; low, 56%; close, 59 
Week of August 12—Sales, 1,400; high, 62%; low, 62%; close, 


62%. 





Strathmore Paper Company. 

The Strathmore Paper Company declared a 500 per cent stock 
dividend on the common stock of the company. The declara- 
tion of the dividend was accompanied by a virtual recapitaliza- 
tion of the company, involving the retirement of 40, shares 
of unissued employes’ stock of a par value of $10.00 and the 
seeereneen ef all the company’s preferred of a par value of 
100. 

New certificates were filed with the Massachusetts commis- 
sioner of corporations stating that the capital been in- 
creasec from $1,600,000 to $11,000,000 by the issuance of 30,000 
shares of new six per cent cumulative preferred stock of a 
par value of $100 and the issuance of 65,000 shares additional 
common, with a par value of $100. 

The dividend was declared in the form of one share of new 
preferred and four shares of new common. The capitalization 
cf the company as reorganized will be 30,000 shares of the 
new preferred stock, 80,000. shares of common and 10,000 shares 
of employes’ stock of a $20.00 par value.—Chicago Journal of 
Commerce, August 5, 1922. 

Underwood Typewriter Company—Common. 
High for year, May 1@142; low for year, Jan. 14@130. 
Underwood Typewriter Company—Preferred. 
High for year, Jan. 12@107%; low for year, Jan. 12@107%:. 
United Alloy Steel. ’ 

For the six months ended June 30, 1922, net operating in- 
come was $1,274,923, after interest and depreciation, equal after 
paid dividends to $1.45 a share on 800,000 shares of outstand- 
ing common stock at par. 


The Wahl Company, Common. 

High for year, April 13@78 ow for year, Jan. 3@650. 
Week of July 29—Sales, 895; high, 59%; low, 58%; close, 58%. 
Week of August 5—Sales, 1,185; high, 59; low, 57; close 5 
Week of August 12—Sales, 265; high, 59: low, 575%; close, 57M. 
Week of August 19—Sales 3,410; high, 58; low, 56%; close, 58. 
Week of August 2¢—Sales, 13,740; high, 63%; low, 58; close. 


6255. 
The Wah! Company—Preferred.* 
July 24 to August 26—High bid, 90; low bid, 88. High asked, 
93: low asked, 90. 








The Service Bureau of Office Appliances Is for 
the Exclusive Use of Subscribers 
and Advertisers : 


For subscribers it answers by personal letters all inquiries upon matters germane to the field, it furnishes special reports upor 
articles of office equipment, supplies names of manufacturers of any article wanted, puts man and job together. 
aids foreign dealers in securing U.S. A. lines, and in many other ways performs useful service, all 
without charge. For advertisers it maintains a competent copy department, furnishes lists 
of desirable agents and dealers in nearly every country, sends actual leads for 
business in a weekly bulletin which goes to advertisers only and in other 
ways supplements the value of the advertising space. Subscribers 
in every corner of the globe make good use of this bureau; 
manufacturers in every section of the field have 
evidence of the value of the service. 


oO 
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Association Officers 


A LIST OF OFFICERS OF THE VARIOUS STATE AND LOCAL STATIONERS’ ASSOCIA- 

TIONS, THE REGIONAL BODIES OF THE NATIONAL ASSOCIATION OF STATIONERS 

AND MANUFACTURERS, LOCAL ASSOCIATIONS OF OFFICE APPLIANCE MANAGERS, 

AND THE VARIOUS AFFILIATIONS OF MANUFACTURERS TO FACILITATE CON- 
TACT WITH THE FIELD. 


Secretaries are requested to notify Office Appliances of any changes in personnel or address, and to report 
annual elections Ss 
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NATIONAL ASSOCIATION OF STATIONERS AND 
MANUFACTURERS 


J. Ogden Pierson, president; Eberhard Faber, first vice presi- 
dent; G. L. Davis, second vice president; Charles L. Mitchell, 
third vice president; A. H. Childs, treasurer; J. Herbert White, 
auditor; Fletcher B. Gibbs, general manager, 403-05 Conway 
Bullding, Chicago, Ill.; Mortimer W. Byers, secretary; W. D. 
Pittman, assistant general manager; W. U. Greenleaf, field 
secretary; Charles L. Estey, advertising counsel. 


WHOLESALE STATIONERS’ ASSOCIATION OF THE 
UNITED STATES 

Paul J. Wielandy (Blackwell-Wielandy Book & Stationery 
Company), president, St. Louis, Mo.; Geo. L. Davis (Adams, 
Cushing & Foster, Inc.), vice president, Boston, Mass.; Ross P. 
Andrews (R. P. Andrews Paper Company), treasurer, Wash- 
ington, D. C.; H. C. Whittemore, secretary, 1741 West Eleventh 
Street, Brooklyn, N. Y. 


Stationers—Regional and State 


CAPITOL DISTRICT STATIONERS’ ASSOCIATION 
R. F. Clapp, Jr., president, Albany, N. Y.; Mr. Shaffer 
Albany News Company), Albany, N. Y., vice president; George 
Green, treasurer, Albany, N. Y. 


THE COLORADO STATIONERS’ ASSOCIATION 
George Matheson, chairman, 301 Colorado National Bank 


Building, Denver, Colo. 
OONNECTICUT VALLEY STATIONERS’ ASSOCIATION 


D. D. Macdonald (Bradley & Scoville Company, Inc.), New 
Haven, Conn.; J. B. Tower (John R. Rembert Company), vice 
New Haven, Conn.; F. L. Chamberlin (The Chamber- 

hire Company), treasurer, Bridgeport, Conn.; BE. W. 
Pape (Adkins Printing Company), secretary, New Britain, Conn.; 
James E. Feeley, auditor. 


ILLINOIS STATIONERS AND BOOKSELLERS’ 
ASSOCIATION 
Will H. Johnson (W. B. Read & Company, Bloomington, III.), 
president; Otto Wagner (Otto Wagner, Freeport, Ill.), vice 
resident; Harry H. Chumley (Wilder & Wilder, 129 North 
ain street, Decatur, Ill.), secretary-treasurer. 


KANSAS BOOK DEALERS’ ASSOCIATION 
Phil M. Anderson, president, Newton, Kans. 
A. 8. Allen, vice president, Wichita, Kans. 
F. @. Orr, secretary-treasurer, Wichita, Kans, 


MIDDLE ATLANTIC DIVISION 


A. Pomerantz (A. Pomerantz & Company), chairman Board 
of Governors, Philadelphia, Penna.; Mortimer W. Byers, coun- 
sel, New York, N. Y.; Francis B. Irwin (James Hogan Com- 
pany, Ltd.), Philadelphia, Penna., secretary-treasurer. 


MIDWEST DIVISION—NATIONAL ASSOCIATION OF 
STATIONERS AND MANUFACTURERS 

D. W. Collins (Western Bank Supply Company, Oklahoma 

City, Okla.), president; F. M. Hughes (Standard Office Supply 

Company, Oklahoma City, Okla.), secretary-treasurer; Otto C. 

Botz (The Hugh Stephens Printing & Stationery Company, 

Jefferson City, Mo.), vice president for Missouri; George 


Hausam (Hutchinson Office Supply & Printing Company, 
Hutchinson, Kans.), vice president for Kansas; J. W. Ras- 
mussen (Omaha Printing Company, Omaha, Neb.), vice presi- 
dent for Nebraska; James T. Ward (Ward Office Supply Com- 
pany, Okmulgee, Okla.), vice president for Oklahoma; C. B. 
Smith (Smith Printing Company, Pine Bluff, Ark.), vice presi- 
dent for Arkansas. 


NORTHWESTERN STATIONERS’ ASSOCIATION 
E. D. L. Sperry (Brown, Blodgett & Sperry Company), 
chairman, St. Paul, Minn. 


PACIFIC NORTHWEST STATIONERS’ ASSOCIATION 
Pliny IL. Allen (Pliny L. Allen Company, Seattle), president; 
Guy Smelzer (Pioneer Bindery & Printing Company, Tacoma), 
vice president: Eldred Ireland (Trick & Murray Company, 
Seattle), secretary-treasurer. 


SOUTHEASTERN DIVISION—NATIONAL ASSOCIATION OF 
STATIONERS AND MANUFACTURERS 

Ivan E. Allen (Ivan Allen-Marshall Company, Atlanta, Ga.), 
president; R. H. Pogue (Birmingham, Ala.), vice president for 
Alabama; A. W. McClure (Macon, Ga.), vice president for 
Georgia; Leo Johnson (Tampa, Fla.). vice president for Flor- 
ida; Marshall Hotchkiss (Nashville, Tenn.), vice president for 
Tennessee; E. G. Harpold (New Orleans, La.), vice president 
for Louisiana; George H. Moore (Charlotte, N. C.), vice presi- 
dent for North Carolina; William Cogswell (Charleston, S. C.), 
vice president fcr South Carolina; J. P. Swann (Lester Book 
& Stationery Company, Atlanta, Ga.), secretary. 


STATIONERS’ ASSOCIATION OF CALIFORNIA 
Henry P. Dimond, chairman, 255 California Street, San 
Francisco, Calif. 


THE STATIONERS’ ASSOCIATION OF SOUTHERN 
CALIFORNIA 


J. L. Garner, chairman, 668 O. T. Johnson Building, Los 
Angeles, Calif. 


Stationers—Local 


ATLANTA STATIONERS’ CLUB 
A. P. Baylis (Baylis Office Equipment Company), president; 
H. M. Kopplin (The S. P. Richards Company), vice president; 
J. P. Swann, secretary-treasurer. 


BALTIMORE STATIONERS’ ASSOCIATION. 
Sanders J, Thalheimer (Meyer & Thalheimer), president. 
W. Booth Settle (Commercial Printing & Stationery Com- 


pany), vice president. 
John W. Kennedy (John W. Kennedy Company), treasurer. 
Lewis R. Curlett (John H. Saumenig & Company), secretary. 


BIRMINGHAM STATIONERS’ ASSOCIATION 
R. H. Pogue (Dewberry & Montgomery Stationery Company), 


ch n. 
(Mr. Pogue is acting secretary pending the election of a 
successor to W. G. King, who has moved from Birmingham.) 


BOSTON STATIONERS’ ASSOCIATION 

Charles L. Cole (Lawrence, Mass.), president; Thomas 

Groom (Thomas Groom Company), vice president; Niel Buck- 

ley, treasurer; H. B. Van Dorn, Jr. (Joseph Dixon Crucible 
Company), auditor. 


BUFFALO STATIONERS’ CLUB 
Harry T. Wiiliams (Ryan & Williams), president. 
Richard B. Lockwood (Millington Lockwood), vice president. 
Clarence T. White (Adams & White Company), treasurer. 
Geo. W. Davis (Otto Ulbrich Company), secretary. 


CHICAGO STATIONERS’ ASSOCIATION 
John W. Ogren, chairman, Conway Building, Chicago, Il. 
CINCINNATI STATIONERS’ CLUB 
John H. Gibson (Gibson & Perin Company), president. 
Frank L. Mille (Armstrong Stationery Company), statistician. 
E. E. Davis (Sellers, Davis & Company), secretary, 311 Wal- 
nut Street, Cincinnati, Ohio. 
DALLAS STATIONERS’ ASSOCIATION 
Thos. J. Sadler (Yeargan-Sadler Company), president; P. C. 
Bush (Hargreave’s Printing Company), vice president; Rich- 
ard Morrison (Simpson- Whiteman Company),  secretary- 
treasurer. 
ESSEX COUNTY STATIONERS’ ASSOCIATION 
Samuel R. Baker, president; Bertram W. Grover, vice presi- 
dent; E. F. Sheridan, secretary-treasurer, Newark, N. J. 
STATIONERS’ CLUB OF INDIANAPOLIS 
John Hampton (The Hampton Printing Company), president. 
Mr. Hiller (Hiller Office Supply Company), vice president. 
Everett Agnew (W. K. Stewart Company), secretary-treas- 
urer, Indianapolis, Ind. 
KANSAS CITY STATIONERS’ ASSOCIATION 
Oliver Wroughton, chairman, 801 Graphic Arts Building, 
Kansas City, Mo. 
LOUISVILLE STAMP AND STATIONERS’ CLUB 
John Fetter (Geo. C. Fetter Company), president. 
Chas. Boone (Hammer Printing & Office Supply Company), 
treasurer. 
George H. Koerner, secretary, 208 Lincoln Building, Louis- 
ville, Ky. 
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MILWAUKEE STATIONERS’ ASSOCIATION 
J. L. O'Connor, chairman, Camp Building, Milwaukee, Wis. 


MEMPHIS STATIONERS’ ASSOCIATION 
E. H. Clarke (E. H. Clarke & Bro.), president; Starnes A. 
Taylor (A. R. Taylor & Company), vice president; A. Jarratt 
Taylor (S. C. Toof & Company), secretary. 


THE STATIONERS’ ASSOCIATION OF MONTREAL 
Ernest Latter, president; Paul Granger (Granger Ferres), 
vice president; Thomas V. Bell (Thomas V. Bell, Ltd.), sec- 
retary-treasurer. 
NASHVILLE STATIONERS’ CLUB 


J. Victor Barr (Brandon Printing Company), president. 
John Ambrose ‘(Davies Printing House), secretary-treasurer. 


STATIONERS’ ASSOCIATION OF NEW ORLEANS 
W. W. Eldredge (Petetin-Baudean, Inc.), Secretary. 
STATIONERS’ ASSOCIATION OF NEW YORK 
Charles D. Brewer (H. K. Brewer & Company), president; 
Wm. E. Ward (John E. Ward & Son), first vice president; 
Fred Tilton (Boorum & Pease), second vice president; Morti- 
mer W. Byers, third vice president; Joseph I. Kilbourn (L. H 
Biglow Company), treasurer; William C. Siegert, secretary. 
STATIONERS’ AND PUBLISHERS’ BOARD OF TRADE 
Edward F. Huber (Eberhard Faber), president; John E. 
Gavin (Charles M. Higgins Company), first vice president; 
Nelson H. Stewart (K. Company, Inc.), second vice- 
president; Gordon Cameron, secretary-treasurer, New York, N. Y. 


OMAHA STATIONERS’ ASSOCIATION 
Charlies E. Moyer (Moyer Stationery Company), president. 
Guy McKenzie, treasurer. 
Cc. C. Cope, secretary. 

PEORIA STATIONERS’ ASSOCIATION 
Mr. Fuller (Fuller-Peerless Company), president. 
John Gallagher (John Gallagher & Company), 

treasurer, Peoria, Ill. 


secretary- 


Office Appliance and 


ASSOCIATED OFFICE FURNITURE MANUFACTURERS 


George W. Searles (National Desk Company), president, 
Herkimer, N. Y. 

John Dornette, Jr. 
cinnati, Ohio. 

Alf Normann (Central Manufacturing Company), treasurer, 
Chicago, Il. 

Walter Gerwig (Bentley & Gerwig Furniture Company), sec- 
retary, Parkersburg, W. Va 

J. Arthur Whitworth, manager, 801 Michigan Trust Build- 
ing, Grand Rapids, Mich. 


(The J. Dornette & Bro. Company), Cin- 


CARBON AND RIBBON EXCHANGE 
Sam Neidich (Neidich Process Company), president, Burling- 
ton, - J. 


8. Miffiin, secretary-director, Stock Exchange Building, 
Philadeiphis. Penna. 


DRAWING MATERIALS, BLUE PRINT AND ARTISTS’ 
MATERIALS MANUFACTURERS OF THE NATIONAL 
ASSOCIATION OF STATIONERS AND 
MANUFACTURERS 


John W. Ogren, chairman, Conway Building, Chicago, Ill. 


INTERNATIONAL STAMP MANUFACTURERS’ 
ASSOCIATION 


Fales (The J. P. Cooke Company), president, Omaha, 
Nebr.; H. R. Seefried (The Excelsior Rubber Stamp Works, 
Cleveland, Ohio), first vice president; G. D. Messing, second 
vice president, St. Paul, Minn.; Sig. Pels (Moise- To ay 
Company, San Francisco, Calif.) third vice president; J. 

Bryan (The S. W. Reese & Company, New York, N. Y.), Sarth 
vice president; Harry Fogelsong (The Time & Energy Com- 


A. G. 


pany, Chicago, Ill.), treasurer; William Jenkins (James H. 
Matthews & Company, Pittsburgh, Penna.), director, four- 
year term; W. L. Edgarton (Eagle Stamp Works, Chicago, 


Ill.), director, one-year term; C. Manzer, secretary, 602 


Empire Building, Pittsburgh, Penna. 


PHILADELPHIA 8TATIONERS’ ASSOCIATION 

Frank R. Weish (Wm. Mann Company), president. 

Wm. S. Yeo (Yeo & Lukens), first vice president. 

Walter G. Stringer (Joseph Dixon Crucible Company), se0- 
ond vice president. 

Charles A. Connell (Automatic Printing & Stationery Cem- 
pany), treasurer. 

Francis B. Irwin (James Hogan Company), secretary, 607 
Chestnut Street, Philadelphia, Penna. 


PITTSBURGH STATIONERS’ CLUB 
al Charles H. Langbein (Stevenson & Foster Company), presi- 


nt. 

= 2 Smith (The Looseleaf Company of Pittsburgh), vice 
president. 

John A. Brown (J. R. Weldin yn oy Be 

Robert Crawford (Myers Company), ‘recording 
secretary. 

George H. Alexander (Geo. H. Alexander & Com ), corre- 
sponding secretary, 242 Diamond Street, Pittsburgh, Penna. 

RICHMOND STATIONERS’ 

Samuel Iseman (Virginia Stationery ), president. 

= Frances (The Baughman Stationery pany), vice 
presiden 


A. A. Schwartz (A. A. Schwartz Company), secretary- 
treasurer, Richmond, Va. 
ST. LOUIS STATIONERS’ ASSOCIATION 
Taylor B. Wyrick, chairman, 705 Olive Street, St. Louis, Mo, 
STATIONERS’ ASSOCIATION OF SAN FRANCISCO 
Henry P. Dimond, chairman, 255 California Street, San 
Francisco, Calif. 
SEATTLE STATIONERS’ CLUB 
(Lowman & Hanford Company), chairman; W. 
(Gillam-Bird Company), vice chairman; ward 
N. Phelan, secretary-treasurer. 
TRI-CITY STATIONERS’ ASSOCIATIO 
ISLAND AND DAVENPOR 
E. M. White (Davenport, comma, resident; Vai 
(Rock Island, Ill.), vice president; g Hansen (Moline, my 
secretary-treasurer. 


K. R. Terry 
A. Gillam 


Range ROCK 


Specialty Manufacturers 


Information regarding district organizations may be seeeines 
from the secretary, 602 Empire Building, Pittsburgh, Penne. 


NATIONAL ASSOCIATION OF CHAIR MANUFACTURERS 


Ashton P. Derby (Derby & Company, Gardner, Mass.), ee 
dent; W. H. Gunlocke (CW. H. Gunlocke Chair Com: - 
land, N. Y.), vice president; Wm. B. Baker, secretary, rift 
Monadnock building, Chicago, Til. 


NATIONAL ASSN. OF LOOSE LEAF MANUFACTURERS OF 
THE U. 8. A. 
John W. Ogren, director, 407 Conway Building, Chicago, Ill. 


NATIONAL ASSOCIATION OF OFFICE APPLIANCE 
MANUFACTURERS 
K. Woodbridge (The Dictaphone), president, New York, 


al N. | + tai (Addressograph Company), vice president, 
cago, 

A. N. Smith (Wales Adding Machine Company), secretary- 
treasurer, Wilkes-Barre, Penna. 


NATIONAL ASSOCIATION OF STEEL FURNITURE 
MANUFACTURERS 
= + _yvigeerase (Steel Equipment Corporation), president, 
vene ede 
J. D. Rogers (Art Motes Construction Company), vice presi- 
aw eS NL (Bak vi Cempany), treasurer, 
m,. awter, ( er-Vawter im 
Benton Harbor, Mich. me ¥ 
a J. M. Phillips, secretary, Engineers Building, Cleveland, 
oO. 


NATIONAL ASSOCIATION @F WOOD FILING DEVICES AND 
SUPPLIES MANUFACTURERS 
R. H. Sprague (Weis Manufacturing Company), secretary, 
Monroe, Mich. 


SPECIALTY ENVELOPE MANUFACTURERS’ a 
Cpattee H. Everly, chairman, Tribune Building, New 


Office Appliance Managers 


BIRMINGHAM OFFICE EQUIPMENT CLUB 
Alex Patterson (Dewberry & Montgomery Company), presi- 
dent; Leighton (Addressograph Company), secretary- 
treasurer. 


CINCINNATI OFFICE APPLIANCE MANAGERS’ 
ASSOCIATION 


A. E. Zugelter (Underwood Typewriter Company), president; 
W. L. Gibson te Dalton Adding Machine Company), vice 
president; C Miller (Todd Protectograph Company), 
eecretary- ME, Cincinnati, Ohio. 


CLEVELAND BUSINESS SYSTEMS CLUB 
A. E. Blackstone (The Dictaphone), president; W. A. Helms 
(Library Bureau), vice president; A. H. Fritchman (The Rand 
Company), treasurer; _. von Ladau (Elliott Addressing 
Machine Company), secret 
DALLAS BUSINESS SYSTEMS CLUB 


R. BH. Austin (International Time Recording Company), 


president; J. F. Snowden (Rapid Addressing Machine Com- 
pany and Multicolor Sales Company), vice president; E. C. 
Kusterer (United ty Register Company), secretary 


and eoasuret, Dallas, Texa 

DETROIT OFFICE APPL TANCE MANAGERS’ ASSOCIATION 
R. F. Chamberlain (The American Multigraph Sales Com- 

pany), president; W. M. Fuchs (Costimeter Company), vice 


president; C. D. Noble (Neostyle Departmen Geo 
Drake & Company), secretary- treasurer. ‘9 poodle 
DULUTH OFFICE EQUIPMENT ASSOCIATION 
H. B. Williams (Fritz-Cross Company 
Steele (C. D. Steele Company), vice Pres ident; 
(Duluth Typothetae). secretary, Duluth, 
MINNEAPOLIS OFFICE Ss seunmamamt ASSOCIATION 
J. M. H. Nichols (Elliott-Fisher Company), a ye = Robert 
H. Fisher (Monroe coleman ee Machine Company), vice - 
Cont; se Hagen (Index Visible), secretary-treasurer, f 
apolis, nn, 


PHILADELPHIA OFFICE APPLIANCE MANAGERS’ 
ASSOCIATI 


J. R. Ramsey (Monroe Calculating Machine Com: pres- 
ident; R. J. Henry (Kee-Lox onemeteres pee “as 
president; W. T. Abell (American Sales 
secretary-treasurer, 908 Chestnut Street, Book Sompeny, 1445, 


OFFICE a MANAGERS ASSOCIATION— 
PITTSBURGH, PENNA, $e 


R. W. Tyler rabulating Machine 3” resident; M. 
seedmes (L. C. Smith & Bros. Typewri — MS 
G. C. Gilbert (Mailometer Company), pA treasurer, 342 


Second street. 
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THE MEN WHO CREATED THE MIDDLE ATLANTIC RETAIL 
STATIONERS DIVISION OF THE NATIONAL ASSOCIATION 
OF STATIONERS AND MANUFACTURERS OF THE U. S. A. 


FRANCIS B. IRWIN 
Secy., Treas., M. A. R.S.D 
James Hogan Company, Limited 
Philadelphia 


GEO. H. ALEXANDER 
Board of Governors, M. A. F 
Geo H. Alex 

FRANK R. WELSH 
Board of Governors, M. A. R. S. D. 

Wm. ww : med A. W. McCLOY 

Philadelphia Board of Governors, M. A. R. S. 
A.W McCloy & Co 
Pittsburgh 


J. THOMAS HILL 
Board of Governors, M A. R.S.D 
Corhes Macy & Co., Inc. 
New York City 














HARRY A. PRIZER Manufactured WILLIAM HENRY BROOKS 
Vice President, Guild Products Corp According to veasurer, Guild Products Corp 
Wm. Mann Company bd Wm. F Murphy's Sons Co. 
Philadelphia — Philadelphia 
Specifications 
pie pn orp 
A. POMERANTZ sionies 
Chairman, Board of Gow ,M.A.R.S.D. + need g . a 
President, Guild Products Corp esate a Board of Governors, M. A. F 
ome 2 On. 1 — : Secretary, G i Cc 
A. Pomerantz: & Co., Philadelphia Ra Non ae I - ; Bast Yes 











CHARLES D. BREWER 
H. K. Brewer & (¢ I 


THE GUILD EMBLEM, WITH GUILD COLORS, 
GRAY AND WHITE, WHICH WILL APPEAR ON 
ALL GUILD PRODUCTS 


THEO. A. STEINMUELLER a RICHARD B. LOCKWOOD 
Board of Governors, M A. R. SD Board of Governors, M A R D 
Board of Directors Guild Products Corp Millington Lockwood 
Lucas Brochers, Inc , Baltimo alo 


S. J. THALHEIMER FRED B. BATES 
Board of Governors, M. A. R. S. D. Board of Governors, M. A. R. S. D. 
Meyer & Thalheimer SAM ISEMAN The Baughman Stationery Co. 
Baltimore Board of Governors, M. A. R. S. D. Richmond 
Board of Directors, Guild Products Corp. 
Virginia Stationery Co., Richmond 
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HE distressing labor condi- 
tions which have confront- 
ed the people of the United 


States during the summer season 
now past are apparently about to 
end, without adding materially to 
the incomes of workers either on 
the railroads or in the mines. Both 
groups of workmen have had what 
amounts to a substantial vacation 
and, as is usual in such cases, the 
public this winter will foot the bill 
by paying somewhat increased 
prices for coal and other commodi- 
ties. Admitting that we have had 
periods of better business, both gen- 
erally and in the office equipment 
line, nevertheless, the outlook is en- 
couraging. For one thing, there is 
a steady and constant growth in the 
building industry and the shortage 
in houses and apartments bids fair 
to be met within a reasonable time 
if the present rate of construction 
continues. Money is apparently 
available also for the erection of 
business structures such as office 
buildings, factory additions, etc., 
and the erection of such buildings 
is noted from time to time. This 
condition alone has a tendency to 
put money in circulation and to keep 
an important part of the population 
busy. 

If the coal and rail strikes are 
settled soon, as now appears proba- 
ble, we shall be not unlikely to en- 
ter a period of satisfactory winter 
business. The transportation of 
grain from the farms to the distrib- 
uting centers is not now satisfac- 
tory, nor will it be so for some time, 
since much merchandise has been 
held up on account of the strike 
and there is also a great quantity of 
coal to be moved within a very 
short time to care for the actual 
necessities of life and industry. We 
anticipate, however, that all these 
problems will be met and at least 
partially solved and that the greatest 
producing class of our population, 
the farmers, will gradually come 
again into their own. 

In its monthly booklet for Aug- 
ust, 1922, entitled, “The Trend of 
Business,” the Continental & Com- 








Appliances 


Diites 


The Outlook 


Some Suggestions as to Prospects 
for Fall and Winter Business in 
the Light of Present Conditions. 








mercial National Bank of Chicago 
expresses the opinion that the rela- 
tion of the prices of commodities to 
one another is becoming more and 
more stable. The bank points out 
that it is not so important that the 
level be above or below the known 
line established in 1913, as that di- 
versities and divergencies be les- 
sened. The downward movement 
of prices in 1920 and 1921 was ex- 
ceedingly disconcerting, but once 
that movement was checked and 
prices began again to rise and fall, 
readjustment commenced. Though 
particular commodity prices may 
still be out of line, the upward 
movement that has been in progress 
for several months has furthered 
the readjustment of price relations. 

The bank says, “For several 
months, however, readjustment has 
been making progress. Imports and 
exports have become better known 
factors as the productive capacity of 
nations has been increased and 
prices have passed beyond the arti- 
ficial influence of government de- 
crees. The balance of trade, con- 
sidered in relation to its tendency 
rather than its actuality, has begun 
again to mean something. Foreign 
exchange rates have responded to 
the efforts of many governments to 
get their money hack on the road to 
a gold parity and stop inflationary 
projects. Conditions in this respect 
are very bad in Germany, and the 
countries east and southeast, but 
there has been noticeable improve- 
ment in Czecho-Slovakia, for in- 
stance, and Austria, however, des- 
perate the condition seems, is at 
least struggling toward the light. In 
Italy, France and the other allied 
countries, as well as in the Nether- 
lands and Scandinavia, economic 
improvement has been pronounced. 

“For a long time after the armis- 
tice men looked forward with al- 





most pathetic eagerness for some 
masterful solution of the great prob- 
lems that confronted the world. 
There seemed to be a vague expec- 
tation that some plan of operation 
would be produced by the combined 
genius of the nations to lift human- 
ity out of the slough into which it 
had got itself. The fickle jade, 
credit, was to be brought back to 
life, like Lazarus, by word of com- 
mand. Bankruptcy was to be an- 
nihilated by the finger touch of au- 
thority. The plans were many and 
there were more suggestions. But 
even while self-appointed genius 
preened itself before the e of 
the multitudes, or closeted itself in 
prayerful mystery, the people came 
out of their dreams and went to 
work because survival demanded it. 


Following the above outline of 
foreign conditions, it is stated that 
agricultural production in the 
light of harvests and conditions has 
now taken a place in the barometers 
of business that may be interpreted © 
with as much clarity as the study of 
trends affords. 


After a comprehensive review of 
crop estimates and crop conditions 
covering all grains, the bank dis- 
cusses the requirements of Europe- 
an nations and makes the encourag- 
ing statement that the countries of 
Europe are making steady progress 
toward economic recovery. Condi- 
tions with each nation vary, but all 
have better understandings of their 
own situation and that of their 
neighbors. 

Since the August number of the 
“Trend of Business” was issued, 
German marks have apparently fall- 
en over the precipice, but probably 
this need not in the long run affect 
the general conclusions. We are 
left with the thought that the coun- 
tries of Europe which buy Amer- 
ican farm products are not economi- 
cally dead, but are all making prog- 
ress and that nothing is found in 
agricultural production to indicate 
that it will act as a check on busi- 
ness activity or alter materially the 
degree of business expansion indi- 
cated in other fields. 
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HE big ills of modern office 
life are sunlight, artificial 
light, and noise. As proof 
of the first, scientists are 
prophesying, because of the 





f » 
> | 
bad effects of the short rays of the 


sun upon blondes, a gradual extinc- 
tion of people of that complexion. The 
sunlight first over-stimulates, then de- 
presses them, because of nervous ex- 
haustion. As an illustration of this, 
note the number of blondes wearing 
amber or dark tinted glasses. As proof 
of the second, oculists tell us that the 
average person nowadays must put on 
glasses at forty-five. Nerve special- 
ists and insanity authorities can give 
examples of the effect of noise. What 
has decoration to do with the above? 
To the uninitiated, decoration means 
ornament and has a sinister sound of 
expense. On the contrary, correct 
decoration is not ornament and it is 
not necessarily expensive. A _ great 
deal of the need of decoration is be- 
cause of expense misapplied. It is the 
aim of this article to show that the 
purpose of decoration is not only to 
beautify, but that it has a far reaching 
effect that means efficiency and a con- 
sequent saving of money and human 
wastage. 

Modern office furniture is either 
golden oak or shiny mahogany. The 
effect of the sunlight reflecting back 
into the eyes from the highly varnished 
desk, the color of sunlight, is almost 
as injurious as the flashing of a mirror 
into the eye. The result is first irri- 
tation, then nervous exhaustion from 
irritation. Eyeache follows and, then, 
because of the sympathy of the eye 
with the stomach, as osteopaths tell 
us, the stomach becomes disordered. 
If it is true that an army marches on 
its stomach, it is also true that an 
army of workers works on its stom- 
ach. Added to the above effects, 
which in the end spell inefficiency in 
work, are those from the wastage of 
nerve force through loss of temper 
due to indigestion; and the nerve rack- 
ing effects of sharp speech upon the 
sensitive ones who are unfortunate 
enough to get the brunt of others’ lack 
of control. It is frequently possible 
to count up the toll of the train dis- 
patcher’s loss of effictency because of 
nervous exhaustion, fatigue, or sick- 
ness, but just what the toll is in dol- 
lars and cents in an office is not so 
easy, but it is there just the same. Fac- 
tories which have now instituted rest 
periods could give some data on this. 

The remedies to cure the sunlight 
ills are simple. In the first place, 
golden oak furniture can be finished 
dark oak as cheaply as light, would the 
business men but make known their 
wants. The cost of the labor of re- 
finishing is, however, too expensive to 
consider. A way out is to cover the 
entire desk, if already bought, with 
dark blotting paper or leather. A ray 
of sunlight on one little corner is suffi- 
cient to cause the trouble above men- 
tioned. You remember it didn’t take 
a large mirror to do the “trick” of 
flashing. Shiny mohogany can be re- 
finished dull at less expense. If a 
man wishes, he can buy two pairs of 
Holland shades for a window, one of 
which, if fixed to pull down on the 
lower sash and the other to pull up on 
the upper sash, will make it possible 
to shut out sunlight and let in dif- 
fused light in the proper way. For in- 
stance, the upper shade can be pulled 
up to within a foot of the top and the 


Interior 
Decorating 


for 
Efficiency 


Influence of Environment on Capacity 
of Workers—By Charlotte 
Lilienthal. 








Note.—Undoubtedly the art of interior 
decoration and color harmony is coming 
to be more and more recognized as a 
factor in the health and efficiency of 
workers, yet we need not follow the 
idea beyond reasonable limits. All ills 
do not come from clashing tints or re- 
flected light. One will not look at the 


- gsun’s reflection on polished wood or 


flashing back from a glass. One applies 
the remedy by drawing the shade, mov- 
ing the desk or covering it. 

To absorb too much light by dark 
tones is to bring on another kind of 
eye strain. Let our offices be light, but 
not glaring. The human eye is a natural 
telescope, but we who live in stores 
and offices use it more as a microscope. 
Nature presents broad, well lighted vistas 
for our outdoor vision. It seems logicai 
that when we go within we should try 
to provide freely of natural light by 
means of properly placed windows and 
wall finishes that will softly give back 
the light without glare. The darkened 
cloister is for thought and conference. 


light will come in softly over the top 
of the shade and diffuse through the 
shades. Have amber or light tan col- 
ored shades, as light diffuses well 
through these colors. There is an- 
other expedient also for diffusing 
light; this is the curtain next to the 
glass. In an office, the following ma- 
terials would not look effeminate nor 
soil quickly: There is a_ theatrical 
gauze, a medium tan in color. The 
Grand Central station in New York 
has this material at its windows. 
Other less unusual but suitable mate- 
rials are coarse meshed tan net, and a 
light weight creamy tan casement 
cloth. By arranging the desks so that 
the light falls over the left shoulder 
of the workers, very much of the bad 
effect of light can be counteracted. To 
secure this, it is necessary to place the 
desk either at a right angle with the 
window or so that the employe sits 
with his back to the window. A fur- 
ther good from such a position is the 
added attention of the employe to his 
work and not to the streets. 


In a similar way, artificial light has 
injurious effects which are also simply 
and inexpensively remedied. The av- 
erage office burns too much light be- 
cause of incorrect fixtures and placing, 
and as a consequence depletes nervous 
force and business efficiency. The ef- 
fect of strong artificial light shining 
down upon a yellow or shiny desk 
from a portable lamp, while not as bad 
as sunlight, has bad effects. Further- 
more, any bulb exposed to view should 
have a frosted tip. Better yet, is to 
buv an amber-tinted bulb softly to dif- 
fuse the light. This does not detract 
from its light-giving properties. Any 
bulb at which a person cannot gaze 
steadily for some length of time with- 
out discomfort is too powerful. Many 


offices have such portables with green 
glass shades, but the effect of the 
green is not felt by the one using the 


light since the light is reflected down 
from a white, skiny glass inside and 
diffused into the room from the sides 
of the green shade. When there are 
no such portables the general lighting 
is too high for a good reading light, 
since almost all office ceilings are high. 
Indirect lighting proves efficient in an 
office when one can provide for it in 
the first place. Tinting the bowls am- 
ber wil! still further help. I once dem- 
onstrated the nerve racking effect re- 
sulting in high pitched voices, of high, 
white lights, upon a New York club 
of over seventy girls eating in a din- 
ing room. I said the problem of noise 
in that room could be minimized at 
night by buying amber bulbs and dur- 
ing the day by having cream colored 
curtains to soften the glare from the 
many, high, wide windows with an 
unobstructed view on the north—and 
it was. Those who knew Broadway 
before and after the war time measure 
of “lights out” knew the relief from 
the assault of millions of white, glar- 
ing, blinking lights and also knew the 
source of some of Broadway’s “gay- 
ety,” and so could appreciate the above 
demonstration. 

It frequently happens that, on the 
contrary, the office suffers from lack 
of light and sunlight. It is “dingy.” 
Cream colored walls will give light 
and something of the warmth of sun- 
shine without any _ glare. Dark 
browns, greens and reds absorb light. 
Painting the trim an ivory color will 
help also. Ivory can be washed. No 
curtains at the windows, light tan 
shades, and the simple washing of win- 
dows, sometimes the last thing to be 
thought of, will do the rest. 

After what has been said, it ought 
to be evident that light maple floors 
are bad also. Even when sunlight is 
not shining upon the floors, the floor 
obtrudes itself upon one’s conscious- 
ness. A dark carpet—rug, preferably 
a brown, that would cover the entire 
floor, would do away with the bad ef- 
fects of the light maple floor and de- 
crease the noise of walking. If possi- 
ble, it is best to have a dark oak floor. 
If this is not possible, see if dark paint 
or stain is not possible. The floor 
must be dark in value for the above 
and other reasons. 

Too much furniture is bad. It 
means irritation from bumping into 
furniture, waste movement from going 
around, a sense of bewilderment be- 
cause of things cluttered, and hamper- 
ing because of crowded space. It is as 
efficient to have the seats of employes 
comfortable and adjusted to them as it 
is to have the seats of school children 
adanted to them. Stenographers’ 
chairs, in particular, offer no support 
to the small of the back. There is no 
question about what fatigue does to ac- 
curacy, speed, etc. Any logical pro- 
vision for the comfort of those work- 
ing means less attention to the physi- 
cal and more to the mental. Simply 
an electric fan, drinking water, and 
lavatory facilities have gone far to- 
ward keeping employes comfortable, 
content and so loyal and efficient. 
Employers should go further. The 
factory has demonstrated the efficiency 
of a rest period. The employer should 
recognize this principle by providing, 
at least a rest room. Every office 
building should have on each floor a 
rest room fitted up with, at least, a 
few really comfortable couches and fa- 
cilities for heating water. Think these 
things over! 
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“JENNY LIND" WINDOW PLEASES OPERA STAR.—Miss Frieda Hempel, 
pany, appeared at Oklahoma City some time ago, reproducing the program of the 
mer, advertising manag of the Western Bank Supply Com pany, 
display which won the approval of the Metropolitan star. On 
Jenny Lind, the original of which is shown in the Swedish National Museum. The 
in blue. On the desk shown in the window were two antique candle sticks valued 
spinnet brought to America in 1829, the year Jenny Lind was born. 
two Ming dynasty vases, for which the owner has refused $1,500. Both 
carry Coronas. This fact was brought into the picture by a card stating: “Jenny 


Uses a 


Frieda Hempel’s Secretary 


NE WHO has observed the 
development of the trade in 
the last fifteen years, must 
be impressed with the great 
changes which have taken 





place. There are only a few survivors 
of the type of concern which flourished 
fifteen or twenty years ago. Old and 
honored names remain and changes 
in the personnel of ownership and 
management have been no more nu- 
merous than would be expected by 
reason of the passage of the years, 


but the character of the business is 
different. Fancy goods and novelties, 
with a few exceptions, have gradually 


disappeared and the dominant lines are 
now articles of office equipment. 
The term, “stationer,” as formerly 


used is now hardly adequate, and a 
new designation, “commercial station- 
er,” has come into being to differen- 


tiate the newer type from the old 

Changes in lines have _ brought 
changes in the atmosphere of the bus- 
iness, with a wider range of service 
and greater efficiency. Loose leaf 
systems, furniture in wood and 
steel, office machines and de- 
vices, are now big factors in the trade 
and their influence will be increasing- 
ly apparent as time goes on. The suc- 
cess which many of the firms in our 
line achieved, who early responded to 
the growing opportunities for service, 
is a constant inspiration to others to 
take advantage of the possibilities 
which the modern dispensation offers. 


No one is more gratified at this 
| 


otnce 


safes, 


change than Office Appliances, which 


Corona in 1922.’’— 


-Cut by courtesy of the Corona 


Commercial 
Stationer 
and 


Office 
Machinery 


Profitable 


Statre 


Opportunities for 
Machine 


Business 
Who Caters to 
Business. 


mer 


for a decade and a half has urged the 
broadening of stationery lines. The 
establishment of office machines and 


devices in the stocks of commercial 
stationery stores has made a change 
for the better, inasmuch as improved 


business practice has been a powerful 
factor in the advance of the commu- 


nity as a whole, reflecting itself in in- 
creased prestige upon the stationery 
store. Dealers all over the country 
are beholding the fruits of this change. 
The specialty business opens up a 
more satisfactory margin of profit, 
which of itself brings about better 


conditions throughout the trade. 


prima donna of the Metropolitan Opera Com- 
Jenny Lind concert of 1850. 
made the most of his opportunity. 
a wax figure was draped a costume 1eproducin 
color scheme of the window was wholly 


Leonard Black- 
He “staged” a window 
that worn by 


at $500. The desk was made from a 


Flanking the frame bordering the Jenny Lind peers. are 
Miss Hempe I's advance representative and her se 

Lind’s Secretary Used a Quill Pen | oy “850. 
Typewriter Company. 


The stationer is the logical outlet for 
countless mechanical devices to save 
labor in the office. He is in close 
touch with the field, knows the pros- 
pects, and can sell at a profit where 
the specialty salesman, with but one 
machine to offer, finds picking lean. 
The stationer’s clerks—and his outside 
salesmen, if he has such a staff—can 
sell office machines in connection with 
their other activities, reducing over- 
head. Deliveries are made convenient- 
ly, in connection with merchandise. 
Credits and bookkeeping are incidental 
to the general business. 

Some of the most successful station- 
ers of the day trace the substantial 
growth of their businesses to the 
adoption of machinery lines. On the 
other hand, we have important sta- 
tionery stores which evolved from a 
typewriter agency. 


Selling Machinery Over the Counter. 


Of late years the portable typewriter 
has been an attractive feature to the 
stationer. The several makes are ex- 
tensively advertised. The stationer’s 
share of distribution is plain mer- 
chandising. He is not concerned in 
convincing the prospect that such a 
machine is needed. The prospect is 
already sold on the idea. The dealer 
has but to convince the man on the 
other side of the counter that the par- 
ticular machine he offers is best suited 
to the prospect's needs. In most cases 
the sale is a cash transaction, and half 


(Continued on Page 19.) 
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OFFICE MACHINERY IN COMMERCIAL 
STATIONERY STORES 


The illustrations on this page present pictorially some 
of the work being done by stationers to advance knowl- 
edge of office machines and devices and to increase their 
sale. The u r right-hand picture shows a demonstra- 
tion of the Elliott-Fisher bookkeeping machine in connec- 
tion with the Tatum line of loose leaf devices. This dis- 
play was shown in the windows of the H. S. Crocker 
ne, San Francisco, and presents a comparison be- 
tween old pen methods of bookkeeping and the new way 
by machine and loose leaf. The new method here shown 
is that of the Paraffine Company, Inc. The Crocker 
Company is not the agent for the Elliott-Fisher, but is 
the agent for the Tatum line and for the Addressograph, 
and does a large business in these and other lines. 

The left center picture is a reproduction of a window 
display of Victor adding machines shown recently in one 
of the windows of Stevens, Maloney & Company, Chicago. 
Here the window trimmer, Miss A. Swanson, achieved a 
striking result, bringing out the new price of the Victor 
prominently. The machine is shown at the top of a 
pyramid with display cards and adding machine rolls 
about the base. 

The right center picture reproduces a window display 
of the Zac Smith Stationery Company of Birmingham, 
Ala., wherein the Victor adding machine is also featured. 
All of these windows demonstrated a commendable de- 
gree of care and an intelligent understanding of the 
points to be brought out in connection with the different 
machines. 























































A TYPEWRITER 
WINDOW DISPLAY 


A stationery window given 
over exclusively to a dis- 
play of typewriters—the win- 
dow of the Will A. Beach 
Stationery & Printing Com- 
pany of Sioux Falls, S. D 
In the center of the display 
is a picture of the Royal 
typewriter in an _ artistic 
frame. Royal typewriters are 
freely distributed at the 
right and left, while in the 
foreground are half a dozen 
Corona typewriters. The dis- 
play is well balanced and 
attractive. 
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(Continued from Page 17.) 
a hundred or more jingles into the 
cash register. It sounds like a cathe- 
dral peal contrasted with the tinkle 
that rings the close of a sale of many 
of the small articles of which his stock 
is necessarily composed. 

Those sales managers who pioneered 
among stationers to develope an out- 
let for their machines were wise. 
They knew that the mere presence of 
machinery in the stationer’s windows 
and in the store was a constant urge 
to possible users. The stationer’s in- 
timate acquaintance with possible cus- 
tomers within his trading radius is po- 
tential for much business. His pres- 
tige stands behind the machine. 

The advantages of selling office ma- 
chinery over the counter are not lim- 


ited to the manufacturer. The sta- 
tioner gains also. He rounds out the 
service to his customers. He com- 


pletes the cycle of service which be- 
gan when he grew with the loose leaf 
business; when he capitalized the pos- 
sibilities of selling office furniture. He 
has educated the commercial world to 
look to his store for all the essentials 
of business operations. The stationer 
functions on a higher plane each year. 
The sundries seil themselves. Mer- 
chandise which is actually consumed 
creates its own demand. Let the small 
items sell themselves. Push the big- 
ger things that mount up in sales vol- 
ume, and generate a replacement mar- 
ket. They earn the substantial profit, 
and create a demand for the items of 
the stationer’s general stock. 


There are many lines of office ma- 
chinery available to the dealer who is 
in a position to sell them aggressively. 
Adding machines, mail room equip- 
ment, duplicating machines, number- 
ing machines, etc., are desirable addi- 
tions to the stationer’s activities. They 
have an additional advantage in that 
the sale of supplies is an important in- 
cidental. Such service as may be re- 
quired does not involve high techni- 
cal skill. Office machinery of the 
present day has the “bugs” eliminated 
before it is placed on the market. In 
the pioneering days this was not al- 
ways true; and the dealer sometimes 
had problems that puzzled him. 


Market Still Open. 


The possibilities of typewriter dis- 
tribution through the stationer have 
not been exhausted. It is true that the 
older companies have their own sales 
organizations which cover the coun- 
try thoroughly. Even these welcome 
an opportunity to retail their portable 
machines through the dealer. New 
typewriters of merit are being devel- 
oped year by year, and the sale of 
such machines by the stationer is 
readily arranged. Rebuilt typewriters 
can be had from many sources—ma- 
chines that will answer the require- 
ments of the average user, yet can be 
purchased at a considerable saving over 
the price of a new machine. The sta- 
tioner who handles rebuilt typewriters 
has the advantage of being able to 
carry the various popular makes, thus 
simplifying the selling. If the cus- 


What the United States 


The Results of His Work Are Available to All American Manufacturers and Exporters 


tomer has a prefenames for a given 
remcan the machine desired can be de- 
ivered. 


The stationer who handles office ma- 
chinery has a display attraction that 
makes his windows worth more than 
when dressed with conventional sta- 
tionery items. Machinery imparts a 
new character to the store. Office ma- 
chines can be shown in company with 
the supplies they require. This stimu- 
lates business in machines and supplies 
at the same time. 

Many stationers content themselves 
with waiting for customers to come to 
the store, rather than going to see 
them. This attitude is due largely to 
the thought that trade will come when 
it is ready, and buying awaits actual 
need. The probable cost of outside 
selling is sometimes a deterrent. The 
aggressive business man knows that 
the selling out of the store can and 
will finance itself from the profits. 

The dealer who handles office ma- 
chinery has an added incentive for cul- 
tivating his trade outside the store. 
He has something tangible to offer, a 
service that business men need, and 
will appreciate. When the stationer 
inaugurates his office machinery de- 
partment he will be content to have 
one man sell all the lines he offers. 
Later, if his field is large enough, he 
will find it possible to add another 
man or two to the outside staff, and 
let each specialize to a degree on cer- 
tain lines of machinery, ever watch- 
ing for opportunities to sell from the 
general stock of the store. 


Consul Does 





Treasury Department 1 
Protection of revenue—Docu- 
mentation of merchandise, 


Valuation of imports, Land- | 
ing certificates. | 
Protection of Public Health— | 
Bills of Health. Sanitary re- } 


ports, Disinfection of mer- 
chandise. | 

Prohibited importations—Smug- | 
gling, Prohibition laws. } 

Valuation of currencies. 

War Risk Insurance—Invest- 
gations, reports, payments. 
Navy Department ) 
Reports on—Hydrographic data | 
and charts, Lighthouses, | 
Harbor and coaling facilities, | 


Wireless stations, River and 
Harbor markings, Port rules | 
and regulations, Geographic 


and marine data, 


of vessels. 


Post Office Department ) 
Reports on—Postal conventions 
and regulations, Parcels post, 
Postal banking. 
American postoffice at Shanghai 


Movements | 





War Department 
Purchases of—Raw materials, 
supplies and equipment. 
Geographical data 
Topographical data 
Philippine matters 
Military inventions 
Military progress 
Department of Labor 
Immigration 
Chinese Exclusion laws—Sec- 
tion Six Certificates. 
Reports on—Labor conditions, 
Labor legislation. 
Federal Reserve Board 
Financial reports 
Exchange matters 
Commodity reports 


33 





202 85 23 Consuls 
In Rurepe| fn Asie. | In Atria | Oot 
THE DEPARTMENT OF STATE 


Protection of American citizens 
Protection of American interests 
Political and economic reports 
Consular Courts in extraterritorial countries 
Notarial services 

Depositions and commissions 
Relief of American seamen 
Estates of American seamen 
Citizenship 

Registration of Americans 
Passport services, Americans 
Alien visa control 

Deaths of Americans 

Estates of deceased Americans 
Witnesses to marriages 
Recordation of vital statistics 
Miscellaneous correspondence 





11 63 17 23 
Consuls in Consuls Consuls Consuls 
Central In North In Aus- In West 
America America tralasia Indies 








Service to the American Citizen 
in General 
General correspondence 
Replies to individual trade inquiries 


Answers to miscellaneous inquiries 
Receipt and forwarding of mail 


Advice and assistance to travelers, tour- 
ists and salesmen 

Representation 

Notarial acts 

Protection of interests so far as laws 


and regulations permit 
Welfare and whereabouts 


Department of Commerce 


tes. 
Margie — Anes ican vessels, er 
clearance, seamen,s . 
ment, disc , desertion Ma ce 


id 
a 
3 


Department of Agriculture 
Crop reports and estimates 
Market reports 
Plant introduction 
Weather 


eral agricul matters. 


{ of Justice 
Extradition 


Interior Departm 
Pension Mhnn 9 _ 





( Shipping Board 
Purchase Ba coal, etc. 
' Shi . 
founene of disputes vas 
Aid in obtaining 
Acting as Agent for 
Protection of 


interests of 


Marine data 
Health conditions nearby countries 








THE SERVICE WHICH U. §8. 


ABLE 
THIS 


TO SERVE. 


BRANCH OF OUR 


, CONSULS 
APPRECIATED NOR ARE OUR CONSULAR AGENTS ALWAYS 
AMERICANS AT HOME AND ABROAD SHOULD BECOME BETTER ACQUAINTED WITH 
GOVERNMENT. 


PERFORM 


{ ees Canal 


Canal tolls and regulations 


FOR THEIR FELLOW COUNTRYMEN IS NOT ALWAYS 
CALLED UPON R OFFICES ARE 


WHEN THEI 
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THE ENSEMBLE OF 


TION APPEARED IN GRANT PARK, 


CHICAGO, A SHORT TIME AGO. 





RINGLING BROTHERS AND BARNUM & BAILEY’S COMBINED SHOWS AS THE AGGREGA- 
INSERT SHOWS REAR OF BIG TENT WHERE 


THE CIRCUS FOLK PURSUE SUCH DOMESTIC LABORS AS THEIR ARDUOUS LIVES LEAVE THEM TIME FOR.—Photo- 
graph by Courtesy of H. A. Atwell, photographer, and Ed. Nor wooc, publicity manager for the combined shows above named. 


GHT this way, ladies and 
gentlemen, to the world’s 
most marvelous aggregation 
of wonders!” “Lemonade, five 
cents a glass! Lemo! Lemo! 





Lemo!” “This way to the world’s 
only skating and dancing bear—an 
ursine marvel! Right this way!” 


“Here! Here! Here! Ten cents to see 
the wonderful, dancing wild man of 
the jungle! Only one of his kind in 
captivity!” “This way, ladies and gen- 
tlemen, to the big tent!” 

Do you remember all these cries 
and others? Do they not stir your 
blood and bring back to you recollec- 
tions of the day when you spent the 
nick |; and pennies accumulated 
wec’.; before in one grand hurrah 
am’: ¢ the wonderful things the circus 
annually brought to town? Perhaps 
you were not among the more for- 
tunate ones and had to carry water to 
the elephants, in that way earning your 
admission. However it was, the im- 
portant thing was to see the circus, 
and one way or another, we all man- 
aged to do it. We laughed at the 
clowns, marvelled at the exploits of 
the acrobat and worshipped at the 
shrine of the prettiest woman trapeze 
artist. We heard the hyena laugh and 
gazed in fascination at the big python 
that lay coiled and sleeping on the 
straw at the bottom of his cage. 

And do you remember, boys and 
girls, the parade that preceded the 
show, headed by a gorgeously arrayed 
band led by a drum major like noth- 
ing else under the sun in his mag- 
nificence? And do you remember the 
elephants? And the clowns? And 
the Roman chariot with its fiery 
chargers four abreast? And do you 
remember how we could hardly eat 
the noonday meal because of our 
anxiety to get to the circus lot before 
the show opened? Even now that 
distant scene reappears on the white 
curtain of memory. Once more we 
sense the pungent smell of the captive 
animals and hear the deep throated 
“A-r-r-gh!” of the lions in the menag- 
erie tent. Almost we can achieve the 


pleasantly tingling shudder which as- 


Office 
Appliances 
of the 
Circus 


A Big Institution Which Runs Itself 
on a Cash Basis and Employs Lit- 
tle By Way of Office Machinery 
and Clerical Help Compared to 
the Amount of Money In- 


vested. 


sailed us when we listened to the king 
of beasts as he registered his discon- 
tent. Almost, but not quite, for now 
we are certain that the steel bars that 
confine him will never, never give way, 
and that we can never heroically res- 
cue our sweetheart at the imminent 
risk of ourselves. 

Back in those days the circus was a 
one or two ring affair. When it was 
two rings, we strained our necks try- 
ing to follow the features in both 
rings at once. Today the circus has 
from five to seven rings and the tent 
is such a vast affair that one needs a 
binocular when sitting at the north 
end to watch an act in the south, but 
the characteristics of the circus are 
just the same as they used to be. 
The circus spirit is immortal and the 
circus prospers because it answers the 
intellectual need of every healthy boy 
and girl, whether he or she be seven 
or seventy. 

Most of what the average man 
knows about the circus comes from 
the outside, along with a rich fund of 
misinformation which has made cir- 
cus people sensitive and rather reticent 
when talking of their work. The cir- 


cus, in fact, is one of the most highly 
organized institutions in the world. 
Its discipline is perfect and with very 
few exceptions the men and women 
who follow the business as a profes- 
sion are healthy, clean-minded and 
clear brained. The high-grade circus 
of today presents an entertainment in 
keeping with the best ideals and car- 
ries with it only workers, long ago 
having driven out the sharpers and the 
camp followers who hung about some 
of the old time shows. Indeed, the 
circus must have adopted a high-grade 
policy, else it could not have prospered 
and grown stronger throughout the 
years. 

The daily expense account of the 
Ringling Bros. & Barnum & Bailey 
combined shows is $16,000. This 
money is paid out in cash each day 
for supplies, feed of animals, transpor- 
tation, food for the people of the cir- 
cus and in salaries at stated periods. 
When the show is on the road the ac- 
counts which are kept are of the sim- 
plest character. For the circus just 
mentioned, two typewriters are suffi- 
cient to perform all the work of type- 
writing. One of these is on the circus 


train and another is taken to the lot 
where the daily performances are 
given. Furthermore, there are only 


two adding machines, which are used 
to count up the money received and 
paid out. There are money-changing 
machines and cash registers, several of 
the latter being located at the doors of 
the main tent where it is sometimes 
necessary for the ticket takers to take 
money for the admission of children 
who have not been paid for. Money 
is banked in a local bank of the town 
where the circus stops and is trans- 
ferred by draft to headquarters banks. 
Considerable sums of money are kept 
on deposit in different centers of popu- 
lation as a matter of convenience. As 
already stated, the daily business of 
the circus is on a cash basis and the 
accounts are balanced at the end of 
each day. Exception is made in towns 
where the circus remains a week or 
more, when accounts are paid at the 
end of the week. Each statement re 
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ceived is examined by the boss of the 
department to which the statement re- 
fers and if correct is O. K.’d by him 
and paid in cash at the ticket wagon. 
Such accounts as are kept on the road 
are carried in loose leaf ledgers, after 
the usual forms. 

Contrary to usual notions, the circus 
does not lay out its route an entire sea- 
son in advance. The rule is that the 
route is known six weeks ahead of 
time, the bookings being determined 
by crop and weather conditions. The 
circus operates about seven months of 
the twelve, going wherever conditions 
promise the best prospect of a good 
attendance. 

The Ringling Bros. & Barnum & 
Bailey combined shows have their win- 
ter quarters at Bridgeport Conn., 
where they have extensive holdings. 

A few other facts concerning the cir- 
cus may not be out of place here. 

A large outlay of money is invested 
in a circus such as the one referred to, 
and in order to get a proper return on 
this money, everything must move 
with absolute precision. Each act 
must absolutely go without a hitch and 
be out of the way before the next act 
is due. Even this age of system, to 
move each day such a colossal institu- 
tion with so many features of extrava- 
gant cost and extreme delicacy as 
well as countless property burdens and 
almost every form of animal life, has 
made the triumphal march of the cir- 
cus a sort of eighth wonder of the 
world. All of the cars in the circus 
trains belong to the circus and they 
are better made than those in the reg- 
ular service of railroads, because every 
precaution must be taken to avoid ac- 
cident and prevent delay. 

The care of the wild animals is a 
business in itself. They are of great 
value and the rarity of many of them 
makes it necessary to give them the 





tenderest care and to keep them in per- 
fect health. 

Some idea of the magnitude of the 
combined shows above referred to may 
be had by glancing at a few figures. 
The circus train upon which the ag- 
gregation travels from town to town is 
made up of more than one hundred 
double-length railroad cars. The show 
itself covers twenty acres of ground 
and employs 1,600 people among 
whom are natives of twenty countries. 
In the show stables are 735 horses and 
in the menagerie are six herds of ele- 
phants and a thousand other wild ani- 


mals. The performers number six 
hundred, among whom are fifty 
clowns. Nearly six million dollars are 


invested in this circus, which in addi- 
tion to its winter quarters at Bridge- 
port, has foreign workshops at Stoke- 
on-Trent, England, and maintains of- 
fices in Chicago and New York, with 
agencies in Berlin, Hamburg, Paris, 
London, Melbourne, Constantinople, 
Pekin and Johannesburg. Its trapping 
and hunting expeditions travel out 
from four cities in Africa and from 
three remote points in South America. 
In a single season the show travels 
40,000 miles. In one summer it has 
toured from Maine to California, and 
from Canada to the Gulf, giving over 
four hundred performances in thirty- 
five states and territories. 

Every day 3,500 meals are cooked 
and served in the canvas hotel on the 


show grounds. To serve these meals 
a corps of 70 chefs, cooks, waiters an 

kitchen helpers is necessary. Once we 
thought we had some capacity for 
wheat cakes, but it is slightly stagger- 
ing to realize that the circus people not 
unusually consume five thousand of 
these delicacies at breakfast. How 
many this may number individually we 
were too bashful to inquire. rob- 
ably three would do for Miss Leitzel, 
while not less than seventeen would 
serve to stay the appetite of some of 
the huskies who drive the stakes. 


The circus operates a dynamo plant 
on the grounds, producing current for 
six thousand incandescent lamps, arc 
lights and beacons, likewise power for 
various shops. It also operates a post 
office and carries its own doctors, law- 
yers and dentists, and a force of de- 
tectives. 


To the local merchants, the coming 
of the circus is an event, for all foods 
are bought in the local markets. The 
daily on bill for food includes 
300 pounds of butter, 300 gallons of 
milk, 200 pounds of coffee, 35 bags of 
table salt, 2,500 pounds of fresh mea 
1,000 loaves of bread, 250 dozen o 
eggs, 1,500 pounds of vegetables, 2 
barrels of sugar, 50 pounds of lard, 100 
dozen oranges, 50 tons of hay, 20 tons 
of straw, 350 bushels of oats and 4 
cords of wood. 


An hour after the last section of the 
circus train reaches town, the show is 
under canvas. The main exhibition 
tent is said to be the largest stretch of 
canvas ever raised. It seats 15,000 per- 
sons. 


These are just a few of the outstand- 
ing facts of the circus. As a char- 
acteristic American institution, it de- 
serves a fuller presentation and is 
worthy of the enthusiastic support of 
the American public. 








Terpischorean Touch Type- 

writing. 

Corona has broken out before the 
footlights again. Not long ago we 
showed a picture of a stage setting in 
which a giant model of the Corona 
typewriter was part of a chorus figure. 
The Orpheum circuit is now headlin- 
ing Miss Lena Baskette, a costume 
dancer. One feature of her act is 
dancing on a Corona typewriter, typ- 
ing short sentences and passing the 
typewritten notes out into the aud- 
ience. She actually strikes the keys, 
writes short words, and does her 
dance steps to music. “Speed with ac- 
curacy” has a new meaning now. 
“Toeing” a typewriter keyboard is a 
notable stunt, but it is hardly to be 


expected that it can be brought in 
under the International Typewriting 
Contest rules. Wonder if she _ bor- 


rowed her stage name from the type- 
writer mechanics! 

Seeking to develop a new twist for 
her vaudeville act, Miss Baskette’s 
manager asked: “How strong is that 
Corona typewriter?’ Miss Baskette 
thought it strong enough to stand a 
great deal of stenographic abuse. 
“Will it support your weight?” queried 
the manager. The dancer tried, and 





TIPTOEING THE CORONA.—Cut by 
courtesy of the Corona Typewriter Com- 
pany, Inc. 


found that her 116 pounds did not 
harm the 6%-pound typewriter. A 
short time later she tried to depress 
the keys as she danced. It took a 
world of practice to learn the position 
of the various keys. Eventually Miss 
Baskette had the movements of her 
dance synchronized with the music, 
and the motions of the keys to print 
various letters. The machine has not 
been altered in any way for this act. 
It is merely placed on a heavy wooden 
block, and tied in position so it can- 
not turn over backwards while being 
used as a dance platform. The notes 
written must necessarily be very brief, 
for the carriage cannot be permitted to 
get very far off center. ere is pos- 
sibility of breaking it, or causing the 
typewriter to turn over. But, anyhow, 
it is possible to typewrite with the 
toes, given the talent and agility. Sort 
of humiliating, too, to the Hunt sys- 
tem operator, who is all thumbs at the 
keyboard. 

When Miss Baskette’s first present- 
ation of this act was given at Los An- 
geles the audience was taken by storm. 
The climax came when the actress 
withdrew a card from the carriage, 
and tossed it over the footlights to 
the occupant of a seat in the “bald 
headed row.” He read the Corona- 
typed message: “I Thank You.” 
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Nore.—The following article came to 
us recently without address, date line, or 
signature. As the envelope containing it 
was lost in the distribution of the morn- 
ing mail, there was not even a postmark 
to identify the city from which it was 
sent. 

Contrary to our practice, we are pre- 
senting the article because of the oppor- 
tunity it offers for comment. It is our 
impression that the writer has set up a 
straw man for the satisfaction of caving 
in his slats. We surmise that he has 
some good reasons, based upon experi- 
ence, for expressing his feelings, because 
some of the suggestions are apparently 
sound, but others, we believe, would 
break down upon examination. 

At the outset the author hurls his 
lance at the practice of those dealers 
who, from one of two articles for the 
same purpose, choose that which bears 
the extra discount, and unequivocally 
condemns this practice. It does not, we 


believe, always follow that the article . 


which carries the extra discount is the 
poorer of the two or the least saleable. 
This is a matter which would have to 
be determined by an examination of the 
articles themselves. It might even be 
that the article which carries the larger 
discount is better adapted to perform its 
work than the other one. The author 
makes a distinction between the original 
and the subsequent forgetting that while 
the one article may be an original, the 
article which follows may be an im- 
provement, made of fewer parts and ac- 
complish its purpose with greater ease 
and simplicity. If we were to eschew all 
articles which follow others and per- 
form the same functions, the trade 
would be selling one make of fountain 
pen, one typewriter, one duplicating ma- 
chine, one make of check protector, one 
design of filing cabinet and so on 
through the list. 

No dealer would be in position to sat- 
isfy the requirements of his trade. Man’s 
idiosyncracies must be taken into ac- 
count. There is no one thing that seems 
to meet the whims of all people. Qual- 
ity, although the most valuable factor 
of all, is not of itself sufficient. “Some 
hke ’em hot, some like ’em cold, some 
like ’em in the pot nine days old.” 

It does not follow, as our author sug- 
gests, that a similar article of subse- 
quent production always means a poor 


S BETWEEN two articles that 

look alike, the dealer is apt to 
choose the one with the “extra 
discount”—overlooking the fact 
that extra discounts always 
cost far more than they bring. 

This decision has caused at least 75 
per cent of the bankruptcies that have 
occurred in the retail business. 

This same decision has caused more 
dealers to be slow pay than any other 
one thing. 

The dealer cannot throw out the 
original brand just because he takes on 
an imitation—too many of his customers 
order “same as last’ and he has got to 
have “same as last.” 

Therefore when he takes on an imita- 
tion he immediately gets himself into 
eleven kinds of trouble: 

1. He puts his salesmen “on the 
fence.” They cannot conscientiously 
push the imitation over the original, and 
they know the boss prefers to sell the 
imitation. So they don’t really recom- 
mend either and sell neither. He robs 
his salesmen of their “pushology.” 

He makes his salesmen dishonest, 





by encouraging them to sell what they 


How to 
Lose 
Money 


A Few Suggestions From an Unknown 
Author to Some of Which the 
Editors of Office Appliances 
Take Exception. 








piece of work at about the same price. 
It may mean a better article at a lower 
price. 

The word “substitute,” frequently used 
by the writer, has achieved a bad repu- 
tation, and perhaps deservedly so when 
we consider its application to foods and 
drugs, particularly the latter, because in 
the sense in which it was originally used 
it was considered to mean the offer of a 
cheaper article, and therefore one less 
efficient in place of an article of greater 
intrinsic value. It will be noted that this 
conclusion does not always follow and 
that each article, whether a _ so-called 
substitute or not, must stand upon its 
own feet and if it can demonstrate a 
greater merit than some other article it 
should succeed. 

The author’s suggestion that no two 
lines are ever equal hardly holds out. 
Ouite frequently, without the public’s 
knowledge of the fact, two lines may be 
identical in everything except the trade- 
mark, Assuming that the author's con- 
tention is correct, however, it does not 
follow that an original production has 
more points of merit than a subsequent 
article, made to accomplish the same 
work. Were we to adhere to the origin- 
als of the vast number of articles which 
constitute the stationery business, we 
would be in a hard way because great 
improvements have been made duri 
the years. If the writer of the article 
had to adhere to the original typewriter, 
he would be at a tremendous disad- 
vantage. 

The flaw in the author’s argument we 
believe to rest upon his consideration of 
all subsequent productions as imitations. 


know to be a mere imitation, and there- 
fore not up to the standard of the 
original line. An extra discount couldn’t 
be offered without skimping somewhere. 

3. He doubles his stock investment, 
or halves his assortment. Thus he either 
loses money by tying up more capital 
than he ought to, or he loses sales by too 
many “cuts”—styles and sizes not in 
stock can’t be sold, and if sold, always 
represent a loss because of the extra 
cost of handling special orders. 

4. He doubles his odds and ends and 
left overs of unsalable goods, and loses 
money in cut prices trying to move the 
immovables. 

5. He makes two selling costs for each 
sale, for he has a selling cost on all 
lines whether he makes sales or not. 

6. He increases his troubles on orders 
to “duplicate same as last,” for if he 
changes lines, or duplicates his stock, 
he is certain to be out of a lot of things 
ordered. 

7. He doubles the likelihood of con- 
fusion on these lines in both the order 
department and in the delivery depart- 
ment. In fact, he practically guarantees 


Nor can we agree with his opinion that 
the carrying of a variety of goods for 
similar purpose has such a detrimental 
effect upon the morals of the dealer’s 
salesmen and the amount of his reason- 
able profit. His assumption that the 
carrying of a variety of lines leads to 
such confusion in the delivery depart- 
ment is uncomplimentary to the young 
men who have charge of that important 
part of business. 

The writer makes a strong criticism 
of “the man who imitates.” Cases are 
occasionally brought to public attention 
where such criticism would seem to be 
justified. These cases are usually, how- 
ever, where the offender endeavors to 
trade upon the prestige of a name to the 
disadvantage of the public. It cannot be 
held, however, that manufacturers pro- 
ducing articles, which are to enter the 
market as rivals for business, are imita- 
tors. Someone has said that a patent is 
nothing more than a letter of introduc- 
tion to a firm of patent attorneys. The 
Wright brothers, pioneers with flying 
machines, no doubt got their ideas from 
something that had gone before, as they 
furnished inspiration for other inventors 
who were to follow. 

The author’s comment upon good will 
is interesting because it illustrates the 
very point that he does not bring forth. 
To give the customer what he wants, it 
is very often necessary for the retailer 
to carry rival lines. 

Many articles have come into public 
use only through the vigorous campaign 
for business by rival producers. Rivalry 
of fountain pen manufacturers gave the 
fountain pen its popularity as a writing 
instrument. The combined efforts of 
producers of all articles are largely re- 
sponsible for general usage. This very 
rivalry, friendly in the main, is indeed 
responsible for the great development of 
United States industries. 

The patent laws of the United States 
give a patentce a monopoly of his ideas 
as disclosed in his patent for a period of 
seventeen years, but even the patent law 
does not shut out improvements upon 
the original idea, provided they are new 
and are not covered by the claims of 
the original inventor. To take so broad 
a position as the one which our author 
would assume, would be to shut the 
door in the face of mvention and pro- 
hibit progress in the mechanical arts. 


to his customers that there will be a lot 
of mistakes. 

8. He assumes extra delivery and 
breakage costs, because the wrong 
article delivered is likely to mean two 
or three delivery trips. Returned goods 
are likely to result in damage, because 
“office boys” are not very careful wrap- 
pers. 

9. He gives customers the impression 
that he is trying to put something over 
on them—a substitute always means “a 
cheaper article at about the same price” 
—smaller value to the customer in order 
to have a larger margin for the dealer. 

10. He adds to the work of the com- 
plaint department, in trying to hold the 
good will, lost by mistakes, mixed-up 
deliveries and returned goods. 

11. He reduces his ability to pay his 
own bills promptly by having a larger 
amount of capital tied up in stock on 
one line and in odds and ends and left 
overs. 

No Two Lines Are Ever Equal: It 
is nearly impossible for two lines to be 
equal. Therefore they are never equal 
value and never should be sold at the 
same price. 
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Even if both lines started the same 
day, if both used exactly the same ma- 


terial inside and out, if both used the 
same grade of workmanship inside and 
out, the same kind and amount of ad- 
vertising, and sold through the same 
dealers, there still would be a difference 
somewhere, at least in the appeal of the 
trade mark, for there is only one best 
trade mark. 

Sut no two lines ever so nearly ap- 
proach equality. When they look alike, 
one is certain to be an imitation of the 
other. The imitation likely uses imita- 
tion materials, and imitation workman- 
ship on the inside, and is sold by the 
same attitude of mind which imitates. 

Don’t Trust the Man Who Imitates: 
If you saw a man picking another man’s 
pockets, you never would trust that 
man in anything, anywhere, any time. 

And yet lots of dealers, knowing a 
manufacturer has stolen designs and 
methods of construction, and is trying 
to steal a market (which is not merely 
a man’s pocket change but a business), 
will trust that man, buy goods from him 
and do business with him. 

They ought to know that dealers 
can’t trust him any more than his fellow 
manufacturers can, and that he would 
beat the dealer just as willingly as he 
tries to steal a line and a market if he 
had a chance. 

In actual fact he is in the very act of 
robbing them of their profit on the line 
they sell, for the very day they add the 
imitation to their stock they cease to 


make a profit on the line. 

Their selling costs will be double for 
the same sales, besides the loss of good 
will due to multiplied mistakes and the 





Miss Alberta Cardi- 
nal. Who Is_ Intro- 
duced as the World’s 
Youngest Typist. 


impression of trying to put something 
over on the customer. 

How the Dealer Loses Money: If he 
abandons the original line so as not to 
carry two brands, then he decreases his 
sales while increasing his costs, because 
the imitation is harder to sell. 

And then a lot of his orders from 
customers read “same as last.” This is 
a most exasperating little phrase for the 
dealer who has thrown out a line, be- 
cause if he merely sends the substitute 
he takes a chance of losing the customer. 

The dealer who sends substitutes is 
trying to put something over on the cus- 
tomer, and the customer knows it. 

What Is Good Will Worth to the Re- 
tatler? If the dealer tries to explain to 
the customer why he can’t have what 
he wants, that is apt to be worse, for 
such explanations never explain. 

Even the housekeeper is getting wise 
to “just as good” and no one can expect 
to get away with it very often with 
business men. 

The head of one of the largest sta- 
tionery stores in the middle west says 
that it is a fixed policy in his store not 
to handle an article they can’t continue 
to supply. 

When a customer says “same as last” 
this store moves the earth to give him 
“same as last,” without excuses or ex- 
planations. 

When a paper jobber sends this dealer 
a “closing out” list, it goes straight to 
the waste basket. 

Big Printer Refuses to Buy Job Lots: 
“it we bought that,” this live stationer 
says, “we would be sure to have orders 
for printing specifying ‘same paper as 
last job.’’ 






“The cost of explaining why they 
couldn’t have it and the good will we 
might lose through that ‘ex tion’ 
would exceed the = we might make.” 

Even if they have some 
same as listed in the job list, % won't 


add to their stock. “If aed ~~ —_ 
to get a particular article Says 
quicker we have none of it the better 


we like it.” 

For the same reason it is a ged yt 
to pick out the best brand o i 
and stick to it. They want no imitations 
of anything, nor substitutes for any- 
thing if they can get the original. 

Do You Pay Income Tax on Losses? 
It is a painful fact, though, that hun- 
dreds of millions of dollars of inventory, 
which counts in the pay column of the 
income tax statement, is dead stock, 
odds and ends and left overs, mostly of 
imitations and substitutes. 


This increase in inventory looks like 
a profit, and the income tax collector 
cannot be expected to know it is a loss, 
so he assesses income tax on it and 
hard jingling cash for the tax. 


But the income tax collector is not to 
blame—it compensates the government 
tor but a fraction of the income tax 
not paid, because retailers have lost hun- 
dreds of millions of dollars by meddling 
with imitations. 

lf no retailer ever handled imitations 
of anything, the increased profits they 
would make would increase income taxes 
perhaps $100,000,000 a year. 

Handling imitations is a fine way to 
reduce the dealer’s income tax, for the 
retailer who goes in for imitations sel- 
dom earns any profit. 





Cut 
from photograph sent 
by the Bridge Plaza 
Branch, Queens Type- 
writer Company, Long 
Island City, N. Y. 
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In the October issue 
of Office Appliances we 
initiated the Old Tim- 
ers’ Party. Here we 
gather the Old Boys 
about the Round Table | 
and discuss events of 
years qeee by, along 
with a little biographi- ' 
cal history which 
hooks the man to the 
work. Few Old Timers 
are rich, but all of 
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a that success means 
satisfaction which 
arises from just and 
proper pride in work 

The Old 


well done. 

Timers, because they 
can take the longest 
look backward, are 
boys who may count 
themselves as the most 
successful under this 
definition, because they 
find the most satisfac- 











on fy Fle moe meyer tion in the reflection 

tee lh —~ eee ~ sf that they have “batted 

Teolaneds believes a pretty good average.” 
At which Hobart Martin, Associate Editor, Presides, Introduces the Old Boys and Crowns Them with the Laurel. i 
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William H. Newhall. 


ed on the road for Shea Smith 

& Company of Chicago in 1887, 
he beheld the beginnings of a number 
of problems which have engaged the 
attention of the people ever since that 
time. The law forbidding the bring- 
ing of aliens into the United States 
under contract to perform labor was 
already on the statute books and in 
the year when Mr. Newhall started his 
business career as a traveling sales- 
man, Congress passed the Interstate 
Commerce Act which was promptly 
signed by Grover Cleveland, then 
president. In the following year, a 
department of labor was established at 
Washington. Most of the problems 
then alive in the minds of men are 
with us today and a brood of others 
along with them. 

In his travels from coast to coast 
“Billy” Newhall, as he is known 
throughout the trade, has talked busi- 
ness and politics with as many sta- 
tioners probably as any other man 
in the traveling profession. He has 
seen the great West in the building. 
When he started, the long horned 
Texas cattle, with a _ sprinkling of 
other breeds, grazed on all the hills 
of the western states. In those days, 
now gone, the dry farmer was not, 
and that rancher who by means of 
laborious irrigation raised a garden 
atch for the consumption of his fam- 
ily and hands, was looked upon as a 
little more enterprising than the aver- 
age. Mr. Newhall traveled west when 
the round-ups with their tents and 
chuck wagons, their horses and rol- 
licking young riders were abroad in 
all the valleys where precious streams 
of water gave life to man and beast 
and plant and flower. He saw the ad- 
vent of the automobile and has be- 
held the building of vast trans-conti- 
nental highways and the development 
of an industry which ranks now 
among the first in the world. 

One would suppose that Mr. New- 
hall’s long record in selling would pre- 
clude the possibility of his having 
worked at any other occupation, but 
before he started upon his thirty-five 
year span as commercial traveling 
salesman, he had a varied experience. 
He first saw the light of day at Wal- 
tham, Mass., where the watches and 
clocks come from. When a boy of 
thirteen, he went West and worked 
on the range for a year on a cattle 
ranch, after which he entered the 
Union Pacific machine shops at Grand 


Wei o William H. Newhall start- — 


Island, Nebr., as an apprentice. Later 
he was transferred to Omaha, where 
he finished his five year apprentice- 
ship in the mechanical department and 
then served eighteen months in the 





WILLIAM H. NEWHALL. 


construction department of the chief 
engineer’s office of the same railroad. 

When Mr. Newhall became a mem- 
ber of the selling staff of Shea Smith 
& Company he was at once given a 
good sized territory, in other words, 
the United States, in which to sell 
letter copying books and _ stationery 
specialties, and he has since then sold 
these devices from Winnipeg to New 
Orleans, and from Bangor, Maine to 
San Francisco, Calif. 

Mr. Newhall is a man of genial dis- 
position with a talent for story telling 
and he is one of the most welcome 
callers who visits the trade. 
bers his friends by the thousand 
throughout his nation-wide territory. 


John F. Soby. 


HE subject of this sketch has 
TT traveted for a considerable time 

along the office equipment road, 
but he is no candidate for the class 
of the “lean and slippered pantaloon,” 
as will be observed by a glance at 
his most recent portrait. He assures 
Office Appliances that a reference to 
its files will disclose the fact that only 
a few years ago he was married; that 
his family consists of three only, and 
that the chief of the household is Miss 
Dorothy, aged thirty months. 

Mr. Soby spent the earlier years of 
his life in Philadelphia and there he 
went to school and embarked upon his 
first business venture. He relates that 


He num-, 


for a few years previous to his birth 
his father was a busy man on account 
of the fact that there were some points 
of difference between the gentlemen of 
the Northern states and those of the 
Southern ones, and Father Soby was 
one of those who helped Mr. Lincoln 
get the affair straightened out. After 
finishing this job he came home and 
began to think of other things, and 
not long after this young John made 
his bow to an admiring but limited 
public. Young Soby’s early years were 
similar to those of other youngsters 
who are full of life and mischief. He 
managed to make the period eventful 
for himself and his parents. When he 
was about twelve, thinking to please 
his father, he took the initiative in 
remaining away from school one day 
and invested the money he had saved 
in a lot of small framed pictures 
which he carefully exposed for sale to 
the public at a prominent corner in 
his home town of Philadelphia. Father 
happened along, beheld the stock and 
was surprised. He also surprised the 
son with the narrow point of view 
which he took about young and am- 
bitious merchants. The upshot of it 
was that the youngster had to go back 
to school, but the spark of genius was 
only suppressed. 

In due time school was past and the 
young man planned to fulfill his as- 
pirations to go into business. His 
mother thought that he should be 
groomed for the presidency of the 
United States, but his father thought 
differently. One day in 1881 the elder 
Soby noticed across the street from 
his office a new sign over a little store 
reading “Remington Typewriters.” 
Being a newspaper man, he became 
curious and ambled over there to meet 
for the first time, J. Walter Earle, 
manager of the office and later presi- 
dent of the Union Typewriter Com- 
pany, holding company for several of 
the well known typewriters, including 
the Remington. The elder Soby pur- 
chased the first No. 2 Remington sold 
in Philadelphia, and brought his young 
hopeful in to see the machine. Mr. 
Earle offered the youngster a chance 
to sell Remington typewriters, and 
young Soby fell in with the idea and 
was successful from the start. Indeed, 
from what he says we infer that within 
thirty days he held more jobs than 
Charlie Mitchell. He was office boy, 
shipping clerk, bookkeeper, salesman 
and assistant manager. Then, because 
Mr. Earle coneluded that he needed 
a stenographer, young Soby took up 
that subject in order that none of the 
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jobs in the place should get by. Later 
he asked Mr. Earle if he could not be 
assigned a salary for each one of the 
jobs he held, but the idea was sur- 
rounded by so many complications 
that he was never able to put it across. 
Mr. Soby tells us that the first sale he 
made was the first typewriter sold to 
an insurance office. It went to the 
North American Insurance Company, 
where J. Howard Wright, a fine and 
inspiring personality, was the man 
who made the sale possible. 

Emboldened by this success, Mr. 
Soby called on the Pennsylvania rail- 
road, where he made the acquaintance 
of Dan Newhall, then assistant gen- 
eral passenger agent, a_ celebrated 
cricketer and a worth-while friend. 
Here he also had the honor of dispos- 
ing of the first typewriter sold to that 
road. Next followed a visit to the office 
of the Philadelphia & Reading railroad 
next door, where he met Mr. Foster, 
purchasing agent, a most charming 
gentleman, who bought the first ma- 
chine purchased by that company. And 
so the seeds were planted for the 
growth of the typewriter business in 
Philadelphia. 

“T should not let this part of my 
reminiscences go by,” says Mr. Soby, 
“without describing a piece of clever 
sales engineering worked out with Mr. 
Earle with me as accessory during 
the fact, the willing victim being 
Charles W. Miller, now head of the 
celebrated Miller School in New York. 
Mr. Miller at this time was chief 
stenographer for William Sellers & 
Company, builders of machine tools in 
Philadelphia. We tried in vain to get 
them interested in typewriters, and 
finally were referred to Mr. Miller. He 
was skeptical at first, but I finally 
sold him the idea. Notwithstanding 
this, the head of the firm said no. 
Then, we asked Mr. Miller if he would 
sell us some of his off time, for we 
recognized him as a brilliant stenogra- 
pher and thought it would be a good 
stroke to get him to learn the machine. 
We hired him for ten hours, when- 
ever he could spare the time. At the 
end of this period he became so pro- 
ficient in the use of our machine that 
he could turn out as many letters in 
a day as three stenographers writing 
with the pen. Then we asked the firm 
if they would let us put a machine in 
on trial. After some effort we brought 
them around to consent to this and 
what our friend Miller did to their 
letters those first few days was a cau- 
tion. They bought a machine as the 
result of the test and subsequently 
installed more than a dozen.” 

About four years after opening the 
Philadelphia office, Mr. Earle was sent 
to Europe as Remington director for 
Great Britain, succeeding John Harri- 
son, who was brought over to Phila- 
delphia. In about a year, Mr. Soby 
succeeded Mr. Harrison. 

Mr. Soby recalls that about 1885 
he met in New York George Patter- 
son, the founder of Office Appliances, 
and the two became warm friends. He 
describes Mr. Patterson as a man 
whom no binocular could focus be- 
cause he was movement personified. 
Despite discouragement, his buoyant 
and hopeful disposition would not be 
defeated and he finally succeeded and 
founded this publication on a success- 
ful basis. 


The Philadelphia business of the 


Remington was very successful. At 
first it was operated by E. Remington 


& Sons, then by Wyckoff, Seamans & 
Benedict, and finally by the Reming- 
ton Typewriter Company. 

E. Remington & Sons were wonder- 
ful manufacturers. They made fire 
engines, sewing machines, typewriters 
and probably some other things. About 
1882 Mr. Earle conceived the idea of 
obtaining money and making a propo- 
sition to Remington & Sons of a sub- 
stantial sum for the sole right of sell- 
ing the typewriter as their product. 
With the aid of young Mr. Soby, who 
was acquainted in Philadelphia, he 
succeeded in obtaining the necessary 
money and made the offer. They re- 
plied that they were considering a 
similar proposition from W. O. 
Wyckoff, court reporter of Ithaca, 
N. Y. Mr. Wyckoff being first on the 
ground secured the “plum” and found- 
ed the firm of Wyckoff, Seamans & 
Benedict. Clarence W. Seamans was 
the Remington general manager in 
New York City and Mr. Benedict was 
an accountant in the factory at Ilion, 
By 1889 there had accumulated with 
the typewriter companies a vast stock 
of old machines, and Mr. Soby made 
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a proposition to Mr. Seamans to take 
over all of this stock and start a re- 
building factory, rejapanning frames 
a very dark blue, so as to give the 
stock a good appearance and yet sig- 
nify its standing. For over a year the 
matter was considered, and finally Mr. 
Seamans concluded that it was unsafe 
to unload so many machines on the 
market as second-hand. His vision was 
hardly accurate as subsequent events 
proved. 

In 1892 Mr. Soby was called to the 
executive office of the Remington in 
New York as assistant to the domestic 
sales manager, Thomas F. Crean, and 
took charge of the commercial school 
work throushout the United States— 
work which proved interesting and 
attractive. 

Thomas May Pierce, a veteran in 
business college pioneering, probably 
the originator of the plan, was Mr. 
Soby’s first convert to the teaching of 
shorthand and typewriting in business 
colleges in Philadelphia. In his field 
work with the Remington, Mr. Soby 
was frequently called in to close some 
especially important business and had 
the satisfaction of obtaining, in the 
face of keen competition, the largest 
single order for typewriters ever 
placed up to that time—200 machines 
to the Draughton Business College of 
Nashville, Tenn., which was running 
a chain of business colleges in the 
South. 


Finally traveling became irksome 
and Mr. Soby resigned to become 
eastern general sales manager of the 
American Multigraph Sales Company, 
New York, selling the first of these 
machines which entered the Eastern 
field. He says it is a great satisfaction 
to have met that splendid type of 
American manufacturer, Henry C. 
Osborne, who has since made such a 
success of the Multigraph business. In 
inaugurating the Multigraph business, 
he met Harry Cochrane of Payne & 
Cochrane, originators of the business 
show, and became one of the first ex- 
hibitors of the show, since which time 
he has been represented at practically 
every show in one way or another. 

Following Mr. Sobv’s experience 
with the American Multigraph Sales 
Company, he became New York man- 
ager for the Lamson Cash Carrier 
Company. At about this time he was 
made president of an organization of 
office appliance manufacturers formed 
in New York. The fact was brought 
out that Mr. Watt, later president of 
the Elliott-Fisher Company, was pres- 
ident of a similar organization in Chi- 
cago. Attempts were made to com- 
bine the two organizations, but noth- 
ing came of it and the movement died 
out, to be resurrected and brought to 
success several years afterward. 

In 1915 Mr. Soby originated the 
idea of a centralized clearing house 
for promoting sales and disseminating 
information among office appliance 
manufacturers. Thus the plan of the 
Business Bourse was developed. This 
organization is still in existence, 
though its field of work has grown 
to be widely different from the origi- 
nal intention. Mr. Soby was not ac- 
tively engaged in this development. 
After a short time spent in the motor 
truck business, Mr. Soby in 1915 joined 
the forces of the Hammond Type-~ 
writer Company at the invitation of 
Albert P. Brooks, general manager. 
He was made assistant general man- 
ager and director of advertising, and 
became greatly interested in the work 
because of the extraordinary versatil- 
ity of the machine. He did much to 
encourage the development of the va- 
riable spacing model, one of the most 
interesting pieces of typewriter con- 
struction in the world. 


Mr. Soby’s age prevented him from 
getting actively into the war, but he 
managed to become a member of the 
home guard and of the Twenty-third 
New York State Engineets, and thus 
aided somewhat in keeping the antago- 
nistic foreign element in line. 

_ A short time ago Mr. Soby became 
interested in a new card filing system 
having been an originator himself o 
a card filing system for taking care of 
merchandise distribution. he new 
business introduces aluminum for fil- 
ing guides and offers a perpetual filing 
method. Since a couple of months 
ago, therefore, Mr. Soby has been 
sales and advertising manager for 
Wagner-Moore, Inc., of New York, 
and is once more pioneering in an 
important adjunct of economic office 
administration. Mr. Soby says that he 
often casts his memory back over the 
eventful years and that there comes to 
him a feeling of reverence for all the 
good fellows with whom he has been 
associated and whom he has had the 
good fortune to meet, and he blesses 
the day when his father’s foresight 
cast his lot in the field of office equ 
ment, 
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EDITORIAL 





Guild—the Stationers’ Brand. 


HE Guild Products Corporation, headed by sta- 

tioners prominent in the middle Atlantic section, 
is on the point of launching its plan which has been 
talked of from one end of the country to the other. 
The corporation has issued a statement outlining the 
reasons which led the stationers of the Middle Atlantic 
section to organize for the distribution of a special 
stationer’s brand and giving not only the history of the 
organization, but the requirements involved in selling 
and in producing Guild products. 

The statement issued to the trade is somewhat long 
and in certain portions seems to be open to argument. 
As this is an important development in the stationery 
field, we have thought it advisable to present the facts 
outlined therein as a narrative of ‘events without at- 
tempting to go behind the work done for the reasons 
which govern the action except where an adequate un- 
derstanding of the matter cannot otherwise be had. 
Office Appliances has no criticism of the plans of the 
Guild. The value of Guild products will be deter- 
mined on the same basis as that of any other products ; 
in other words, their value will be what the Guild 
makes them, no more and no less. 

Office Appliances does not believe that any advan- 
tage is obtained by a suggestion that Guild products 
in any line are going to be superior to the best prod- 
ucts of leading manufacturers in the same lines. Let 
us suppose that we have a line of Guild inks. These 
will be made by a manufacturer selected by the Guild 
under certain definite specifications. It is hardly con- 
ceivable that this product will bring to the user a better 
quality than is to be found in the standard lines sold 
under the trademarks of the present manufacturers. 
One would hardly suppose that any manufacturer 
would or could produce an article under a_ private 
brand better than his standard advertised and trade- 
marked products. 

The Guild plan is not altogether dissimilar appar- 
ently to the Rexall plan which has attained some suc- 
cess among druggists, and it is reminiscent of the 
American Druggists’ Syndicate, formed a number of 
years ago to manufacture certain pharmaceutical and 
toilet preparations. All the American Druggists’ Syn- 
dicate insist upon is that their lines are of the foremost 
quality. They do not make comparison with the lines 
of high grade manufacturers in the same field, except 
to insist that the A. D. S. goods are equal to the best. 

Inasmuch as both plans above mentioned have been 
successful among druggists, there is reason to believe 
that Guild products if properly supervised and kept up 
to the high standards of established manufactures will 
win a place in the stationery trade. 

The steps by which the Guild idea came into being 
have been outlined in a previous issue of Office Appli- 
ances, so that an outline of the existing organization 
will probably be sufficient to present the facts before 
the trade. “Guild” is now a trademarked name, but 
since an unincorporated association cannot legally own 
a trade mark, the Guild Products Corporation has been 
organized with the following officers and directors: 
A. Pomerantz, president; Harry A. Prizer, vice presi- 
dent; William Henry Brooks, treasurer; Charles D. 
Brewer, secretary. The directors consist of the fore- 
going officers and Samuel Iseman and Theodore A. 
Steinmueller. 

This corporation is organized for definite purposes 
and represents the Middle Atlantic Retail Stationers’ 


Association, which was organized on November 12, 
1921, at a meeting held in Philadelphia. At this meet- 
ing it was decided that conditions were ripe for a move- 
ment whereby the retail stationers should own and 
control lines of merchandise of first quality manufac- 
tured exclusively for the members of the Middle At- 
lantic Retail Stationers’ Association. The name “Guild” 
was chosen for the proposed line on account of its 
historic significance, the guilds as proponents of qual- 
ity and protection of members, going back in history 
to the twelfth century and still in the stationery trade 
exerting their influence among the stationers of Great 
Britain, where even to this day Guildhall in London 
must give its sanction to products sought to be reg- 
istered. 

To defray the organization expenses of the Guild 
Products Corporation, members of the Middle Atlantic 
Retail Stationers’ Division purchased stock, and patent 
office registration of the word “Guild” was secured 
on every class of products that might possibly be 
handled by retail stationers. Under the plan outlined, 
the Guild Products Corporation earns no profits and 
pays no dividends. When Guild merchandise is put on 
sale, advertising expenses will be borne by the sales 
commissions secured from manufacturers under a spe- 
cial arrangement. The foremost manufacturers have 
been invited to submit samples of goods which will 
qualify as merchandise bearing the Guild brand, and 
when necessary, a laboratory test of products has been 
arranged for. After this preliminary work is done, 
the items are submitted to a committee for comparison 
and those regarded as the best are selected. The con- 
ditions to which the manufacturers of Guild products 
must conform are substantially as follows: 


Merchandise must be produced according to speci- 
fications given or must match identically the samples 
furnished; both product and package, carton or con- 
tainer must be produced in accordance with Guild’s 
specifications. A definite quotation must be given by 
the manufacturer, figuring on the largest output, and 
Guild products must be sold at this quotation to any 
licensed dealer regardless of quantity. The manufac- 
turer is given a contract to produce certain Guild prod- 
ucts which he may sell only to merchants holding a 
Guild Products Corporation license and a list of these 
merchants is supplied to him. The manufacturer will 
receive an order from the members of the Middle 
Atlantic Retail Stationers’ Division sufficient to cover 
him for his first expense, after which he is to manu- 
facture the line as he may require to fill the additional 
orders from time to time. His failure to produce mer- 
chandise will void his contract. 

Inasmuch as manufacturers selected by the Guild 
will have no selling or advertising expense on Guild 
products, they will be asked to recognize this economy 
by a certain definite percentage on Guild sales in the 
nature of a sales commission to be turned over to the 
Guild Products Corporation’s treasurer at stated in- 
tervals. Money so received will be spent in local and 
national advertising of Guild products and other ex- 
penses of maintenance. Such money will be propor- 
tioned according to the territories earning the commis- 
sions and will be employed to build up an increasing 
volume of business in such territories. The advertis- 
ing so obtained will react to the direct benefit of 
licensed Guild stationers and will be proportioned in 
accordance with the volume of Guild purchases in any 
one locality. 
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It is not suggested that Guild stationers confine them- 
selves wholly to Guild products, but it is expected that 
they will regulate their purchases according to local 
market conditions and maintain established relations 
with manufacturing houses. It is expected, however, 
that the Guild members will make every effort to build 
up business on the Guild lines. 

Each reputable manufacturer will be given an op- 
portunity to manufacture certain Guild products in 
his own line and those will be selected who in the judg- 
ment of the management produce the best product. 
Some of the advantages outlined by the Guild Products 
Corporation as accruing to stationers who handle the 
lines are as follows: 

No manufacturer or jobber can go direct to the con- 
sumer and sell Guild products retail at wholesale prices. 

The small retailer will have full benefit of quantity 
price, regardless of the size of his order. 

The large dealer will benefit through the education of 
the small dealer in proper merchandising methods. 

Stationers who have heretofore pushed their own 
brands will still have them under the name of Guild, 
but with the advantage of general distribution and ex- 
tensive advertising. 

Seventeen lines in the stationery industry, covering 
approximately 350 individual items are now in process 
of comparison, testing and estimate. Negotiation is 
being carried on with manufacturers and preparation 
of specifications and designs. In a number of cases 
matters have reached the point where contracts have 
been consummated with the manufacturer. It is stated 
that contracts have already been made with the Oak- 
ville Company of Waterbury, Conn., who will make for 
Guild all lines of paper clips, paper fasteners and pins, 
in fact, everything pertaining to wire and metal in the 
stationery industry. 

The B. F. Goodrich Rubber Company, Akron, O 
will make Guild rubber bands in all sizes. 

American Vulcanized Fibre Company of Wilming- 
ton, Del., will make office waste baskets for the Guild. 

The Eastern Tablet Company of Albany, N. Y., will 
produce stenographers’ note books for pen and pencil 
use. 

It is stated that an advertising campaign is being 
planned so that as soon as funds have accumulated, the 
impetus of advertising can be added to the project. 

The annual meeting of the Middle Atlantic Retail 
Stationers’ Division will be held this year at the Belle- 
vue-Stratford hotel, Philadelphia, on Saturday, Octo- 
ber 7, at 11:00 a. m. This meeting immediately pre- 
cedes the meeting of the National Association of Sta- 
tioners and Manufacturers, which commences on 
Monday, October 9, at Atlantic City. 

Such is the outline of the action taken in creating 
the Guild Products Corporation and starting on its 
way a project which the stationers of the eastern sec- 
tion expect will result in much advantage to them- 
selves. A careful reading of the statement issued by 
the Guild gives us the impression that enthusiasm for 
the project has caused some slight inconsistencies of 
statement which are not at all necessary in establishing 
a favorable attitude toward the project. The members 
of the trade who made the proposition are among the 
most successful men in the east. Admitting that there 
are certain abuses in the trade and that manufacturers 
are responsible for some, jobbers for others, and re- 
tailers for the rest, we are hardly prepared to admit 
that the big stationery houses of the Atlantic district 
were hard put to it to maintain their position as one 
might infer to be the case from some paragraphs of 
the Guild statement. 


One the whole, however, one would get from a read- 
ing of the statement the impression that the Guild 
movement is designed for the advantage of its mem- 
bers and with the hope that it will resolve certain > at 
culties with which retail dealers are from time to ti 
confronted. These are reasonable grounds for the ex- 
periment, but one cannot disregard the other side. That 
is—the advantage which accrues to the retailer in join- 
ing his own prestige with that of the manufacturer 
whose trade mark has become an asset to the retail 
trade. 

It should not be forgotten that the manufacturers of 
many lines upon which the retailers have built profit- 
able business were obliged to do a pioneer work because 
the dealer in most cases declined to handle the goods 
until the manufacturer had developed a market. This, 
to be sure, was to the advantage of the manufacturer 
in making it possible for him to secure a footing, but 
it was also of inestimable value to the stationery trade. 

It is largely to the efforts of the manufacturers that 
many of their products have come into general use. 
In the great majority of cases the producer has co- 
operated liberally with the distributor. It is not to be 
denied that the enterprise of the retailer has aided the 
manufacturer materially in the enterprise he has em- 
ployed in the distribution of the product. Indeed the 
interests of the retailer and the manufacturer are so 
closely related that each is considerably dependent upon 
the other. It is impossible to conceive of any plan 
that will preclude difficulties. They are bound to arise 
from time to time. Through good will they may be 
materially reduced. Ideal conditions are not to be. 
The guild plan will not inaugurate perfection. Time 
will disclose the value of the idea. 

<> 
A Suggestion From New York. 


N THE August issue of Office Appliances appeared 

an editorial headed “Price Cutting and Mercantile 
Credits.” Now comes a letter from a well known sta- _ 
tionery house in New York City, approving the sug- 
gestions made in the editorial, but reminding the writer 
of the fact that the theory is excellent, but in practice 
the manufacturer himself does not always do what he 
should. 

In the editorial above mentioned we brought out the 
fact that manufacturers often view the price cutter as 
an unstable credit element and that the man who dis- 
regards the fundamentals of trading may also disre- 
gard the essentials in his dealings with the bookkeeper. 
He is sometimes betrayed into taking liberties with 
thirty day datings, thus justifying manufacturers in 
being wary when extending credit. Our correspond- 
ent in commenting on the editorial says, “You are per- 
fectly correct as to the proper procedure which manu- 
facturers should take with the merchant who is a 
persistent price cutter; however, your editorial is based 
on the theory that the manufacturer does what he 
should do in restricting the credits of those who per- 
sistently cut their prices. Unfortunately the manu- 
facturers in the stationery lines have not given ——- 
consideration to this phase of their credits.” 

Our correspondent suggests that editorials from time 
to time bringing this matter forcibly to the attention of 
manufacturing houses might be helpful to the trade in 
general. 


<-> 
Post Office Strict on Contests. 
P UTTING on contests to arouse interest in various 
products in this and other fields is quite popular 
these days and is, no doubt, a valuable means of pub- 
licity, but before going ahead with competitions of any 
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kind, manufacturers and dealers should obtain from 
the post office department a copy of the rules regulat- 
ing the use of mail matter to promote such events. 
The Chicago Post Office has just re-issued circular No. 
1 on the subject, giving fully the requirements. 

Matter is unmailable which contains advertisements, 
reading notices, etc, relating to lotteries, drawings, 
raffles, guessing contests, card parties to which an ad- 
mission fee is charged, or other enterprises where 
prizes are awarded by lot or chance. Contests in which 
prizes are awarded for the first answer or the first 
definite number of answers to a puzzle or other prob- 
lem, or orders for goods are unmailable. The closing 
date of permissible contests must be announced at the 
outset and adhered to. Prizes must be named and 
definitely listed at the outset in the exact order in 
which they are to be awarded. A definite schedule 
must be announced at the beginning and strictly ad- 
hered to throughout the contest. Provision must be 
made that in the event of a tie for any prize offered, 
a prize identical with that awarded, will be awarded 
to each tying contestant. Contests where prizes are 


awarded for the largest number of sales, the largest 
number of words made from letters in the title, etc., 
are subject to the same conditions. Contests in which 
prizes are offered for the best window display, best 
composition, essay, story, suggestions, etc., are per- 
missible where no charge or consideration of any kind 
is required of those who may desire to compete. Con- 
tests which involve the purchase of goods or services 
are in violation of the postal lottery statutes. Window 
trimming contests which require the use of the goods 
of some particular firm are regarded as in violation of 
the law. In other words, one may hold a loose leaf 
window trimming contest, but it must be open to goods 
of all manufacturers, and not merely to those of one 
manufacturer. 

The offer of prizes for the best name, the best de- 
scriptive word, etc., is permissible where no charge or 
consideration is required and where a provision is made 
that in the event of more than one person submitting 
the same word, etc., selected, duplicate prizes will be 
awarded to each person sending in the name or word 
so selected. 


THE FALLACY OF COMPETITION 


By Dr. 


Competition is the life of trade, they 
say. It is. That is to say it is the life 
of such trade as that carried on by huck- 
sters, banana peddlers and small fry gen- 
erally. 

The higher you get in business, and 
the bigger deals you have and the more 
money you handle, the less important 
competition becomes and the more you 
have to study the business of coopera- 
tion. 

Competition ts for the scholars in the 
primer and the First Reader. When you 
get into algebra and the High School 
you have to go on to cooperation. 

Speaking in world terms, competition 
was the great cry of yesterday; cooper- 
ation is the cry of today and of the fu- 
ture. 

Competition was considerably cracked 
up in the Nineteenth Century but the 
Twentieth Century is the era of cooper- 
ation. 

In the Nineteenth Century the world 
was getting out from under its old mon- 
archies and tyrannies in politics and from 
under its old systems of privilege and 
slavery and favoritism in business. Con- 
sequently it was the epoch when Freedom 
was emphasized. Everybody was shout- 
ing the battle cry of freedom. 

When the Twentieth Century came 
along we began to discover that freedom, 
if it was nothing but freedom, did not 
get you much, Every man for himself, 
politically speaking, meant anarchy. 
Every man for himself economically 


speaking meant enormous waste and 
communal inefficiency. 

Men began to see that it was not 
enough to be free, and if they wanted to 
accomplish anything they had to get to- 
gether, and somehow make the natural 


Frank Crane 


cooperation of free men be as efficient 
as the artificial unity of tyranny. 

Competition unchecked ts a pure cen- 
trifugal force. Cooperation is a centrip- 
etal force. Business and all human af- 
fairs move in their proper orbit when 
these two forces are duly balanced. 

In the long run, and with the general 
welfare of the community in mind, there 
is no money in compettion. All the great 
fortunes of the United States have been 
made by men who had the genius of com- 
bination. 

Armour did not get rich because he 
was a better meat packer than anybody 
else. It was because he had a genius for 
organization that he became the greatest 
merchant of his day. Harriman and Hil 
made their fortunes not so much by 
building railroads as by combining them. 

Rockefeller and Carnegie had the same 
large genius by which they were enabled 
to build up vast cooperating concerns. 

The United States Steel Company is 
a triumph of cooperation. 

And the same principle holds true in 
every man’s business. The success of 
any business concern depends upon the 
degree in which everybody connected 
with it joims in perfect team play with 
everybody else connected with it. 

The same thing makes a successful 
business enterprise that makes a success- 
ful baseball nine—team play. 

The Allies never won the war till they 
cooperated. 

Labor unions have no power unless 
they cooperate. 

And by the same token the key to your 

wn success in business and in life is to 
be found in your ability to get men to 
cooperate. 

(Copyright 1922 by Dr. Frank Crane.) 
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HE VALUE of the duplicat- 
ing machine in advertising is 
gaining in increasing recog- 
nition on the part of the bus- 
iness builders in retail trade. 
Both type and stencil devices have 
made great gains in popular favor, 
and for their respective special uses en- 
able the production of excellent mat- 
ter with which to “Strike while the 
iron is hot.” 

The ambition of the advertiser is 
practically the only limit to the “class” 
with which he can endow his an- 
nouncements. Samples have passed 
over the editor’s desk which discour- 
age unfavorable ¢riticism. Typed with 
regular margins, illustrated with at- 
tractive designs or crisp reproductions 
of merchandise, run on stocks of vari- 
ous tints in inks of a wide range of 
hue, these samples have possessed 
strong selling value and have pleased 
through sheer artistic merit. 

The favorite medium for duplicat- 
ing machine work seems to be the 
store house organ. Announcements, 
stock lists, booklets—even paper bags 
have been included in the specimens 
which have come to view. 

Big Wholesalers Commend the Idea. 

Two prominent Chicago wholesale 
houses have advocated that dry goods 
dealers publish a “Store Paper,” using 
the stencil duplicator in its production. 
Marshall Field & Company, wholesale, 
undertakes to prepare stencils for the 
dealers who wish to utilize the dupli- 
cator, and have not the facilities to 
make the stencil. For a nominal 
charge per page the stencil is type- 
written, illustrations made, and sent to 
the dealer to run off on his machine. 
Field’s offers to stencil any illustration 
in the extensive cut service it furnishes 
dealers. If desired, the dealer may 
send the pictures he plans to show in 
his store paper, and the wholesale 
house will prepare it for the stencil. 
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Duplicating 
Devices 
in 
Retail 
Advertising 





“The Little Brother to the Printing 
Press” Gains Importance in Prepar- 
ing Advertising Matter. 


\ New York fashion house publishes 
for the export trade a bulletin on cur- 
rent fashions, done on the stencil dup- 
licator. The cover is hand-colored in 
three hues, the stock used for dupli- 
cator work being’ especially - well 
adapted to water color. A number of 
pages showing advance styles are 
bound in loose leaf form, with pages 
of descriptive matter following the pic- 
tures. In this case economy of pro- 
duction is secondary to speed. The 
book can be made up-to-date to the 
very last page. In the fashion field 
weeks are consumed in sketching the 
new designs, making finished draw- 
ings, completing the printing plates, 
the printing, binding and mailing. The 
book produced on the stencil duplica- 
tor is worked off as rapidly as the 
stencils have been cut. Its production 
is a matter of days, instead of weeks. 
Its dispatch can be scheduled for 
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SPECIMENS OF _ ILLUSTRATIONS 
DONE ON THE DUPLICATING MA- 





CHINE.—The Center Picture Shows the 





mailing on a given steamship depart- 
ing for the countries addressed. Any 
fashion house production man can tes- 
tify to the heart-breaking experience 
of missing a sailing through delays by 
artist, printer or binder, and losing 
timliness so vital in his business. The 
next mailing, even though it be but a 
week later, may find the fashion books 
of competitors fully circulated, and 
earning business. : 
Other Fields for Duplicator Work. 
There are many other possible users 
for duplicating machine advertising, 
aside from strictly commercial wor 
Clubs, lodges, schools, charitable or- 
ganizations, civic bodies, etc., can use 
the duplicator to issue regular peri- 
odicals. The need for frequent bul- 
letins is felt in all organizations. Cost 
is frequently the stumbling blank 
which deters them from maintaining 
regular contact with members. 
element of cost is largely reduced 
when the duplicating machine prepares 
the bulletin for the mails. It affords, 
also, an opportunity for the develop- 
ment of artistic ability among mem- 
bers. The publication committee rec- 
ognizes the value of illustrations to 
brighten up the pages of the bulletin. 
Half tones or zinc etchings are used 
with excellent result on the type ma- 
chines while anyone with ability to 
draw on paper can express his or her 
concept on the stencil devices. 


The feeling of privacy often makes 
a strong appeal when a duplicating 
machine is considered by a club or 
lodge. Confidential information can 
be prepared and transmitted without 
any possibility of a “leak” such as has 
been known to happen when such 
work has gone to the print shop. Bud- 
ding authors, especially, dread the 
thought of entrusting their writing to 
some heartless printer, who may poke 
fun at the work, or raise havoc with “ 
the words and thoughts. 


Character and Feeling Which May Be Expressed. The Smaller Illustrations at 


the Sides Suggest the Range of Merchandise Pictures Which Are Easily Done by 
Anyone with the Ability to Draw. Particularly Striking Effects Can Be Secured 
by Coloring Cover Designs and Decorative Elements by Hand. Given a Good 
Sample to Copy, the Coloring of an Edition Can Be Entrusted to Workers of 
Average Talent. The Surface of Paper Used for Stencil Duplicators Is Par- 
ticularly Well Suited to Water Color Renditions.—[Reproductions from Samples 
Furnished by Courtesy of the A. B. Dick Company. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 


this journal their headquarters. 


The staff at the main office, 417 South Dearborn street, Chicago, and the staff 


at the branch in charge of C. H. Everly at 720 Tribune building, 154 Nassau street, New York, will be 


happy to be of any possible service. 


While the facilities at New York are not so many as at 
Chicago, there will be found the same desire to serve. 


United States manufacturers 


or their representatives, traveling abroad are cordially invited to call upon 


Office Appliances 


London correspondent, Mr. W. Teignmouth 


Shore, Surrey House, Victoria Embankment,W.C.2. Mr. 
Shore's knowledge of office equipment business and 
its possibilities in Great Britain make 
his counsel valuable to those de- 
siring to cultivate the 
British market. 


LONDON NOTES AND NEWS 


By W. T. Shore, Surrey House, Victoria Embankment, London, W. C. 2. 


London, August 1, 1922. 


EWS just now in London is like snakes is Iceland; 
N “Well, sir, there ain't none.” Not a bit. Most busi- 

ness men have got their plans well in hand for the 
fall and winter campaigns, and are off to the sea-side or 
elsewhere to refresh themselves and fill themselves with 
fresh air and vigor for the coming struggle. For business 
is still a struggle and will be so until the world has set- 
tled down a bit and Europe has seen fit to put its busi- 
ness house in order. 

<--> 


Meanwhile there are signs that the men who count in 
the office appliance world are quite aware that it is a case 
now of getting out hard and strong after business or of 
getting out of business. More than ever before sales are 
hard to make and salesmen are up against it. The fact is 
that office men are chary of spending money on anything 
that will not bring in direct profit. It is difficult to con- 
vince many of them that the mainspring of success in 
business is efficiency, or rather to make them feel that 
an efficiently equipped and efficiently run. office is essen- 
tial to profitable trading. They will not see, many of 
them, that labor-saving devices are also money-saving 
and therefore money-making machinery. Or perhaps it 
would be fairer to say that they do not see their way just 
at present either to scrap their old and inefficient methods 
and contrivances or to add to their expenditure on office 
appliances. Of course these views are shortsighted, but 
there they are and they have to be faced and to be over- 
come. 

<-> 


More than once in these letters I have advocated the 
putting on this market of inexpensive office machinery 
and outfits. To get a small machine or the beginning of 
an outfit into an office is paving the way for better and 
bigger things. It is the road of least resistance. It is 
“sampling,” so to say. Once a man has tried a sample of 
anything—goods or service—he comes along and asks for 
more, if he is satisfied. It is just the same with office 
appliances as with drugs or soaps or advertising service; 
if you can get a trial order and you deliver the right goods, 
your second and usually much larger order will come 
along. But don’t ask for too big an order the first shot. 
Be content to sell a sample! Of course this is just only 


my own view, but it is based on long and wide experience 


in office organization and in buying for many and varied 
businesses. 
<--> 

Being a wise man myself, I always desire to get the 
opinions of another wise guy when [ am expressing my 
own. So here is what a friend has just written to me at 
my request: “A few weeks ago I was ushered into the 
office of the sales manager of one of Manchester’s greatest 
wholesale houses. It was a mere cubby hole, about six 
feet by four. The S. M. was standing at a high desk read- 
ing letters—just such a desk as was in the cubby hole at 
the office of Mr. Scrooge. To my Americanized eyes and 
senses—for I have but recently returned home after many 
years on ‘the other side’—the place would have been a 
joke had it not filled me with despair over my country- 
men’s shortcomings in the matter of office equipment 
Here, I reflected, is the sales manager of a firm of great 
wealth and fame, doing a vast business in the heart of 
one of the world’s greatest commercial cities, and his office 
is fit only for a museum of antiquities! 

“That same day, however, in a nearby street, I was 
shown over a floor of offices that would excite the admira- 
tion of the most advanced expert that ever came out of 
Chicago. And later on, visiting a small plant in one of 
the smaller of Lancashire’s many industrial towns, I was 
agreeably surprised to find everything as it should be— 
modern office furniture, filing cabinets, duplicating ma- 
chines—all American and all of the best. 

“Now that I know more of my native country as it is 
today I am not in the least surprised to find the oldest and 
the newest as next-door neighbors. I am, indeed, im- 
pervious to shock. There is not the slightest raise of an 
eyebrow when the managing director of a firm employing 
one thousand men and selling to hundreds of hardware 
stores, writes to say that there has never been a duplicat- 
ing machine in his offices and will we advise him as to 
whether the use of one would be helptul? And it 
not strike me as unusual when I find that a new business, 
though poor in capital, is sufficiently rich in wisdom to 
act on the belief that good appliances are a sound invest- 
ment. 

My observations in the London district in that great 
industrial region that lies between Liverpool and Leeds, 
convince me that though some of the proudest and wealth- 
iest of the long-established houses are, it would seem, 
reluctant to change their methods more than is absolutely 
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necessary, the majority of firms are either moving steadily 
with the times or are sufficiently well aware of the advan- 
tages of modern office equipment to give careful consid- 
eration to any sound proposition that is put to them in 
the right way. 

“There was a time, not so long ago, either, when there 
was in this country a general tendency to regard American 
methods of doing business as ‘unnecessary,’ ‘too costly,’ 
or as ‘system gone mad.’ There was some excuse for such 
views. Great Britain had done very well indeed for her- 
self on certain lines. She was still doing well. Why 
change on revolutionary lines? It was quite in the natural 
order of things that even the typewriter and the cash-reg- 
ister were not generally adopted until their usefulness 
and economy could no longer remain in doubt. 

“But the conservative Britisher is not unintelligent, nor 
is he prejudiced against things American. He is much 
like the man from Missouri. Show him and he’ll say ‘yes.’ 
So he is going right ahead in equipping his staff to deal 
with business expeditiously, easily and wrthout waste, and 
is doing so with much greater confidence than eight years 
ago. For the time being he cannot buy as freely as might 
be wished, but with the return of normally prosperous 
conditions he will be an excellent customer for many of 
those ingenious systems and contrivances which are placed 
before him by enterprising American manufacturers.” 

To most of which I can heartily say “ditto.” But, don’t 
forget that the Britisher must be “shown.” He is not easy 
to rush, and therein lies the secret of much of his solid 
success. 





<--> 


The several makes of portable typewrrters now on the 
market over here make me think furiously. In London 
and all our big city centers office space is terribly expensive, 
and room-saving appliances should have a ready sale. 
That is to say, as soon as it is proved that room can be 
saved without any lessening of efficiency. Now, I do not 
see why the better types of portables should not do just 
as efficient work and stand wear and tear just as well as 
their bigger brothers. If that can be proved, when an 
office manager is needing one or more additional type- 
writers, he should not be difficult to sell on the portable 
proposition. The smaller machine not only takes less 
room, but is also easily put on one side and the whole 
of the desk room left free for other work. There are 
other selling-points that I need not specify. Indeed, I 
think it not beyond reasonable prophecy to predict that in 
a few years the small typewriter will have replaced the 
large. Of course it will be very difficult to induce office 
managers to scrap their present installations, but even 
typewriters wear out. Perhaps I shall live to see my pre- 


LIKENESS OF PORTION OF THE STAND OF HAZELL, 
WATSON & VINEY, LTD., AT THE LONDON FAIR AND 
MARKET THIS YEAR.—This stand was so arranged that 
there were on view two of the ‘Relief’? window displays which 
the company loans to the trade. One of these called for spe- 
cial comment. It represented Erasmus, the Dutch 
scholar of the Middle Ages, writing at a desk. This is - 
the display shown in the cut below. 
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AMERICAN 
Prominent Manufacturers Utilize Posters to Proclaim Their Wares to the 
Forto Ricans. 
& Company. 
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diction come true; perhaps not. But at any rate here is 
matter for thought and consideration. . 
<> 


Many of us here today, July 31, are feeling more than 
a little sad at the news of the death of E. A. Seitz, who 
was a real good fellow and a charming friend. His last 
work here was as manager of the British office and organ- 
ization of the Corona Typewriter Company, where it seems 
as if it were but yesterday—I have had many pleasant 
talks with him. Before that he had made his name widely 
known in this country as the managing director of the 
International Correspondence Schools; made many friends 
also. Both in and out of business he was the good com- 
rade; peace be to his ashes. 

<-> 


At the London Fair and Market, organized by the Inter- 
Trade Exhibitions, Limited, London, which was held at 
the Royal Agricultural Hall in July, the National Cash 
Register Company had an exhibit. 

<~_-- 


During the annual conference of the National Associa- 
tion of Local Government Officers in June at Bridlington 
a business efficiency exhibition was organized for the ad- 
vantage of the members. Among the exhibitors may be 
mentioned the Burroughs adding machine, the Ediphone 
dictating machines, Elliott-Fisher, Monroe Calculating 
Machine Company, Remington, Roneo, Herbert E. Rob- 
ins, Underwood. The exhibition proved a very serviceable 
success. 

<_-- 

The Office Appliance Trades Association is organizin 
a “Business Efficiency” exhibition for September 13 to 23, 
at the Free Trade Hall, Manchester. This bids fair to be 
an even creater success than that held in London in Feb- 
ruary last. Mr. A. C. McLellan is the organizing manager 
and will undoubtedly pull off another triumph. Further 
details will follow. 


French Government Gives Big Order to Elliott- 
Fisher. 


The Société de Machines a Ecrire Compatables of Paris, 
agents for the Elliott-Fisher bookkeeping machines in 
France some weeks ago received an order for fifty-six El- 
liott-Fisher machines from the French government. These 
machines will be used by the department of the Seine in 
making records of civil documents concerning births, mar- 
riages and deaths. 


Philadelphians Dedicate Graphic Arts Building. 

The Philadelphia Stationers’ Association has joined with 
other local bodies affiliated with the printing industry, to 
arrange for the dedication of the graphic arts building at 
the Philadelphia Sesqui-Centennial, to be held in 1926. 
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The “Eversharp” Poster Was Erected by Wheeler, Blanco 
[filustration by Courtesy of Tips and Nibs (The Wahl 
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Typewriter Conditions in Europe. 


Being Some Observations on the Present Situation and a Few 
Iiems of News From the European Field. 


Theodore T. Malleson, foreign sales director of the Royal 
Typewriter Company, left August 8 on the “Berengaria” 
following his annual visit to the home office of the com- 
pany in New York City. He arrived July 22 on the SS 
“France,” after having traveled extensively through the 
Scandinavian countries, Finland, the Baltic states, Ger- 
many and the British Isles during the last year. 

<> 


Reports from the other side would indicate that a de- 
cided turn upward in the market has taken place since the 
first of April, and it is believed that conditions will continue 
to improve steadily and that a healthier business will en- 


sue. 
<--> 

It has been observed that as yet there is no decided in- 
flux of German machines into the markets. However, type- 
writers “made in Germany” are little by little finding a 
place in surrounding countries. The French and Swiss 
typewriters are apparently making no headway at the pres- 
ent time outside of their local fields. There is a good mar- 
ket for typewriters in Germany today, whether the ma- 
chines be of American or German origin, but the Germans 
have placed an embargo on the importation of American 
machines with the result that this obstacle is holding up 
business. This condition has prevailed since the signing 
of the armistice and apparently it is illogical because Amer- 
ican typewriters do not compete in price with the German 
machines, inasmuch as the former retail for approximately 
three times the cost of the German machines. It is inter- 
esting to note that there are still many persons in Ger- 
many who desire to buy American typewriters and would 
do so if the opportunity were offered. The embargo re- 
ferred to hits one of the key industries of the world and 
would appear to be a step backward, since as Germany is 
anxious at this time to get its own manufactured goods into 
the markets of the world by utilizing every possible avenue 
of distribution. An embargo is different from a high tariff, 
for with a high tariff machines can be taken into a country 
and can be sold to those who are willing to pay the extra 
cost, but an embargo is an absolute prohibition, compelling 
the users of machines within the country to use devices 
of that country’s own manufacture or go without. 

<--> 


The improvement of exchange in the last few months has 
helped materially. This applies to every kind of money 
with the exception of Austrian and Hungarian crowns and 
German and Polish marks which are still a long way below 
par. 

<--> 

Conditions in India have been bad, owing to the political 
unrest, but there is now sound hope for improvement. Tur- 
key is moving along very well in a business way, con- 
sidering the handicaps under which she has been strug- 
gling. Business, however, at present is not good in either 
Greece or Bulgaria, and things are somewhat quiet in 
Jugo-Slavia. 

<-> 

France, it is believed is showing the greatest degree of 
improvement of any country on the continent of Europe. 
Business there is rapidly becoming stabilized and a decided 
improvement is indicated. Northern France has had to be 
rehabilitated necessarily delaying the revival of business, 
but even that portion of France has now taken on a decided 
appearance of progressiveness which will mean a complete 
return to normalcy in the near future. 

<-> 


Switzerland has had a few minor labor troubles but de- 
spite certain conditions of this sort, a big quota of type- 
writers has been disposed of by all manufacturers in this 
country and on a percentage basis, the Swiss have done as 
well as any other people in the past year. 

<---> 


The Scandinavian countries have been showing some 
movement in the right direction, particularly Sweden where 
the Royal business is under the personal supervision of 
Mr. Walter Banzhaf who prides himself upon an organi- 
zation consisting of 72 direct connections throughout Swe- 
den. Mr. Banzhaf also handles the Corona portable type- 
writer and the Dalton adding machine. Norway and Den- 
mark are somewhat quieter but signs of improvement have 
been noticed in the former country for some time. 

Spain has taken a big jump forward until it might be 
said that business is very good there. The Royal Com- 


pany has on hand a large number of orders for summer 
and fall delivery for Spanish consumption. 

<---> 

Italy has not responded as quickly as some of the other 

countries to the business revival which is considered gen- 
eral throughout Europe, but the movement there, if any, 
is in the right direction in spite of the big obstacles, such 
as strikes, labor troubles, etc., which she has had to over- 
come. These seem to be vanishing and the soviet seems 
to be gradually losing hold on the people. 

<> 


Belgium is indicated as the next country for reaching a 
readjustment of its affairs along more normal lines. 
Changes in the Royal organization have recently been made 
in Belgium which include the replacing of Leon Gaspar as 
managing director by Messrs. Gillet & Becker. The gen- 
eral headquarters of the company have been moved from 
Liege to Brussels. The name of the company is Asso- 
ciete Belge American—De Machin du Bureau. 

<-> 

Germany is still very much unsettled. One group of 
people, at least, are aiming at a conciliatory, conservative 
policy but they do net seem to be able to make much prog- 
ress as they are constantly opposed by an element which 
will have to be reconciled or disposed of before any prog- 
ress whatever can be made. Industrially, the country 
appears to be very prosperous to the casual observer. In 
fact, as much, if not more, than in pre-war times. Specu- 
lation in all kinds of stocks, bonds, etc., gambling, is de- 
cidedly in vogue and the cafe and high life of the country 
is on the flood tide. The poor people of the country are 
just as poor as ever and constantly getting poorer. It is 
believed that there are a great many pitiful cases among 
the poorer classes there today. But as a general rule, it is 
difficult to see much difference between the present mode 
of life and the pre-war so far as the general public is con- 
cerned. The wealth of the country has shifted from one 
element to another necessarily carrying with it decided 
changes in living. 

<—-e-—> 

Theo. Mugegli and Hans Stielow, with offices at 16 Her- 
manstrasse, Hamburg, Germany, are now the German 
agents for the Royal. Alfonse Kricke, 191 Freiderick- 
strasse, Berlin, is in charge of the Berlin and Brandenberg 
district. 

<—-o—> 
_ The old arrangements of the Royal Typewriter Company 
in Roumania have been cancelled and this territory has 
been turned over to A. Kovacs & Company who are the 
Hungarian Agents.with offices at Budapest. A Roumanian 
company will be formed to operate out of Bucharest. Half 
of what is Roumania now was formerly Hungary, the little 
country of Transylvania being taken from the Hungarian 
geographical boundaries and the change of agents is made 
to take care of the new country, from the best location 
possible. 

<-> 

It is interesting to note that the British Office of the 
Royal, 75A Queen Victoria Street, London, England, did 
more business in the month of June than has been done in 
any month since the close of the war. 

<-> 

The special Quiet or “Q” Model Royal has made its ap- 
pearance on the European market and has been well re- 
ceived by those who appreciate its individual qualities. The 
English market particularly has responded to it. 


Typewriter Distribution at Marseilles Changed. 


The office equipment business of L. L. Boell, Marseilles, 
France, has been reorganized, the typewriter distribution 
having been taken over by Societie d’Organisation Com- 
merciale, Rue Grignan, 52. L. C. Smith & Bros. Type- 
writer Company machines are handied by the new incor- 
poration. 

As originally constituted, the Boell business handled 
office furniture, typewriters, Barrett adding and calculat- 
ing machines, doing a duplicating machine business and 
conducting an expert accounting service. 





Mexico to Open New Port. 


A new port in the Gulf of Gortez, south of Guaymas, 
Sonora, Mexico, is to be opened. It will be called “Yabaro.” 
Rail connection with Novojoa, Sonora, is provided. A 
terminal station will be built. The Southern Pacific Rail- 
way crosses the chick pea section, near the Mayo river. 
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Europe Needs Standardized Typewriters. 


Some Observations on the Typewriter Situation on the 
Continent of Europe, by an Experienced 
Writer and Traveler. 


Le Havre, July 30, 1922. 

HIPS loaded with people of all sorts and conditions 
S from the United States are reaching France, all eager 

to see the battlefields; they scarcely pause to notice 
how the war has changed the face of business Europe, but 
once having “done” the sights, they begin to look around. 
The first ifnpression of a traveler who knew the continent 
well before the war is surprise at how many people have 
a smattering of English; the second something like dismay 
at the number of “freak” languages that are now firmly es- 
tablished in Europe. “It is a modern Babel,” said one big 
business man. “Before the war business could be carried 
on by anyone who knew French and German, but today 
there are several flourishing Slav languages of quaint con- 
struction and almost impossible of acquirement, besides 
other freaks.”’ Very inconvenient for the immediate pres- 
ent is this condition, and he believed that countries with 
specialized tongues must conduct their business in Eng- 
lish if they really want to get on. This brought the con- 
versation ‘round to typewriters. 

“In Europe,” he said, “I notice how the war has stand- 
ardized everything. Motor cars, flying machines and 
fighting materials of all kinds are not only standardized in 
one country, but in the whole of the continent. The only 
miodern appliance that has made no progress in this respect 
since 1914 is the type machine. You enter a Paris shop; 
there are twenty girls tapping out letters and ten to one 
each girl has a different machine. Sometimes the make 
varies, sometimes it is only the keyboard, but everything is 
at sixes and sevens. If a copy is wanted in a hurry it 
must either be done by different girls, each taking a page, 
and turning out sheets one quite unlike the other, or the 
business in hand must wait until one girl has had time to 
do the lot on the one machine. Then you have the pos- 
sibility, by no means remote, of the girl feeling ill or that 
particular machine breaking down. 

An American army man, who had been a keen business 
man before the war, and thought of his passage in Europe 
during hostilities as an evil dream, broke in:—‘Type ma- 
chines and typists! Why they nearly lost the war.” And 
he glared fiercely around him. “I remember one day a 
shell lighted in and killed a machine; my man could only 
use that particular kind, the others at hand had Italian 
keyboards—we got the orders out with the help of an 
Italian who knew a little English—the delay was terrible— 
save us from such an odd lot of machines and typists—it 
nearly sent me crazy.” 

So the complaints go. And they were justified during 
the war, although stress of circumstances might excuse 
them, they are more than justified now, when the case is 
very different. 

Up and down Europe machines of all sorts and sizes, 
in all stages of a venerable old age, machines that served 
under shell fire, and whose alignment never can be got 
right again, are disgracing good old names of firms that 
in pre-war times were a certificate of reliability. Travel- 
ing machines are in still worse condition than those of the 
full standard size. Strapped to mules, conveyed over rutty 
roads in army cars, they have come back fit for nothing 
but to rattle. 

Retrieved from army dumps, these war-worn machines 
were sold for a song, unscruplous middle-men, knowing 
the demand for machines was tremendous, put a fresh coat 
of paint on them and sold them as rebuilts, or slightly 
soiled second-hand wares. A disgrace to the high names 
they bear; fortunately these machines are gradually retir- 
ing into garret and lumber room to give place to the new 
article. 

Owing to the variability and elasticity of exchange, the 
murrian of custom dues that has descended upon Europe, 
the price of type machines varies almost as largely as the 
rates of exchange. 

Just as the variation of rate of exchange brings no real 
benefit to anyone, excepting the “exchange offices,” so the 
apparently cheap machine, manufactured in a country with 
depreciated exchange, is roughly worth just what it costs, 
in dollars. Sometimes, of course, a dealer will get a stock 


of machines on January 1 when the mark or lire stands 
high and find when the bill falls due that he need only 
advance the half of the money in the currency of his own 


nation. He is then able to sell cheap, but these bits of 
good fortune are rare and far between. More often his 
currency has fallen and he has to make ty the deficiency 
out of his banking account and is forced finally to transfer 
the loss to general expenses, thus putting up prices instead 
of lowering them. 

To make the present confusion more confounded, sev- 
eral “freak” typewriters have recently been put on the 
European market. Eminently suitable as toys for the 
amusement of children with much time for copying a 
short letter, they are useless for rapid work. These ma- 
chines are without keys, and a pointer must be shifted 
each time a letter is to be marked. Cheap as they are, these 
machines are very dear to anyone in serious business. 
Costing anything from $9 to $30, they contribute to the 
confusion that now reigns supreme in offices. 

The cost of labor, which cannot go down until the cost 
of living becomes less, makes this question of suitable 
machinery a burning one. In pre-war times, girls could 
be hired at very low rates. Living at home, their small 
salary was a pleasant addition to the housekeeping money 
and the girls, conscious of being underpaid, did not over- 
exert themselves. Today, houseroom is scarce, all public 
conveyances have become expensive, while the question 
of shoe leather alone has put an end to all cheap labor. 
Thus there is the conjunction of the highly paid typist 
and the useless machine, or alternately of the good typist 
wasting weeks in getting used to an unknown keyboard, 
and incidentally losing her high speed forever, as it is 
well known that the high-speed artist should always keep 
to one keyboard and one type of machine, if he or she 
wishes to keep up to standard. 

To add to all this turmoil and confusion agents for a 
particular machine frequently understana nothing about 
it. They sometimes cannot even type themselves, and 
talk a lot of glib nonsense about the goods to a man who 
understands still less, with the result that he orders a 
set of machines with all kinds of freak signs and letters. 
The experienced business man needs a plain typewriter, 
without any frills, unless they are absolutely necessary. 
He doesn’t want a “brief-size” machine if he isn’t a lawyer, 
and shouldn’t go in for a tabulator if he only wants to 
write plain letters. He understands that there are distinctly 
two kinds of machine, the machine that will work without 
requiring repairs until it falls to pieces, and the trick ma- 
chine that is always out of order, not necessarily because 
it is overladen with devices of all sorts, but primarily 
because its mechanism is not understood. Here again the 
incompetent agent comes in. Having failed to master the 
intricacies of the machine himself, he naturally cannot 
explain them to the novice, and there is trouble all the 
time. The bi-colored ribbon creates more trouble in an 
office where typewriters are a complete novelty than can 
be imagined. In some types of machine it sticks, unless 
properly manipulated, and naturally gets the machine a 
bad name. The agent blandly offers to change all sorts 
of things on the model; the buyer, feeling he is getting 
something thrown in, frequently orders them, not realizin 
that he is weakening his purchase and laying up nel 
future trouble for himself and his typists. In the rush to 
renew, immediately succeeding the war, typewritten let- 
ters were not subjected to criticism; people were only too. 
glad to get them typed at all. Today, however, something 
very like pre-war conditions are being established, as far 
as the demand for a fair-written letter are concerned. 
Many business houses are clearing out at one swoop all 
the derelict machinery left over from the war, and type- 
writing and calculating machines are being banished with 
the rest. For the winter season, which roughly begins in 
September-October in this part of the world, many large 
firms will be seeking a new type of machine. It will not 
be of the same make as that at present in the office, for 
the past experience with the damaged, repaired and totally 
inadequate remains of what was once an excellent device 
will have disgusted the owner with that particular trade- 
mark. As the price of labor is still so high, the sensible 
business man will buy the best machine on the market.- 
His choice will very likely fall on one of the well-known 
American makes. If the various makers on the other side 
of the ocean cannot agree on a standardized keyboard— 
and this is too much to ask—it would simplify things for 
a war-weary and war-torn Europe, if they sent precise 
instructions to their dealers in Europe regarding standard- 
ization for that particular model. A European 
should be carefully selected in regard to the needs of each 
country, and sold alternately with the standard American 
model, thus doing something to reduce the present con- 
fusion. A policy of pushing the standard American key- 
board rather than the native lettering could only result 
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in good. Prospective buyers could be told that their type- 
girls ought to know English and the English keyboard. 

Business man and typist may find themselves stranded 
in a foreign city. There are establishments where letters 
in foreign tongues can be taken down, but they are still 
rare and far between. The excellent pre-war custom of 
allowing chance strangers to use a second-hand machine 
in the shop is being gradually introduced again. It enables 
anyone to write a letter or an article in record time, with 
a copy, and can be utilized by a man with an attendant 
secretary. Entering the shop together, the man or girl 
tackles the machine while the principal dictates. But this 
facility depends on the standardization of machines and 
the standardization of typists. 

There is a fortune awaiting the firm that has character 
enough to call off all incompetent sellers, to send ’round 
agents who simply say, “I am dealing in typewriters, not 
in freaks. I supply the best and most reliable brand. It 
doesn’t break down on a Sunday afternoon. Repairs prac- 
tically don’t exist, unless the machine is systematically ill- 
treated. But it won't write backwards, nor do any tricks. 
It cannot be transformed into a bed or sofa, I offer no 
carbon paper or letter weighing apparatus as an induce- 
ment to buy, but can and will supply you with a tip-top, 
first-rate typewriter. Give us. Standardization is the cry 
of Europe today.” 


English Office Equipment Man Speaks on Overseas 
Business. 


Robert W. Wright, 114-116 Southampton Road, High 
Holborn, W. C. 2, London, England, British and conti- 
nental representative for the Multistamp Company of Nor- 
folk, Va., sailed August 8 on the “Mauretania” after hav- 
ing spent several weeks in the United States. His visit had 
a dual object, namely to confer with the Multistamp Com- 
pany and to test the market for two machines of which he 
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has the control. One of these inventions is known as the 
Moviescope. It can be used in one’s office, showing a man 
at his own desk any moving picture film suitably enlarged. 
It is stated that the Moviescope will enable the salesman to 
take a film showing the different machines manufactured 
by his house in actual operation or will show any other 
manuiacturer’s product in any way desired, displaying the 
goods to the prospect, who merely looks into the device. 
The machine has, it is believed, an universal application, 
educationally as well as commercially, and may be used in 
many industries. At present in England it is being sold 
largely as a toy. 

Mr. Wright is handling another device called the Comp- 
tonote, which will count the paper money of any country, 
giving the number of bills going through the machine. The 
device also acts as a check endorser or check cancelling 
machine 

Mr. Wright is also distributor in the British Isles for the 
Measuregraph, a cloth measuring machine used in de- 
partment stores. For eight years he was president of the 
sales quota club of the National Cash Register Company 
of London, a distinct honor, inasmuch as the highest quota 
man each year is automatically elected to this position. 

In discussing business conditions in the British Isles, Mr. 
Wright says that the tension is easing off a bit and that 
the general conditions of the country are improving. The 


labor problem which gave Englishmen a great deal of anx- 
ious thought for a long time is coming into harmony with 
the affairs of the country. With the quieting of the strikes 
business generally is much better and it is felt that the 
clouds are rolling away. Mr. Wright is an optimist and 
believes that too many people listen to pessimistic talks, 
which break down the morale and brings about a state of 
mind which forces the business getter to lie down. He 
said that it has been proved in England as wel! as in the 
United States that the man who went after business in the 
bad times is the one who got it. He mentioned the unfor- 
tunate drawback under which a new man entering the busi- 
ness world as a salesman during the good times found 
himself when the buyers’ market disappeared and the 
sellers’ market again came to the fore. 

It is not hard, according to Mr. Wright, to explain why 
business has been bad in the past few months. If the 
best markets of the world are cut off without any warning, 
it is impossible not to cut off a big quantity of business at 
the same time. That is the condition in which the world 
finds itself today as regards Germany and some of the 
other countries surrounding it. It is his belief, despite all 
personal feeling, that Germany must be re-established be- 
fore business will be entirely normal again. 

German goods are making their appearance in other 
fields, but have not yet ventured much into the office ap- 
pliance industry. The toy trade in England, for instance, 
has been hopelessly ruined because at the present rate of 
exchange in Germany, their manufacturers can dump toys 
into the English market for practically nothing by com- 
parison. German manufacturers are constantly sending 
goods into England. 

It is Mr. Wright’s belief that something must be done 
to re-establish a parity of exchange so far as Germany is 
concerned in comparison with pre-war times 

The English exchange has been increasing constantly, 
but the exchange rate to some of the countries mentioned 
is absolutely impossible at present. 

Finally, he stated that there are 45,000,000 people in the 
British Isles who need just as much as they did before the 
war and who will buy, but they, like the people in this 
country, want value received for their money before they 
buy. 


Pencil Travelers Populate Johannesburg. 


The South African Stationery 
mented on the number of pencil representatives doing 
business in Johannesburg in a recent month. There were 
eight: Thomas Sloan (L. G. Sloan, Ltd.), Charles Lamb 
(F. Chambers & Company, Ltd.), George Stacey (Geo. 
Rowney & Company), J. Ascheim (Alpco, Ltd.), H. Ver- 
rinder (L. C. Hardtmuth), F. W. Stephens (Royal Sover- 
eign Pencil Company, Ltd.), Max Franks (A. W. Faber, 
Ltd.), Karl Kling (Johann Faber). George Ashley (Eagle 
Pencil Company), was scheduled to arrive, but became ill 
at Pretoria and did not arrive at Johannesburg in time 
to be entered in the census. Thomas Sloan suffered from 
influenza during his stay at Johannesburg, and was 
obliged to abridge his trip. 


Trades Journal com- 





Scientific Management Advocated in Italy. 


Organizzazione Scientifica (Scientific Management Com- 
pany) Via Lupetta, 5, Milan, Italy, has been organized to 
introduce scientific management, American machines, de- 
vices and appliances to be the means of achieving the end. 
The honorary president is Mr. Luigi Luzzatti, former 
premier of Italy, and widely known in the international 
world of finance and political economy. 

The company employs direct mail advertising methods 
on an extensive scale. In the near future it is to issue a 
periodical, “Organisation,” devoted to scientific manage- 
ment in the home, office and factory. It is proposed to 
issue 4,000 copies, circulated to industrial and commercial 
companies. Another activity contemplated is an interna- 
tional exhibition of office appliances at Milan, patterned 
after the shows held at New York, Chicago, London and 
Paris. 


Olivetti Announces New Distribution. 


Ing. C. Olivetti & Company, Ivera, Italy, advises us 
that new agents have been appointed for the Olivetti type- 
writer. They are: G. Kluzer & Company, Bangkok; Pi- 
azza, Marzi & Bossi, Calle Cochrans 563, Valparaiso, Chile; 
Edv. Lillelund, Holbergsgade 18, Copenhagen, Denmark. 

(Continued on Page 82.) 
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TYPEWRITING 
CLASS IN 
PORTO RICO 


The illustration at 
the right pictures a 
class in tvpewriting 
in a business school 
in Porto Rico. The 
students are evidently 
apt and _ thoroughly 
interested in their 
work. Operators on 
the Continent may 
some day have to look 
to their laurels when 
speed typists of the 
island get into action. 
-Cut by courtesy of 
the Royal Typewriter 
Company. 









































PRESIDENT OBREGON AT HIS DESK 


It is said that the first really democratic ruler to 
preside over the destinies of Mexico is its present chief 
executive, President Obregon. The president of Mexico 
sits at a marble top table of French design. The walls 
of his office are inlaid after the Spanish idea with an 
Aztec note appearing in the mosaic design. Thus he is 
surrounded by reminders of the Aztecs, of the Spanish 
conquerors and of the extremely transient French oc- 
cupation under Maximilian. He finds himself amid the 
reminders of thousands of years, working out the des- 
tinies of a republic which for many years has been a 
republic in name only. In the foreground, within con- 
venient reach of the president’s left hand, is a Venus 
copying pencil. The pose does not disclose the fact that 
the president of Mexico is obliged to use his left hand 
for writing. As a matter of fact, his right arm is 
missing, having been lost in battle—Cut by courtesy of 
the American Lead Pencil Company, New York. 
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Exhibition of Wood- 
stock typewriters and 
Co Monroe calculating 
a machines at the Co- 
-. lonial Exposition, Mar- 
o " os mee eeliien, enrnce. leat 
tthe wve SH 4 une. e illustration 
al eh! Li) ya il | iy aNd | of the two booths 
1- “ tals iii) ged oPsae™ shown above appear 
d Ex S| ae Ae by courtesy of M. L. 
Demarest, Paris, 
d France, agent for 
these and other Amer- 
ican machines in 
France and the Colon- 
ies. Mr. Demarest re- 
cently sold forty 
4s Woodstock _ typewrit- 
ers to the Municipal- 
e- ity of Paris to be dis- 
i- tributed among the 
e; schools of that city. 
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Maimed War Veteran Uses Typewriter. 
S ‘trrewriter 0 we have the tendency to consider the 


typewriter only as a machine of business. The port- 

able has invaded the home, but even there it is a cor- 
respondence machine, or in the hands of children, an edu- 
cational agent. There is a beneficent aspect emphasized 
by the work of the War Veterans’ Bureau of the Treasury 
Department. A typical case is noted here. 

Blind in both eyes, and both blown off by a grenade, a 
trainee of the United States Veteran’s Bureau is still “car- 
rying on.” In addition to letters of praise and encourage- 
ment from the director of the bureau, Col. Charles R. 
Forbes, and the Secretary of the Navy, Mr. Denby, he has 
received a letter from President Harding complimenting 
him on his “cheerful hopefulness,” and his “progress 











TYPEWRITER WITH SPECIAL BQUIPMENT HELPS 
MAIMED WAR VETERAN TO EXPRESS HIMSELF.—Foot 
Treadies Operate the Shifts and Space Bars.—[Photo by 
courtesy of the United States War Veteran Bureau. 





toward real accomplishment.” The letter to this veteran, 
Carl Bronner of Hamilton, Ohio, who is now in the Ever- 
green Hospital at Baltimore, Md., reads as follows: 

“My Dear Mr. Bronner: 

“Admiral Andrews was so much impressed by a letter 
which you wrote to him that he sent the letter to the 
Secretary of the Navy, who, in turn, submitted it to me 
for my reading. I cannot tell you how tremendously I 
was pleased to read an expression of your undaunted reso- 
lution and your cheerful hopefulness. It is a mighty blow 
to suffer the loss of one’s vision and one’s hands, and to 
have such gratifying evidence of your ability to express 
yourself through your typewriter has brought to me a real 
spirit of helpfulness when there are problems to face 
which seem exceedingly difficult. I should rejoice to know 
that any service man who had been so terribly injured was 
making progress toward real accomplishment in spite of 
excessive disability, but it is so exceedingly good to know 
that one so excessively impaired as you has found his way 
to a state of self-help and self-expression as you make it 
manifest in your letter to your old commander. If my 
good wishes addressed to you personally are of any en- 
couragement, please know that you have them in all the 
sincerity which I can command. Very truly yours, 

“WARREN G. HARDING.” 

The young man to whom the above letter was written 
was a seaman on a United States vessel stationed in Italian 
waters during the world war. While at the front, with his 
buddy, a crude hand grenade left behind by the enemy 
exploded, killing his chum and wounding him so seriously 
as to result in the loss of both eyes and both hands. 

When Bronner was visited in May, 1920, by the super- 
visor for the blind of the Veterans’ Bureau, he was entirely 
helpless and unable even to dress or feed himself. Through 
the co-operation of the Institute for Crippled and Disabled 
Men in New York City, the services of a special instructor, 
who had lost one arm and one hand and had overcome 
his handicap to a wonderful extent, was secured. 

No one present at the first lesson can ever forget the 
boy's delight in learning to comb his own hair for the first 
time since his terrible accident. 
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After discharge, Bronner was sent to the Red Cross 
Institute for the Blind, the school to which the Veterans 
3ureau sends its blinded war veterans. 

In addition to the tuition rate of $100 per month, th 
salary of the special instructor who accompanied Bronner 
to the Red Cross Institute was also paid by the Veterans 
Bureau. The letter from President Harding indicates th: 
results achieved. Bronner is today a happy, self-reliant 
young fellow with abundant confidence in himself and his 
ability to carry on. In contrast to his helpless, dependent 
state when first visited, we now see him entirely inde 
pendent. He goes about constantly without a guid 
dances, writes on both the Braille writer and typewriter 

A special attachment to the typewriter has been fu 
nished by the Veterans’ Bureau. He can now write ai 
accurate letter, though very slowly, but is rapidly acquit 
ing more speed. No one who him can ever doubt 
the worthwhileness of the Government’s efforts to 1 
habilitate its disabled heroes. 
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Lyon as a Market for Fountain Pens. 

(Vice Consul Hugh S. Fullerton, in Commerce Reports.) 
The demand in Lyon, France, for fountain pens is a 
consistent one and those of American manufactur: 
a prominent place on the market and are considered s1 
perior to foreign makes. Well-known American pet t 
found in most of the stationery stores in Lyon and 


occupy 


} 


ha 


a very large sale. Due to the exchange situation, howevet 
the price of American pens is considered high. 
There is considerable competition with British makes 


British pens may be marketed in France for approximately 
half the price of American pens, the average price for a 
British fountain pen being thirty francs. 





Many American firms desiring to export to France a1 
who deal in products somewhat similar have f d t 
their advantage to establish a branch house in Paris and 
to deal with retailers from there. However, an exclusive 
agency might be granted for this district to some estal 
lished firm in Lyon. The usual terms of sale for fount 


pens and articles of the same kind are thirty days’ 
with two or three per cent discount, or sixty, ninety ot 
120 days’ credit without discount. 
Typewriting by Radio. 
The development by the United States Navy of a method 
whereby messages typed during flight on an aeroplane are 


reproduced letter for letter and word for word on a type- 
writer at a receiving station on land or on shipboard is an 
accomplished fact. Furthermore, it is said the time is al 
most at hand when messages may in this way be both 


received and serit interchangeably between aeroplanes and 
stations upon the land or on a ship. Thus observers may 





RECEIVING STATION TAKING RADIO MESSAGES FROM 
AEROPLANE IN FLIGHT, THE TYPE BARS OF THE MA 
CHINE BEING ACTUATED BY THE RADIO IMPULSES 
[Photo by International News Reel, New York 


+ 


report their findings from their vantage points above the 
earth and receive orders from their commanders 

All this is of immense military importance and it is 
lieved will be of commercial advantage also, enabling pas 
senger-carrying planes or dirgibles to receive business 
news and messages and to transmit orders and other con 
route 
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NEW MACHINES 
| and DEVICES 








Dalton “Cash Register” Has Wide Range of Utility. 
Che Dalton Adding Machine Company, Cincinnati, Ohio, 
has added to its “family” the Dalton “Cash Register’ ma- 
chine. This is a combination of cash drawer and Dalton 
Super Model” adding, subtracting, multiplying and divid- 
ing machines. It affords conveniences of daily utility to 
the merchant. The user is enabled to keep a detailed rec- 
ord of his cash, do his computing, and issue statements. 





DALTON COMBINATION CASH REGISTER ADDING 
MACHINE. 

[he machine may be removed from the drawer by press- 
ing a normalizer key, which disconnects the cash drawer 
mechanism. This releases the machine for adding, ——, 
ing and statement work, permitting it to be carried about 


the store as work necessitates. The drawer is compact, 
neatly finished, in either oak, walnut or mahogany. A 
word printing device included with the new “Cash Regis- 
ter” is comprehensive and elastic. The purchaser has op- 


tions of fifteen symbols or characters, from which he selects 
those most suited to his business requirements. 

[he Dalton “Cash Register” records income and outgo 
§ cash; records credit transactions, checks and tabulates 
sales by clerk and department, automatically totals cash 
receipts. The merchant is enabled to balance his accounts 
quickly at the end of the day: A radical innovation in ma- 
chines of this type is the automatic feature which sub- 
tracts cash items paid out. At the end of the day the ma- 
hine shows the total of net cash in the drawer. 

Daily statement forms are furnished with the Dalton 


“Cash Register.” with which the merchant can analyze the 


vital facts about his business which are frequently neglected 


because of the expense and skill involved in their compila- 
tion. 
The Dalton “Cash Register” adds, subtracts and divides, 
makes out statements, prints dates, lists and adds charges, 
lists and adds credits and subtracts totals from debits. 


“Mouthpiece” Memo. 

The Tolman Print, Inc., Brockton, Mass., has worked 
out a novel memo form for reporting telephone calls to 
individuals who were absent when the calls were received. 
The memo indicates who called, his business connection 
and the hour of his message. Spaces are provided to be 
checked with notations: “He left message which is on re- 
verse,” “He wishes you to call No. ......,” “He will 
call again.” The “Mouthpiece” memo is 4x4 inches. 
It is died out so that the memorandum can be placed over 
the receiver of the telephone, where it will attract atten- 
tion when the man called returns to his desk. The form 
of the opening is such that the memo can be slipped on 
the mouthpiece easily, yet will not blow off. Distribution 
in New England is in the hands of Thorp & Martin Com- 
pany, 66 Franklin street, Boston, Mass. Distribution else- 
where is being enlisted. 

Business Appointments Automatically Noted. 

The Chicago Reminder Clock Works, 923 North LaSalle 
street, Chicago, Ill., makes a clock which automatically 
refreshes the business man’s memory on pending appoint- 
ments. Engagements are noted on a card, which is in- 
serted in the mechanism. At the predetermined time a 
buzzer notifies the executive that an appointment is due, 
and the buzzer continues its alarm until the slip is re- 
moved and given attention. 

The clock is of a pleasing design, having a series of 
forty-eight slots on the periphery of the dial, each repre- 
senting one of the forty-eight quarter hours of the day. 
When the hour hand reaches the quarter the buzzer 
sounds. It may be set for five or ten minutes’ duration. 

A pocket at the side of the clock provides storage for 
unwritten slips. If desired, a special metal clip may be 
used instead of cards. The clip holds business cards or 
other bulkier material. It permits the executive to insert 
the cards of his caller at the time set for the appointment, 
or to insert letters or other papers, as convenient. The 
Chicago reminder clock has a good eight-day mechanism, 
and is a good timekeeper. The device is small enough to 
find place on the desk, and may be had in lacquer finish 
or oak or mahogany. 
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CHICAGO R EMINDER CLOCK. 





It is the intention of the manufacturers to market this 
clock through office specialty salesmen who will carry it 
with other articles. The manufacturers invite correspond- 
ence. 
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Marchant Company Brings Out New Machines. 


The Marchant Calculating Machine Company of Oak- 
land, Calif., has recently gotten out a new keyboard ma- 
chine in three models, two of which are shown herewith. 
These machines are alike except for the variation in 
capacity. One has 9x9x18 digit keyboard, another 8x8x16 
digit keyboard and the third, 6x6x12 digit keyboard. 

The company has also gotten out a new model of its 
machine styled the Marchant new 80 series, weighing six- 
teen pounds. This machine has eliminated 375 parts and 


its operation is characterized by simplicity and accuracy. 
There is an improved shift and a positive wing nut lock. 
The levers do not turn to calculate, and extended levers 
promote speed and accuracy. 

















TWO OF THE THREE NEW MARCHANT KEYBOARD 
MODELS SHOWING 9X9X18 DIGIT KEYBOARD AND 6X6X12 
DIGIT KEYBOARD.—An intervening model similar to the ones 
above pictured has 8x8x16 digit keyboard. 


The new keyboard Marchant machine has many inter- 
esting and useful features. It will multiply, subtract and 
divide as well as add, yet it is a keyboard machine alto- 
gether different in appearance from its predecessors. The 
machine is sectionally constructed and can be extended 
from the 12 figure capacity to an eighteen figure capacity 
without sending it to the factory. These new machines 
are equipped with check dials on the keyboard, which 
bring all three factors in multiplication, division and sub- 
traction to the operator’s vision in a manner so clear and 
distinct as to eliminate eyestrain. All three dials are sup- 
plied with visible decimal pointers. 

The operation of the machine is simple and the flexible 
keyboard with individual column release and right hand 
control makes the operation speedy. The carry-over mech- 
anism in the multiplier dial reduces the number of opera- 
tions and permits many short cuts. The machine is so 
designed as to offer a minimum of friction resistance, there- 
fore its operation is attended with little wear. 


Typewriter Desk with Unbroken Top. 


The Double Service Desk Company, 159 North Jefferson 
street, Chicago, has patented the “Sitta-Combination” type- 
writer desk. Specially designed irons permit suspending 





., SITTA-COMBINATION” TYPEWRITER DESK, 
CLOSED.—The Writing Bed is Unbroken, and Always 
Free for Clerical Work. 


the typewriter beneath the top without breaking the sur- 
face as in the usual type of drop head desk. The full 
depth of the pedestal, or pedestals, is available for sup- 
plies and filing capacity. There is ample space for the 
knees under the top. 

To bring the typewriter into working position the type- 





writer support is pulled out, just as in operating a drawer. 
The machine is supported on a turning platform to permit 
operation from the side if desired. 

The “Sitta-Combination” typewriter desk is unusually 
compact, permitting the most effective use of expensive 
office space. It is made in oak and mahogany in the fol- 
lowing standard sizes: Single pedestal, 30x42 inches; double 
pedestal, 34x60 inches and a “Baby” double size, 36x42 
inches. The latter style is a single-pedestal type which 
permits two persons to sit facing each other, with pro- 
vision for typewriter on one side. Special sizes or finishes 
can be supplied on order. 

The Double Service Desk Company sells its irons out- 
right to desk manufacturers who desire to avail them- 
selves of this unique support for the typewriter. 





Prang Silicate Memo. 

The Prang Company, 1922 Calumet avenue, Chicago, 
Ill., displayed a novelty at its exhibit in the Chicago gift 
fair. A _ silicate memo, with unprinted celluloid covers, 
pocket size, is useful for shopping lists, etc. These are 
generally sold for decoration by the purchaser, but should 
also find a market in commercial fields. The memo sheets 
are eraseable. 


“Brownee” Single-Motion Envelope Sealer. 
The M. J. Brown Manufacturing Company, 2671 Salmon 
street, Philadelphia, Pa., makes the “Brownee” envelope 
sealer. This handles any size commercial envelope, and 
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“BROWNEE” ENVELOPE SEALER. — One 
Hand Movement Moistens the Flap and Seals 
it. The Device is Pivoted, and Swings Out of 
the Way When Not in Use. 


is Operated by one hand. In sealing, the envelope is 
passed through the device, which automatically lifts the 
flap, moistens the gum, and seals the envelope. The sealer 
is fastened to the desk or elsewhere by two screws, and 
swings out of the way when not in use. The device is 
readily cleaned, the moistening pad being removable. 


Additional Styles of Furnas Costumers. 

The Furnas Office Furniture Company, Indianapolis, 
Ind., has brought out several new customers, designed for 
office use. All posts are square. No. 110 is 70 inches high, 
with a spread at base of 20% inches; finished fumed, golden 
or office oak, red or brown mahogany finish, and imitation 
walnut; fitted with four brass plated hooks. No. 105 is 
69 inches high, 19-inch base spread; finished in fumed, 
golden or office oak, red or brown mahogany finish and 
imitation walnut; fitted with four brass plated hooks. No. 
101 is 68 inches high, 19-inch base spread, finished in fumed 
or golden oak; fitted with four brass-plated hooks. No. 
100 is 68 inches high, 19-inch base spread; fitted with four 
square wood pins mortised in. All of these costumers 
are shipped knocked-down, six to a bundle 
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“Star” Adding Machine in Nine-Bank Model Only. 

The description of the Todd Protectograph Company’s 
new “Star” adding machine, printed on page 28 of Office 
Appliances for August, indicated that the machine is made 
in seven- and nine-bank models. The manufacturer ad- 
vises that for the present only the nine-bank machine will 
be manufactured. 


“Forget-Me-Not” Perpetual Memo. 

Henry Bainbridge & Company, New York, N. Y., is 
distributing a novel memo. pad. It employs adding ma- 
chine rolls, and has two spools. As memos. are made they 
are rewound on the “dead” roll, where they may be re- 
ferred to when necessary. 


Hotchkiss Fasteners Now Have Straightener. 


The Hotchkiss Sales Company, Norwalk, Conn., has 
improved its line of automatic paper fasteners by a new 
staple straightening device. This was designed to straight- 





IMPROVED HOTCHKISS PAPER 
FASTENER. 


en staples and to guide them, with a view of preventing 
clogging. The device will true up any staple that may 
be bent. The machine is kept in perfect working order 
under all conditions. 


Venus “Everpointed” Pencils Now in Complete 
Range. 

The American Lead Pencil Company, 220 Fifth avenue, 
New York, N. Y., has completed its “Everpointed” me- 
chanical pencil line by the addition of three models to the 
present wide variety of styles, which enable the dealer to 
supply “Everpointed” pencils for every requirement. This 
writing instrument is now available at a price range from 
plain models at $1.00 to a hand-engraved, solid gold model 
—packed in genuine leather box—at $50.00. 

Venus “Everpointed” pencils may be had in silver plated, 
silver filled, gold filled, sterling silver ard solid gold. The 
sizes include long with pocket clip, and short—with or 
without ring. The finishes include plain, chased, engine- 
turned or hand-engraved. Each pencil is packed in an 
individual box, with convenient instruction card. 

The pencil has a simple action, the lead being pushed in 
from the front. Under the cap is a reserve supply. Refill 
leads are packed one dozen in a tube, seven different writ- 
ing degrees being provided. 
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Adjustable Loose Leaf Note Book. 

The Blackwell-Wielandy Book & Stationery Company, 
St. Louis, Mo., is accentuating its adjustable loose leaf 
note book. Standard size covers in various bindings are 
made, to sell at popular prices. The adjustable feature 
permits the use of sheets of various punchings. The bind- 





“B-W” LOOSE LEAF NOTE.BOOK. — The 
Rings Can Be Adjusted te Fit Any Space Punch- 
ing. 


ing rings are supported in the back so they can be slid 
in either direction, to fit the punchings. This makes the 
binder universal, permitting the use of punched sheets of 
any manufacture. 


Roneo Indexed Diary. 

Roneo, Ltd., 5-11 Holborn, E. C., London, England, 
produces an indexed diary which simplifies finding pages 
for notation or back reference. It is indexed by months, 
and by days of the month. 


Metal Hinge Binder of Reasonable Price. 
The Irving-Pitt Manufacturing Company, Kansas City, 
Mo., offers a line of metal hinge post binders at a price 
but little higher than that of the canvas hinge binder. 
They are known as Class MC Endlock and Class MD 
Toplock. Characteristics of these new classes are fine 
appearance, durability, uniform high quality and reasonable 








“I-P’ CLASS MC ENDLOCK BINDER. 


price. The Irving-Pitt Manufacturing Company has de- 
vised means of producing these metal hinge post binders 
at a much lower cost than is usual. 


Social Guide Packed With Crane’s “Linen Lawn.” 

The Eaton, Crane & Pike Company is now including in 
every box of Crane’s “Linen Lawn” the book, “Correct 
Social Correspondence,” by Caroline DeLancy. This work 
has been packed heretofore with Eaton’s “Highland Linen” 
papeteries, and has been remarkably popular. 


wv Y*) \y 
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VENUS “EVERPOINTED"” PENCIL NO. T70E.— Hand-engraved, Solid Gold. 








VENUS “EVERPOINTED” PENCIL NO. 63C.— Chased, Silver Filled. 





VENUS “EVERPOINTED” PENCIL NO. 


66SRT.—Short, Machine-turned, Gold Filled. 














“Cado” Plate Dater. 


The Cushman & Denison Manufacturing Company, 120- 
26 Eleventh avenue. New York, N. Y., markets the “Cado” 
plate dater. It is a small, all-metal dater, made up with 
various stock dies, such as “Paid,” “Received,” “Ordered,” 
“Filed,” “Approved,” “O. K.,” “Answered,” and “Shipped.” 
Special dies are made to order. 


Improved Art Metal Posting Tray. 

The Art Metal Construction Company, Jamestown, N. 
Y., has improved its posting tray for machine bookkeep- 
ing systems. In it are combined the various feature: 
essential to rapid handling of ledger sheets. The tray 
may be used separately, or used in connection with an 
Art Metal posting machine desk. Olive green is the 
standard finish; mahogany or oak are optional. 

The follower and compressor are tilted to support the 
weight of the ledger sheets. The bottom is lined with 
corduroy, to prevent slipping. Offset rods, when used, 
are adjustable to all perforations. The compressor moves 
smoothly and grips securely. An upset device can be 
furnished when sheets are posted consecutively. It stag- 


gers the top edges of the sheets, permitting fingering by 
The sides of the tray are low, per- 
for reading. the 


the use of one hand. 
mitting ample illumination 
at all times. 


entire sheet 





ART METAL STYLE 190 POSTING 
TRAY. Standard Equipment is 
Shown. The Offset Rods are Optional. 


The Art Metal posting tray has several accessories in the 
way of standard equipment devised to accompany the post- 
ing machine. A posting machine desk has a central space 
for the machine and its carriage, with filing drawer at the 
left, and space for the posting tray at the right. The top 





ART METAL STYLE 190 CL POST- 
ING TRAY.—Complete with Cover 
and Lock, Giving a Large Measure of 
Protection Against Fire, and Assur- 
ing Privacy for the Ledger. 


is covered with linoleum, and is used to sort papers, etc. 
There are adjustable shelves. A posting tray stand is 
mounted on casters, and adjustable in four positions. A 
No. 160 vertical file section on caster base is sometimes 
used for posting in the seated position. 
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Desk Memo Pad of Convenient Arrangement. 

The Apex Memo Pad Company, 611 Washington Street, 
Boston, Mass., makes a desk memorandum pad using add 
ing machine rolls. The device is simple and embodies a con- 
venient feature—filing space for pending memoranda. Ther« 
are two neat grooves at the sides for pen or pencil Phe 





APEX MEMO PAD 


base has a thumb notch cut in to facilitate removing pape! 
Two guides hold the paper securely when writing; the 
outer guide is a straightedge for tearing off memos 

The Apex is made in quartered oak or mahogany 


Paper Clip Line Adds Numbers. 


The line of Sta-Fast paper clips has been increased to five 
sizes, and is now being supplied in the following widths 
l% inch, 1 inch, 1% inch, 2 inches and 3 inches. Clips can 


be had with hooks and teeth, if desired. 





THE “STA-FAST"”’ CLIP. 


The clips of this line are made of steel, heavily nickel 
plated and have a strong grip. 
The line is manutactured by the L. D. Van Valkenburg 


Company, Holyoke, Mass. 


A New Type of Pencil. 

Nu-Type is the name of a line of pencils, known also as 
“Panel Pencils,” which have recently been put on the 
market by the Nu-Type Pencil Company, whose factory is 
at 4532 Palmer strect, Chicago. These pencils have a pat 
ented and distinctive feature in a panel in which may be« 
imprinted the designs of fraternal organizations or other 
emblems, initials, etc., or special designs for clubs, socie- 
ties, colleges, etc. Business emblems may also be used 

The Nu-Type pencil has a barrel made of light, 
durable rubber composition, reinforced by a metal tube 


hard, 


which insures both strength and lightness. [here is a 
specially constructed tip with dual gripping action on the 
lead. By the action of this mechanism, it is said that leads 
cannot jam, clog or break. This pencil is easy and quick 


to reload, and light of weight. 

It is made in round and hexagonal styles in thre 
514, 4% and 3% inches long. It comes with sterling silver 
metal parts or 14 karat gold, retailing at from 75 cents 1 
$3.50. 


S1Ze¢s, 


(Continued on Page 144) 





TWO STYLES OF THE 


NU-TYPE 


PANEL PENCII 
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Perfect Manhood’s Strength 


Today Man Is Less Efficient than the Machinery He Invented. Men Differ in 


That Some Take Polish; Some Don't. 


Department, Remington Typewriter Company. 


men must be expressed in their literature, and ad- 
vertising is an important part of that literature. 

The most important change in the commercial and 
industrial relations of the world concerns the adjustment 
of the race to what I shall call the Age of Man Power. 
Every age in history has been characterized by a central 
urge. In ancient Greece it was beauty; in Rome it was 
militarism; in the middle ages it was literature. During 
the last hundred years the central urge has been mechani- 
cal. Man has revolved around the wheel. He has studied 
and. mastered the reactions of steam, gas, and electricity; 
in other words, we have lived through a great age of horse- 
power and now is beginning the age of man power. The 
next generation will give less thought to the dynamo and 
gas engine and more concern to the problem of how to 
get a larger percentage of power out of people. 

The original efficiency expert was not Harrington Emer- 
son nor Winslow Taylor. The pioneer in the field of 
waste motion was the old Greek philosopher who went 
about Athens 2,500 years ago with a lantern and a cane. 
Diogenes did not find his man; if he had we might be living 
in a different world today. We wish that Diogenes might 
come back, modernize his equipment, trade in his lantern 
and his cane for a searchlight and an automobile. Today 
we must take up the task where Diogenes left off. 


World Needs Manly Men. 


The world is hunting for men. John Ruskin wrote un- 
derstandingly when he said, “There is no wealth but life.” 
There can be no riches apart from men. Whatever the 
enterprise we are dealing in human lives, in human hopes, 
and in human deficiencies, and every problem, when re- 
duced to its ultimate analysis, is a problem in personnel. 
What we need today is for the men of the race to perfect 
the manhood strength of the race. Forces of the earth 
and sky have fallen under man’s dominion; all things have 
been put under his feet. Today he stands aside mystified 
by his own handiwork and unrevealed to himself. We 
have made the machine do everything but think, and we 
have brought upon ourselves the great problem of making 
our men as good as our things. 

Man is far less efficient than the machinery he has in- 
vented. We long ago learned to take the hard tedious 
job away from the man and give it to the machine. The 
machine doesn’t talk back; its reactions can always be 
calculated in advance; its specialty is following the copy. 
The power expansion of the average personality is external. 
Group personality has been marvelously extended by the 
multiplied force of machinery. Personal power has been 
enlarged by the utilization of external energy. The engine 
and the dynamo have added horsepower to man power. 
Man’s force cannot be measured with a tape line or scales. 
He is the sum total of all things he can do, and the forces 
that are subject to his command and influence. For twenty 
dollars you can buy all the efficiency that the New York 
Central Railroad can produce between Buffalo and New 
York; in other words, for twenty dollars you can add the 
force of this mighty railway system to your personality. 
This eliminator of time and space has been added to our 
personality without inward effort and at a bargain-counter 
cost. The average man has only to think how much 100 
men have done to improve his personality to see how 
shamefully little he has improved it himself. 

Early Craftman’s Pride. 

In the days following the Civil War, my grandfather was 
a wagon maker in Kentucky. He took a great deal of 
pride and spent a great deal of energy in producing that 
common carrier of the foothills—the two-horse wagon. 
When after many weeks of labor he had finished one of 
these vehicles he sold it to a farmer, and all the instruc- 


A NY improvements that are expressed in the lives of 


By Harry C. Spillman, Manager, School 


Reprinted from Trained Men. 


tions he had to give him about the upkeep of this wagom 
was that he should put a little axle grease on the wheels 
every month or two, and now and then a touch of oil on 
the fifth wheel. The instructions were very simple because 
the wagon itself was simple. Indeed, there were only five 
points of contact on that wagon; there were only five 
friction places and these could all be lubricated occasionally 
with a little touch of axle grease. 

Imagine the maker of a modern automobile telling the 
purchaser that all he needed to do to his car would 
to put a little axle grease on the wheels every month or 
two! Now what is the essential difference between a 
Packard automobile and one of my grandfather’s two-horse 
wagons? In the case of the latter there were only five 
points of contact. The points of contact and friction places 
on the automobile have been multiplied until today on a 
single medium-priced car there are fifty oiling places. So 
the manufacturer of the modern automobile has had to 
develop his ball bearings and his piston rings and lubricate 
all points of contact with the finest oils that nature can 
give. 

Our industrial and commercial life has undergone the 
same change as my grandfather’s two-horse wagon. We 
have long since outlived the days of barter and the days 
when commerce was largely a matter of the village involv- 
ing few people and points of contact. The business machine 
today has so many multiplied and highly refined friction 
places that we have great need of ball bearings, piston 
rings, and fine oils to lubricate these contact points, so 
that our efforts in this generation are to be directed towards 
the refinement and lubrication of the human machine. Per- 
sonality, as far as our effective treatment of the subject 
is concerned, is a new word in our language. 


World Pays Premium for Polish. 


Some years ago | was crossing Tennessee, where one of 
the chief industries is stone quarrying. I listened to a 
highly interesting discourse by a stone expert who was 
in my train. “You know,” he said, “it is not surprising 
that we find so much stone in Tennessee, but it is surprising 
that we should find two distinctly different kinds of stone. 
In the eastern part of the state we have great limestone 
quarries and in the western sections we have our marble 
works. The mode of quarrying, the treatment, the price 
and use of these stones differ very widely. In the case of 
the limestone, no pains are taken before or after the 
dynamite is placed. Whole hillsides are blown out at one 
blasting. The stone is then put through a giant crusher 
and used as a base layer in road construction. We sell 
limestone by the ton. 

“In the case of marble, the greatest care is taken to blue- 

print the layers to proper proportions before any boring, 
sawing, or blasting is begun. Then highly skilled artisans 
are busy for months and even years in chiseling and 
perfecting these giant marble columns before they are sent 
away to support the gateway to a great railway station, or 
to become pillars in. the state capitol, or to decorate a 
great Woolworth building. We sell marble by the inch 
and the chief difference between these stones, one of which 
we look up to with great admiration and one we crush and 
tread upon—is polish. The difference is that marble takes 
polish and the limestone does not.” 
_ We have the same difference in wood and the same dif- 
ference in men. Some men take a high polish with very 
little educational rubbing, others are so rough and full of 
knot holes that we have to go over them with No. 1 sand- 
paper and educational putty before there is any hope of 
a shine. The five most important points of contact -in 
the human machine concern man’s health, his mind, his 
language, his faith, and his heart. These points of contact 
are to be refined and improved as they have been improved 
in the automobile 
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Report “ the Ne 


New Company Takes Over Autopoint. 


The Autopoint Manufacturing Company, with a capital 
stock of $150,000 fully subscribed, has purchased the entire 
assets of the Autopoint Pencil Company, including the fac- 
tory and offices at 4625 Ravenswood avenue, Chicago, and 
all patents, tools, dies, machinery, models, stock and mate- 
rials, and accounts receivable. The transfer took place on 
August 1. 

The officers of the new company are Archie Tegtmeyer, 
president: George E. Hillsman, vice-president, and L. F. 
Childs, secretary-treasurer and manager. Mr. Tegtmeyer 
is a prominent jeweler in Milwaukee. Mr. Childs is wide- 
ly known among the stationers of the United States and is 
a member of the house of S. D. Childs & Company, Chi- 
cago 

The factory is busily at work turning out goods and 
salesmen are on the road selling its products. Old models 
have been perfected, new designs have been created and 
solid brass parts have replaced the lighter aluminum which 
was used on the previous models. 

The new company starts under favorable auspices and 
enjoys every prospect of increasing success. 


J. E. Grady Returns. 


J. E. Grady, for many years head of the Rebuilt Type- 
writer Company of Chicago, has returned to this city with 
his family, intending to remain, 

For a number of years Mr. Grady has been out of the 
office equipment line, having been connected with the auto- 
mobile industry in various departments until recently. 

Office Appliances is not informed of Mr. Grady’s plans, 
but understands that he expects to enter business in Chr- 
cago as soon as a suitable opening presents itself. 


EXCUSE US, PLEASE! 


Our Apologies to Mr. Van Hecke. 


An item under a New Orleans address on page 192 of 
Office Appliances for August stated that C. B. Vanecker 
had taken charge there for The Rand Company. The name 
was not legibly written in the copy. The correct cogno- 
men of the Rand manager at New Orleans is C. B. Van 
Hecke. We regret the occurrence, and hope that Mr. 
Van Hecke’s friends will have had no difficulty in reaching 
him with their congratulations on his new work. 


The Verb Usurped the Noun. 
Several items in the August issue referred to the ‘Guar- 
anteed” Typewriter Company, Philadelphia, Penna. The 
type should have read, “Guarantee.” It is possible that 


this unfortunate rendition may have confused readers, so 
this paragraph appears to set the matter right. 


NEWS and | 
MISCELLANY 










in Every Saiion of the Field. 
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District Officers of Stamp Makers. 


The International Stamp Manufacturers’ Association has 
announced the governors and secretaries of various dis- 
tricts for 1922-23. 

District No. 1—J. P. Solomon, governor (Volk Stamp 
& Stencil Company; Charles O. Lee, secretary (Superior 
Stamp & Seal Company), Detroit, Mich. 

District No. 2.—Geo. M. Ness, Jr., governor (61 Fulton 
street; Harry Jonas, secretary (American Stamp Manufac- 
turing Company), New York, N. Y 

District No. 3.—F . Childs, governor (Des Moines 
Rubber Stamp Works); Claude Holley, secretary (L. W. 





Holley & Son), Des Moines, Lowa. 

District No. 4—Roe F. Reed, governor (R. & S. En- 
gineering & Die Works); W. L. Edgarton, secretary 
(Eagle Stamp Works), Chicago, III. 

District No. 5—H. M. Allen, governor (Allen, Doane 
& Company); L. E. Winchell, secretary (S. M. Spencer 


Manufacturing Company), Chicago, III. 

District No. 7—J. W. Stevens, governor (Pacific Coast 
Stamp Works), Seattle, Wash.; Julius Krebs, secretary 
(Krebs Bros. Stamp Company), Portland, Ore. 

District _ 8.—Sig. Pels, governor (Moise-Klinkner 
Company), San Francisco, Calif.; Clarke Dennington, sec- 
retary (Los Angeles Rubber Stamp Company,) Los An- 
geles, Calif. 

District No. 10.—J. J. Cartan, governor (Ritchie-Cartan 
& Turner Company), Fort Worth, Texas; C. G. Dury, 
secretary (G. C. Dury & Company), Nashville, Tenn. 





National Cash Register Sues Remington Arms. 


Suit was brought in the United States District Court 
for Delaware by The National Cash Register Company 
against the Remington Arms Company. The action was 
brought on grounds of infringement. The court denied 
the plaintiff's motion for preliminary injunction, but did 
not pass judgment on the question of infringement. 


Roneo Executive Visits United States. 


L. M. Barman, who is prominently connected with 
Roneo, Ltd., of London, England, expects to sail for the 
United States on the ninth of September, reaching New 
York about ten days later. He will remain in this coun- 
try about two months. His object is to visit relatives and 
to dispose of manufacturing rights to certain inventions 
owned by the Roneo organization. These include the 
American patents covering a knocked down cabinet which 
can be assembled by a novice in twenty minutes with no 
tools, and which once assembled is as rigid as a cabinet of 
solid construction. 

Another patented device covers a suspension slide coupled 
with means for easily inserting and removing a drawer. 
This device can be applied to the knocked down cabinet 
above mentioned. 

These patented improvements in stee! cabinets are or- 
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iginal and are not found in the steel cabinets of any other 
country. 

The other item which Mr. Barman will seek to place 
is an addressing machine excellently adapted to reproduce 
different addresses. Mr. Barman desires to place both these 
devices in the hands of some manufacturer in the United 
States to produce and distribute in this country. He may 
be reached through the address—117 Leonard St., New 
York. 


New Wholesale Stationery House. 


The Stationers’ Wholesale Supply Company is the name 
of a new concern just organized in Chicago. The presi- 
dent of the company is E. E. Blankemeyer, formerly for 
three years general manager of the Associated Stationers’ 
Supply Company, the growth of which during that period 
has been phenomenal. Before joining the last named com- 
pany Mr. Blankemeyer was connected with the Weis Man- 
ufacturing Company of Monroe, Michigan, whom he repre- 
sented on the road for sixteen years, first covering the 
entire country and later confining his work to the Central 
States. 

The Stationers’ Wholesale Supply Company is located 
at 509-515 South Wabash avenue. It will be a wholesale 
commercial stationer, and a manufacturers’ representative 





E. E. 


BLANKEMEYER. 


for the Chicago territory. Its wholesale activities will 
cover the United States. 

Subscriptions to the stock of the new company are now 
being taken. 

Mr. Blankemeyer is widely known and highly respected 
for his character, ability and knowledge of the business, 


and the new company starts under happy auspices. 


S. Barker’s Sons Company in New Plant. 


As Office Appliances was going to press the following in- 
formation was received along with a number of attractive 
photcgraphs of the new store of S. Barker’s Sons Com- 
pany at Cleveland. It was too late to make cuts of the 
t hotogrephs for this issue, so we are obliged to pubiish 
the description of the store without the photographs saving 
the latter for use in the October issue. 

On Monday, August 21, the new building of The S. 
Barker’s Sons Company at Nos. 729-731 Prospect avenue, 
was formally opened and this pioneer Cleveland statiorery 
and printing house welcomed their friends to the new up- 
cown plant. 

A ninety-nine year lease of the premises was taken by 
the Barkers in 1918, but a. provision in the lease stipulated 
May, 1922, as the date the new owners were to come into 
Lossession, giving ample time in which to perfect the ela- 
borate plans for this unusual stationery store. 

The building is located on the north side of Prospect ave- 
nve, within a stone’s throw of one of the busiest street in- 
tersections in the country, Euclid avenue and East Ninth 
street; three arcades from Euclid to Prospect pour an im- 
mense volume of traffic to the very doors of the Barker 
building. 

Reconstruction of plans were started over two years ago 
and visits made to a score of the newer stationery stores 
within a radius of 1,000 miles of Cleveland with the end in 
view to make this store the last word in the efficient han- 
dling and displaying of stationery and office supplies. 

The present generation of Barkers were brought up by 
their parents with a keen love of foreign travel and in- 


variably the return from a trip brings added pleasure in 
the subsequent arrival of one or two art treasures picked 
up in Florence or London—this digression justifies the use 
of a fine old 15th century Italian table for the display of 
engraving in the front of the store. 

The wall cases and fixtures are of American walnut with 
side walls and ceiling of ivory finish, a happy combination 
that with well displayed merchandise creates a beautiful 
stationery store. 

The rear of the store, so often neglected, is the predomi- 
nating feature of this establishment—on entering the front 
door one is irresistably drawn back to a closer inspection 
of the three beautiful Gothic windows and the stairway 
of the same architecture that suggests an approach to a 
choir loft, rather than to the furniture department of the 
second floor. 

Near the foot of these stairs stands an old Italian lectern 
on which rests an immense musical volume, every letter 
of its 125 pages having been engrossed by the monks on 
parchment, back in the thirteenth century. 

Here also are the desks of four of the busiest men in the 
organization—each desk equipped with Dictograph inter- 
communicating instruments for keeping in touch with ev- 
ery department of the business, without placing an addi- 
tional burden on the private telephone exchange operator 
in the rear office. 

The combination of the use of these instruments to- 
gether with the automatic push-button dumb waiter run- 
ning from main floor to warehouse floor reduces the time 
consumed in replenishing stock from minutes to seconds. 

The second floor is devoted to the display of office fur- 
niture and filing devices and on this floor are the offices 
of the city salesmen, the ladies’ dining and rest rooms and 
an advertising room in which all multigraphing, circu- 
larizing and mailing will be done. 

The third floor is used as a stationery warehouse, the 
fourth for the printing and binding departments, and the 
fifth for a paper stock room. 

Composition tile flooring is used exclusively on the first 
and second floors, also in all offices, file room and dining 
room. 

The general lighting scheme was designed by the engi- 
neering department of the National Electric Lamp Com- 
pany with the result that the illumination of all floors has 
been scientifically handled by recognized experts. 

The shipping facilities are excellent—the recessed load- 
ing platform will handle three motor trucks at one time. 

The private office of the executives is on the mezzanine 
floor, and on entering this little sanctum you close the door 
on the turmoil of business routine, and the very atmosphere 
of this chapel-like room with its 15th century rough-pias- 
tered walls, its Gothic stained glass windows and the old 
furniture and wall decorations that for five centuries have 
rested in foreign lands, tends to tranquilize and permit of 
undisturbed thinking and planning. 

The firm of S. Barker’s Sons Company was founded in 
1870 by the late Samuel Barker. In 1890, Raymond Barker 
joined with his father, forming the firm of S. Barker & 
Son, which a few years later was changed to S. Barker & 
Sons when Harold G. Barker became connected with the 
business. In 1911 the business was incorporated into The 
S. Barker’s Sons Company, of which Raymond H. Barker 
is president and treasurer, and Harold G. Barker vice- 
president. 

For eighteen years the business was located at Superior 
avenue and West Sixth street, and for the last eight years 
on East Fourth street, opposite the old opera house. 

This move marks the half century mile post in the prog- 
ress of the institution. 


September Navy Surplus Sales. 


The Navy Department offers several lots of unused sur- 
plus for sale during September. Bids will be opened at 
the United States Navy Central Sales Office, Navy Yard, 
Washington, D. C., on the following articles: 

Catalogue No. 113-B, closing September 11—Miscella- 
neous lots of ordinary and window envelopes, white, ma- 
nila and kraft; tag envelopes. 

Catalogue No. 117-B, closing September 15—Various 
lots of “Shannon” arch files, harp files, “Shi man’s” 
gummed stub files, “Tengwall” files, bill files, “Shannon” 
transfer cases, correspondence folders, filing pockets and 
filing boxes. 

The stocks offered are scattered among various navy 
yards throughout the country. 
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Timberman Joins Wilson-Jones Staff. 
O. J. 


J. Timberman, who for some years has been con- 
nected with the headquarters staff of the Boorum & Pease 
Company at New York, has associated himself with the 
Wilcox-Jones Loose Leaf Company as one: of the assis- 
tant sales managers and commenced the duties of his new 
position on September 1. 

Mr. Timberman is a man of ripe experience in the loose 
leaf line and of rare and excellent judgment. For some 
years before going with the Boorum & Pease Company, 
Mr. Timberman was general manager of the Samuel C. 














TIMBERMAN. 
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Cincinnati. His experience in loose 


Tatum Company of 
and has given him an 


leaf has been extensive and valuable, 
understanding of the characteristics of practically every 
line on the market. Mr. Timberman is widely known 
among the members of the stationery trade and is a fre- 
quent attendant at conventions. 

Office Appliances is glad to have the Timbermans in 
Chicago, where “Tim” will find opportunity to pursue cer- 
tain nautical hobbies which have given him much health- 
ful entertainment during his stay in New York. He was 
Commodore of the New York Canoe Club, which for many 
years has made its home on Graves End Bay. 

Mr. Timberman will miss the pleasant associations 
which he enjoyed in the East, but hopes to find compensa- 
tion in his new environment. 


The Aigners Return From Europe. 

George J. Aigner returned from a European trip in 
August, accompanied by his wife. They sailed from New 
York, April 28. The main object of the trip was to visit 
Mr. Aigner’s grandmother, who took the place of his 
mother. Mrs. Aigner died while he was very young. His 
old home town, Gammertingen, Germany, afforded him the 
greatest enjoyment of the tour. 


The Aigners visited Bergen, Norway; Berlin, Leipsic, 
Dresden, Nuremburg, Gammertingen, in Germany; Munich, 


Naples 
and 
Belgium; 


and Rome in Italy; 
Bale in Switzerland; 
Paris and Cher- 


Venice, Florence, 
Montreux, Interlaken, Lucerne 
Amsterdam, Holland; Brussels, 
bourg in France. 

During his journies abroad Mr. 
equipment for use in his factory. 


Hammond Managers Meet at Home Office. 


Branch managers of the Hammond Typewriter Corpora- 
tion met at the home office New York, N. Y., August 7-10. 
This was both enjoyable and a most business-like gather- 
ing of the Hammond executives from the field. These 
men, coming from all parts of the United States, devoted 
their full active time during the four days—and most of 
them stayed until the end of the week—to giving and tak- 
ing from their fellow managers the best information and 
experience they had accumulated in various parts of the 
country in the past years. 

Naturally, the evenings were devoted to recreation. 


Bavaria; 


Aigner picked up some 


One 


such diversion was a night at Ziegfeld Follies, which prob- 
ably established preferences for some people on the stage 
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which will influence certain of the managers for some time 


to come. The Capital Theater was visited another night. 
This is the largest and most beautiful moving picture palace 
in the world, with a wonder orchestra. 

The last afternoon was spent at the New York Athletic 
Club’s country house on Travers Island. One diversion 


was a swim in the nude from the island in the Sound, end 
ing with a show and dinner at the club house in the even 
ing. The return to the city was made by motor car, with 
but one slight accident. A wheel was lost from one of the 
cars, but this did not dampen the ardor of the stag party 

The meeting was pronounced the most successful ever 
held. 

The visitors were shown some very important improve 
ments, which will be forthcoming immediately. They will 
make the Hammond even more desirable than before. The 
folding portable Hammond came in for its share of the 
praise. 


Potteiger Heads A. P. Little Sales Department. 
_ ie € 


Underwood 


1 


with the 
years, re 


Potteiger, who has been connected 
Typewriter Company for fourteen 
signed as manager of the Underwood office at Buffalo, to 
become sales manager of the house of A. P. Little, Inc., 
Rochester, N. Y., one of the oldest manutacturers of 
carbon paper and typewriter ribbons in the United States. 
The many friends of Mr. Potteiger will be interested in 
learning that he has transferred his activities from typ 
writers to an allied line. He states that his associations 
with the Underwood have always been a source of pleasure 
and inspiration. He feels that he has left the finest aggre 
zation of business men he has heretofore come in contact 
with, but feels that his new opportunity offers a wide field 
for development and that on the personal side, his 
con will be quite as pleasant as they have been wi 
Underwood organization. 


associa 


th the 








POTTEIGER. 


_ me 


Mr. Potteiger’s observation reminds us of the two men 
who went to live in a Quaker village. These men hap- 
pened to have quite opposite view points with regard to 
their fellows. One man asked the old Quaker about the 
town. He said that the people of the town he came from 
were not very much to his liking. Some were cold and 
others were quarrelsome, and that it was difficult to get on 
The Quaker replied, “I regret to tell thee that thee will 
find in this town many of the same kind of people of whom 
thee has just spoken.” The other man, speaking of the 
town from whence he came, said that he left 
reasons purely, but that the town of his former 
was filled with the most delightful people he had ever met 
and asked the old Quaker about the people in the town of 
his intended residence. The Quaker replied, “I am happy 
to tell thee that thee will find the same kind of people in 
this town as in the town in which thee formerly lived.” 
The moral of the story is, one’s associates reflect the spirit 
which one has toward them. We are of the opinion that 
wherever friend Potteiger went he would find fine peopl 


for business 


- , 
residence 


Would that Thoughts Were Thus. 


City Visitor: “I should like to know why you call that 
white pig ‘Ink’?” 
Parmer: “Because he’s always running from the pen.” 


—The Retailers’ Journal. 
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Marchant Company Reorganizes. 

Recently there took place a complete financial and man- 
wwerial reorganization of the Marchant Calculating Ma- 
chine Company of Oakland, Calif. A majority of the 
stockholders of this concern appointed Joseph H. King, 
Ernest S. Tanner and F. A. MacHugh as trustees for the 
company for a period of seven years, their trusteeship be- 
yinning June 1, 1922. The management of the company 
is vested in Joseph H. King of Oakland, Calif., a mechan- 
ical engineer of great executive ability, and the directorate 
will comprise some of the ablest men of the San Fran- 
cisco Bay region. 





B. WALDIN. 


JOSEPH H. KING. = 


P. B. Waldin, general sales manager under the former 
management, has been retained as general sales manager 
of the company. 

The factory of the Marchant Calculating Machine Com- 
pany is located in Emeryville, one of Oakland’s sister 
communities. The plant covers two acres and the com- 
pany employs four hundred persons at its factory. The 
company was incorporated in 1913, succeeding Marchant 
Bros., who started on Market street, Oakland, in a small 
shop with limited equipment and no sales force. From 
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vault linings and vestibules and similar devices, equips him 
admirably for the position which he now holds. 

Mr. Sharpe is a native of Canada, where he received his 
school and collegiate training and educated himself for 
the practice of the law. He found commercial work more 
attractive, however, and started in the advertising field, 
becoming in a short time business manager of a trade paper 
published in Chicago. This work brought him in contact 
with the office equipment field. Shortly before the open- 
ing of the war in 1914 he spent some time in connection 
with the annual business show, which further broadened 
his acquaintance in this field. Early in 1914 he became 
connected with the Safe Cabinet Company of Marietta, O., 
as a member of its sales organization and in March of 
that year, Mr. Sharpe had the honor of being appointed 
manager of the company’s new branch office in icago. 
He remained in charge of this work until 1916, when he 
was transferred to New York City as district sales man- 
ager of the eastern division with headquarters in New 
York. Mr. Sharpe, however. finding after a few years 
that he preferred a position more closely in touch with the 
actual sale of the goods, and in 1917, after conferring with 
the heads of the company, he was sent to Detroit to take 
charge of the direct local selling organization there and 
in the surrounding countries. 

Last year about mid-summer Mr. Sharpe resigned from 
the services of the Safe Cabinet Company, after a period 
of seven years in its employ, and organized the Sharpe 
Steel Equipment Company, establishing offices in the 
Penobscot building, Detroit. 

Mr. Sharpe has many friends in Detroit, both in a busi- 
ness and social way. In 1921 he was made president of the 
Vortex Club, one of the largest of Detroit’s clubs for busi- 
ness men. He is active in Masonic circles and belonged 
during his residence in Detroit to the Board of Com- 
merce and the Credit Men’s Association. 

His many friends in Michigan’s metropolis keenly regret 
the necessity which has compelled him to remove to Cleve- 
land. 











Wm. H. Ingersoll Controls “Redipoint” Sales, 

The retail distribution of the “Redipoint” pencil has 
been taken over by Wm. H. Ingersoll, formerly sales and 
advertising manager of Robert H. Ingersoll & Bro., New 
York, N. Y. The “Redipoint’” pencil has been on the 
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VIEW OF THE FACTORY OF THE MARCHANT CALCULATING MACHINE COMPANY AT 
EMERYVILLE, CALIF. 


this small beginning the company has grown steadily un- 
til its plant today is capable of producing twelve thousand 
machines a year. The factory is constructed according 
to the most modern ideas and its numerous large windows 
combined with over-head windows, make it a daylight 
tactory throughout. 

Mr. King and Mr. Waldin are planning to make an 
eastern trip beginning September 15 and covering all the 
domestic sales offices. The company is now manufactur- 
ng parts for the new keyboard machines described on 
another page, and will start the assembly of these ma- 
hines this month. 


Sharpe Heads National Safe Company Sales. 


James P. Sharpe, who for many years has been identified 
with the light safe and office turniture held, recently be- 
came manager of sales for the National Safe Company of 
Cleveland, O. 

This company is the National Safe division of the Steel- 
craft Corporation of America and was established in 1883 
as the National Safe & Lock Company. 

Mr. Sharpe’s familiarity with the setting problems which 
must be solved in the sale of fire and burglar-proof safes, 





retail market about a year and a half, distributed by the 
manufacturer, Brown & Bigelow, St. Paul, Minn. The 
business will be conducted by the Ingersoll Redipoint Com- 
pany, 461 Fourth avenue, New York, N. The incor- 
poration of this company was reported in Office Appliances 
for June. “Redipoint” has found extensive application in 
the industrial field, having been adopted as standard office 
equipment by more than one hundred of the larger business 
organizations of the country. 

Under Mr. Ingersoll’s direction there will be applied to 
the merchandising of the “Redipoint” pencil the tested 
Ingersoll principles of uniform quality ‘and price, inter- 
changeable parts, specialization of models for specific pur- 
poses, intelligent advertising and fruitful dealer co-opera- 
tion. In entering the magazine pencil field, Mr. Ingersoll 
feels that its market, despite the successes of the past, 
has but begun to be cultivated. The present users ot the 
mechanical pencil are but a fraction of those who can be 
introduced to this modern writing instrument, and be con- 
vinced of its economy and convenience. The application 
of Ingersoll merchandising ideas will open up for the re- 
tail stationer a volume of mechanical pencil business that 
should greatly exceed the present conception of the possi- 
bilities 
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Coast Sales Agency Opened. 


S. J. Gordon and Harry Albert have established a sales 
agency at 407 San Fernando building, Fourth and South 
Main streets, Los Angeles, Calif. They operate as the 
Pacific Coast Sales Agency. A number of lines are han- 
died, including the desk pads, cabinets and work classi- 
fiers made by Beirach Bros., New York, N. Y.; adhesive 
made by Kwikstik Company, Chicago, Ill.; stamp pads by 
Victory Specialty Company, Newark, N. J.; office lamps 
by the Aladdin Manufacturing Company, Muncie, Ind.; 
window hooks made by the McCorkle-Ensign Company, 
Elmira, N. Y. 

J. Gordon was formerly with the Gordon Stationery 
Company, Worcester, Mass. Harry Albert had been prin- 
cipal of the Walpole high school, Walpole, N. H. 


Elsinore Paper Company in Bankruptcy. 


The Elsinore Paper Company, Inc., 152 Wooster street, 
New York, N. Y., filed schedules in bankruptcy in August. 
The liabilities of $15,076 are largely distributed among 
paper manufacturers; assets are listed as $8,620. 
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Carter’s Indoor Sports Prize Contest. 

Counter and shelf displays of inks and adhesives are often 
a problem to the store decorator. To inspire the best ef- 
forts of display men, The Carter’s Ink Company ae ted 
a contest calling for “the best shelf and counter display of 
inks and adhesives, where each brand is arranged ~ iteelf, 
and which best combines attractive and striking character- 
istics with conveniences of arrangement for every-day serv- 
ice.” Participation was not limited to the display of any 
one line or brand. It was hoped that renewed interest 
would be aroused in the display of inks and adhesives. It 
sometimes happens that this branch of the stationer’s busi- 


ness is placed where no display is possible, or placed where 
the customer or prospect cannot see the goods. Thus 
the natural law of suggestion does not work effectively. 

Many photographs were submitted, proving the desire 


of the stationers to create lively interest in their stocks of 


inks and adhesives. The judges gave the exhibits close 
study, with the following awards: First prize ($100), 
Hargreaves Printing Company, Dallas, Texas; second 


Davis & Banister, Worcester, Mass.; third 
McClure Office Equipment Company, Ma 


prize ($50.00), 
prize ($25.00), 
con, Ga. 
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HARGREAVES PRINTING CO. 
DALLAS. TEXAS. 


STRIKING COUNTER AND SHELF DISPLAYS 


BY REPRESENTATIVE DEALERS.—Illustrations by 


Ink Company. 


Stationer as Accountants’ Service Station. 

Advertising in publications reaching executives of busi- 
ness has been undertaken by the Wilson-Jones Loose Leaf 
company, to lead those responsible for the purchase and 
installation of accounting systems and supplies to “Ask 
your stationer.” 

The motive behind the campaign is to emphasize the fact 
that the stationer is the service station for office equip- 
ment and supplies. The publications scheduled show apt 
selection as being best suited to wield the influence de- 
sired to send accountants and buyers to the stationer: 
System, The Nation’s Business, The Credit Monthly, Ad- 
ministration, The Purchasing Agent and Business. 


Income Tax Auditors Wanted by Uncle Sam. 


Examinations will be held by the United States Civil 
Service Commission September 20 for auditors for income 
tax units, both field and residential, at Washington, D. C. 
The salary range is $1,800 to $3,000. Application blanks 
No. 1312 may be obtained from the Commission at Wash- 
ington, D. C., or any local secretary. 


Courtesy of The Carter’s 
Five prizes of $10.00 each were awarded to: Adams 
Bookstore, Adams, N. Y.; Randall & Whitcomb, St. Johns- 
bury, Vt.; Linxweiler Printing Company, Decatur, IIL; 
Thorp & Martin, Boston, Mass.; Hill, Smith & Company, 
Boston, Mass. 
Ten prizes of $5.00 each were awarded to: Stolls, Tren- 
ton, N. J.; The Griffiths Store, Lock Haven, Penna.; Mor- 


ris Sanford Company, Cedar Rapids, lowa; Nathan Cole- 
man, Savannah, Ga.; Barnhart Book Store, Huntington, 
Ind.; The C. F. Denzer Company, Sandusky, Ohio; H. H. 
West Company, Milwaukee, Wis.; The Buntell-Roth Com- 
pany, Dayton, Ohio; Tribune Printing & Supply Company, 
Great Falls, Mont.; Pantagraph Printing & Stationery 
Company, Bloomington, III. 

The judges in this competition were: 


Roy S. Durstine 


(treasurer, Barton, Durstine & Osborn, New York, N. Y.) 
Frank E. Tupper (National Business Show Company, 
New York, N. Y.), and Louis Seaber (Boston mz me rer for 
N. W. Ayer & Son, Philadelphia, Penna.). The decisions 
of the judges were made with much care, jensidecinn each 


entry under the different angles of the contest condi- 


tions. 
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PICTURE 


OFFICIAL OF THE THIRTEENTH ANNUAL 
ASSOCIATION AND THE NORTHWEST PRINTERS AND BI 
Acme Ccmmercial Photographers. 


Stationers of This 


Such was the greeting 
Pacific 
at Portland on the opening 
convention held in that city 
going words were 
vice president and 
pany, when he 
sixty-five 
Spokane, 


formally 





Tacoma 
J. K. GILL, 


* Retiring President, Pacific- J. K. 


tion in Collaboration with a Meeting of the North West 
Printers and Binders at Portland, Ore. 

“We welcome you as stationers, which you are. We 
welcome you as competitors, which you are. We welcome 
you as strivers for better business, which you are, but we 
and Portland first of all welcome you are friends.” 


extended to the 
Northwest Stationers Association by their brethren 
day 
July 
pronounce 
general manager of the J. 
we 
delegates attended the 
and other cities of the 
Multnomah hotel was headquarters. 
Gill, president of the association and pioneer in the 


CONVENTION OF 
NDERS AT 


THE PACIFIC-NORTHWEST STATIONERS’ 
PORTLAND, ORE., July 21, 22 and 23.—Photo by 


Pacific Northwest Stationers .Meet. 


Section Hold Thirteenth 


Annual Conven- 


members of the 
thirteenth annual 
and 2 The fore- 
A. Montgomery, 
K. Gill Com- 
the visitors. About 
convention from Seattle, 
Northwest. The 


the 


W. 


of 
21, 
ed by 


lcomed 





HURST P. HARRISON, 


Northwest Stationers’ Asso- Stationery business in the Northwest, presided at the con- 
ciation; Founder and for vention. Mr. Gill founded his company fifty-one years ago Deere Manager a 
The J. Kk ak Comme a. in Portland and it is one of the largest concerns in the line Abiecnanl the "Gonventian 
Still Active at Four Score in the northwest. In the course of his remarks, Mr. Gill on “Social Stationery and 
Years. contrasted conditions of the present with those of the Engraving.” 
past. When he first came to Oregon it took not less than Mr. Greenleaf said that in his opinion we cannot expect 
thirty-four days to come from New York and it was a_ a radical change for the better until some improvement can 
ten-day voyage from Panama to San Francisco. Six days be noted in the European situation and until labor troubles 
and seven nights were required to get from Portland to have received more intelligent treatment looking toward 
San Francisco, part of the journey being made by stage amicable solution. 
and part by railroad. Mr. Gill is now in his eightieth The two big needs of the stationery trade, he said, are 
year, but remains in good health and vigor. to increase the turn-over and to cut the cost of doing bus- 


The opening remarks of the president were followed by 
an address by William H. Greenleaf, field secretary of the 
National Association of Stationers and Manufacturers, 
who was sent from the Chicago headquarters to be present 
at the convention. Mr. Greenleaf presented a personal 
message of good will from Mr. Gibbs, the general man- 
ager, and from President Pierson of the National Associa- 
tion. He pointed out that national business conditions 
have improved and continue to grow better. He touched 
upon business organizations and said that the key to bet- 
ter times to be found in more organization, more co- 
operation and more of the spirit of the Golden Rule. 
“There is a wonderful idealism running through business,” 
said Mr. Greenleaf, “and I take no shame in announcing 
that the Golden Rule and the spirit of altruism are two 
things which will become more and more fundamental in 
the conduct of men in the future. 3usiness cannot be 
built up at the expense of others, whether they be our 
competitors or the public. No business is built up properly 
that is not founded upon service to all concerned.” 


is 


iness. He referred to the results of the costs questionnaire 
sent out by National Association headquarters. Out of 
82 reports received on gross profits the average was found 
to be 36.83 per cent; 93 dealers gave a percentage on the 
total expense which made the average figure 33.78 per cent; 
59 reports of net profits averaged 5.88 per cent and the net 
loss 3.94 per cent. Fifty-two dealers reported increases in 
rents which made an average of 60.05 per cent advance; 
according to the averages reported by 74 dealers stock 
turned over 2.84 times yearly. 

Increased turnover can be obtained only through in- 
creased knowledge of the goods. Here Mr. Greenleaf re- 
ferred to the series of educational bulletins issued by the 
association. On the topic of membership he stated that Mr. 
Gibbs has recently developed a new form of membership 
in the National Association, which will enable clerks and 
sales people to improve themselves in stationery salesmen- 
ship. With this membership, the sales person receives in- 
struction in the best methods of selling. 

(Continued on Page 138.) 
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NORTHWESTERN STATIONERS’ PICNIC AT OAKS 


Acme 


AM USEMENT 
Commercial Photographers. 


PARK DURING THE CONVENTION.—Photo by 
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inset at the ‘top of the men running shows the arrival of the 


The lower left hand picture shows the thousand factory people noisily zreeting the home coming hundred percenters 


tory turned out en masse. At the right is a picture showing the 


Something New in a Convention. 





Addressograph Company, in Its Recent “Better Business 
Convention,” Strikes a New and Inspiring Note. 


N ACCOUNT of the date of issue of the August 
number a comparatively brief report of the Ad- 
dressograph Company's “Better Business” conven- 


tion appeared therein. The report embraced a running 
account of the events, including the features of entertain- 
ment, etc., and the names of the speakers at the different 
sessions. 

The idea of this Better Business Convention was care- 
fully worked out by R. N. Fellows, the Addressograph’s 
advertising manager, after much consideration. The re- 
sults without doubt set a new standard for company meet- 
ings. To make the event in fact a Better Business Con- 
vention entirely new plans were put into effect, with the 
result that everyone received a powerful impulse of optim- 
ism and an inspiration for increased achievement. 

Instead of the usual recital of experiences, the men who 
formed the group of principal speakers were leaders in 
other fields—men who, through the application of sound 
principles of merchandising and salesmanship, have de- 
veloped practical ideas upon which their own successful 
enterprises have been erected. Besides discussing the gen- 
eral principles which they had found successful, several of 
the speakers gave accounts of how they had employed the 
Addressograph in their businesses. 

Among the prominent and successful men from 
outside this industry who addressed the 
convention we note the rollowing: Edward 
Burgess Butler of Butler Brothers, Chi- 
cago; E. G. Weir, advertising manager of 
the Beckwith Estate, stove manufacturers, 
Dowagiac, Mich.; William Elliott Graves of 
the William Elliott Graves Bank Service, 
Grand Rapids, Mich.; I. W. Young, Troy 
Laundry Machinery Company, Chicago; 
John A. Kick, Curtis Publishing Company’s 
Chicago branch; Homer J. Buckley, presi- 
dent, Buckley-Dement Company, Chicago; 
William A. Maxwell, formerly a vice-presi- 
dent of Thomas A. Edison, Inc., and now 
president of the Maxwell Institute, Orange, 
N. J.; Fred. P. Mann, president, Mann’s 
Department Store, Devil’s Lake, N. D.: 
E. S. Jordan, president, Jordan Motor 
Car Company, Cleveland, O.; C. F. Rounds, 
Lunn & Sweet, Auburn, Me. 

Office Appliances takes pleasure in giv- 
ing here some of the inspirational high-lights 
from several of the addresses 


helds 


W. H 
New York, 


dressograp! 
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THREE PICTURES SHOWING SCENES AT THE RECENT ADDRESSOGRAPH HUNDRED 
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CLUB CONVENTION.—The 





Hundred Clubbers led by Fenner in the dash for the home office 
The fac- 
opening of the One Hundred Club business sessions 
Mr. Butler’s Boyhood. 

“When a boy, we used to tie string on rainy days in my 
father’s store. We used to straighten nails so they could 
be used again. Today when the lather drops a nail, he 
isn't allowed to pick it up. His time is more valuable that 


the nail. 

“And I imagine there was very little economy in my tying 
string or straightening nails. It didn’t increase profits 
very much, but it helped ME a great deal.”—Edward Bur 
gess Butler. * 
Tell Him. 

“If every potential customer on whom you call, 
you know what your product would do for him, he 
want to see you more than you would want to see 

“Then the only reason he opposes you is because 
doesn’t know your product and therefore cannot realize its 
benefits to him. This makes your task a clearcut one!” 


E. G. Weir. 


knew as 
would 
him 

| 


1e 


* 


A New Start. 

This is the time of the year when they 
in many business establishments. They charg: 
of things to profit and loss. 

Let’s charge off the things that are handicapping our hig 


tane 


chance to real success in business and life. Let’s get th 
thrill that comes from saying good things about a mat 
Happiness comes from making somebody else happy 
E. B. Butler. 

Demonstrate. 

The ear of the customer is o1 J 1/20 as 
important as the eye in arriving at favorable 
decisions in selling interviews You wil 
recall my having remarked on this to you 
before. : 

Conversation as a rule commands the 
divided attention of the ear only lf yor 
hazard vour chance of success selling 
him in this manner solely, you have a 5 
chance based on the law of averages 

Sell him through the eye —E. G. Ws 

* 
Salesmen Earn Most. 

“It is twice as hard to be a od tria 
lawyer as it is to be a good salesman, but 
the rewards for being a good salesman are 
several times greater. as a rule. than the r 
wards for being a good trial lawy: Let 9 
be the symbol of proficiency oth pre 


fessions. The salesman who deserves t! 
mark of 90 will ordinarily be making two o 
- three times as much money as the lawyer 
BALL On Writ : 
President Ad- who deserves a mark of 90 Williaa Max 
Hundred Club. well 
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Banker Can Be Sold. 

The banker can be sold. I always tell my boys that. 
Whether he can be sold by you depends on whether or 
not you can paint the picture of profit to him that is in- 
nitely more interesting to him than the amount of money 
it takes to get what you want to sell him. 

When he asks us, “What will it cost?” we shoot back, 
“Pardon me, Mr. Banker, as a good buyer you didn’t 
need to ask that question. What you mean to ask is, 
‘What will this do for my bank?’ ”—William Elliott Graves. 

e * * 
Value of the Approach. 

The approach is the most wonderful thing in selling. It 
is the same as in golf. You may have a good drive off the 
tee, you may have a good shot on the fairway, a good 
brassie shot down the fairway within 100 yards of the 
screen, and think you are sitting pretty for a four or a 
fiver— 

But, if your approach is not right, you're still in the dub 
class and you know it—Homer J. Buckley. 

Why Folks Buy. 

The reason why folks buy is not for the sake of posses- 
sion. This may sound like a silly statement, but I wish 
you would think of it. People do not buy any commodi- 
ties for the sake of possession, and yet, gentlemen, in the 
merchandising of today, the majority of salesmen visualize 
their product as though most purchasers were actuated 
by that motive. 

“People buy a commodity for what it will do, how well it 
will do, and how long it will do it, and what the three 
things mean in their consciousness over the period of its 
usefulness —E. G. Weir. 

* *& * 
Never Reflect Doubt. 

The bearing of expectancy is one of the cardinal virtues 
of every successful salesman. To reflect doubt or hesi- 
fancy in your attitude or bearing is an open invitation of 
defeat. Then why do it? 

The least you can expect as a result of such an attitude 
is deferred decisioui—and unfortunately that is not the 
order. Unfortunately also when a man licks you once, 
vou’re pie for him the second time. 

If you can make him say: “Old man, I think you’ve 
got a wonderful proposition, but we are not quite ready. 
Drop back in sixty days,” then you've got him up next 
door to the order—right there, right then!—FE. G. Weir 

* * * 


The Catalogue Salesman. 

“Mr. Merchant, I have just arrived in town. I came in 
on the fast mail. There is a strike on the road. The 
regular passenger service is tied up. But Uncle Sam 
brought me through. I am here especially to call upon 


you. My railroad fare was 2c. I am here to see you 
and see you alone. I have no other engagements. I have 
no billiards to play. All I’ve got to do is to stay here and 


wait for you. I have no favors to ask. I have to make 
my last price first. All I ask, if you please, is to leave me 
on your desk until you are ready to look me over. I have 
but one fear, that is of the waste basket.”—E. B. Butler. 
x * x 
Deferred Orders! 

There are a thousand angles to the deferred order. 
Some salesmen are like race horses, fast enough to run in 
the race but not fast enough to win—the most expensive 
luxury in the world. I mean the horses. 

The bearing of expectancy causes the prospect to feel 
instinctively that you are certain that his adoption of your 
proposition will safeguard his personal interest. 

There is the point! And he begins to think in these terms 
himself, and without question this is always the fore- 
runner of the definite order. Isn’t that logical, boys?- 
E. G. Weir. 

* 
Determination. 

he first requisite to increasing the number of your 
orders to interviews is to firmly determine at the outset of 
every interview that you are going to sell that prospect, 
and then reflect that attitude in your bearing, in your 
voice and in your complete deportment, with well con- 
trolled enthusiasm. 

Let the prospect sense and feel that you are running 
under a blanket, that you haven't let yourself out, that you 
are trying to be courteous to the fact that his bean doesn’t 
turn over very fast, but you’vc got the wallop there all 
the time. The other fellow says: “If it is twice as good as 
this fellow is reflecting, I must be a nut not to perceive it.” 


—E. G. Weir. 


Try This! 

The yesterdays are gone! Remember them only for the 
lessons they have taught. The tomorrows are always the 
days of opportunity! 

lf you will do this every morning you will increase your 
volume of business 20 per cent over any other practice 
you could initiate. It won't cost you a penny. 

Jump out of the hay—take your cold shower—stretch 
your arms and say, “This is the day I have lived for all 
my life!’ No room for pessimism or mentally compro- 
mising defeat with that thought to start the day. As a 
man thinketh, so is he, and so does he reflect himself!— 
E, G. Weir. 

x *« * 

Power Development. 
Negative Thoughts, 
Fear, Doubt, Distrust— 
Arch enemies 
Of my soul, 
Stumbling blocks 
Along my path— 
Shall not 
With me abide. 


Positive Thoughts, 

Faith, Hope, Belief, 

I Can, I Will, : 
[ am Power, 

[ am the 

Unconquerable— 

hese each day 

Shall be my creed. 


He who thinks he can't 
CAN’T. 
It’s the man who 
CAN 
That’s in demand. 
—-Wm. Elliott Graves. 


Blankemeyer Joins Burr-Vack. 


E. E. Blankemeyer on August 1 purchased the interest 
of Arthur J. Lloyd in the Burr-Vack Company, 509-515 
South Wabash avenue, Chicago, and became vice-presi- 
dent of that organization. Mr. Blankemeyer is widely 
known in the trade and his friends will learn with interest 
of the above-mentioned connection. 

Mr. Blankemeyer has also joined the ranks of the edi- 
tors. He is now editing the Masonic publication known 
as “Number 209,” published by the William B. Warren 
Lodge No. 209, A. F. & A. M. This is one of the few 
Masonic lodges which has a special publication all its own. 

The Burr-Vack Company on September 1 opened a 
printing and social engraving department in its own shops 
across the street from its retail store. 

Forest Service Technical Notes. 

Technical Notes, the monthly bulletin of the Forest Pro- 
ducts Laboratory, United States Department of Agricul- 
ture, Madison, Wis., printed a number of helpful topics in 
the August issue. That number contained the following 
“Notes’—172, How to obtain rigidity in crate construc- 
tion; 173, Relative durability of native woods; 174, Blight- 
infested chestnut as durable as sound chestnut; 175, Hard- 
wood and softwood drying schedules; 176, Ethyl alcohol 
from Western larch; 177, Properties of a good wood preser- 
vative; 178, Advantages of ready-cut dimension stock; 
179, The de-inking of paper; 180, Comparative strength of 
air-dried and kiln-dried wood. 

Technical Notes is sent to manufacturers on request. 
Snow Wins Trophy in Underwood St. Paul District. 

P. D. Snow, who has the Underwood agency at Wausau, 
Wis., won a gold pencil offered the salesman in the St. 
Paul district for the largest number of sales. He has suc- 
ceeded Dutton & Snow at Wausau. For nine years Mr. 
Snow has worked the middle and Western states, dealing 
only with users of Underwood typewriters in quantities of 
six or more. He overhauled the machines and kept them 
in repair. Previous to this Mr. Snow was at Pittsburgh, 
selling Underwood, Royal, Monarch and L. C. Smith type- 


writers. 


Kansas Book Dealers Growing. 
Within the last month the Kansas Book Dealers’ Asso- 


ciation had added seven new members. There is now a 
total of 217 members. 
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PREMIER CLUB CONVENTION OF THE TODD PROTECTOGRAPH COMPANY AT ROCHESTER, N. Y. There 
are About Two Hundred Men in the Picture, which was Madein Front of the Protectograph Plant. In 1922 There were 
Seventy-five Premiers Present—Premiers are 33-Degree Men. Nearly 100 Legion of Honor Men Were in Attendance. They 
Have Ten Degrees or More. The 1922 Convention was the Largest and Most Enthusiastic Gathering at the Factory Since 
1913, when the Entire Sales Force Visited the Works. This Attendance Represents a Little Less Than Half of the Active 
Selling Force in the United States and Canada. None of the Foreign Organization Was Present. The Overseas Force is 
About One-third the Size of the Domestic Staff. 

Todd Premier Club Convention. Premier Club members. Dinner at Rochester Club for 


The 1922 Premier Club of the Todd Protectograph Com- 
pany held its convention at Rochester, N. Y., August 1-4, 
with an attendance of about 200. Sessions were held twice 
daily in the rooms of the Protectographers’ Club, con- 
nected with the factory. Daily luncheons, and one of the 
evening dinners, were served from the Protectographers’ 
Club restaurant nearby. For average attendance and punc- 
tuality—together with genuine enthusiasm—this was the 
best convention of the Protectograph selling organization 
since the entire field force assembled at the factory nine 
years ago. In addition to the strictly-business sessions, 
there was a dinner for the Premier Club members at the 
Oak Hil! Country Club. Here the 1922 crop of Premiers 
underwent the mysterious ceremonies attending the instal- 
lation of the “little yellow dog degree.” Non-Premier Club 
members were entertained the same evening at the Roches- 
ter Club. Other evenings were devoted to a smoker and 
corn roast, and a dinner and entertainment features in the 
Protectographers’ Club rooms. The smoker and corn 
roast was given by the Protectographers’ Club, comprising 
office and factory employees. It was followed by a pro- 
gram of professional boxing, a ring having been improvised 
on the factory lawn, illuminated by powerful flood lights. 
The last day was closed with a trip to Ontario Beach, 
where al! of the visitors joined in a swimming party, fol- 
lowed by a shore dinner. 

A number of important features were announced during 
the convention A new electric model Protecto- 
graph check writer with automatic stop buttons, automatic- 
locking check shelf, and automatic check ejector. Alum- 
inum model Protectograph check writer, hand-operated, 
weighing four pounds less than the old model. The new 
“Star” adding machine, nine-bank size, selling at $42.50. 
Several new complete anti-forgery system combinations of 


sessions: 


check writer and Protod-Greenbac checks, accompanied 
by paid-up forgerv insurance policy. New production 
premium plan for salesmen. 

The Premier Club convention ran on the following 


schedule: 

Tuesday afternoon, August 1—General convention an- 
nouncements by H. A. May, secretary, Todd Protectograph 
Company. Introduction of Fred H. Bloom (general sales 
agent at Rochester), president of 1921 Premier Club. In- 
troduction of Julius Mentzel (general sales agent at New 
York City), president of 1922 Premier Club. Address of 
welcome by L. M. Todd, president, Todd Protectograph 
Company, and the response by F. H. Bloom. Address by 
Louis S. Foulkes, secretary, Rochester Stamping Company. 
Presentation of new model check writers by George W. 
Lee, sales manager. Announcement of selling prices, 
prizes, etc., by Walter Todd, vice president and general 
manager. Address by Julius Mentzel, based on the an- 
nouncements made. 

Tuesday night—Dinner at Oak Hill Country Club for 


non-premier Ciub members. 
Wednesday morning, August 2—Trip through factory in 
small groups, each in charge of a conductor. Songs with 


Stanley Hawkins, Rochester’s peerless song leader. Ad- 
dress by G. F. Wagner (general sales agent at Philadel- 
phia), “The New Machines and Commissions.” Address 
by W. L. Hutchinson (general sales agent at Chicago), 
“Helping the Prospect to Buy.” Address by Rex Foster 
(general sales agent at Des Moines, Iowa), “Selling.” 


Luncheon with songs at the Protectographers’ Club dining 
hall. 

Wednesday afternoon—Address by George W. Todd, 
treasurer, “Company Costs and Profits.” Address by Ed 
ward Hunt (general sales agent at Cleveland), “Selling.” 
Address by Burgess Smith (head of Todd research lab 
oratory), “Todd Forgery-Proof Checks.” Songs with 
Stanley Hawkins. Address by E. V. Lawrence (check 
division, Todd factory), presenting new styles, offers, etc 


Address by R. V. Andrus (Chicago office), “How I Take 
Care of My Check Business.” Address by F. H. Bloom 
(general sales agent at Rochester), “Canvass in Three 


Parts on the Complete System.” Dinner, with entertain 
ment by Pat Lester, in Protectographers’ dining hall 

Thursday morning, August 3—Address by B. R. Turpin 
(Detroit office), “Selling td City Customers.” Talks on 
Routing of Checks Through the Factory, by E. V. Law- 
rence (check division, Todd factory), supplemented with 
talks by Messrs. Cooper, King, E. N. Holton and F. P. 
Reichert, of the home office. Songs with Stanley Hawkins. 
Luncheon at Protectographers’ Club dining hall. 


Thursday afternoon—Demonstration of “Muscle Forg- 
ery,” by Win Merriam (head of Todd art department). 
Address and presentation of new advertising by J. W 


Speare (head of Todd advertising department). Songs by 
Stanley Hawkins. Presentation of new “Star” adding 
machine by H. A. May (secretary Todd company). Ad 
dress on “Selling,” by Ralph Barstow of New York (for 
merly check sales manager, Todd company). 


Thursday night—Cafeteria lunch, boxing bouts and 
entertainment to all delegates and members of Protecto 
graphers’ Club. 

Friday morning, August 4—Private meeting of general 
sales agents. “Selling Bee,” between sides chosen by F. H 
Blcom and Julius Mentzel. Private meeting of Premier 


Club members. Luncheon, with songs, at Protectograph- 
ers’ Club dining hall. 

Friday afternoon—Address by Julius Mentzel (general 
agent at New York City), “Getting a Million and a Half 
Check Order.” Address by Walter Todd (vice president), 
announcing new salesmen’s production premiums and 
prizes. Address by Miles Turpin, general sales agent at 
Detroit), “Selling.” 

Friday night—Swimming party and fish dinner at 
tario Beach. 


On 
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IDENTIFICATION OF THE INDIVIDUALS NUMBERED IN THE ACCOMPANYING ILLUSTRATIONS.—1, L. M. 
Todd, President Todd Protectograph Company 2, Geo. W. Todd, Treasurer; 3, Walter L. Todd, Vice-President and Gen- 
eral Manager; 4, Harry A. May, Secretary; 5, George W. Lee, Sales Manager; 6, Jack W. Speare, Advertising Manager; 7, 
Burgess Smith, Chief of Research Laboratory: 8, Julius Mentzel (New York City District Manager), President Premier Club, 
1922; 9, Fred H Bloom (Rochester District Manager), President Premier Club, 1921; 10, Abel C. Racow (Detroit Sales Office), 
President Premier Club, 1920; 10, H. B. Midkiff (Richmond District Manager), President Premier Club, 1919. 


“T-P” Mutual Benefit Association Outing. Wilson-Jones Sales Conference. 








r Employees of the Irving-Pitt Manufacturing Company, Salesmen of the Wilson-Jones Loose Leaf Company 

Kansas City, Mo., enjoyed an outing under the auspices of gathered at Chicago July 24-26, attending the most suc- 
n the Mutual Benefit Association, an organization of com-_ cessful convention in the history of that business. In ad- 
h pany employees. Its objects are insurance and social bene- dition to the time spent on the general convention topics, 
- fits. Transportation to Fairmount Park was furnished by the remainder of the week was given over to training work 
- the company. The picnickers brought their lunches—the and conferences for the newer members of the sales or- 
Ss “trimmings,” such as ice cream, soda pop, lemonade, etc., ganization. During the convention talks on sales plans 
& were provided. Various outdoor diversions crowded the were made by R. B. Alderson, J. M. Campbell and W. C. 
T afternoon with entertainment. Snoddy, district sales managers. F. L. Severance spoke 
‘- —___—__ of new devices and improvements in the line. Advertising, 
g , , 3 sales promotion and dealer help plans were discussed b 

Pittsburgh Office Appliance Men Picnic. AR. etd aad Clacton f. Estey. 7 
d, The Office Appliance Managers’ Association of Pitts- A genuine enthusiasm was evidenced by the salesmen 
f. burgh, Penna., held a picnic on Friday, July 28, at the in attendance at the convention. 
hag Allegheny County Rifle Range grounds, outside of Pitts- July 24 dinner was served at the Oak Park Arms Hotel, 
)- burgh. The efficient picnic committee had arranged for preceding an evening convention session. The following 
h a rifle and revolver contest, a ball game, quoits and many evening the members of the selling force were dined at the 
-k other amusements. A most appetizing lunch was served. Oak Park Country Club as the guests of Frank L. Sey- 
c. The attendance included a large percentage of the mem-_ erance, vice president and general manager of the Wilson- 
ce bership. Jones Loose Leaf Company. 
il 
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ind WILSON-JONES SALES CONFERENCE AT CHICAGO.—On_ the Lawn in front of the General Offices of the Wilson-Jones 
at Loose Leaf Company. 
Back row, left to right—W. F. Flynn, L. N. Feidt, Victor Johnson, H. L. Frater, Charles L. Estey, Advertising Counsel; 

yn Frank L. Severance, Vice-President and General Manager; Frank L. Gibbs, F. J. Brading, H. C. 


Musser, Robert Forman, 


A z gifever. Middle row—W. C. Martin, W. C. Snoddy, F. L. Smith, H. W. Severance, T. W. Moore, ee T. Moore, F. 
“. Miller, } ; il, 


R B. Alderson, George Cormack, E. P. Tardy. Front row—Ben Okin, E. J. Johnson, J. M. Camp 


Edward E. 
Dougla E. ¢ Dooley, W. L. West, W. K. McClure, I. J. Meyer, A. J. O'Connell. 
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American Manufacturing Concern’s Outing. 


The annual outing of the American Manufacturing Con- 
cern was held at Midway Park, N. Y. It was preceded by 
a salesmen’s convention, attended by fifty salesmen from 
various parts of the country. 

The merry-makers traveled on Chautauqua Lake to Mid- 
way Park, in time to eat a picnic dinner. A program of 
sports was arranged for the afternoon, athletic events being 
scheduled for children, men and women. G. A. Bryant, 
who sells the “Falconer” stationery lines in the Atlantic 
coast states, won the salesmen’s walking contest. A base- 
ball game between office and factory teams was the star 
event of the day. Prize waltzing also got a great deal of 
attention. 

The entire “Falconer” organization attended, employes 
from factory and office, executives and salesmen. The 
event makes it possible to get the whole “family” together 


on the happiest basis, and establish friendships that span 
the country. 
Bradley & Scoville Outing. 
Employees of Bradley & Scoville, Inc., New Haven, 


Conn., were guests of the company at an outing held July 
15. The outing is an annual event, which is looked for- 
ward to by the entire organization. A chicken dinner was 
the prelude to an afternoon of recreation. Teams repre- 
senting the manufacturing plant, and the office and sales 


forces contested on the baseball diamond. Other events 
were a peanut hunt, twenty-five-yard dash for women, 
fifty-yard-dash for men, thirty-yard-dash for men over 


thirty years of age, candy race for women, cigar race for 
men, ball throw for women, sack race for men. 

\fter the athletes had finished, the party adjourned to 
the ball field, where watermelon was served, and the win- 
ners presented with prizes. 


Art Metal Folk Picnic 3,000 Strong. 
Traveling to the picnic grounds at Midway Park by boat, 
motor and traction lines, the employees of the Art Metal 
Construction Company, Jamestown, N. Y., held what was 
termed the largest picnic of the season. About 3,000 were 
present. The big event of the day was the baseball game, 
in which the Art Metal team beat the Chautauquas 
six to nothing. Other diversions were a fifty-yard handi- 
cap for boys from ten to fifteen years old; fifty yard handi- 
cap for girls, ten to fifteen years old, and a similar event 
for girls under ten; fifty-yard handicap for boys under 
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ten: balloon race; relay race; seventy-five yard race for 
women; seventy-five yard race for men; seventy-five yard 
sack race; feur-legged race; bull ring; hundred-yard men’s 


handicap race; hundred yard boys’ sack race; fox trot; 
tug-of-war; markmanship contest; sawdust hunt. Fishing 
engaged several. 

‘ ” : 

“G-F” Outing. 

The annual picnic of The General Fireproofing Company 

was held at Idora Park, Youngstown, Ohio, August 10. 
The day was ideal in temperature, and the sun was on the 


job all day. The morning was devoted to races and games, 
numerous novel features entertaining the grandstand. 
Lunch baskets were the star attraction at Other 
games followed until the opening of the baseball game 


noon 


Shop and office contended for sovereignty, the off win 
ning the honors. 

Dancing was the favored diversion of a throng of happy 
workers in The General Fireproofing Company organiza 
tion. 

Fulton Specialty Folk Have Outing. 

_Employees of the Fulton Specialty Company, Elizabeth, 
N. J., held an outing at Asbury Park July 25. The com 


pany closed down the plant for the day, and also pro 


vided transportation for its workers. The courtesy was 
much appreciated. 
Outing of Pliny Allen Workers. 

Pliny L. Allen, of Pliny L. Allen Company, Seattle, 
Wash., was host to his employees at a week-end party 
His summer home across the Sound was given over to the 
staff. 


Strathmore Field Day. 


The annual field day of the Strathmore Pape: m 
will be held at Riverside, near Mittineague, Mass., S ptem 
ber 9. Athletic sports and diversions and a big “feed” 
will be features of the day. 


( ymmpany 


Chair Maker Guarantees Prices. 

The Milwaukee Chair Company, Milwaukee, Wis., has 
notifed the trade that it can guarantee list prices against 
decline to November 1, 1922. The company feels, in thi 
ight of its knowledge of the lumber industry and existing 
labor conditions, that higher levels are to be expe 
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SOUTHERN DISTRICT SALES SCHOOL OF THE EGRY REGISTER COMPANY.—The 
Company Holds Sales Schools Every Sixty Days Except During the Summer Months 4 Schoo! 
for the Eastern and New England District Will be Held the Latter Part September Each 
Session of the Egry Sales School Lasts Two Weeks 
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SALESMEN OF THE HUNDRED POINT CLUB OF THE AMERICAN MULTIGRAPH SALES COMPANY AND EXECU- 


TIVES OF THE COMPANY IN AN 
Multigraph shrine. 


and white duck trousers. No. 2—One reason why 


secretary; R. G. A. Phillips, first vice-president; H. C. 
Kk. F. Koenig, treasurer. 
president, Raymond McConnell of Washington, is at Mr 
letter society for salesmen in the world. 
vou'd walk a mile for a cigarette, try this: 
upper lips before entering the contest No. 5 


? 


ment of getting 33 Hundred Pointers and their guests into 22 
Multigraph Hundred Pointers Hold Big Convention 


Men from Leading Cities Throughout the 
United States with One from Canada as Well 
Hold Successful Meeting in Cleveland. 

Whole-hearted co-operation, careful, interested planning 
and the enthusiastic spirit that characterizes the entire 
Multigraph organization made the 1922 convention of the 
Hundred Point Club of The American Multigraph Sales 
Company—the fifth since the club’s organization—finest in 
history. 

From the moment of the firstcomer’s arrival on Sunday, 
\ugust 13th, to the lastgoer’s departure on Thursday, the 
17th, both the set program and the impromptu gatherings 
carried full messages of a confidence in the coming year 
that presages new records. The forecast given by Vice- 
President W. C. Dunlap was endorsed heartily by all the 
salesmen present, some even going so far as to declare he 
failed to envision the true worth of the coming twelve 
months. 

In this year’s Club there were 33 members, as compared 
with 17 in 1918, 34 in 1919, 55 in 1920 and 12 in 1921. Of 
these 33, 15 were “repeaters,” one, B. F. Van Kannel, of 
the New York office, returning for his fifth consecutive 
onvention. The president of the Club was E. L. Nelson 
of Dallas, Tex., the first man in the organization to make 
his annual quota. Raymond McConnell of Washington 
crossed the line second, and became vice-president, while 
the secretary-treasurership went to Armin Friedman of 
Cleveland. Two members of the Club made their yearly 
quotas in less than six months. 

In connection with the annual Hundred Point Club con 
vention there is held the annual convocation of Omicrom 
Epsilon, believed to be the only Greek-letter fraternity for 
salesmen in the world. Its initiation committee gathered 


tortures 


the neophytes upon their arrival and the usual 


CLEVELAND.—Picture No. 
Vice President Dunlap, “the dynamo of the Multigraph sales organization,” 
some men 
kiddie kar race, who made the club in six months. He Says, 
Hundred Point Club of the American Multigraph Sales Company. 
Osborn, 
Directly behind Mr. Osborn is E. L. 
Nelson’s 
his left. The decorations on the nineteen men are the work of 
This committee of nine 
About an inch from 
start smoking and don't take the ‘“‘pill’’ from your mouth until the pin drops. 

5—Starting for the annval outing—Fresident Osborn’s pipe went out in the excite- 
cars 


NUAL CONVENTION AT 


succeed 
“IT figured the easiest way to do it—and did it.” 


president; W. © 
Nelson of Dallas, Tex., president of the club. The club’s vice- 
rignt, and the secretary, Armin Friedman of Cleveland, is at 
the initiation committee of Omicrom Epsilon, 
stalwarts is 
the lip end, stick a common pin through the cigarette and then 


1.—Club about the bonfire at the 
is seen at the left in straw hat 
Coon of Louisville, the leader in the 
No. 3—The 1922 
Front row, from the reader’s left in order, are S. H. Mansfield, 
Dunlap, vice-president in charge of sales, and 


Here is C. D 


the ony Greek 
o. 


headed by J. J. Ehrbar of Cleveland. 4—If 


Mustache wearers are advised to shave their 


reached for another match. 


so he 


were accorded the 18 newcomers, That it was not all fun, 
however, was proved on Monday afternoon, when with a 
most imposing ritual, these 18, with the addition ot George 
Carter, assistant foreign sales manager, as an honorary de- 
gree candidate, were given their pledges and instructions 
as brothers in OE. The fraternity now has nearly 100 
members and bears an important part in their lives. No 
manager is eligible, unless he wins his membership while 
a salesman, and the entire functioning of the fraternity is 
in the hands of the salesmen themselves, the home office 
having no voice, except from the point of suggestions. 

A fleet of taxicabs carried the delegates from their 
quarters at the Cleveland Athletic Club to the plant, two 
miles away, where every window bore a huge greeting, 
“Welcome, Hundred Pointers.” As they thronged through 
the entrance they were creeted by the officers of the com- 
pany, President H. C. Osborn, R. G. A. Phillips, first vice- 
president; W. C. Dunlap, vice-president in charge of sales; 
S. H. Mansfield, secretary, and E. F. Koenig, treasurer. 
Half an hour was devoted to the exchange of greetings 
and the registration of delegates, after which the meeting 
was called to order in a specially prepared convention room. 

President Osborn made a brief address of welcome on 
behalf of the company in which he paid tribute to the su- 
perior salesmanship of the 33 men who had made the club 
in spite of high quotas and adverse economic conditions 
during the first half of the Club year and Vice-President 
Phillips brought the men the warm, enthusiastic welcome 
of the hundreds in the plant, many of whom were “brought 
back to the factory” during the Fall contest, whose object 
was the increasing of employment for factory men. 

Vice-President Dunlap then introduced the officers of the 
club and they expressed their pleasure at “making the 
grade” and on behalf of their fellow members paid tribute 
to the company, the factory organization and the Home 
Office ] 


personnel 


(Continued on Page 94.) 
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A VIEW OF THE TYPEWRITING CONTESTS HELD AT THE 
IN CONGRESS HALL.—Insert at thetop, J. N. 


TERNOON, AUGUST 9, 
wood & Underwood, Inc. 


Pageant of Progress Contest Successful. 
Good Records Made and Remarkable Attendance Scheduled at 
Speed Contests Held at Municipal Pier. 

Wednesday, August 9, was the day on which the type- 
writer contests were held at the Pageant of Progress on 
the Municipal Pier, Chicago. Six contests in all were 
scheduled as follows: Class A, all-American champion- 
ship; Class A2, commercial accuracy contest; Class B, 
American school novice contest; Class D, Illinois high 
school contest; Class E, American parochial novice con- 
test; Class F, Chicago parochial novice contest. 

Besides the cups offered, of which there were half a 
dozen, there were other important prizes given to the win- 
ners of the respective contests. The cups went to the 
school or organization to which the winner belonged, to 
be held in trust until the next contest. 

The series of contests brought out a surprising number 
of entries and proved beyond doubt that the public is 
keenly interested in these tests of speed and accuracy. 
There were 257 entries, but owing to the fact that the 
contest was held in August and many people were away 
on vacation or for other reason were unable to come, 131 
operators actually participated. This number was the 
largést ever taking part in a typewriting contest. As evi- 
dence of the fact that the public is interested, the entire 
seating capacity of Congress Hall on the Municipal Pier 
which affords room for two thousand people, was taken 
throughout the afternoon of the contest and many people 
were standing wherever the police and fire department 
would permit. The contests were held under the auspices 
of the Pageant of Progress Exposition and were carried 
out under the direct personal supervision of J. N. Kimball, 
manager of contests. 

The all-American championship contest was for thirty 
minutes’ continuous writing from unfamiliar printed copy. 
Some excellent records were made in this as well as in the 
other contests. Twenty operators participated in this con- 
test. The names of the first eight with their respective 
machines and records are as follows: 


Pen- Net Per 

Machine. Name Gross. Errors. alty. W ords. Min. 
Underwood—George L. Hossfeld.3,922 15 150 3,772 12 
Underwood—Bessie Friedman. .3,971 23 230 3,741 125 
Remington—Hortense Stollnitz.3,932 21 210 3,722 124 
Underwood—William F. Oswald.3,708 1 10 3,696 123 
Underwood—Albert Tangora ...3,980 30 300 3,680 123 
Underwood—Barney Stapert + aes 22 220 3,597 120 
Remington—Marion C. Waner..3,974 41 410 3,564 119 
Remington—PElsie Keller .......: 3,905 43 430 3,475 116 


It is interesting to note how important a part accuracy 
plays in the winning of typewriting contests. Mr. Hoss- 


teld, who won the International professional contest at the 
business show in New York last fall, made a gross score 
present contest ol 


in the 3,922 words with only fifteen 





WEDNESDAY AF- 
Under- 


PAGEANT OF PROGRESS ON 
Kimball, manager of contests.—Photo by 


however, in the lead over all other 
greatest number of 
who scored 3,980 


errors, leaving him, 
contestants in his net score. The 
words written was by Albert Tangora, 


words, but made thirty errors. Bessie Friedman, who 
wrote 3,971 words, made twenty-three errors, and Hor- 
tense Stollnitz, who wrote 3,932—ten more than the gross 
number of the champion—made twenty-one errors. Miss 
Friedman, Miss Stollnitz and Albert Tangora are profes- 


sionals. 

A remarkable record was made by Miss Marion C. 
Waner, who wrote next to the highest number of gross 
words written. Her record was 3,974. Miss Waner, it 
will be recalled, won the amateur championship at the bus- 
iness show last fall in New York City and is one of the 
comparative newcomers among the leading speed typists 
of the world. 

William F. Oswald, who, 
been for some time a professional, 
tion of committing only one error in writing 
It was Mr. Oswald who won the commercial accuracy 
contest with a net record of 123 words per minute. In this 
contest, operators were permitted to erase mistakes and 
rewrite. It is said that Mr. Oswald did not erase more 
than four or five errors, overlooking one error in the 
process. This contest also was of thirty minutes’ duration. 
The winner of the second place in the commercial ac- 
curacy contest was Ruth Lewis, who made a record of 
101 net words. 

The various school contests were of fifteen 
duration. John Birmingham of the LaSalle high 
Waltham, Mass., won the American school novice 
with a record of 89 words per minute net. Young 


although a young man, has 
achieved the distinc- 
3,708 words 


minutes’ 
school, 
contest 
Bir- 


mingham, by the way, is about fourteen years old 
The winner of the Illinois school novice contest was 
Lillian Egerton of the Gregg School, Chicago, 73 words 


The Illinois high school contest was won 


per minute net. 
May- 


by Rose Imburgia of Proviso Township high school, 
wood, with a net record of 90 words per minute. 

John Birmingham also won the American parochial 
school novice contest with a record of 89 words per min- 
ute, while the Chicago parochial novice school contest was 
won by Catherine Brauch of St. Philomena’s, Chicago, 
with a record of 54 words net per minute. 

The prizes awarded were as follows: 

Piano valued at $500, donated by the Osborn Manu- 
facturing Company, was won by George L. Hossfeld as 
winner of the All-America Contest. William F. Oswald, 
winner of the Commercial Accuracy Contest, took the $139 
washing machine donated by the Delight Utilities Com- 
pany. He also won the $25 set of perfume offered by 
the American Perfumeries Company as fourth prize in the 
All-America Contest. The $75 scholarship donated by the 
Gregg school was taken by Miss Ruth Lewis, second in 
the Commercial Accuracy Contest. Bessie Friedman, who 
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HE dealer who caters 

to the demands of an 
exacting trade, those in 
the“know, iscareful in se- 
lecting the best in all lines. 
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There are few lines which 
require such discrimination as the 
selection of the nght brands of 


Typewriter Ribbons 
and Carbon Papers 


We make a “‘right’”” line. Our popular brands are known 
everywhere and command the right prices. 








Our advertising conveys the exact truth, as we want your 
: confidence and can get it in no better way. 


We try to excel in all we produce 
We meet every condition 
We fill every requirement 


Mittag & Volger, Inc. 


Principal Office and Factory 


Park Ridge, N. J.. U.S.A. 


BRANCHES: 
NEW YORK LOS ANGELES 
261 Broadway 305 Tajo Building 
CLEVELAND LONDON 
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mul 





MINNEAPOLIS 
711 McKnight Bldg. 


CHICAGO 


BOSTON 
160 Congress St. 





am 
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295 W. Monroe St. 
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SAN FRANCISCO 
35 Montgomery St. 
ST. LOUIS 
Merchants Laclede 
Building 
KANSAS CITY 
430 Lee Building 


AGENCIES ALL OVER THE WORLD 
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Other 
for Coronatypers Awaiting Service on Their Machines; Center, 
Looking Toward the Rear of the Store—Writing Appliances Are 
writers; Right, Window Display the Week That Corona Made 
Building, La Salle Street, Continues to Do Business at the Old 


made second place in the All-America Contest, won the 
$53.50 vacuum cleaner donated by the Eureka Vacuum 
Cleaner Company. Miss Hortense Stollnitz, who held third 
place in the All-America Contest, won the $25 electric 
lamp donated by the Rehyburger Manufacturing Com- 
pany. A fancy sweater valued at $25 was awarded to 
Miss Olga Elkouri, who made third place in the Com- 


mercial Accuracy Contest. The twenty-five Gennett 
phonographic records offered by the Starr Piano Com- 
pany were won by Albert Tangora, who made fifth 
place in the All-America Contest. 

In addition to the foregoing eighteen medals were 


awarded, six each of gold, silver and bronze respectively. 


In the American School Novice Contest the gold medal 
went to the winner, John Birmingham; silver to second, 
Ida Hillcoff and bronze to third, Kenneth Willard. Six 
medals were awarded in the Illinois School Novice Con- 
test, one of each. class to those receiving first, second and 
third among business schools, and those holding first, 
second and third place among high schools. Lillian Eger- 
ton, Florence Gorden and Edna Gibson won the medals 
in the business school novice class, and Mary Hill, Anna 











PROPOSED “Y AND E” FACTORIES AT ROCHESTER, N. 


TWO SEPARATE PLANTS ARE COMPLETED.—From 
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CORKONA’S NEW HOME IN CHICAGO.—The Store Opened in August at 76 East Randolph Street. It Is in Keeping with the 
High Class Establishments Which Characterize This Bu siness District of Chicago. i 


Architect's 











At Left, the Luxurious Waiting Room 
Top, The Imposing Store Front; Center, Bottom, The Interior 


Displayed in the Show Cases, and the Wall Cases Contain Type- 


Its Debut on Randolph Street. The Corona Store in the Otis 


Stand. 


Homolka and Helen Zigmont took the medals in the high 
school novice class. In the Illinois High School Contest 
Rose Imburgia, Agnes Zeibell and Ruth Wildman took 
the gold, silver and bronze medals in the order named 
In the America Parochial Novice Contest the medals 
went to John Birmingham, Catherine Brauch and Eliza 
beth Olsen, and in the Chicago Parochial Novice Contest 


the Misses Catherine Brauch, Elizabeth Olsen and Mil 
dred Rezek took first, second and third respectively. 

The silver trophy cups were distributed among the 
schools as a result of the contests. Following are the 


trophies, the names of donors and the winning schools 
Illinois Novice Trophy donated by the Annual Business 
Show Company, won by the Gregg school; Illincis High 
School Trophy, donated by Congressman M. A. Michael 
son, won by the Proviso Township High School; 
American Novice Trophy, donated by Charles 
H. Luck, won by LaSalle High School, Waltham, Mass.: 


American Parochial Schools Trophy, donated by Hon. 
Patrick }. Carr, treasurer, Cook county, Illinois, won by 
LaSalle High School, Waltham, Mass.; Chicago Paro 
chial Schools Trophy, donated by Hon. P. J. Carr, won 


St. Philomena’s of Chicago, III 
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Manifold Supplies Company 


















































PANAMA 


Carbon Papers and Typewriter Ribbons 


‘The Line that can’t be matched’’ 


We offer dealers a line which has 
both quality and individuality, va- 
riety enough for every requirement 
and manufactured with the greatest 


care. 
188 Third Avenue 
BROOKLYN (station L 2) N. ¥., 3. Se 
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Improved Self-S tarting 


REMINGTON 


The Machine with the 
“Natural Touch” 


ATURAL TOUCH” means more than merely a light 
touch. It means that the touch conforms so per- 
fectly to the natural muscular movements of the human 
hand that typing becomes automatic and almost uncon- 
scious. 





“Natural Touch” is a mechanical triumph —hailed 
as such by typists everywhere. 


Why? Because it helps them do more work without 
fatigue; better work without conscious effort. 


REMINGTON TYPEWRITER COMPANY 


(Incorporated) 
Remington Building 
374 BROADWAY NEW YORK, N. Y. 








September, 1922. OFFICE APPLIANCES 


Exhibitors at Pageant of Progress. 

The office equipment and stationery fields had a fair 
representation at the Chicago Pageant of Progress. The 
results were disappointing to some of the exhibitors. A 
street car and elevated railroad strike took place during the 
pageant, limiting the attendance. The railroad strike was 
also a factor, deterring many from out of town, who 
feared their inability to get home. Because of these condi- 
tions, the pageant was extended to Aug. 20. The previ- 
ous week had seen the end of the strike, and street car 
and elevated railroad service was resumed. 

The exhibitors at the Pageant of Progress were grouped 
at the West end of the South pier, with the exception of 
the Remington Typewriter Company. That interest was 
domiciled on the North pier. 

Addressograph Company.—Complete exhibit of addresso- 
graphs and graphotypes, in charge of C. D. Worthington. 

American Speed-O-Feeder, Cleveland, Ohio.—Demonstra- 
tion of machine for feeding envelopes into typewriter 
platens. The machine was shown mounted on Underwood, 
Remington, Royal and L. C. Smith & Bros. Typewriter 
Company typewriters. 

The Dalton Adding Machine Company, Cincinnati, Ohio. 
—J. B. Moody had charge of this exhibit, which included 
the “Super Model” Dalton machine, and the new “Cash 
Register’ model. 

Hush-A-Phone Company, New York, N. Y.—The Hush- 
A-Phone was shown mounted on telephone receivers. A. F. 
Waltzinger had charge. 

International Sign & Ink Company, Chicago, I1l.—Dis- 
play of lettering pens and inks, in charge of F. Kempel. 

S. Karpen & Bros., Chicago, Ill—This exhibit was lim- 
ited to household furniture. 

Kritikson Bros., Chicago, Ill—An exhibit of Kritikson 
fountain pens, including the check protector model. 

The Noiseless Typewriter Company, New York, N. Y.— 
J. S. Mineau, Chicago manager, was in charge. The stand- 
ard correspondence typewriter was shown, and also the 
new portable. 

Parker Pen Company, Janesville, Wis.—This booth 
showed Parker products, and demonstrated their working 
qualities. An automatic device dipped a pen into ink, filled 
it, removed the pen from the fluid and ejected the contents. 
The mechanical pencil was shown going through its cycle 
of operation in presenting the lead and retracting it. D. C. 
Sibley was in charge. 

Printasign Company, Chicago, Ill—The company’s sign 
printing machine was demonstrated by J. F. Horn. 

Realite Pencil Company, Chicago, Ill.—A full display of 
Realite pencils, directed by M. Kaufmann. 

Remington Typewriter Company, New York, N. Y. 
Standard correspondence machines, billing machines and 
the portable typewriter were on view. W. S. Kennedy, the 
Chicago manager, had the direction of the exhibit. 

The Rotospeed Company, Dayton, Ohio.—The Roto- 
speed stencil duplicator was shown under the direction of 
A. F. Waltzinger, the Chicago manager. He was near the 
colorotogravure press of the Chicago Tribune, and offered 
to turn out samples for the foreman in case the big color 
press broke down. 

Shipman-Ward Manufacturing Company, Chicago, I1l.— 
Jas. P. Ward, Jr., had charge of the exhibit, which showed 
rebuilt typewriters, “Lightning” coin changes, office furni- 
ture and office supplies. 

Standard Envelope Sealer Company, Everett, Mass.— 
L. J. Marchand, sales director, showed the different ma- 
chines made by the company. 

Underwood Typewriter Company, New York, N. Y— 
Standard correspondence machines, billers and portables 
were shown. George W. McClellan, Chicago manager, di- 
rected the operations. 

Victor Adding Machine Company, Chicago, Ill—The 
Victor adding machine was demonstrated by S. J. Atter- 
bury. , : 

Many of the exhibitors at the Pageant of Progress re- 
ported good results. Inquiries came from visitors hailing 
from all parts of the United States. 


Typewriter Exhibits at Barcelona Fair. 


The typewriter field was well represented at the Bar- 
celona Sample Fair. This is the first year that the fair 
was international in character. American typewriters, both 
standard and portable, were on exhibit. The German 
“Continental” was displayed, and also the “Rofa” portable. 
Spanish-made office furniture was exhibited. Several Ger- 
man fountain pens of low price were represented. The 
British “Swan” pen also had an exhibit. 
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Good office furniture is more than a hap- 
hazard structure of glue, wood and metal. 
It is an expression of art in the selection, 
manipulation and designing of beautiful 
woods, whose artistic beauty is enhanced 
by the touch of the Conrades trained 
woodwork artisans. Thus a piece of 
furniture trademarked Conrades is in- 
stantly associated with furniture of the 
highest order. 


The Conrades catalog illustrates 


and describes all Conrades models. 


CONRADES MFG. CO. 


Makers of “BETTER BUILT” Chairs 
Second and Tyler Sts. ST. LOUIS, MO. 
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DESKS 


For every office use 





No. 1067 Flat Top Desk 


‘We are enthusiastically pleased 





with the desks from the car we 
have just unloaded. 

‘The prices are not only sur- 
prisingly better than what we 
have been seeing, but the qual- 
ity 1s even better than anything 
you have ever shipped us before. 

“The desks are beautifully 
made and you have packed them 
so well that they have come thru 
in splendid shape.” 


(Received in regular course of 
correspondence. Name on request) 


It Pays To Be An Imperial Dealer 


Expressions like the above 
ire frequently received by us. 
They tell you more vividly than 
anything we can say why more 
and more dealers are con- 
stantly turning to the Imperial 
Line. 

There are four grades and 
yne hundred styles—each de- 
signed for convenience, finished 
to please the eye, constructed 
o last a lifetime and priced for 
juick turnover. 


Send for New Reduced Price List No. 2/-B 





No. 100614 Table 





Forty more tables to choose from 


Imperial Desk Company 


Fvuansville - Indiana 
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Cruise to International Chamber Meeting. 

A number of reservations have already been made for 
the cruise to Rome next year, arranged for the Americar 
delegates and visitors to the second general meeting of 
the International Chamber of Commerce. The America: 
delegation sails from New York, February 10, 1923, o1 
the Cunard S. S. Caronia. After landing at Southampton 
the delegates will traverse central Europe, reaching Rom« 
in time for the International Chamber meeting March 18 
24. At the conclusion of the chamber sessions the dek 
gates will journey to ports on the Mediterranean, and 
Black seas. A trip inland through the Holy Land will 
be followed by stops in Egypt. The return from Egypt 
will be via Naples, Monaco, Algiers and Gibraltar. Thi 
shore excursions and overland tours are under the manag« 
ment of the travel department of the American Express 
Company. 

A folder, with map and illustrations of interesting points 
on this tour, has been issued by the International Cham 
ber of Commerce, Mills building, Washington, D. C. 





SOME TYPEWRITER MEN AND OTHERS SNAPPED AT 
CHICAGO’S PAGEANT OF PROGRESS DURING THE TYPE 
WRITING CONTESTS ON AUGUST 9.—Left to right, H. L 
Bridges; W. D. M. Simmons, Advertising Manager, Unde 
wood Typewriter Company; J. D. Tarcher of the H. C 
Michaels Company, New York; Arthur W. Eaton, Underwood 
Manager, Denver; J. A. McCormack, Underwood Manager, St 
Lovis; Evan Johnson, Office Appliances, Chicago; George W 
McClellan, Underwood Manager, Chicago; Officer Peter F 
Afeld. 
—————————————————lEI>l_—EIL____aanaanana=_—————— 


Taking the World’s Industrial Pulse. 

H. Walton Heegstra, head of H. Walton Heegstra, Inc 
Chicago, advertising agents and industrial counselors, left 
about August 1 for a trip around the world, during whicl 
he will pursue general investigations on the present and 
potential markets for American made products; present 
and potential American market for the raw and manufac 
tured products of other countries, and discover such facts 
as may be possible regarding the character and volume of 
foreign products that are now or may later come in com 
petition with American producers. He will also investigat: 
marketing conditions generally abroad and bring home 
with him as thorough a collection of data, facts and con 
clusions as possible. 

The projected trip of Mr. Heegstra includes the pri 
cipal cities in the following countries: Hawaiian Islands 
New Zealand, Australia, Java, Sumatra, Philippine Islands 
French Indo-China, Siam, Japan, Korea, China, India 
Ceylon, Burma, Russia, Union of South Africa, Egypt 
Africa, Persia, Greece, Bulgaria, Turkey, Spain, Portuga 
France, Italy, Hungary, Czecho-Slovakia, Roumania, Jugo 
Slavia, Austria, Switzerland, Poland, Germany, Belgiun 
Holland, England, Scotland, Ireland, Denmark, Swede 
Norway, Argentina, Paraguay, Venezuela, Colombia 
Uraguay, Brazil, Chile, Ecuador, Peru, Bolivia, Panama 
Costa Rica, Salvador, Nicaragua, Guatamala and Mexico 

To cover the foregoing itinerary, Mr. Heegstra will 
obliged to be away for a considerable time, but the work 
of his office will be continued and the results of his is 
vestigations will be available to clients as his conclusions 
are formulated from time to time during his trip 

Montevideo Dealers Move. 
E. Biglino & Company, Montevideo, Uruguay, move 


August l to Calle 25 de Agosto, 327. he company repre 


sents the National typewriter, National cash register, an 
deals in office supplies 
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GIVING WINGS TO WORDS 


Born on the swift keys of the Underwood Portable, words 
are winged. Fleet and free, they give speed to expression, 
clarity to thought, fluency to writing and ease to reading. 


The Portable is obtainable at Underwood offices in all principal citi direct from the Underwoo 
ipal cilies, or direct fr d Typewriter Co., Inc., Underwood Bldg., N. Y 
IT WEIGHS 62 LBS. UNCASED. PRICE $50 IN THE U.S.A. SEND FOR DESCRIPTIVE BOOKLET 





UNDERWOOD PORTABLE 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Association of Stationers and Manufacturers from Month to Month 








OFFICERS: 
President, J. OGDEN PIERSON, New Orleans, La.; First Vice-President, EBERHARD FABER, New York, N. Y.; Second Vice-President, G. L. 
Third Vice-Presiden 


DAVIS, Boston, i L. MIT! 


6 "teers WHITE, Buffalo, E 
. BYERS, 41 Park Row, New York, N. Y.; Assistant General 
GREENLEAF 


t, CHARLES CHELL, 
N. Y.; FLETCHER B. GIBBS, a ca 403-405 Conway Building, Chicago, Ill.; Secretary, MORTIMER 
anager, W. D. 


Topeka, Kans.; Treasurer, A. H. CHILDS, Chicago, Ill.; Auditor 


PITTMAN, Conway Building, Chicago; Field Secretary, W.H. 


, Conway Building, Chicago, Ill.; CHARLES L. ESTEY, Advertising Counsel. 


DIRECTORS—STATIONERS 
Edwin H. Sell, Columbus, Ohio Frank J. Merrill, Boston, Mass. 
J. Edward Richardson, Baltimore, | Eugene H. Tower, New York, N.Y 
ues. Adrian Pembroke, Salt Lake City 
den. P Siteaen, Banga, Pe. Utah 
Edgar H. Barber, Oakland. Calif. | A. J. Walker, Minneapolis, Minn. 
Clerk Field, Tulsa, Okla. | Chas. G. Stott, Washington, D. C. 





DIRECTORS—MANUFACTURERS 
Frank B. Towne. Holyoke, Mass. Ernest Dalton, Philadelphia. 
enna. 


James Logan, Worcester. Mass. 


Howard E. Betelle, Philadelphia, Francis J. Yawman. Rochester, N.Y 
enna. 


Charles S. Cooke, New York, N. ¥ 
L. A. Hawkes, Camden, N. J. 
Frank L. Severance. Chicago. Ili 


Andrew L. Weis, Monroe, Mich. 
Richard B. Carter, Boston, Mass. 


Place and Time of Next Meeting—Atlantic City, N. J., October 9-12, 1922. 


SECRETARY'S OFFICE—4! Park Row, New York. 


Advertising Exhibit at Stationers’ Convention. 

Both dealers and manufacturers have been invited to 
participate in an advertising exhibit to be held in connec- 
tion with the October convention of the National Associa- 
tion of Stationers and Manufacturers at Atlantic City. 
From the samples submitted it is planned to make up a 
series of displays showing the character of advertising 
done by progressive dealers and manufacturers. The 
aim has been to secure original and effective advertising 
matter that has been instrumental in developing sales. The 
samples selected will appear on a series of display boards 
arranged in a convenient classification. 


First Loose Leaf Bulletin Issued. 


No. 6 of the bulletin series issued by the National Asso- 
ciation of Stationers and Manufacturers is the first of a 
series devoted to loose leaf. It takes up the origin and 
history of loose leaf devices, the early beginnings, sketches 
the general subject, indicates the stationer’s part in the 
development of loose leaf, points out the need of good 
craftsmanship, and shows the universal service afforded 
by loose leaf systems. 

The historical account is of especial interest to the man 
who has not experienced any of the radical improvements 
which are embodied in the loose leaf devices he sells. 
The predecessor of the modern ring binder is credited 
to the Arabs, who used sheets of thin ivory instead of 
paper, and wrote with a hot metal stylus. A patent on a 
post binder was granted in 1843. The art developed slowly, 
and it was not until the early "Nineties that a triangular 
post binder was invented. About the time of the Chicago 
world’s fair in 1893 came round-back loose leaf binders 
with compression. 

The field of loose leaf binders was originally limited to 
filing order blanks and shipping receipts. This field quick- 
ly expanded, and the scope of the system was enlarged to 
take in practically every type of notes and records. 


Second Loose Leaf Bulletin. 


The association is about to issue the second bulletin on 
the subject of loose leaf devices. These bulletins are 
awakening much interest. 


Membership Campaign Being Pushed. 

General headquarters of the National Association of Sta- 
tioners and Manufacturers is urging on members the im- 
portance of signing up a large number of new members be- 
fore the annual convention at Atlantic City. The value 
of personal solicitation is fully appreciated by the officers 
of the association. Attention is directed to the prizes of- 
fered for the largest number of new members signed up 
by individuals in the period between December 1, 1921, to 
September 30, 1922. Two of the leading members have 
given incentive to the campaign by providing prizes, which 
will be awarded as follows: First prize, fine leather golf 


bag; second, leather traveling bag; third, full-size walrus 
brief case; fourth prize, sterling silver cigarette case; fifth, 
traveler’s toilet case. 


GENERAL OFFICE and INFORMATION BUREAU—403-405 Conway Building, Chicago 
W. D. PITTMAN, Assistant General Manager. 


Some Vacation Notes from Headquarters. 

Fletcher B. Gibbs, general manager of the National 
Association, has just returned from a two-weeks’ vacation 
at Ephraim, Wisconsin, feeling much refreshed after the 
outing. He will explain later why he did not send fish 
to all his friends. 

> = & 

For the first time in seven years Assistant General Man- 
ager W. D. Pittman is going to take a vacation. He is at 
the moment of going to press on the first lap of a fort- 
night’s sojourn at Fish Creek, which is somewhere in 
Wisconsin. His friends wish him luck. 

* * ok 


W. H. Greenleaf is spending a month in the East. The 
trip would be a vacation were it not for the fact that its 
purpose is principally association business, which will keep 
Mr. Greenleaf on the job about every day. He will visit 
Boston, New Haven and points in Maine, and perhaps will 
include other places in New England. He will visit retail 
trom 


stationers and obtain some first-hand information 
members of the trade concerning their attitude toward 
association work, endeavoring to bring about increased 


interest and to enlist new members. 


Mr. Pierson Returns Home. 

J. Ogden Pierson, president of the National Association, 
who spent a few days at association headquarters in Chi- 
cago early last month in conference with General Man- 
ager Gibbs concerning the program for the coming con- 
vention at Atlantic City, has returned to his home in New 
Orleans. 

Work on the convention program is being pushed rapid- 
ly and it is expected that it will be completed and ready 
for announcement by the middle of this month. 





Nation-Wide Drive on School Goods. 

The August number of “The National Association News” 
presented on page 14 of its August number a request to 
members to feature school goods during the week be- 
ginning Monday, August 28. 


Hoover to Support Standard Price Legislation. 

The August issue of “The National Association News” 
says: “Under date of July 20 The American Fair Trade 
League of New York wrote an interesting letter to our 
secretary and counsel, Mr. Mortimer W. Byers, of New 
York City, and among other things said: 

“*Tt will please you to know that, in a recent conference 
with Representative Clyde Kelly, Hon. Joseph E. Davies 
and myself, the Secretary of Commerce, Hon. Herbert 
Hoover, pledged his support and energetic effort to the 
enactment of standard price legislation. Mr. Hoover recog- 
nizes the economic necessity of restoring to manufacturers 
of trade-marked or branded products, rights of which they 
have been deprived by successive court decisions.’ 

“Our members will be pleased to know that Secretary 
Hoover has pledged his support and energetic effort to 
legislation having to do with this important matter.” 
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eo cause it saves time and money—and offers efficient help in the realization 
of great purposes—it deserves your consideration today. Our booklet 
News” “T-9” sent on request. A. B. Dick Company, Chicago—and New York. 
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Organization and Management of Advertising. 


The Consultant and the Case System—Selected From an Ad- 
lress Delivered by James S. Martin of the Reminato 
Typewriter Company, Inc., Before the Ninth 


{nnual Foreign Trade Convention 


to reduce selling costs to a minimum is the outstand- 

ing problem. Advertising focussed directly on selling 
‘osts is a promising solution of foreign trade problems. 
We Americans spent half a century on the invention of 
machinery and the paring of the production costs. 

We have got quantity production, for which American 
business is famous, upon a basis of efficiency. If prices 
ire to be brought back to normal without unwarrantable 
cuts in wages, economies must be effected in selling. This 
must be done, if we mean to win out in the strong compe- 
tition which we encounter in foreign trade. I have no 
thought of cuts in the salaries and commissions of indi- 
vidual salesmen and sales managers—only the paramount 
thought of more intensive and less expensive selling cam- 
paigns. This can be accomplished by the proper use of ad 
vertising. We now know how to make advertising sound 
and effective and the national economy of selling expense 
specifically where it has cost, let us say, $25 to sell an office 


Ss‘ LING is the big job ahead of us in business. How 





JAMES S. MARTIN. 


appliance by means of personal salesmanship, we can now 
take ten of that twenty-five and spend it in carefully 
planned advertising. Then, another ten out of the twenty- 
five spent on the personal sales end and five dollars is 
saved outright. 

It was given to exaggeration, and then to extravagance— 
but now we know how to make it sound and effective, how 
to make it an actual economy of selling expense. 

_ This saving is effected in the following manner: Care- 
fully planned and well-aimed introductory advertising min- 
imizes the necessity of canvass calls; by means of such ad- 
vertising the uses and advantages of the goods are already 
known to the prospect—the goods are already partly sold 
to the prospect; the preliminary advertising has given ev- 
idence of the quality of the goods and the reliable policy 
of the House, thus removing doubts from the prospect's 
mind, giving assurance of future service, and minimizing 
sales resistance; finally, the salesman whose goods have 
een properly advertised can make briefer sales-talks and 
nore sales calls, his sales-talks by virtue of the advertising 
carry double weight, and more calls on live prospects who 
lave been enlightened by intelligent advertising, inevitably, 
»y the very law of averages, mean more sales. This is a 
efinite, matter-of-fact statement of what will be demanded 
\dvertising henceforth. 


ak 


] 
i 
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Che simplest way to state the whole problem of foreign 
advertising briefly, will be to outline the organization and 
management of it by a large manufacturer who sells his 
goods throughout the world. For the benefit of the small 
exporter, I shall suggest carefully how the subdivisions in 
this complete outline can be conveniently combined—none 
of them should be entirely overlooked. 

A manufacturing corporation which exports to the whol 

(Continued on Page 180.) 


OFFICE APPLIANCES 























Go to Goes for 


The Goes Steel-Engraved 
Certificate Blanks, Bordered Blanks 
and Bond Blanks 


An entirely new and original assortment of 
Steel-Engraved Blanks 


produced upon Crane’s Bond paper; so de- 
signed and arranged that they can easily be 
overprinted either from type or by the litho- 
graphic process, ana thus present an unusu- 
ally high-grade, refined, handsome appearance. 
The Goes Steel-Engraved Blanks will be constantly car- 
ried in stock in quantities that will insure the usual Goes 
service for all your requirements. 

A written request for samples and further information 
will bring a prompt reply. 


Goes Lithographing (Company 


49 West 6rst Street, Chicago 





65 




































OFFICE 





- a 


EBUILT 
TYPEWRITERS 

















It is an accepted fact among dealers 
that there is no better rebuilt typewriter 
than that produced by the A. W. M. Co. 
No matter what your requirements, 
Super Grade—Rebuilt—Rental—Rough 
—let us quote you prices. Ask for 


list 0-72. 


RUBBER COVERS 


When you put a rubber cover on a type- 
writer going to your customer make 
that rubber cover pay for itself and 
bring you more business. Send us a 
post card and we will tell you how! 


TRANSFERS 


Do you have trouble in your repair shop 
getting the transfers to go on as they 
should? If so, try a can of our “Invin- 
cible” Transfer Sizing, follow direc- 
tions and turn out work that looks like 
new. We have a varnish or enamel for 
every typewriter need. Let us send you 
the list and tell you about them. 




















American Writing 


Machine Co. 


Executive Office and Factory 
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Tops Commerce Chamber Membership Drive. 

Recently the Chamber of Commerce of Oakland, Calif., 
started a drive for more members—a greater Chamber of 
Commerce, in fact. A score of teams were appointed, each 
consisting of five men and a captain. One of these teams, 
captained by Waldo T. Tupper, president of the Business 
Exposition Company, scored the highest record, getting 
twenty-two members in one day and enrolling for the drive 
20 per cent of all the new members secured, thus easily 
leading the field. ; 








HEAD OF OAKLAND CHAMBER OF COM- 
MERCE CONGRATULATES LEADING TEAM 
CAPTAIN.—Joseph H. King, president of the 
Oakland Chamber of Commerce, at the left, con- 
gratulating Waldo T. Tupper, president of the 
Business Exposition Company over the fact that 
Mr. Tupper’s team lead all others in a success- 
ful membership drive for the Chamber of Com- 
merce of the California city. 


Mr. Tupper and other members of the staff of the Busi- 
ness Exposition Company are putting on at Oakland the 
International Health and Safety Exposition which will be 
held this fall under the auspices of the Oakland Chamber 
of Commerce, the president of which is Joseph H. King, 
head of the group of men who have just added largely to 
the financial resources of the Marchant Calculating Ma- 
chine Company of Oakland. 

Active in Typewriter Contests. 

Among those who labored with consistent industry to 
make the typewriter contests at the Pageant of 
a success was Clarence D. Bills of the Underwood Type- 
writer Company. Mr. Bills attended to much of the pre- 


Progress 











MR. AND MRS. C. D. BILLS. 


liminary work in Chicago, and kept on the job night and 
day until the contests were over and all the results tabu 
lated. He was diplomat, organizer and publicity expert all 
in one, besides acting as assistant to the superintendent of 
contests and ex-officio chief clerk. In this work he was 
ably seconded by his wife. 

We take pleasure in presenting herewith a snapshot of 
Mr. and Mrs. Bills. 
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What Comes After 
You Buy the Goods...? 


Chapter IX 
Star Brand Ribbons are custom built for each 


machine. There are inkings to suit the differences in the touch of operators, the 
special mechanism of different machines, and the ideas of each typist as to just 
the appearance and beauty of writing she prefers. Suit your customers easier, and 
make them satisfied by selling them Star Brand — the standard for thirty years, 


Write for “Inked Ribbon Information Book,’’ which tells all about widths of 
ribbons and contains interesting information about the manufacture and uses 
of typewriter ribbons. 


It is economy to stock a line of carbon paper and 
typewriter ribbons that cover every requirement of 
typewriter users under one brand name. 


A Star Brand Ribbon 
for Every Need 





A Kind of MultiKopy 
for Every Purpose 


We started with one grade of MultiKopy. As fast 
as new uses for carbon paper arose and improvements 
were made in machines, Webster laboratories were the 
first to create special grades. MultiKopy is the only 
brand of carbon paper that fits every purpose. It is 
not necessary to carry all kinds of stock. No.5 Light 
Weight for strong manifolding and several copies at 
one writing; Number 25 for general office work; and 
Number 95 for longest wear—covering ordinary needs. 
For the customer who has a special requirement, tell 
us the name of his machine, the number of copies 
required, and send samples of second sheets. We will 
prescribe the proper kind to be furnished. 


Hitch up to the Webster Definite Selling Plan and 
Make Satisfied Customers. 





F. S. WEBSTER COMPANY 


338 CONGRESS STREET, BOSTON, MASS. 


New York Chicago San Francisco Philadelphia Pittsburgh 
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ACCO FASTENERS 

















Acco Fastener Binding Few Sheets 


are efficiently and inexpensively binding 
papers of all kinds in millions of offices and 
homes thruout the World. 


ACCO FOLDERS 


protect the Acco bound 
papers during active use 
by simply attaching to 

Acco binding — they are 
sease=—"" fi easily removed when Acco 
Soaiicsese % bound papers are no longer 
active and can be used over 
and over again—while the 
Acco bound inactive pa- 
pers are filed away with- 
out the cover, thus saving not only folders but filing cab- 
inets, floor space and clerk’s time. 


Acco Fastener Binding Many Sheets 
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Protect yourself against loss, misplacement or mutilat- 
ing of papers, and at the same time reduce your filing cost to 
a minimum. 


Acco Products cost nothing because they save you many 
times their costs in saving of filing and executive waiting 
time, filing cabinets and the space they occupy. 


Samples and descriptive literature sent upon request. 


Mes 
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THE AMERICANCICLIP COMPANY 


Beebe Ave. and William. St. LIC NEW YORK,NY. 
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Thorp & Martin Men Win Substantial Rewards. 

The Thorp & Martin Company of Boston, Mass., takes 
pardonable pride in the fact that August has seen five of 
its staff publicly rewarded for mental alertness resulting 
in sound achievement. 

The most striking instance is that of Edward J. Mul- 
cahey, estimator in the printing department, who engaged 
for amusement and instruction in a contest conducted by a 
local newspaper and won first prize in a field of over 36,000 
competitors, receiving a check for $1,000 as a reward for 
his work. 

Hervert M. Blizard of the city sales force was given 
$5.00 for a sales suggestion by White & Wyckoff, paper 
manufacturers of Holyoke, Mass. 

Norman T. Miller, head salesman in the machine book- 
keeping department, undertook the arrangement of a store 
display of Carter’s ink, and was one of those suitably re- 
warded for his performance. 

Louis Palmeiri, head window dresser, received a $12 
Eversharp pencil as a reward for conspicuous merit in 
trimming one of the Thorp & Martin windows with pro- 
pelling pencils. 

Allen Randall, wholesale manager, won two awards. One 
was a sum of money to be used for a vacation trip from 
the Tolman Print, Inc., of Brockton, Mass., for a name and 
suggested method of sale for a new stationery novelty. 
The other was for a story of a whimsical incident, sub- 
mitted to the Boston Post, a local newspaper. 

Mental alertness on the part of its staff is prized by the 
house, whose management has enjoyed seeing its men rec- 
ognized by these awards. 














SOME OF THE SPEED EXPERTS WHO PARTICIPATED 
IN THE TYPEWRITING CONTESTS AT THE PAGEANT 
OF PROGRESS.—Left to right, standing: Kenneth Willard, 
3rd, Novice Contest; Albert Tangora, 5th, All-America Con- 
test; George Hossfeld, winner, All-America Contest; Barney 
Stapert, 6th, All-America Contest. Left to right, sitting: 
Ida Hilleopf, 2nd, Novice Contest; John Birmingham, win- 
ner, Novice Contest (14 years old); Bessie Friedman, 2nd, All- 
America Contest; William F. Oswald, winner, Commercial 
Accuracy Contest and 4th, All-America Contest. 








New Eastern Manager for Accounting Devices 
Company. 

Ralph J. Mazza, formerly in charge of the order de- 
partment of the Accounting Devices Company, Chicago, 
was appointed eastern representative of that company on 
August 1, leaving on the 7th for his new territory, stop- 
ping at Buffalo, Rochester and Syracuse. Mr. Mazza will 
be permanently located in New York and a stock of Adco 
products wil! be established there for the benefit of eastern 
dealers in a short time. 

Government Needs Male Stenographers. 

The United States Civil Service Commission states that 
there is a marked shortage of male eligibles to fill steno- 
graphic positions in the Government. 

The usual entrance salary is $1,240 to $1,440 a year. 
Higher-salaried positions are usually filled through pro- 
motion. 

Full information and application blanks may be secured 
from the United States Civil Service Commission, Wash- 
ington, D. C., or the board of civil service examiners at 
the post office or customhouse in any city. 
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From any one of the following stores: 


ATLANTA, GA. aay, we. 
135 Peachtree Arcade 127 2nd 
BOSTON, MASS. NEW YORK CITY 
119 Franklin St. 345 Broadway 
10 Barclay St. 


CHICAGO, ILLS. 
329 


CINCINNATI, OHIO 

148 E. 4th St. PHILADELPHIA, PA. 
CLEVELAND, OHIO 802 Chestnut St. 

34 Euclid Arcade PITTSBURGH, PA. 
DETROIT, MICH. 630 Penn Ave. 

1253 Griswold St., ST. LOUIS, MO. 

Farwell Bidg. 807 Pine St. 

KANSAS CITY, MO. SAN DIEGO, CAL. 

905 Grand Ave. 909 Third St. 
LOS ANGELES, CAL. SAN FRANCISCO, CAL. 

732 S. Spring St. 506 Market St. 


WORKMANSHIP ve coretully 
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HOUR 
SERVICE 





So. Dearborn St. OAKLAND, CAL. 
308 12th St. 





MATERI A The rubber which we use 

for recovering platens is the 
best obtainable and we insist on QUALITY 
first, last and all the time. 


ground on special heavily constructed grind- 
ers with the result that all our platens are true 
to center, of correct diameter, parallel, do not 
run out and the surface is smooth and free 
from ridges and blemishes. 


SEND US YOUR PLATENS 
and be convinced that 
OUR SERVICE IS BEST 
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American Writing Machine Co. 


449-455 Central Avenue, NEWARK, N. a 


HOME OFFICE & FACTORY 
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GUNN DESK 


with Patented and fully Guaranteed 
INLAID §§NO” WRITING TOP 


Most Beautiful 
and Enduring 


UNN **Lino” Desks are 
an important development 
in beauty and usefulness. 
**Lino’’ Tops wear like iron, 


but they feel like kid. 


They are impervious to stains and 
cannot be scratched and marred 
like ordinary wooden tops. Desk 
pads and expensive, glaring, eye- 
hurting glass tops are entirely done 
away with. 


A feature of **Limo’® tops is their 
soft, dull shade of green, which not 
only adds to their beauty, but 
is extremely restful to the eyes. 
**Lino’’? tops make the ideal 
writing surface. 


GUNN DEALERS 


We suggest that you will profit by co- 
ordinating your local with our national 
advertising. Keep in touch with us and 
let us co-operate. The advantage will 
be mutual. 


Sample block of top and catalog mailed free. 


GUNN 
ino 


The Gunn Furniture Co. 
Grand Rapids, Michigan 


30 Years Builders of Office Desks 
and Sectional Bookcases 
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Ladson Butler in New Work. 


Announcement has just been made that Ladson Butler 
for four years educational manager for the Yawman & 
Erbe Manufacturing Company, has entered a_ hitherto 
somewhat neglected sector of the sales field—the selection 
and training of salesmen. 

Mr. Butler has arranged a comprehensive service which 
includes the following points: 

1. Analysis of client’s product and the laying out of a1 
educational course for new and old salesmen 














LADSON BUTLER. 


2. Selecting, hiring and training of new salesmen. _ 

3. Regeneration or replacement of non-productive 
unprofitable salesmen. 

4. Installation of a proved method of producing more 
business from smaller territories. 

5. Building up new territories. 

Mr. Butler’s methods, which have proved their value 
are based on commonsense principles. His office is at 1217 
Commerce building, Rochester, N. Y. 


Suggestions to Business Show Exhibitors. 


In a booklet of information issued by the Annual Busi 
ness Show Company some excellent plans are offered to 
exhibttors for the general handling of their exhibits. Ex 
hibitors who follow these well-considered suggestions will 
obtain the maximum results from the show. Some of the 
suggestions follow: 

“Your investment in the 19th annual National business 
show will produce satisfactory results if your exhibit is 
properly planned and managed. To this end the following 
suggestions are offered: 

“1. Have some person responsible for the arrangement 
and conduct of your exhibit. 

“2. Give him authority over all members of your or 
ganization in attendance at your booth. 

“3. Instruct him to arrange a schedule of hours for your 
salesmen and demonstrators—and see that it is enforced 

“4. Provide a uniform prospect report form and demand 
that one of these be filled out and turned in for every 
terview. These reports represent an immediate material 
return from your investment. 

“5. Have these reports typed each morning and copies 
sent to proper departments at home office for immediate 
follow up, retaining copy for use of local offic: 

“6. Assign one person each day to be at your booth 
half an hour before the show opens and be responsible for 
the proper condition of your exhibit. 

“7. The show will be open to the public only 57 hours 
Impress upon your representatives their responsibility and 
the importance of utilizing every minute to best advar 
tage. 

“8. Ask your salesmen to do their smoking during theit 
recesses and not in your booth. 

“9, Consideration and courtesy to visitors are of para 
mount importance. Your salesmen are hosts in your booth 
and all visiting should be with their prospects and custon 
ers—not with fellow salesmen and demonstrators 

“12. Salesmen can use the telephone to good advantag 
in making appointments with prospects and customers 
special demonstrations at the show. 

“13. Your salesmen and executives have an exceptional 
opportunity to become informed on kindred lines at th 
show. Of course, visits to other exhibits should be mad 
only at times acceptable to those in charge 
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or ELP your sales people to create new sales 
where none grew before. It puts profits 





nore . ~ 
into your pockets,—and profits are what 
count these days. 
alue, ‘1 : 
1217 This little pocket sample case was designed to help 
st V7 -nrofits r akine it easy for v - oc > Rand Makurown Index Tabs are made of trans- 
boost your profits by making it easy for your sales Rest Mebwers ‘our widths, "or label ex- 
‘. . —_ , ,osure, and si -olors. ere are hundreds 
men to tell the story ol a ge be “Makerewns can be used 
B usi- effectively;—on Cards, Ledgers, Sales Records, 
Stock Lists, Price Books, Record Books, Man- 
d to 1 - 7-9,"8 8) uals, Stock Shelves, Bins, and all similar 
Ker places. They can be cut to any length desired, 
= and labels can be quickly changed when neces- 
will sary. A handy tab, quickly and easily adapted 
f the INDEX TABS to individual needs. 
iness It stops all arguments and effectively answers all ques- 
sac om tions a customer might ask about Makurowns. Shows the 


tabs in actual colors and in full size. Provides samples with 
ment which the salesman can demonstrate their use and adapt- 
ability, or better still, let the customer demonstrate for 








. himself. 
your And once you show a man what he can do with Makur- 
pone owns,—the variety of ways and places in which he can use Rand 
i ae them, he won’t hesitate about buying them. M k M P d 
teri: rye ; ° ° . ° =~ - 
terial That’s how easy it is to boost your profits with created a a emo a 
-opies sales,—and this little sample case is a sales-creator. It’s It’s amusing the way folks talk about this 
SOP : ef ‘ - ; ittle business helper. One man accused us of 
ediate just one of several things we have for helping Makurown negligence in not designing it sooner. He 
1) , | hay ees 3 z fi ; wanted one for years, but didn’t know it until 
ealers increase their profits. he saw Mak-a-memo. Now he almost guards 
booth i : ; a . it with a gun. Another man locks it in his 
le for If you’re not getting the benefit of these helps, desk every night. 
this is your invitation to “register in”. Tell us But then. it af) meses ee ness oe 
hours. who you are, what you want and when you profits our Dealers make,—and that’s what we 
vy and want it, and you'll be taken care of. Don’t my ~~ : Re 
5 me ; a ~ - . aa . you’re not getting your share of this easy 
\dvan- wait another day. Start your inquiry right money, better speak up fight mow. & Mae 
now,—and ask about our Profit Proposition dozen will convince you that you should have 
their for Dealers. It’s a story worth reading if you mae 8 ee ae eee eee 
| like profits. ’ 
SY INVITATION 
pafra- memece OF 
— ‘‘Makurowns have been solving index tab problems since 1916”’ 
istom- 
antage Rand Company, Inc. 
rs ror 
1209 Rand Building No. Tonawanda, N. Y. 
ytional Ps Originators and World’s Largest Manufacturers of Visible Index Equipment 
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Is Your Store 
a Part of the 


ROYAL 





TYPEWRITER 
National Sales 


ORGANIZATION 


Over Seventy Direct 
Branches and One 





‘Compare 


; the Work” 


The Light Running 
Quiet Running 
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Hundred Distributors— 


IF IT IS---you are receiv 
popularity of the Light-Running-Quiet-Running Royal and the 
famous Master-Model—the two leaders in the typewriter world. 


IF IT IS NOT---then inquire if our organization is com- 
plete in your territory for we still must.add hundreds of repre- 
sentatives to our already immense selling force to meet the 
demand for Royals and furnish Royal Service everywhere. 


Royal Typewriter Company. Inc. 
Dealers Dept. 5364-366 Broadway NEW YORK 
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The Parkers Return Home After Around-the-World 
Trip. 

George S. Parker, president of the Parker Pen Company, 
with his wife and daughter, returned on Friday, July 28, 
after a journey around the world which consumed the bet- 
ter part of eight months. A good share of their time was 
spent in the Orient proper. 

They visited first, Bombay, then went north to Agra and 
Delhi, then southeast to Lucknow and Benares and finally 
Calcutta. Mr. Parker’s company does quite a business in 
India, where Mr. Parker at once found himself among 
friends. 

From India proper the Parkers went to Rangoon and 
Penang and thence south to Singapore: In the last named 
ity, Mr. Parker says that the people are very pessimistic, 
but he did his best to leave a little more optimism behind 
him when he departed, taking with him an order for a 
liberal amount of goods. 

The Parkers visited Java, where they found trade very 
good. Mr. Parker says that Java is one of the most in- 
teresting countries he found on his travels. On this com- 
paratively small oblong strip of land dwell more than forty 
million brown-skinned, sturdy, well fed natives with some 
thousands of people of European parentage and of mixed 
parentage. There are also many Chinese people in busi- 
ness in Java, and while the population not exclusively na- 
tive is not large, everyone seems to be happy and con- 
tented, including those of the brown-skinned Javanese race, 
the bulk of whom are numbered among the tillers of the 
land. The cities of Java are well laid out and attractive 
and the island appears to enjoy a high state of prosperity 
and excellent government under the dominion of the Dutch 
kingdom. Here dwell many Europeans and Eurasians of 
wealth, culture and fine intellectual attainments, and their 
generous hospitality is a proverb in the Orient. Java, al 
though it lies in the tropical belt, has a climate which dur- 
ing much of the year is delightful. Here tropical fruits and 
vegetables grow in great profusion and crop failures are un- 
known. Everyone seems to be sturdy and full of pep. 
The business houses are of a high order and the commerce 
of the land runs into large figures, both as to imports and 
exports. 

From Java the Parkers went back to Singapore and from 
there to Manila, where business conditions are somewhat 
unsettled. The big business of the land is carried on by 
Americans and Englishmen, British interests in the Philip- 
pines being greater in extent than those held by Ameri- 
cans. As to the future of the Islands, Mr. Parker states 
that there is a little hampering influence in the feeling 
among business men regarding the attitude taken by the 
home government toward the Islands. Were it possible to 
be assured that the United States would continue the gov- 
ernment as it now is, he believes the Philippines would ex- 
perience an era of greater prosperity than has been en- 
countered for many years. 

At Hong Kong the travelers found unsettled conditions, 
owing to strikes At Canton, which has been the theatre 
more or less of the Gilbert and Sullivan opera warfare, bus 
iness conditions are not of the best. In North China, how- 
ever, conditions are considerably better. China presents one 
of the most wonderful potential markets for American 


goods which exists today in the world. The average 
Chinaman has a kindly feeling for Americans, so that it 
makes it rather easy for us to do business there. Mr. 


Parker says, “The more I saw of the Chinaman, and the 
better I got acquainted with him, the better I liked him. 

did several times the amount of business in China I had 
anticipated doing and formed connections which I believe 
will last for many years.” 

In Japan Mr. P arker found a high protective tariff which 
made it practically impossible to do business of magnitude. 
Japan still has the appearance of being on a war-like basis, 
military dirigible balloons flying over Toyko and Yoko- 
hama; infantry and cavalry are more or less in evidence and 
cruisers steam about the bay. 

Our world travelers found the Japanese hotel keepers 
the cleverest in the world. If one wishes to know real 
comfort, let him go to a hotel in Japan and be nicely waited 
upon by a soft voiced Japanese servitor. 


New Prices for Index Tabs. 

The Efficiency File Company, 1772 West Wilson Ave- 
nue, Chicago, announce substantial price reductions on 
their lines which include celluloid index tabs, both vertical 
and angular and transparent index covers. The reduction 
amounts to about twenty per cent, in some cases more. 
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Dixon’s ELDORADO! 
Is it different? 


To be sure there are other 
pencils. 

But every man to his fancy, partic- 
ularly in lead pencils. And Eldo- 
rado master quality and Eldorado 
advertising are together working 
constantly to make it easier for 
you to Standardize on 


ELDorADO 


the master drawing pencil!” 





JOSEPH DIXON CRUCIBLE COMPANY 
Pencil Dept. 98-J, Jersey City, N. J. 
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Check Writing Concern Organized. 


+ 


“he Invicta Writer, Inc., has perfected its organizatio1 
under the laws of Delaware, and has acquired United States 
patent number 1409015 for the purpose of manufacturing 


and distributing the machine covered by the patent. This 
machine is known as the Invicta Writer, and is an auto 
matic dividend warrant and check writing machine. It 
was patented on March 7, 1922. The company is organized 
with the following officers: Directors, E. J. Ward, presi- 
dent; Charles C. Lenz, treasurer and secretary; E. E 
Rowlands, S. Dudley Ward and James J. Donovan. The 
company is capitalized at $2,750,000, divided into 100,000 
eight per cent cumulative preferred shares of a par value 
of $10 each and 175,000 common shares of a par value of 
$10 each. A new issue of 50,000 eight per cent cumulative 
preferred $10 shares and of 50,000 common shares of a par 
value of $10 is announced at the price of $12.50 for two 
shares, one of each denomination. The company’s execu 
tive offices are at 89-91 Warren street, New York, and its 
London office is at Portland House, Basinghall street, 
ae ne 
As soon as production has advanced sufficiently, it is 
probable that the machine will be sold through agents 
A picture and description of the Invicta Writer appeared 
in the April issue of Office Appliances 


Development in Two Industries. 


The progress made in the automobile industry and that 
achieved in the field of record keeping are suggested in the 
accompanying picture, which shows a 1902 model of a 
widely known high grade automobile on the rear portio1 
of which rests a sign which tells in simple but graphi 
terms the story of Kardex, one of the newer developments, 
in record keeping. 








. . = = 
The Little AUTOMOBILE OF TWENTY YEARS AGO CARRIES UI 
e TO-DATE FILING EQUIPMENT.—Photo by Courtesy The 
Typewriter Kardex Company, Tonawanda, N. Y. 
. . The American Kardex Company of Tonawanda, N. \ 
with the Big James H. Rand, Jr., president, is now preparing index 
record equipment especially designed to care for the many 

Ca it organizational problems to be found in the automotive 
pacity field. 
The display above pictured was prepared and photo 
graphed by R. C. Shoup, division manager for the At 
lanta, Ga., district of the Kardex Company 





O. H. Kepley Returns to First Love. 
O. H. Kepley has taken charge of the sales and advertis 
ing departments of H. B. Rouse & Company, manutfacturet 
of printers’ equipment, Chicago, Ill. For many years he 


Weight nine pounds. Black ena=- was engaged in executive work for The American Multi 
° e ° graph Sales Company. Prior to that connection he was 
mel or nickel finish as desired. with the Keystone Type Foundry. Mr. Kepley is a prac 
® ° ® tical printer, and was an employing printer before joining 
Supplied with or without travel- + ge ey oid ma 
ing case. _ saree = 
sd Change in Royal Organization. 


Announcement is made that the export department ol 
the Royal Typewriter Company has been changed to the 
foreign department and that Joseph L. Ryan has bee1 
appointed foreign sales manager to take care of the rou 
tine and detail work in the New York office 

R. G.-Landreth has been appointed foreign service mai 
ager. His duty will be to see that there is proper co 
operation between the factory and dealers in all lands. 

Both these gentlemen have had an extensive experiencs 


Rex Typewriter Corporation in the Royal organization, Mr. Ladreth for several years 
having been manager of the order and traffic department 
FOND DU LAC, WISCONSIN 


Wise is the man who knows what not to say, and re 
members not to say it—The Hub Guide Post. 
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Beyond all price! 


Money cannot purchase 
thinking power. Clear think- 
ing is priceless. No man can 
do his best work unless he 
can concentrate. 


Therein lie the basic reasons 
for the triumphant success 
of The Noiseless Typewriter. 
It enables you to concen- 





trate. It eliminates needless 
noise, and in its place brings 
welcome quiet and superior 
operation in every phase of 
typewriter service. Let us 
demonstrate. Call, write 
or phone. 


Write for Bookiet 
‘“‘The Typewriter Plus’’ 


The Noiseless Typewriter Co. 


253 Broadway, New York 
Works: Middletown, Conn. 


Offices in leading cities throughout the United States 
and Canada 


The NOISELESS 
TYPEWRITER 


Your silent partner 
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The Ring and the Book 


Robert Browning wrote a poem called “The Ring and the Book.” 


Henry T. Adams has done more than that. 

Adams has made the Ring for the Book, and has done it 
well that his Ideal Book Ring for loose-leaf covers is the most 
satisfactory ring ever invented. 


sO 


equipments are in- 


Various convenient and economica! desk 
Ask us for details of 


cluded in our special Opening Assortment. 
this special offer. 


Your customers in all lines of business and in all kinds of 


The Ideal Book and Key Ring 


affords more real service and satis- 
faction than any other ring ever in- 


vented. It holds tight—always. 
The shape of the joint keeps the 
ring always in position for opening. 


and ask for more. 


schools and colleges will buy these handy desk devices on sight, 





Representative 377 Broadway 


Eastern 


eg 
HENRY T. ADAMS 


> Ave 






WM. H. BASSINGER Stationery 6796 -98 | 


New York Specialties 


ovth Chicag 


~ 


















As used for 
temporary 
binder 





Showing ends turned down for storage 
Canvas Covered Loose Leaf Binders 
Though low in price these binders 
stand hard wear and lots of it. 
Made of binders board, gray can- 
vas covered. They meet the pres- 
ent demand for lower costs. Made 
with screw posts, or flexible post 
as shown. These binders are good 
enough for current use; and cheap 
enough for transfer binders. 


Flexible Binders 
For temporary use, or for transfer 


binders, the Adams Economical 
Flexible Pressboard Binders are 
unexcelled. Made of _ special 


clouded pressboard. Very strong 
and durable. 

Either canvas covered or press- 
board binders may be had for all 
standard sizes and_ punchings. 
Special sizes quickly made to order. 





Economical Ring Note Book 


This book comes in seven standard 
sizes, open side or end. Pressboard 


covers, Rust-proof eyelets. With called, and has space for , > & 
or without Fabrikoid Imitation  %48T°3t. ™2ny; 24° anme Specialties in stock. It helps make 
Leather Back. Equipped with Size 5x10. Put them in sales. Write for catalog and our 
Ideal Book Rings. Opens per- Bitacr"wul"to "the Special Opening Assortment Ofer. 
fectly flat. nae. ‘ You won’t regret it. 





In-and-Out Clock 


A splendid feature of 
this clock is the clear, 
distinct numerals and 
letters. The hands 
stay where they are 
“put.” Made of heavy 
pressboard with easel 
back, or with eyelet 


Adams Legal and Contract Binder 
An inexpensive and better way to 


cover contracts, etc. Cover piece 
folds back, and is finished with a 
strip of Fabrikoid Imitation 
Leather. Rust-proof eyelets top 
and bottom. Made of our special 
clouded pressboard. 


only, 


| . Telephone Register 





Daily Desk Reminder 
Finds a ready sale with business 


men and women. Also appeals to 





clerks and secretaries. A most 

convenient way to keep memos of 

i. appointments, prices, telephone 

Telephone Register messages, etc. This reminder is 


made as shown and also in a single 


inex- 
style without the larger memo pad. 


Handy, simple, 
pensive. Neatly printed 
and mounted on heavy 
binders board. Provides 
quick access to, telephone 
numbers most frequently 





Keep a good supply of Adams 
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DIGEST OF FOREIGN PRESS 


La Mecanographie (the stenographers’ journal), although 
its usual issue consists of eight pages about the size of 
those of Office Appliances, is full of news items and ad- 
vertisements of interest to the stenographer and typist. 
The fifteenth issue contains a list of twenty young ladies 
who were elected queen, each of her arrondissement or 
ward, in Paris. Of the twenty, five are stenographers, and 
one of these five was elected queen of queens. 

* * * 

A recent issue of Corriere Della Sera, published every 
evening in Milan, Italy, carries a quarter page advertise- 
ment of the Underwood portable typewriter. Rebora & 
Beuf, who sell the Underwood in Genoa and Milan, as well 
as other principal cities of Italy and its colonies, have 
for a number of years used the Corriere De La Sera in 
this manner to advertise the Underwood. 

ok * * 


We welcome to this column the Polmoss Revue, a month- 
ly magazine dealing with modern methods of organization, 
sales and publicity. The magazine is in its first year of 
publication and the July number is the seventh issued. 
However, from the standpoint of the material which it 
carries, the excellent grade of paper used and the typo- 
graphical effect achieved, the magazine is a credit to its 
publishers. The principal article in the issue deals with 
“The Calculating Machine—Its Origin; Its Present Im- 
provement.” In four pages the article gives a resumé of 
the history of the calculating machine from the Abacus 
to the modern calculating machine, with several illustra- 
tions showing, in addition to a modern machine, the ma- 
chine of Pascal and also the Arithmometer of Thomas. 

x * x 

Mon Bureau is one of the foremost among French trade 
publications. It may be of interest to American type 
writer manufacturers and students of foreign trade, to note 
that Italy is being actively represented in the export of 
typewriters, as evidenced by the fact that Mon Bureau car- 
ries regularly a half page advertisement of the Olivetti type- 
writer made by G. Olivetti and Company, Ivrea, Italy. 
The company is represented by a Belgian agent in Brus- 
sels, a Netherlands agent in Rotterdam, an agent for The 
Argentine, Uruguay and Paraguay, located in Buenos Aires, 
and also an agent in Glasgow, Scotland. 

The May issue of Mon Bureau carries a three page arti- 
cle describing and illustrating the Contin typewriter and 
the plant in which it is manufactured and assembled. The 
Contin is a new typewriter made in France by Etablisse- 
ments Continsouza, 9, Rue du Commandant-Riviere, Paris 
(Ville). Mon Bureau may always be counted upon to con- 
tain at least one article dealing with business forms cal- 
culated to make record keeping a science, and each of its 
four most recent issues contains such an article. 

x * * 


Dorr E. Felt, inventor of the Comptometer, is the sub- 
ject of quite an extended article published in the July num- 
ber of La Revue du Bureau. The article has a half page 
illustration showing Mr. Felt at his desk working on a 
model of the Comptometer. The story of Mr. Felt’s early 
struggles in constructing the Comptometer and placing it 
upon its present high plane is rather well known in the 
United States, where his achievements have been an inspira- 
tion to many. 

The Metal! is a new typewriter which is described by La 
Revue du Bureau. The Metall typewriter is made by the 
Rheinmetall factories and is sold by G. Levreau, 21, Pas- 
sage Phoisseul, Paris, France. 

* * * 


We appreciate the opportunity of having seen the May 
twenty-fourth issue of Letras y Numeros, which is a month- 
ly magazine issued by the Gutenberg Book Store, Station- 
ery Shop and Printing Plant, Guayaquil, Ecuador. The 
issue we have received is a number published in commem- 
oration of the One Hundredth Anniversary of the Battle of 
Pichincha, which is a milestone in the history of Ecuador. 
The issue is devoted to a historic resumé of Ecuador and its 
industries. 

* * * 


_ The 1922 issue of the Annuaire Desechalier is a six hun- 
dred seventy-five page cloth bound directory for printers 
and businesses allied to printing. Besides considerable in- 
formation pertaining to sources of supply, there are sec- 
tions giving the names and addresses of printers, book 
dealers and publishers in France. There is also a large 
number of tables and forms for the use of printers. The 
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clAR-O-TYPe 


THE WONDER TYPE CLEANER 
THE ORIGINAL PRODUCT 


OVER HALF A MILLION USERS AND 
STEADILY INCREASING 


DOES NOT EVAPORATE 
GIVES COMPLETE SATISFACTION 





JUST APPLY WITH DAUBER 
CLEANS INSTANTLY 





These two fast selling products are sold by 
all progressive dealers. Write today—to us 
or to your jobber. 





Our unique advertising sells the goods 
for you. 





Dealers buying thru jobbers are requested 
to send us their names so they may receive the 
direct benefits of this advertising campaign. 








Each bottle Retails 
perfectly at 15c 
sealed 
aie ab Liberal 


No leakages 


profits 





No Oil Can Needed 


A lubricating oil for typewriters, all office 
machines and light machinery. 


Pure, non-gumming, colorless, odorless 
and tasteless. 


This self oiling device has made a hit with 


all users. 


Packed in attractive, colored, display con- 
tainers (3 doz. to each) that sell the goods 
for you. Also in larger sizes. 





The Clarotype Company, Inc. 


16-K Hudson St. NEW YORK 
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price of the volume is eighteen francs in foreign countries 
[he publishers may be addressed Annuaire Desechaliers, 
3, Rue de Castellane, Paris, France. 





= oa 
Impressions (London, England) appeared in a new form 
in July. It is now pocket size, 4x7 inches. One of the 





many articles was “Esperanto and Co-operation,” a plea 


ADJUSTABLE for an awakening by the British public to the spread of 
esperanto, the “universal language.” In many lands vari 
APPLIANCES ous organizations are endeavoring to teach esperanto, that 
they may be better equipped to do business in the various 

1¢ 


° countries where esperanto is a common tongu 

For the Up-To-Date Office ode 
The British Stationer noted the fact that owing to 

strike of printers in London the August issue was printed 
at Birmingham. To pull a publication from a shop by the 
roots and transplant it to another city is a task of consid 
erable magnitude. It was accomplished in a manner whicl 
should be highly satisfactory to the publisher and the print 
er who came to his rescue. 














Adjustable to any 
position. Two, three 
or four trays. 











CORRESPONDENCE TRAYS 


Correspondence, data, follow-ups, etc., 
are held within hands reach yet the 
desk is clear. Trays are instantly ad- 
justable, swung off the desk or placed 
most convenient for use. 


TELEPHONE BRACKETS 


A real convenience. The telephone is TIME ‘ 
held in exactly the right position for NUMERO SPECIAL 
use or out of the way and off the desk 

when not wanted. Avoids annoying TYPOGRAPHIE 
accidents and speeds up service. 





(Sates zs: " 














1922 


COPY HOLDERS | 








Stenographer’s note book or COVER OF THE TYPOGRAPHIC ISSUE 
copy is held at just the right OF PAPYRUS, PARIS.—The Number Was 
distance ° and right angle. Reviewed on Page 140 of the August Issue 
Saves time and ‘prevents of Office Appliances. It Was Printed on an 
errors. India Tint Fabric Cover Stock, with 

“Papyrus” and ‘Typographic’ Rubricated 


A Tan Tint Underlaid the Figure in the 


Adjustable up- Panel. The Remainder of the Design Was in 
and-down in-and- Black. ; | 
out. Three The publishers of Papyrus have in prep- 
aration a special issue on Progress in the 
Manufacture, of Paper.’’ This is to be sold 
at the same rate as the Typographic Issue 
Francs 9.50 for the regular edition 
francs 27 for the edition de luxe, on ge! 
uine Lefuma paper. The publication issues 
from 30 Rue Jacob, Paris, France 








lengths. 





and 








Anglo-American Trade (American Chamber of Com 
merce in London) commented on the visit of Chief Jus 
tice Taft to England. He made a very favorable impres 
sion at the various functions at which he spoke. Our for 
mer president endeared himself to the Britons because of 
his broad viewpoint, pleasing personality and sincerity 

* * * 

Levant Trade Review (American Chamber of Commerce 
for the Levant) reported the ceremonial of dedicating a 
memorial tablet to Commodore David Porter, the first 
diplomatic representative of the United States accredited to 


Sfmerican Glectric (Company Turkey. The tablet was made in the foundry of the engr 
neering school at Robert College. 


State and 64th Streets bi age 
CHICAGO, U.S.A The South African Stationery Trades Journal commented 
pork ae glottis on the action of the Transvaal authorities in proposing a 


tax of ten per cent on all advertising. 
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pect. 


’round. 


and the attractive display cards which 


without obiigation—and let us prove it? 





Peerless Noise Stoppers 


‘a 3 | machines ana | MPORTANT! 
an be used on all machines an 


not only stop the nerve-racking Peerless Rubber 
noise, but prevent the machine Keys for typewrit- 
from slipping from its proper posi- ers, adding, billing 
tion Made of superior rubber, and bookkeeping 
fully guaranteed Steady demand, machines, togeth- 
repeat orders, big profits. Unusual er with Peerless 

~ - Noise Stoppers 
proposition to dealers. and Twirler Rings, 
offer you a com- 
bination that is 


Peerless Twirler Rings hard to beat. If 
you are interested 

Here's a typewriter specialty that in Steady Sales, 
every typist will buy on sight. Pre- Constant Repeat 
vents operator’s fingers from slip- Orders, Big Prof- 


its and Satisfied 
Customers, the 
coupon is your 
opportunity. 


ping and becoming bruised. Can’t 
slip off. Put in a few sets and 
watch them move You'll be inter 
ested in the offer we can make 
you, 











PEERLESS KEY CO., INC. 


176C FULTON STREET, NEW YORK 


VI ULNUUUMNNNNULUNLANAN LLL aka 


ere they are— 























reg 


HERE’S money for you in Peerless Rubber Keys—real money. And you 
2 ips quickly prove it by lining up with the leading dealers of the country 

who are boosting this fast selling specialty. 

Thousands of wide-awake dealers are handling Peerless Keys in prefer- 
ence to any other. Why? Because they 
is the only first grade key sold through dealers. No other manufacturer is 
doing the actual office-to-office missionary work that Peerless salesmen are 
doing to boost sales through dealers. And this missionary work is but part of 
the wholehearted co-operation which every Peerless dealer has learned to ex- 


know by experience that Peerless 


When we open up a new account we don’t merely let it go at that—we get 
behind the dealer and help him move the goods. Naturally it pays us as well 
as the dealer, and the increased business keeps us all happy the whole year 


Why not let us help YOU increase YOUR sales? Our liberal 
terms and genuine co-operation, backed by consumer advertising 
we furnish free, will 
quickly make you a Peerless booster. What YOU are interested 
in is POSITIVE SALES RESULTS. And that’s exactly what 
our new dealer plan offers you. Will you mail the coupon today— 






Here It Is—Will You Mail It? 


The Peerless Key Co., Ine., 
176 Fulton Street, New York. 


al 


| Please send us, without obligation, a sampie 
of Peerless Rubber Keys, eerless Twirler 
| Rings and Peerless Noise Stoppers. Also send 
us a set of your colored dlsplay cards and 
| dealers’ sales helps, together with details of 
l your new dealer plan that offers positive sales 


results 
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Every entry i: 
FAULTLESS BOOKKEEPING 


(another Wisconsin creation) 


September, 


into Wisconsin’s beautiful 
“Land o’ Lakes” is directed, without doubt, 
deviation or delay, by plainly numbered high- 


is just as surely directed—just as plainly numbered. 


Dealers marvel at the ease with which unskilled bookkeepers 
master Faultless Bookkeeping and at the facility their junior 
salesmen show in demonstrating and selling it because— 


THEY CAN UNDERSTAND IT! 
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THE COLOR SCHEME used for our Fibreloid 


4 


Tabbed 
HEADINGS enables the user to locate the correct account at once. 


Send for circular and learn that— 


FAULTLESS BOOKKEEPING - 


saves time— 

gives accurate information 
about your business— 

assures better management— 

tells you how you stand each 
day— 

puts statements out on time, 
thus insuring prompt collec- 
tions— 

may be used with pen, type- 
writer or posting machine— 

GENERAL LEDGER 
Space is left for the 


Index of 


addition of special headings, if desired, but this index shows all you need consider in book- 


keeping, and provides the information 
> 


REQUIRED BY THE 


FEDERAL 


INCOME 


TAX COMMISSION 


1022 








TAKE YOUR PROFITS NOW! 














STATIONERS’ LOOSE LEAF CO. 


New York 
174 Wooster Street 


MILWAUKEE, WIS., U. S. A. 


Chicago 


23 No. Franklin St. 
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W. P. Keene Resigns. 

Wendell Keene for twelve years with the Underwood 
Typewriter Company, recently resigned from the service 
of that organization. Mr. Keene has been long in the type- 
writer field and is widely known among typewriter men 
particularly in the east. He has not announced his plans 
for the future. 





Keelox Export Manager to Tour World. 


George R. Steele, manager export department, Keelox 
Company, 438 Broadway, New York, N. Y., sailed from 
San Francisco August 21. He will make a two-years’ trip 
through the East. The tour includes the Hawaiian Islands, 
Asia, Africa and Australia. Mr. Steele will cover the ter- 
ritory thoroughly, studying conditions in every country 
visited. 


“Y and E” Quality at Reduced Price. 

The Yawman and Erbe Manufacturing Company, Ro- 
chester, N. Y., has introduced its “5700 Line” steel filing 
cabinets, which the dealer can retail at twenty-five per 
cent less than the “5300 Line,” which it will probably 
supersede. All drawers are fitted with the same type of 
suspension slide used on higher-priced “Y and E” steel 
files. The drawers are equipped with positive and quick- 
acting compressors. 

The “5700 Line” is said to intermember with the “5300 
Series,” and to outward appearances is similar. It has 





“Y AND E” NO. 5700 LINE 
CABINET. 


approximately ten inches greater filing capacity than other 
files of the same general type and quality. The first of 
this series to reach the market is No. 5704, a letter-size 
cabinet. The cap section, No. 5706, is scheduled next, to 
be followed by additional sections to make the line as 
complete as the “5300 Series.” The new file is strongly 
reintorced, and finished in olive green enamel, baked on. 


Swedish Concern Has New Pulp Process. 


A Swedish company, “Cellulose,” Stockholm, is con- 
ducting experiments in the manufacture of chemical wood 
pulp, the process having been devised by a Swedish engi- 
neer. Pulp made under this process is said to be fifteen 
per cent higher in quality than the same product under the 
sulphate process. 
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Decidedly the Greatest 
Value in Numbering | 


. ° 
and Dating Machines } 

We don’t sell on price; yet the. very 
reasonable Roberts prices are a big 
factor in successful selling for the dealer, be- 
cause these prices represent ultimate value. 

The smooth-working efficiency: the many im- 
proved features; the character of the mate- 


rials and the accuracy of the workmanship 
tha! go into 


ROBERTS 


umbering and 


Dating Machines 


—all these, at Roberts prices, enable you to 
give the most fcr the least. 


Model New List Prices 

No. 49— Automatic Num- 
bering Machine 

No. 47—Automatic Dating 
Machine 

No. 37 — Lever Numbering 
Machine 

No. 50— Automatic Num- 
bering Machine 

No. 48 — Lever Numbering 
Machine 10.00 

No. 66—Metal Dating Ma- 
chine 5.006 


Moose 


t 
| 
D 
! 
p 
! 


— = = == 


Assort Your 


Order 


Among the models 
listed. Get the dis- 
count on the varied Model 49 


assortment. Make \Automatic 
a larger profit on a Numbering 

_.| Machine 
small assortment. 


SooSS565 
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We Furnish 
Our Dealers 
With 
Descriptive 
Circulars 


With their 
soon pe ae 


for them. Style G 1 23 45 Style G 


THE ROBERTS 
NUMBERING MACHINE CO. 
694-710 Jamaica Ave., Brooklyn, N.Y. 
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| (In Other Lands—Continued from Page 34.) 
Notes of Art Metal in Europe. 
J. D. Rogers, general sales manager of the Art Metal 
Construction Company of Jamestown, N. Y., went to 


London a number of weeks ago with a view of obtaining 
first-hand information about the situation on the other 


side. His experience of a quarter of a century in the Art 
Metal organization stands him in good stead wherever he 
goes on organizing trips. 
x * * 
John T. Kerrin, who achieved excellent results in or 


ganizing the British branch of the company, has returned 
to the United States to make a visit to the main offices, 
Jamestown, and after a brief vacation, will start on a 
world tour for his company, stopping first at Honolulu 
and after that at all the important trade centers of Asia. 

E. A. Weborg succeeds Dr. Kerrin as manager of the 
Art Metal Co.’s London office. Mr. Weborg has been 
connected with the company for twenty-two years and 
before taking up his duties at London, was manager ot 
the company’s branch at Birmingham, Ala. 





Vergne Takes French Agency for Multicolor Press. 


The Lisenby Manufacturing Company of Fresno, Calit., 
and 225 North Michigan Boulevard, Chicago, Ill, has ap 
pointed Jules Vergne, 52 Rue Lafitte, Paris, as agent of 
the Multicolor press for France, the French colonies and 
the French protectorate. The appointment carries also the 
agency for the folder which the company manufactures. 

Mr. Vergne is a dealer in rebuilt typewriters and type 
writer specialties, and is one of the old timers in the in 
dustry. 

He started as a Remington demonstrator in Paris thirty 
years ago and has had a varied experience. 





Dick Company Organizes Strongly in Europe. 


The A. B. Dick Company of Chicago, IIl., is said to be 
energetically following up the European market and to 
be building its sales force with the intention of pursuing 
a vigorous campaign abroad. Selecting progressive agents 
in every part of Europe is a feat which requires time, but 
the company is making good progress. 





KARPEN ‘ 












ee _Thomas A. Pinkney, the company’s export representa- 

onstru tive, has been traveling extensively in Europe of late, 

FURNITURE | visiting France, Switzerland, Belgium, Holland, Sweden, 

CHICAGO Norway and Denmark, making his headquarters at Lon- 

eo wew vor / don. A number of important firms have already been 
made agents for the company’s products. 

New Basis for Mexican Consular Fees. 

PEW of k h _ Mexico has established a new basis for valuations on 

after week—mont imports. Misunderstandings by shippers led the Mexican 

Chamber of Commerce of the United States to request 

after month for years the amendment of the regulations. They read now: ‘“Here- 


after consular fees on merchandise arriving through cus 


Karpen chairs have been consis- 
toms houses at border points will be collected by Mexican 


tently advertised to the users. consuls at the frontier on the value of the goods at the 
point of origin plus freight and expenses to border point. 

And _ backed by the products of ... Consular fees on goods consigned to Gulf or 
; : ° Pacific coast ports will be collected on the amount of the 

an establishment whose integrity invoice at the port from which shipment is made, plus 


in merchandising and manufactur- freight charges from point of origin—if other than the 
port of shipment—to said port of shipment.” 


ing is unquestioned, the cumulative ici eae 


efforts of this advertising produce Wahl Representative Covers Europe. 
guaranteed satisfaction and excel- _S. | Windrow, who represents the Wahl Company in 
Europe, is at present making his headquarters in Paris 


Since January 1 he has visited practically all the contin- 


lent remuneration to Karpen 
nental countries and recently completed a trip through 


dealers. For further information Spain, Italy and Greece. 
write for the Karpen catalog and ae . 
Ce a Facts on the Rand Rebellion. 
P . Through the courtesy of Arthur Tunley (A. Tunley & 
Company, Cape Town, South Africa,) a copy of “The Out- 
break on the Witwatersrand” has reached us. This is a 


book of 100 pages, analyzing the conditions which pro- 
voked the insurrection, describing the guerilla actions 
s KARPEN & BROS which necessitated military procedure, and terminated in 
° e the restoration of control to the civil authorities. March, 
MICHIGAN CITY 1922, witnessed great turbulance on the Rand reef, where 
South Africa’s gold mines are located. Th: revolt cost 216 


lives, and many were injured. 


NEW YORK - -stbsint ; SF , 
CHICAGO Part of the agitation was directed to incite the natives. 
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W ‘s ‘érmia yp: 
AND Worgcans 
Fountsin Pen IN 


Are the Two Most Important Items in the Office Equipment 


Specially Serviceable 
FOR 


Accountants, Bookkeepers, “ee and Clerical Use. 





 . ee $2.75 Pes OG oa sce wie $4.25 No. 3 ..i<een ee 


With vacation over the demand for Waterman products is a natural 
one at this season, so that adequate stocks are necessary to com- 
pletely fill the call for these essential adjuncts to office efficiency. 





. 
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. LIST LIST LIST LIST 

. No. 103..... .20 cts. No. 102. .....10 cts. No. 105. .... .30 cts. No. 116......75 cts. 
a 

L. E. WATERMAN COMPANY 

; 129 So. State Street, CHICAGO 


o~ 
- 


NEW YORK BOSTON SAN FRANCISCO 
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Both Sides 
of the Dollar 


If you sell Fiberstok, you 
ar. getting profits from 
both sides of the dollar, 
one in immediate gain, the 
other invested in the satis- 


faction and good-will of : ; 
3 your customers. 
Fiberstok appearance, practical- 
| ness and durability can be made 


direct assets of your business. 





























Just fold your letterhead in 
an envelope and mail it to us. 
We will read it as a request for 
FREE SAMPLES of Fiberstok 
Envelopes and Mailing and 
Filing Devices, with Catalog 5, 
and a special *selling plan for 
your territory. 




















National Fiberstok Envelope Co. 
: 429-447 Moyer St., PHILADELPHIA 
; 21 Park Row, - . - NEW YORK 
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They did not respond. The violence was done by striking 
miners, who sought control of the properties so they might 
dictate the working conditions in the mines. 


Americans Compete With Japanese in Chile. 
(Commercial Attache Charles A. McQueen, Santiago, in 
Commerce Reports.) 

There is a small demand in Chile for such paper prod- 
ucts as are not yet produced in the country. An American 
concern has found a market for tags and paper napkins, 
in spite of the fact that its price for the napkins was 
higher than the Japanese article. American goods have ar- 
tistic value and quality in their favor when competing with 
cheaper goods of foreign markets. 

However, there has been a marked decrease in imports 
of newsprint, stationery, and certain other kinds of paper 
from the United States, due to the keen competition of the 
Scandinavian countries, which are able to outbid all other 
countries for the Government and railroad business. Nor- 
way furnishes most of the newsprint paper at £61 10s. 
per ton, while the cheapest price at which American and 
Canadian firms can offer newsprint is £65. This compe- 
tition has become so great that one American firm, which 
established an office in Santiago a little more than a year 
ago, has withdrawn. 








Brussels Market for Office Appliances. 
(Acting Commercial Attache S. R. Cross, Brussels, in 
Commerce Reports.) 

The local sales manager for a firm in Liege, which 
holds the Belgian representation for an American type- 
writer company, stated that German competition had not 
interfered in any degree with his sales, though German 
machines have made their reappearance in the local market. 
An Italian machine locally represented and a machine 
manufactured by the Paris plant of the Fabrique Nationale 
on American patents have both been heavily advertised, 
but without in any way cutting into the sales of favorably 

known American makes. 

The market for multigraphs and duplicating machines, 
despite their high prices, is greatly improved, and indicates 
a growing appreciation of the usefulness of this equipment 
for business circular work. 


Palestine Market for Writing Paper. 
(Consul Addison E. Southard, Jerusalem, in Commerce 
Reports.) 

It is interesting to note that the Zionist movement is 
stimulating the demand for printed matter and stationery 
in this country. The demand is still limited, however, on 
account of the small percentage of literacy among the pop- 
ulation. 

The United Kingdom is the principal supplier of writing 
paper, as shown by the following figures which give the 
imports of writing paper into Palestine during the fiscal 
years ended June 30, 1920 and 1921: Great Britain: (1920) 
$22,100; (1921) $42,440. Egypt: (1920) $324; (1921) $12.00. 
France: (1920) $2,800; (1921) $8,660. Italy: (1920) $10,- 
108; (1921) $14,792. Netherlands: (1920) $1,968; (1921) 
$12,996. Japan: (1920) $4,736; (1921) $92.00. United 
States: (1920) $4,172; (1921) $156. All other countries: 
(1920) $4,172; (1921) $21,276. Totals for (1920) $46,596; 
(1921) $100,604. 

Local dealers say that English houses grant them the 
most favorable credit terms. Salesmen from England, 
Germany, Austria, Italy, the Netherlands, France, and 
Czechoslovakia solicit the Palestine trade, while an Ameri- 
can salesman is seldom seen. 

[The complete report of Consul Southard, giving the 
character of the imports, prices, countries supplying the 
trade, and other details may be examined by those inter- 
ested by applying to the Paper Division of the Bureau of 
Foreign and Domestic Commerce, Washington, D. C.] 


South Africa Favors American Fountain Pen. 
(Vice Consul Arthur H. Cawston, Cape Town, in Commerce 
Reports. ) 

One American fountain-pen company sells more foun- 
tain pens in Cape Town than all other American and for- 
eign companies combined. This company introduced the 
first satisfactory fountain pen into this market, and it has 
spent a large sum of money in advertising. The great 
popularity of this company’s pens (its lowest-priced pen 
sells for $3.50 in Cape Town) has made it very difficult 
for other American and English fountain-pen companies to 
develop much business here. The only other American 
fountain-pen manufacturers who could hope to do any 
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Rests With You 


In advertisements all Carbon Papers 
and Typewriter Ribbons seem very 
much alike. Yet you know there ts 
a difference in quality—and in the 
satisfaction your customer gets. 


So we say ‘‘The decision rests with 
you.” 


“AMillor Cras io dryponfus 


Get samples—make comparisons—see 
which ribbons will stand the most 
blows of the type bar, in one spot— 
which recover the most quickly or 
thoroughly—which carbon papers are 
the cleanest to handle—make sharpest 
copies—last longest—make greatest 
number of copies at one time. 


These differences are vital to youlif 
you aim to really give your customers 
full value for every cent spent with 
you. 


Tell us the class of trade you cater 
to and we will give you some perti- 
nent facts about Typewriter Ribbons 
and Carbon Papers for specific pur- 
poses. 


The Miller-Bryant-Pierce Co. 


General Offices and Factory: 
231-241 South River Street, 


Aurora, Ill. 
Boston, Mass. Minneapolis, Minn, 
Chicago, Il. New Orleans, La. 
Cleveland, Ohio New York, N. Y. 
Denver, Col. Peoria, Ill, 


Detroit, Mich. San Francisco, Cal, 
Indianapolis, Ind. Springfield, I 
Milwaukee, Wis. St. Louis, Mo. 

St. Paul, Minn. 
European Headquarters: 46, Avenue 
1S SUPERFINE des Villas, Brussels, Belgium. 


(1846) 
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[mperial 


The Medium Priced Line of High Quality 


SILENT SALESMAN 
DISPLAY RAC 






































Substantially and simply constructed sothatanyone 
can put it up. Furnished in Oak and Mahogany. 
Outside dimensions 68” high, 46” wide, 143” deep. 
Golden Oak, $14.00 net. Mahogany, $15.00 net. 


Order one today and “Jazz up” your sales. 


Imperial Methods Co. 


FOREST PARK (Suburb of Chicago) ILLINOIS 
New York—E. L. Sirus, 132 Nassau St. 
Pacific Coast,—E. P. Gold, Los Angeles 
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those 
prepared to spend 
service- 


considerable amount of business in Cape Town are 
who make high-grade pens and are 
money freely in advertising, and those who make 
able low-priced pens. 

The public in this country strongly favors the advertised 
article, and it is noticeable that the American goods of all 
lines which sell the best are well advertised. It would be 
almost hopeless to attempt to sell an unknown, expensive 
American fountain pen here unless it was extensively ad 
vertised. 

Advertising for a low-priced pen would not be so essen 
tial, as there is practically no competition in this held 
There are no low-priced American fountain pens on sale 
here, and the few English pens of this kind are poor. 

American automatic pencils were introduced into Cape 
Town about a year ago. At present almost every station 
ery and department store carries one or more makes. In 
addition to the American automatic pencils, several Eng 
lish makes have been placed on sale during the past few 
months. 

The lowest-priced American pencil sells for $2.25, but 
there are several English makes selling for considerably 
less, a number of stores displaying an English automatic 
pencil at $1.00. However, the English pencil selling for 
$1.00 here is far inferior to the American pencil selling 
for $1.00 and even less in the United States. American 
manufacturers of automatic pencils which could be sold 
here for $1.50 or less should be able to do a good business 
in Cape Town. Dealers state that American automatic 
pencils are selling fast, in spite of the fact that the cheap 
est sells for $2.25. 


Hungarian Market for Office Equipment. 
(Consul Digby A. Wilson, Budapest, in Commerce Reports.) 
The market in Hungary for office appliances and fix 

tures is not very favorable, but if competitive quotations 
are given and direct representation is arranged some busi 
ness might be obtained in the near future. Although the 
Hungarian crown has a low purchasing value on foreign 
markets, local dealers are optimistic and report that quality 
goods which are not too expensive can be sold, and the 
more important dealers express a willingness to receive 
agencies for well-known American products of this kind. 

The present office systems in vogue in Hungary aré 
considered antiquated, but conditions since the armistice 
have precluded the possibility of a change. It is conserva- 
tively reported by the larger firms and banks that American 
loose-leaf accounting systems are well thought of, and it 
is believed that a little work on the part of our manu- 
facturers would result in sales in this country. 

During the past three years there have been over 500 
banking and commission houses opened in the larger cities 
of Hungary, and it is reported that practically the entire 
number have temporary office and accounting systems. It 
is understood, therefore, that a considerable change will be 
made within the next few years. Furthermore, dealers 
repeatedly state that the important banks and larger com- 
mercial organizations do not consider products of poor 
quality when contemplating a change in their accounting 
systems or rearranging their offices, but purchase only 
articles of a quality that will contribute to the efficiency 
of their organizations. 

American manufacturers should send only articles of high 
quality to Hungary. Shipments should be made up of 
goods exactly like those constituting the samples from 
which the orders are obtained. 

Market for Office Specialties and Furniture. 

Ink, pencils, and other specialties are practically all im 
ported from Germany, Austria, and Czechoslovakia 
American products of this sort cannot be profitably in 
troduced until the exchange improves and American prod 
ucts become better known in Hungary. However, the 
absence of duplicating machines, as adding 
machines, would seem to favor an endeavor on the part 
of American manufacturers of these products to arrange 
for their introduction through a direct representative 11 
Budapest. The sale of these machines might be made i 
conjunction with the introduction of loose-leaf systems 
replace the old and inaccurate systems in use at present 
in all the important offices in the country. 

In view of the fact that Hungarian 
manufacturers produce sufficient quantities of office tur 
niture to supply the usual demand in Hungary and per 
mit some for export, little hope can be extended for the 
sale of American office furniture in this country. It would 
be well, nevertheless, to study the opportunity for intro- 
ducing steel office furniture in Hungary for possible future 
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Are you satisfied 


that you are getting your full share 
of business and making a 
really substantial profit? 


Face the facts fairly and squarely. Are you getting all 
the business you want? Are your books showing a 
substantial net profit? Is your stock making a satis- 
factory turnover’ Are you securing a profitable return 
on your investment? What are your prospects for fu- 
ture business? 


These are not idle questions—they are considerations 
of the utmost importance to every man who is in busi- 
ness today. They are the considerations that make up 
the conduct of every successful business—when the fig- 
ures are on the right side of the ledger. And that’s 
where you want them to be, of course. 


Schwab will help you put the figures on the right side 
of your ledger. Schwab will aid you in getting busi- 
ness, will assist you in showing a really substantial net 
profit, in making a profitable return on your investment, 
and a satisfactory turnover on your stock. Schwab 
will show you a future bright with business! 


Schwab will demonstrate to you seven points of profit 
—seven real features that will enable you to command 
the business in your territory—seven facts that make 
the right side of your ledger show figures that vou can 
be proud of. 


This announcement will be made in this magazine next 
month—BUT, if you are a wide-awake, progressive 
dealer or specialty salesman who knows that there is no 
royal road to success but that of hard work persistently 
carried through; if you are willing to put your energy 
and ability in fifty-fifty co-operation; if you really mean 
business and are not merely half-heartedly seeking 
“greener pastures,’ then sit down now and write a note 
setting forth why you are the firm or individual in your 
territory who we entitled to this profit-producing-plan. 
Make your reservations now. 


The Schwab Safe Company 


LaFayette, Indiana 
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Above is pictured Corona 
No. 27,025. For nine years 
this machine has _ been 
personal and business secre- 
tary to W. E. Conklyn and 
family, Yonkers, N. Y., and 








weighs 
but 6% pounds, folds com- 
pactly and fits into a neat 
traveling case, it is a com- 


Although Corona 


ma- 
the 


plete modern writing 
chine and will handle 
heaviest kind of work. 





in all that 


time it has cost 


just 35c for repairs. 


Thousands of Coronas have 
proved themselves under fire! 


URING CORONA’S sixteen 

years service as the original 
portable typewriter, thousands of 
these personal writing machines 
have proved themselves’ the 
sturdiest and most dependable 
typewriters in the world, regard- 
less of size or price. 

The experience of Corona No. 
27,025, pictured above, and the 
following letter from Captain T. 
Talmadge Taylor of the U. S. 
Marine Corps, are typical of hun- 
dreds in our files. 


“During the first part of 1916 
[ purchased a Corona,” writes 
Captain Taylor. “This little ma- 
chine has proved its worth, hav- 
ing served with the Marines ever 


since. On one occasion it was 
dropped overboard from a trans- 
port and thoroughly drenched in 
sea water. A little kerosene and 
an application of oil was the only 
remedy. 

“This Corona has seen service 
on the sunny shores of Italy, at 
the big ditch in Panama, in the 
bandit-ridden country of Haiti, in 
the melee of San Domingo, in the 
stillness of Cuba and the salt air 
of the Atlantic. Through all these 
conditions it has ‘Coronatyped’ 
with precision and accuracy, and 
I have always found it depend- 
able.” 

The only light machine of proven 
durability. 


CORONA 


The Personal Writing Machine 


REG. U.S. PAT. OFF. 


Built by CORONA TYPEWRITER COMPANY, Inc. 


116 MAIN STREET 


Groton, N. Y. 
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sales. The sale of this kind of furniture will probably not 
be possible until the exchange on the United States rises. 
The present rate will not permit the importation of Amer- 
ican steel office furniture when the local wooden product 
can be had at prices so far below American quotations. 

Cocoanut Husks Suggested as Paper Fiber. 

By G. L. Logan, Manager Philippine District Office of the 
Bureau of Foreign and Domestic Commerce, in 
Commerce Reports 
Another material has been proposed for use in the com- 
mercial manufacture of paper. A company in the Philip- 
pines has recently begun the manufacture of desiccated 
cocoanut, and large quantities of husks result as waste 
products from the process. It is estimated that the total 
annual quantity of waste husks is from 350,000 to 400,000 
tons, and it is claimed that these husks can be used for 

paper making, rope making, and other purposes. 

However, there is some doubt as to whether the cost 
of preparing the husks for paper making will make their 
commercial use possible. Certainly it would be imprac- 
ticable to ship them in the crude form. The company now 
producing them states that the cost of drying husks, flat- 
tening them into rolls, and wrapping and baling them in 
hydraulic presses into bales of about 100 kilos each is 
$19.80 per metric ton (2,204.6 pounds). The expenses of 
loading, taxes, insurance, and freight bring the total cost 
of the husks to $37.50 per ton, c. i. f. New York or Boston. 

If the husks are to be used for paper stock, therefore, 
it will be necessary to convert them into pulp near the mill 
from which they are a by-product in order to save ex- 
pense in transportation. Even then it is questionable if 
the pulp could be produced at a figure which would allow 
it to compete with wood pulp and other kinds of pulp now 
used for paper making. 

When the husks are to be used for other than paper- 
making purposes they are dried, sixty per cent of water 
being removed in the drying process. Then the dried 
husks are broken down into coir fiber and corky pulp, 
which is a by-product. There are two parts of coir fiber to 
one part of corky pulp. The coir fiber is said to be useful 
for rope making, filling mattresses, etc., while corky pulp 
is said to be suitable for insulation purposes. 

The Bureau of Foreign and Domestic Commerce has 
received samples of the dried husks, coir fiber, and corky 
pulp, which may be examined at the paper division of the 
Bureau of Foreign and Domestic Commerce, Washington, 


Do. © 


English Using More Mahogany for Furniture. 
The use of oak for office furniture in England is dimin- 
ishing in favor of mahogany. The trend toward mahogany 
is so marked that walnut desks are being stained mahogany. 


American Office Machines at Algiers Exposition. 


American typewriters, cash registers and adding ma- 
chines were shown at the second annual exposition of 
Algiers, opening April 13. One French typewriter was 
also shown. 


Advice on Mexican ‘Mail Campaigns. 


Reporting from San Luis Potosi, Consul Walter F. 
3oyle states that the business mail of Mexico is flooded 
with advertising matter and solicitations from the United 
States. He suggests that the merchants are accustomed to 
purchase from traveling men and are not disposed to give 
much attention to direct mail advertising. Correspondence 
and printed matter should be in Spanish, except in the 
case of American or British prospects. 


American Fountain Pens Hold Foreign Markets. 
_It is very interesting to note, says the Specialties Divi- 
sion ol the Department of Commerce, that American foun- 
tain pens, when the names are advertised and the quality 
is known to the purchasing public, have not lost their 
prestige or their market, although German manufacturers 
have put out a pen that retails for twenty-five cents. 
American pen manufacturers have entered the foreign 
market on a quality basis. The pens have been good, the 
prices have been fair, the names have advertised, and, 
i the majority of cases, competent distributors have been 
selected. The fountain pen manufacturers of the United 
States have been rewarded by being able to retain their 
markets in the face of severe competition. This should be 
cheering news to any specialty manufacturer who has ap- 
plied to his foreign merchandising program the same sane 
principles that have built up his domestic business. 
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‘dhe Only 
Metal Waste Basket 
with 
Rubber Cushion 


CORNERS 


THE BASKET WITH THE 


RUBBER CUSHION CORNERS 





66 #F 


( Metal 


Waste Basket 


Gives You a Feature to Sell— 
and a Long Profit on the Sale! 


Rubber Cushion Corners! Just what careful 
business men want on the metal waste baskets 
they buy. Rubber Cushion Corners are found 
only on the Victor basket. They protect fine 
office furniture from the mars, scratches and 
blemishes which are ordinarily blamed to ordi- 
nary baskets. 

The Victor Metal Basket is a thing of beauty 
and a servant forever. It is a Wastebasket 
Value that has never been equalled. Comes in 
four beautiful finishes—Mahogany, American 
Walnut, Quartered Oak or Olive Green. It sells 
wherever business wants the best. And if you 
will be satisfied with pleased customers and 100% 
profit, mail the coupon for complete dealer in- 
formation. It will pay you well. 


Metal Office Furniture Co. 


Grand Rapids, Michigan 


Metal Office Furniture Co., 
Grand Rapids, Mich. 


Please send me information and dealers discount on 


VICTOR Metal Waste Baskets. 
ee ee eee ee ye 
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THE SERVICE 


You Will Ultimately Adopt 
OUR 40 YEARS of type Fifteen Years Ago. 


News and Miscellany of the Days When 


writer experience and Trade Was Gaining Momentum in 1907. 
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square dealing, and “Advertising Office Appliances Successtully” by OW. S 
Allen suggested copy to be used in newspaper displays to 

e bring substantial business to stationers. 
15 YEARS of export experi- A. S. Moural wrote on “Small Men for Small Business,” 
commenting on the difficulties the “piker” encounters when 

d > > he strikes a prosposition beyond his calibre. 

ence an service unliver- One of the causes of a big strike among telegraph opera 
tors was a demand by the companies that the operators 
sal at your command. should furnish their own typewriters. Topnotch operators 
? were getting $125 a month, and it was a hardship for even 
the best paid telegraphers to buy or rent their machines. 
George M. Courts, the Galveston stationer, wrote on 


“Business Methods of a Commercial Stationer 

A business show was to open at Atlanta, Ga., in Decem 
ber. 

A symposium of ideas on proposed changes in the inter 
national typewriter contest rules was contributed to by 
prominent contestants and educators. 


The Adder Machine Company (now Wales Adding Ma- 


chine Company) planned an addition to its plant at Wilkes 
Barre, Penna., which would double the capacity 

The Underwood Typewriter Company contemplated a 
brick addition to its factory at Hartford, Conn. 


J. D. Welch, now prominent in the sales organization of 
° ] R h the Woodstock Typewriter Company, was in charge of the 
Rebuilt or in oug country department of The Oliver Typewriter Company at 
Kansas City, Mo. 
The Pacific Typewriter Company was said to have been 


the first concern in its line to re-establish itself in the re- 
built business district at San Francisco. 
The name “typist” instead of “typewriter” was gaining 


in usage to indicate the operator of a typewriter The 
appellation came from England. 
A rubber thimble to protect the fingers in typewriting 


ner. foe Berwes Sem ff eebet Sinbic to protect the fingers in typewritin 
- as hailed as a boon. Nowadays put the rubber tires 
seek—the Security you crave— on the keytops, and free the fingers from incumberances 


NOW! and ALWAYS! The Gadder. 


Among the folks who write me, 
From Frisco to Cape Ann, 
Is one from whom I often hear, 


2 
rf And whom, I hope, I sometimes cheer 
TECK - ¥// 714g The Pleasant Traveling Man. 
P  emeiiaee 


His lot is far from being 


a me 
tlhe dem Met bibesis An iridescent dream; 
And yet, I nearly always find, 
He holds a happy state of mind, 
CEMMED” With cheerfulness his theme. 
Despite the dreary cooking 


With which he must contend 
Despite the beds as hard as bricks, 
And absence from his wife and chicks, 

Sometimes for weeks on end 








Though night is void of music, 


And cares infest the day 
He greets existence with a smile, 
And scatters cheer with every mile 
That marks his treadmill way. 
TYPEWRITER And if he sometimes writes me 
A note to give me pain, 


I guess the reason for his knock; 
He had to rise at three o'clock 
EXCHANGE, INC. To catch some dismal train. 
M4 He roves the country over- 
30 Main Street, Brooklyn, N. Y. memes oe commas 
May Heaven’s blessing light on him, 


“ ” 
(CABLES “GENTYPE, NEW YORK") And keep him sound in wind and limb 
The Pleasant Traveling Man! 
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, “Built Like a 
Skyscraper 


Progressive Policies 


i nt 
rg 
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“‘Built-Like-A-Skyscraper” files and filing equipment lead the pace set by 
modern business. New ideas to sell and new ways to sell them speed sales 
for Shaw-Walker dealers. 

Mr. Hoagland says these up-to-the-second methods make the Shaw-Walker 
agency an “‘incomparable proposition.”’ 

In cities where we are not aggressively represented, there are a few openings 
for new dealers. Write today. 


STEEL IDEAS 
wooD A ; SERVICE 
SUPPLIES KNOWLEDGE 
SAFES ; FRIENDSHIP 











MUSKEGON, MICHIGAN 
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WHY 


It Cannot Clog 


Every Hotchkiss Paper Fastener 
is now equipped with an improved 
straightening and guiding slide 
which absolutely prevents staples 
from clogging. 

When the Plunger (A) is forced 
down to cut the staple (B) it is pre- 
ceded by the slide (C). Should a 
staple be bent or the machine be 
struck a glancing blow the guide 
will straighten the staple and insure 
a perfect bind. The staple can’t 
clog because the guiding slide keeps 
it straight on its downward course. 

This new feature, added to the al- 
ready popular and efficient Hotch- 
kiss Automatic Paper Fasteners, 
maintains Hotchkiss _ leadership. 
You can sell Hotchkiss Fasteners 
with full confidence—assured that 
you will have no complaints of im- 
perfect operation from customers. 

The Hotchkiss reputation, the 
Hotchkiss guarantee, and Hotch- 
kiss advertising, all help to increase 
your sales of Hotchkiss Paper 
Fasteners. We are back of you. 
Start pushing Hotchkiss now. 


HOTCHKISS SALES COMPANY 


Norwalk, Conn. 


KI 


MACHINES 
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Success. 

Success is the reward offered to you who are willing to 
keep everlastingly after results, unmindful of hardships, 
set-backs, difficulties or whatever may block your upward 
path. 

Success stands at the head of everything worth while. 
To achieve it you must clear your mind of everything that 
might tend to retard your progress. You must be willing 
to overcome every obstacle that may beset your path, and 
with chin up, backbone erect, and smiling face, go for- 
ward a “he-man” and work until you win. 

Success is before you, waiting and smiling encourage- 
ment, ready to give you the hand of welcome. 

Do you want to be a success? 

Are you truly prepared? 

Are you ready? 

Then go! 

—Reginald Rosevear, Manager The Oliver Typewriter Company, 
Philadelphia Penna 


The Quest. 
The youth makes query: “What is life; 
“How may I enter in the strife 
“And seek and find that wondrous goal 
“That satishes the very soul; 
“The heart within me won’t be still, 
“It urges on; ‘you must, you will!’ 
“And then my spirit seems to fail 
“And leaves me cn the same Old trail.” 





When older grown, with sundry ties, 
This selt-same heart with longing cries: 
“Oh, whither shall my footsteps go 
“That I may seek and find and know 
“That I have lived my life; that fate 
“Has led me to the entrance gate 

“Of dreams come true, that in I passed, 
“And found therein my goal at last?” 


This life is one of toil and care, 

With little guidance anywhere 

For hearts that ache, for hearts that bleed, 
For hearts that seem to feel the need 

Of some great purpose, something done, 
Something worth while the race to run; 

Yet one must not that voice deny, 

’Tis God that whispers: “Do! Or die.” 


—‘All In.” 


Changed Jobs. 
“he champion inventor of crazy names isn’t with old 
man Pullman any longer.” 


No? 
“No. He's working for the people who have to think 
up names for pencils with re-placeable leads.”—Retail Pub- 


lic Ledger. 


99 
“Damn the Torpedoes! 

A nervous salesman, starting on a trip, wired his house 
at the first stop, “There are four competitors ahead of 
me.” Back came the reply: “Go ahead; there are four 
hundred behind.” 

Efficiency. 

Ted—“Tom seems to be still chasing rainbows.” 

Ned—“His latest scheme is to go to Constantinople and 
get the sultan to install a card index in his harem.’’—New 
York Sun. 

Fast Enough. 

Manageress—Yes, in teaching shorthand and typewrit 

ing we are strong on accuracy.” 


Inquirer—‘*How are you on speed?” 
“Well, the last girl we sent out married her employer in 
three weeks.’”—Answers. 


The Right Adjective. 
“Blanche is a striking girl.” 
“What's striking about her?” 
“She pounds the typewriter by day and the piano at 
night.”—Boston Transcript. 


Its Use. 
Visitor (in editorial rooms)—What do you use the blue 
pencil for? 
Editor—Well, to make a long story short, it’s to-er-make 
a long story short—Boston Transcript. 




















APPLIANCES 93 








MSO 


IF RECORD SALES 
INTEREST YOU 
READ THIS:- 


In the few short years since the World 
War Samson sales have increased by 
leaps and bounds until today this line of 
office merchandise has by far the fastest 
and most profitable turnover of any 
similar commodity the office appliance 
merchant supplies. There has never been 
a slump—never a set back—never even 
a pause in sales. 

































There is nothing accidental 
about this success—nothing that 
SAMSON itself did not create— 
SAMSON tables sell rapidly when 
other tables have ceased to sell at 
all. And all this movement, and 
its resultant prosperity for our 
dealers and us, is due to main- 
tained extra quality that is ap- 
parent to any user and 


Samson method of ‘‘In- 


terlock Reenforce- CONTINUOUS 
ment” secures for all 


Samson Table Tops a 
strength greatly in ex- 
cess of constructions 
used in other tables. 


NATIONAL 
wsnonsis: ADVERTISING 


show weak leg construc- We do not count on National 
tion typicalofordinary Advertising to do it all. We let it 
table legs bullt with 
varying thickness of tell all the market about all the 
stock. Left-hand leg Samson line. Then we supply the 
sections show Samson . — " 
strong legs resulting Gealer, FREE, with every con- 
from “‘taper-miter- ceivable kind of effective selling 
aad Tee ae helps for local use. These “hook 
form thicknessofstock. up’? Samson National Advertising 
with his retail store and BRING 
HIM HALF SOLD CUSTOMERS. 
We have concrete proof of this 
from watching sales records. 
Why not get copies of all our adver- 
tising, our selling helps and our cata- 
logs; and see for yourself, write to 
MUTSCHLER BROTHERS CO, 
Since 1846 Makers of Good Tables, 


Nappanee, Indiana. 











SAMSON 329 











One of a score of better 
i thee and director's tables 
tor all business purposes. 





SPECIFICATIONS 
Illustrating 34”%x72” size 
Other sizes: 
30”x48"” 32”x60” 
36”"x96" 

Plain White Oak. Drawers are dove- 
tailed back and front, 3-ply framed-in 
bottoms, finished inside. Under-top is 
finished, and is re-inforced with Cleat 
Construction. Standard Office Dull 
Finish; special colors at extra cost. 
Shipped K.D. two of size in crate. 
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at makes 


SEMI-~HEX 
easy to sell 





If you are a Penex dealer you know the 
reason yourself. But if you are not a Penex 
dealer here’s the answer: 

The Penex Pencil No. 498—Semi-Hex—is 
a real commercial pencil retailing at five 
cents. It is colle in the four most popular 
degrees of hardness. It contains excep- 
tionally smooth, easy-writing, non-splinter- 
ing lead made in Penex factories. 


Semi-Hex pencil wood is carefully se- 
lected, accurately machined, soft, easy to 
sharpen. The slightly rounded corners 


make Semi-Hex comfortable to hold. 

From pencil point to clean erasing rubber, 
Semi-Hex is a perfectly balanced, high qual- 
ity pencil. It is easy to sell because once 
bought it becomes the user’s favorite pencil. 
It stays sold. It brings repeat orders 

Semi-Hex is now featured by many of the 
country’s principal stationers. We believe 
it will pay you to stock Semi-Hex in com- 
petition with any other pencil made. Write 
for samples, prices, and the Penex propo- 
sition now. 


New Jersey leads in 
Pencil Production. 


Pencil Exchange 
castde te'lece 


PENCIL EXCHANGE 


MAKERS OF LEAD PENCILS 
FOR THREE GENERATIONS~ 


JERSEY CITY,N.J. U.S.A. 
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(Multigraph Convention— Continued from Page 53.) 


Then followed Mr. Dunlap’s review of the past year m 
which he reported on the company’s business, sketched 
the conditions under which the high sales records had been 
made and in general covered the high spots of what is now 


history. His talk was followed by four talks on business 
subjects by B. F. Van Kannel of New York, R. C. Picket 
of Milwaukee, H. L. Hitchcock of Kansas City and Ray- 


mond McConnell of Washington. 

The annual convention group photograph was taken in 
front of the main entrance to the plant, those hideously- 
decorated individuals being the 19 candidates for degrees 
in OE. 

A social feature which was an innovation and enthusias- 
tically welcome followed. The delegates returned to the 
convention room to find it stripped of chairs and contain- 


ing Cleveland’s finest dance orchestra, while more than 
one half-a-hundred of the home office girls—‘“the hand- 
somest in the country,” as one connoisseur exclaimed 

danced with their “brothers from the firing line” until 


lunch. 


The afternoon the ritual and business 
team consisting ol! 


> 


was devoted to 
meeting of OE, conducted by a degree 
R. C. Haney of Los Angeles, retiring president; B. F. 
Van Kannel of New York, C. A. Reinholtz of New York, 
L. W. Cane of Worcester, C. J. Williamson of Chicago, 
J. J. Hasselman, Jr., of Chicago and F. R. Andrews of 
Chicago. 

The OE meeting was followed by a swim in the 
land Athletic Club pool to put everyone in shape 
“Jazz Dinner” of the evening. 

It goes almost without saying that the men 
furnished most of the “jazz” for the dinner. books 
loaded with Multigraph parodies, a particularly snappy 
orchestra, favor hats for each diner and a musical instru- 
ment of some kind for everyone resulted in a near-stam 
pede on Euclid avenue, eight stories below. 

But besides this, two winsome singers and an 
tive dancer made the festivities more festive. 

After the coffee-cups were cleared away, the 
Point Club Vaudeville Troupe” took the stage 


Cleve 
for the 


themselves 


Hong y 


interpre- 


“Hundred 
Cw elve 


numbers, each showing a great amount of time and prep- 
aration on the part of those appearing in it, were given, 
ranging from monologues to cleverly written and realis- 
tically staged skits of three and four characters in which 


the “dignified” home office officials were first pilloried and 
then decapitated. Many of those present are still laughing 
at the “fast ones that were slipped over!” 

The business session of Tuesday 
to a symposium on “How the Home Office Help 
which the home office folks outlined what the salesman 
gets along lines of national and direct-mail advertising, 
supplies, mechanical service, order, engineering, accounting 
sales promotion, sales research, M-S Plates, corres- 
pondence, mailing lists and rebuilt machines 


was devoted 


s You” in 


morning 


Saies 


Most of the 


delegates declared they had never before appreciated the 
amount of time, money and thought put into the home 
office channels of assistance and that they uld look 


upon home office co-operation in a different light hence 
forth. 

Following another dance and luncheon, the club piled 
into a score of automobiles and drove through the beauti 
ful parks of the city to the summer home of Vice-President 
Phillips, ten miles east of the plant on the shores of Lak: 
Erie. 

Here the afternoon 


was given over to an athletic pro 


gram of 15 events, including zig-zag races, spider races 
cock fights, cigaret contest, lemon-throwing contest, tray 
eling men’s race, kangaroo race, kiddie-car races forwards 
and backwards, distance swims, diving contests, “yacht 
races” in boxes and a classic baseball struggle between 


the “vets” and the “cubs” in which youth was served 

All dashed to the lake for a dip and then back to 
see a boxing match between two former 125-pound ama 
teur boxing champions, one of whom is employed in the 


Multigraph assembling department. 


shot 


During the afternoon the company tennis championship 


was conclusively decided, Vice-President Phillips winning 
handily from Secretary Friedman of the Club 6-1 and 6-4, 
completely baffling the younger man by his consistent 
accuracy. 

After a bounteous box lunch the crowd gat here d around 


1 


a truck on which was an orchestra and joined in a half- 
hour’s singing of the parodies. 

The torch was applied to a huge bonfire on the 
of the lake and as the flames shot skyward there 
over the gathering that hush and solemnity which has al 
ways made the evening bonfire at the club outing partake 


shore 


settled 
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You Can’t Get Steam Shovel Results 
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And Spade! 


Elliott-Fisher is the only 
accounting machine 
which carries the whole 
load—performs complete 
bookkeeping at one 
writing—and_ therefore 


does it faster, better and more economically than any 
other known device. 


It gives a complete 

* record (written de- 
scription as well as fig- 
ures) of each transac- 
tion. Without both no 
record is really com- 
plete or understand- 


able. 


It saves the maxi- 

*" mum of time and 

labor by making the 
greatest number of 
records or the greatest 
number of legible 
copies of one record at 
one writing. The in- 


voice, the bill of lading, 
the statement, the led- 
ger record, the analy- 
sis of sales or pur- 
chases, or any other 
record or combination 
of records, can be 
made at one operation 
on the flat writing sur- 
face, an exclusive 
Elliott-Fisher feature. 


It establishes me- 
* chanical proof of 
accuracy by means of 
the visual audit sheet 
which automatically 


proves each entry as it 
is written. 


A letter to our general of- 
fices at New York or a tele- 
phone call to our representa- 
tive in your city will bring a 
number of suggested forms 
to help you solve that per- 
plexing accounting problem. 
This is a part of our free 
service to accountants and 
system experts. 


Elliott-Fisher Company 


General Sales Office 
342 Madison Ave. at 43rd St. 
NEW YORK, N. Y. 


Branches in all large cities 
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Accounting and Writing Machines: Flat Writing Surface 
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A Regal Rebuilt Royal is a 
true triumph of specializa- 
tion; it is incomparable in 
re-construction and finish; 
it is appealing in price and 
has received the endorse- 
ment of the original manu- 
facturer. 

The Royal Typewriter has been selected by us for two very 
important reasons. First, because the Royal has gained tre- 
mendously in public favor and because there are hundreds of 
thousands of machines in use with a still greater number of 
potential Royal purchasers and operators. Second, because 


without exception, the Royal Typewriter lends itself in remark- 
able manner to efficient, successful, and specialized rebuilding, 


and is perhaps the only make of machine that can be rebuilt and 
refinished so that it cannot be distinguished from the new. 
Rough machines of all makes are always available at Regal 
headquarters. Our huge source of supply makes available con- 
stantly revolving stocks of machines in demand at legitimate 


current prices. 
Regal Rebuilt Royals and our other machines, not rebuilt, 
form a combination typewriter proposition that no enterpris- 


ing dealer should overlook. 


If you are a ‘‘live wire’ 
announcement No. 40. 


Regal Typewriter Company, Inc. 


MARCUS HARWITZ, General Manager 
359 Broadway New York, N. Y. 
7-9 First Street, San Francisco, Cal’ 


12-14 So. Jefferson St., Chicago, Ill. 
Cable address: 


REBUILT |} 


LIT VNASAUOHLSSUNDALNGVGNODODINSYSOLRVOONDEN/ AEATELRUNNODDIDANDDADODO ODDO ODA DDI 
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of the gatherings of the Crusaders before their journey’s 
beginnings. “The shrine of the Multigraph,” the spot has 
been named, for it has been here that every convention, 
from the meagre beginnings of the first years, has held 
its most serious meeting. 

The first speaker was Division Manager E. C. Toy of 
the Cleveland office, who drew a parallel between this 
gathering and a review of 20,000 troops in France when a 
picked 500 were decorated by General Pershing as “the 
best ever.” 

For years, a feature of every convention has been an 
address on “The Romance of the Multigraph” by Adver- 
tising Manager Tim Thrift. It has never been a set talk— 
just an insp'ring vision of the service and helpfulness of 
the Multigraph idea, the picturing of the soul of what to 
some appears as a machine—but this year all united in 
declaring that Tim had surpassed himself. 

It naturally followed such inspiration that Vice-President 
Dunlap’s forecast of the coming year met with a ready 
response as each man pledged himself to return next year 
and to aid in carrying out the slogan, “Seventy-Five Hun- 
dred Pointers in 1923.” 

The evening’s program over, the delegates drove to 
Euclid Beach where more than a score of the home office 
girls were waiting for another hour of dancing. 

During the first two days of the convention, not a whis- 
per had been heard about the product itself. So appetites 
were whetted for the mechanical sessions of Wednesday, 
which opened with talks on ribbons, rollers and ink by 
the heads of the companies supplying these items. Then 
for two hours the delegates visited three exhibits in which 
they saw for the first time the new special devices and 
attachments for the standard models and several other sur- 
prises. (Questions flew thick and fast wnile reams of notes 
were taken on the various features. 

Talks by J. M. Lattimer of New York and A. T. Tarbell 
of Los Angeles preceded the noon-time dance and the 
luncheon after which the clubbers spent nearly three hours 
walking through the factory visiting every department 
and getting acquainted with the men and women who make 
their machines. It was more than a tour of inspection—it 
was a family reunion—and both field and factory are still 
talking about the friendships made during these hours. 

A gattling-gun fire of questions greeted the technical 
men at the round table which followed and then the hardy 
ones hiked the two miles to the Athletic Club and again 
made for the pool. 

The convention banquet took place Wednesday eve- 
ning, and was more of a serious affair than the “Jazz 
Dinner” although the parodies flew thick and fast and 
every man at the head table was greeted in song. 

Mr. Osborn again spoke a few words of confidence for 
the coming year and admitted that he was beginning to 
get the vision he lacked in the early days, when he re- 
garded a dozen machines as New York’s maximum. 

Multigraph service pins commemorating length of serv- 
ice were presented to R. J. Delehanty of Cleveland, A. H. 
Bishop of Newark and B. E. Neuman,, chief timekeeper 
of the Company. A beautiful silver loving cup, “the Hauls 
of Fame Trophy,” was given to J. J. Hasselman of Chi- 
cago for making the greatest number of sales each above 
a certain set minimum, and Vice-President Dunlap then 
announced the promotion of Mr. Hasselman to the newly 
created division managership at Birmingham, Ala. 
_Chairman Phil Severance of the Multigraph Industrial 
Congress, made a feeling talk on behalf of the factory 
and home office, and J. C. Osborne, just returned from 
many years of service as manager at Berlin, Germany, de- 
scribed selling methods and obstacles over seas. 

Mr. Dunlap then gave Foreign Salesmanager A. E. Ash- 
burner the elaborate “International Trophy” commemora- 
tive of London’s victory in a contest between the Inter- 
national Multigraph Sales Company, Britain, Ltd., and the 
New York and Chicago offices of the American company. 
: [he speaker of the evening was Charles W. Mears, 
iormer advertising manager of The Winton Company, 
who drew from his years as sporting editor some striking 
incidents to round out the points he drove home in his 
talk on “Champions.” Mr. Mears’ talk was that of a man 
talking to men and he was full of inspiration for the “go- 
getters” of Multigraph. 

At each of the luncheons, the club had special guests, 
on Monday the members of the Multigraph Congress, on 
Tuesday the “representatives to congress” and on Wed- 
nesday the foremen of the plant. The congressmen and 
foreman were also guests at the Wednesday banquet. 

That the convention went so smoothly was due to the 
co-operation and team work of the sales committee of the 
company, each of whom had his assigned talks and car- 

















When better safes 
are built, HALL’S 
will build them. 


One dealer writes: “I 
know safes and prefer 
to sell Hall’s Safes. 
Their good reputation 
helps us both.” 


SYD. J. ISAAC & CO. 
Evansville, Ind. 


Dealers— 
Write today 
Don’t delay! 


Feel Right! 
Sell HALL’S Safes 


The Hall’s Safe Co. 


P. O. Box 846 


Spring Grove Ave., Cincinnati, Ohio | 
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What “Old Faithful” 
prestige means to you 


Not only are American Crayon Com- 
pany products the finest of their kind 
made today; they are recognized as 
such throughout the United States. 
This prestige means one thing to 
you: that with these materials you are 
assured a big market which you can 


enter successfully — with satisfying 
profit. 

Among the many well known “Old 
Faithful” products may be listed 


Waltham and Hygieia chalk, Gordon 
Brown Paper Pencils, Prang Cray- 
onex, Prang Crayograph and Prang 
Pastello. 


THe AOeEMIC AN, BE _ COMPANY 


SRNDUSKY~- CBHIO - = - wEw YORK 








APPL 


] ANCES Septen ber, 102 


ried them through like clock work. This committee con 
sists of Vice-President Dunlap, Chairman; J. C. Toy, as 
sistant sales director, vice-chairman; Tim Thrift, adver- 
tising manager; A. E. Ashburner, foreign sales manager; 
W. T. Hagelin, manager of supply and mechanical service 
departments; T. Harry White, manager of sales research, 
and O. G. Draper, manager of sales promotion and com 
mittee secretary. 
Members of the club inspiration of 


declared that the 


the convention as such that they alone will sell the com- 
pany’s quota for the coming year, and insisted that next 
year will far exceed the ideal set of “Seventy-Five Hun 


dred Pointers in 1923.” 

It will be noted that each one of the 33 Hundred Point 
ers for 1922 made more than his quota. Their performance 
indicates not only their abilities as salesmen, but that busi 
ness conditions in the United States and Canada are be- 
coming more encouraging. The initials “O E” following 


the names of many of these men have reference doubt 
less to Omicrom Epsilon, referred to above. Following 
is a list of the’ Hundred Point Club members with their 


quotas: 


E. L. Nelson, Dallas, President, 175.1; Raymond McCon 
nell, W ashington, Vice-President, 172.9; Armin Friedman, 
Cleveland, Secretary, aa J. Lattimer, New York, 167.9; 
P. F. Harris, Denver, 127.0; H. E. Parish, OE1, San Fran 
cisco, 120.2; C. J. Withaese, OE3, Chicago, 117.2; L. W 
Cane, OE1, Worcester, 115.6; E. H. Michaels, Rochester, 
114.0; J. A. Harris, New York, 112.8; M. G. Malnick, Min- 
neapolis, 112.6; B. F. Van Kannel, OE4, New York, 112.2; 
C. A. Reinholtz, OE2, New York, 110.7; Hugo Lanser, 
Winnipeg, 110.5; J. Kinsley, OE2, Milwaukee, 109.8; 
J. J. Hasselman, Jr., OE1, Chicago, 108.0; R. C. Haney, 
OF2, Los Angeles, 107.4; Wm. F. Schick, OE1, Buffalo, 
107.0; C. A. Armstrong, Kansas City, 106.4; H. L. Hitch 
cock, Kansas City, 106.4; C. D. Coon, Louisville, 105.3 


Andrews, OE1, 
103.8; A 
New 


LaMar, St. Louis, 104.4; Frederick R. 
Chicago, 104.1; J. J. Ehrbar, OE2, Cleveland, 
H. Bishop, OE1, Newark, 103.0; W. C. Raftery, OE1, 
ark, 102.3; Harold Diener, Detroit, 102.1; A. T. Tarbell, OE1, 
“y" Angeles, 101.9; J. A. Carfield, OE2, Rochester, 101.8; 

Pickett, Milwaukee, 101.5; R. J. Delehanty, Cleveland, 
OL: J. A. Kleisner, Chicago, 100.7; H. C. Hosford, Cleve 
land, 100.6. 


A. G. 


Pelton Now a Manufacturer. 


Charles E. Pelton, 
nected with one of the 
cerns in the world and 


who for a number of years was con 
foremost pin manufacturing con 
is widely known among the sta 
tioners of the United States, is now manufacturing the 
“Pelton Piston Ring,” a device for use in automobiles. 

Mr. Pelton is making his headquarters in Detroit, where 
he has lived many years. He retains his Chicago office and 
will be in this city at frequent intervals. His company 
is the Pelton Piston Ring Company, 5432 West Grand 
River avenue, Detroit. The Chicago branch office and 
warehouse is at 2332 Michigan avenue. 


Dallas Stationers Active. 
Association of Dallas, Tex., will 
first week of September 


The Dallas Stationers’ 
hold its next meeting during the 


The organization is making an effort to raise the stand 
toad 

ards of the stationery business in Dallas in every way 

possible and of late has been working successfully along 


the line of co-operative show window advertising. The 

organization also is trying to prove to each stationer the 

value of his show windows as an advertising medium 
The work thus far has met with prompt response from 


all the stationers and as time goes on the association hopes 


to put across other matters that will be of value to every 
one in the organization. 
Victor Adding Machine Co. Increases Factory 
Space. 
F. B. Willis, general sales manager ot the Victor Add- 


January 
found it 
into 


ing Machine Company, Chicago, states that since 
1 the company has trebled its output and has 
necessary to extend its factory at 3047 Carroll avenue 
an adjoining building. 

The Victor adding machine is sold through dealers, and 
the company now has about 500 dealer representatives 
throughout the United States. 

On another page readers will observe a reproduction of 
an interesting window display of these machines in one 
of the show windows of Stevens, Maloney & Co. of Chi- 
cago. 
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PREFERRED 


wherever pens are used 


The universal preference for Esterbrook 
Pens makes them the easiest of all pens 
to sell. The twelve most popular pens 
in the world are all Esterbrooks. 


The Esterbrook line is complete. From 
it you can fill every pen need of your cus- 
tomers, with a minimum of time con- 
sumed in making sales. 

This No. 788, with its perfectly formed 
oval point, is a prime favorite. It is one 
of the Twelve Esterbrook Leaders. 

For less overhead and bigger sales in 
your pen department, concentrate on 
Esterbrooks. Our national advertising 
is reaching 10,000,000 people every 
month. 


The Esterbrook Pen Mfg. Co. 
80-100 Delaware Ave. 


Camden, N. J. 


Canadian Agents: Brown Bros., Ltd., Toronto 


PENS 


YO 


bstortrook 
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added Strength and Durability 
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Chicago Merchandise Fair. aay} UUPEEEEEECLELEEE ELEC 000 CELE CEES 
The Chicago Merchandise Fair was held at the Coliseum, K = * 
. ‘ . 4 ~~. 
Chicago, Ill, August 1-11. Admission was by card, and 355ec4 ) D t ave to 
merchants only were admitted. The exhibitors, many of 18355 ou on 
whom were in variety lines, were gratified with results. nine | Ss 
tbitore incts : | s 
Other exhibitors included manufacturers whose products 4, \\ 


ae Y : 7 s 
appealed to the retail merchant. Among these were: id Ny give Ser v1ce RS 
rt % Ss 


The American Multigraph Sales Company, showing the yy 
multigraph in its various forms. Many of the visiting poses Ly s 
merchants found the demonstrations interesting, and a OE Yy s 
revelation of speed and character in producing their own (oes) My, s 
direct-by-mail advertising. The Multigraph exhibit was 7a I 9 batt 
in charge of W. J. High and F. R. Andrews. oe T & n u t 
Northwestern Expanded Metal Company, Chicago, Ill, bRBeE a 
showed waste baskets in the booth of the H. E. Hooker Re “aS 
Company, which was displaying household utilities. Fin- POY ‘ 
ishes suited to home use predominated. (oes! 
National Sign Stencil Company, St. Paul, Minn., had a oo (in Acme Staplers. They are sim- 
display in charge of the Smidor Distributing Company, 38 Ue 
South Dearborn street, Chicago. The company’s product [Be ple, and of few parts; amply strong 
is a sign making machine, using stencils. An assortment TH for any work within their range. 
of ten different stencil alphabets is contained in a cabinet, AQ? ; 
indexed for quick reference. A gauge for placing the sign [GRE We guarantee both our Stapling 
stock, and clamps for securing the work are included in omaprt Machines and Staples. 
the cabinet. Aas 
Pelouze Manufacturing Company, Chicago, Ill, dis- [AGRE 
played household scales in the booth of Wilton Hirsch, 5, 
1018 South Wabash avenue, Chicago, Ill. These were FOE A St | 
attractively finished for home use. 53} cme ap ers 
Merchandise displays were made by the following gReRe 
houses affiliated with the stationers field: ° : A 
The American Crayon Company, Sandusky, Ohio, had 048 bring a continual stream of busi- 


a very attractive display, in charge of W. G. Youse. In eRe 


addition to school sets for children, the company showed og ness to the stationer who sells them. 
+ Not only for staples, but for all 
43¢ other items in stock. Folks get 


IATL 


s 
RS 


(rsare 
_@,0g 
TP PCLEL 


‘ 
(ea@re’ 


Sra@relra@ re 
CM@yyguli e,evgu 
MOLE TY CLE 

7 os 

A EH 


ra@rer 
ak Joh deed hk oh dead | 

angeic! 

MLE 


raa@re 
@ior 


ra@erel 
=i 
7 


@or 
~~ 


O,0g ul eyvgu es, 
fi Ole, 
ae 


too 
lay 
"ae 


marking crayons and Gordon Brown paper pencils. 

The Art Crayon Company, 489 Second avenue, New f§ 
York, N. Y., showed school sets under the direction of ff 
M. M. Krasnow. Marking crayons were included. 


M. Kras ! | : the habit of coming to the store for 
Gottlieb & Sons, Inc., 5-7 East Sixteenth street, New s=3° - : 
York, N. Y., displayed stationery supplies and toys. NOt: all their office supply requirements. 
New England Stationery Company, 10 Thatcher street, KOGA 
Bosten, Mass., showed miscellaneous stationery items. *aSpr) 
U. S. Pencil Company, 487 Broadway, New York, N. [RA 
Y., had its pencil line on view. esi 
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July Visitors at “G-F” Factory. AE 
During July two distinguished visitors were entertained Rae 
at the factory of The General Fireproofing Company, PROSE 
Youngstown, Ohio. They are sales representatives for the PRBRE 
General Fireproofing Company in their respective cities. —Reee 
Mr. Eduardo Dale, director of Casa Pratt, Rio de BX 
Janeiro, Brazil. toes! 
Mr. J. Paul, representing the Canada Office Furniture oes, 
Company, Montreal, Quebec, Canada. saY, 
The visitors made trips through the “G-F”” factory, and e235} There are four sizes of Acme Staplers: 
the plants of the Youngstown Sheet & Tube Company, and ty 
The Republic Rubber Company, all prominent industries POO Acme No. 1], for heavy duty; capac~ 
of Youngstown. A large part of their time was spent in [QGRE ity, 100 staples. Acme No. 2, for 
studying manufacturing processes of the “All-Steel” line tyes 


of office furniture, filing equipment and filing supplies. SE general utility; capacity, 50 staples. 
Sricadty Teh hin Lah Mall Meniiadial et Sure Shot, for every office job; ca- 
riendly iributes to the Late Emil Beroizheimer, 28505: pacity, 100 staples. Midget Binder, 


\ sheaf of memorials and tributes from friends of the [OQ o” yes . . 
late Emil Berolzheimer, president of the Eagle Pencil sees for individual desk equipment, with 
Company, appeared in Eagle News, the house organ of TE wide range of usefulness: capacity, 
the company. Engrossed memorials from associations in aoe 100 | 
which he was active were reproduced, and selections from Pees staples. 

a large number of letters from his friends were reprinted. EU 
A photogravure portrait of Mr. Berolzheimer appeared arcs DEALERS—You can make good money 


as the frontispiece e & handling Acme Staplers. Write for par- 
An editorial quoted the familiar sentiment, “Do not keep [ERSXE  ticul . 
: Hote = ticulars. 
the alabaster boxes of your love and tenderness sealed up ~ ee 
until your friends are dead.” The letters from friends BRR 


showed that the late Emil Berolzheimer was the recipient OUT A S ] $ L d 
of high esteem in his daily contact with the world. rhe cme tap e 0., t « 


Whstnntiece Mauk NAN Ht} (1643-47 Haddon Ave. Camden, N. J. 
olesalers ave space in ° : ° anr%a'’ LONDON: Kado Ltd., Atlantic House, Holborn 
Spac -— Se See a senriatinn Newe eo.3) Viaduct 
-s — ha been assigned in National A. ociation New to bod CANADA: Ernest J. Scott & Co., 50 St. Peter 
the Wholesale Stationers’ Association of the United States. #55051 St.. Montreal 
Many of the wholesalers are members of the National [FRX SCANDINAVIA & FINLAND: Foreign Trade & 
A cSt os Mey : ae a apes '2eo' Export Co., 206 Broadway, New York, 
| Association of Stationers and Manufacturers. The space MEO HOLLAND: Richard Weiniger, Singel 276, Am- 
allotted to the Wholesale Statio s’ ssociati f the om—p" 4 sterdam 
adie Gentex eatlt: ha ead ationers Association of the TAYE 06 AUSTRALIA & NEW ZEALAND: Excelsior Supply 
nited ¢° tates will be used for information of mutual inter- ae 49 Co., Ltd., Sydney, N.S.W. and Wellington, N. Z. 
est to retailer, manufacturer and wholesaler. 
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_ Your business won't come back until you go after it. 
= The Mimeograph Stencil (A. B. Dick Company). 
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Neidich 
Carbon Papers 


Typewriter 
Ribbons 


‘“*The Line of Lowest Ultimate Cost’ 














Superficial appearances are deceptive 
particularly in chemical products like 
Carbon Paper and Typewriter Ribbons. 
Go deeper and you will learn of the in- 
trinsic value of our products as revealed 
in the character of their performance, 
and of our service, in time and under 
all conditions. 


You will discover that inherent element, 
that characteristic difference, that 
counts so much in making them—“The 
Line of Lowest Ultimate Cost.”’ 


Our “Superba”? Brand above featured 


is a mighty fine medium-price quality, 
one of our best sellers. May we quote you? 


Neidich Process 
Company 


Manufacturers 
ESTABLISHED 1898 


Burlington, N. J. 
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Addressing Printed Matter for Foreign Mails. 
(From Commerce Reports.) 

The Department of Commerce and the Post Office 
Department frequently receive complaints of nondelivery 
or slow delivery of catalogues and other printed matter 
in the foreign mails. In an effort to ascertain the extent 
to which faulty addresses might be a contributory cause of 
the trouble, the Post Office Department, at the request 
of the Department cf Commerce, conducted a careful sur- 
vey of the printed matter passing through the outgoing 
section of the foreign-mail station in the New York Post 
Office, where the average daily volume handled amounts 
to over 30,000 pieces destined for almost every country 
in the world. 

The survey proved the frequent occurrence on printed 
matter of addresses so carelessly written as to be absolute- 
ly illegible. There are two serious features of the situation 

first, the most frequent offenders are not the small busi- 
ness concerns but the large manufacturing and exporting 
corporations and even the specialists in commercial 
efhciency; second, some automatic addressing machines 
seem to be so carelessly operated that the resulting printed 
addresses are almost, if not entirely, illegible. 

The indistinct or illegible addresses made by automati 
machines seem to be due to one of the following causes 
(a) Ink insufficient to make a clear, lasting impression 
(b) stencils so cut as to leave parts of letters joined to- 
gether by a strip of material, apparently to protect the 
stencil against damage in handling, with a consequent fre 
quent blurring of the impression; (c) addresses writte1 
at an angle, or containing an unusual number of letters, o 
improperly spaced, resulting in missing letters and incom 
plete words. 

This statement is not intended as in any sense a criticism 
of addressing machines or an argument against their em 
ployment. Their services have proved their efficiency be 
yond question. They are, however, not proof against care- 
less handling and, like every other mechanical device 
require a certain amount of care on the part of the 
operator in order to do absolutely reliable work 

Confusing Marks and Carelessness in Addresses. 

A prominent corporation selling a commercial news set 
vice makes it a practice to add to the address two or three 
lines of filing marks or record marks. These marks are in 
the same type as the address, are spaced the same way, 
and appear in the place where one would naturally look for 
the name of the city or country. If this practice bothers 
American postal clerks, what must be its effect on a for- 
eigner? 

\ mail package addressed to a city as large as Frank 
furt-on-the-Main, without any more detailed direction, 
is surely destined to delay; and one addressed to “Cuba, 
Jamaica, Haiti’ or to “Azores, Brazil” is fortunate if it 
ever gets on the right route. The practice of splitting the 
name of a country into two lines or using an abbreviation 
that is not generally employed will invariably make trouble 
It is well to consider that defective addresses are much 
more serious in foreign mails than in domestic service, 
since in many foreign countries postal employees are poorly 
paid and much overworked. In times of mail congestion 
additional help is rarely available, and an address in a 
foreign language is sufficiently difficult to decipher without 
adding unusual marks, arbitrary abbreviations, or care 
less directions. 


Society of Industrial Engineers to Meet. 

The Society of Industrial Engineers will hold its ninth 
national convention at Hotel McAlpin, New York City, 
October 18-20. The “Economics of Industry” will be a 
theme treated by speakers of national reputation. Sec 
tional meetings will be held for managing executives, pro 
duction managers, sales managers, industrial relations di 
rectors, accountants and educators. 

A special feature will be an exhibition of factory and 
office equipment to save labor and reduce fatigue. The 
exhibits will be held in the winter garden adjoining the 
ball room in which the principal meetings will be held. 
The sessions will be open to the public. The official pro- 
gram will be completed and ready for distribution early in 
September. Copies may be obtained from the Society, 327 
South La Salle street, Chicago, III. 


Crane Opens New Office in New York. 
Crane & Company has located its New York office in 


the Woolworth building, Room 1716. D. W. O. Mulford 
is in charge. 
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— found where 


103 





Steelcase Filing Cabinets 


Create More Than 





Satisfaction 


Satisfaction alone implies an 
even money’s worth—no more. 
Users of Steelcase Filing Cabinets 
experience more than this. There 
is the additional pride of possessing 
equipment that is a manufacturing 
achievement in beauty and mechan- 
ical perfection. 


The Steelcase line of Upright 
Filing Cabinets is complete; com- 
prising individual and battery files 
both four drawer and _ counter 
height. 


Our No. 705 Four Drawer File is 
a credit to the Steelcase line, 
though selling at a price competi- 
tive with the lowest priced cabinets 
on the market. A finished end 
cabinet of unusual quality and at- 
tractive appearance. Net filing 
capacity over 100°. Full progres- 
sive roller suspension, and a rein- 
forced skeleton construction that 
insures rigidity and durability in 
use. 


Write for detailed information. 














er ie 
P e 
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Business Equipment | hyusiness succeeds 





104 


OFFICE 





APPLIANCES September 





= MOSTEEL 


i 
KH i ui 


At ANN AY iy 


HANAN AY i 











Special MOSTEEL Features 


Side—Expanded Metal. 26 Gauge Steel, 
with Reinforcing Ribs, formed in one 
piece and spot welded. 


Top—Reinforced by heavy steel! ring and 
overlapping band. 


Bottom—Solid Steel, reinforced, double 
seam. Cannot come loose or pul! apart. 


Reinforcing 
Rib 


Desahity—U nusually strong, will 


__ 12> not bend out of shape or collapse 
under hard use. 
Weight—Half the 
weight of the or- 





dinary metal bas- 
ket. 
with bt For Ring 


Design—unusually graceful and attrac- 
tive. 


Finishes—Six beautiful finishes. Per- Double Seam 
manent and high grade throughout. Bottom 

















| A Wider Sales Field 


On account of its handsome, graceful appearance, 
the MOSTEEL has a wider sales field than the ordi- 
nary waste basket. With immense possibilities in the 
office field alone, it also opens up a big market in the 
home that is worth while going after. Then there are 
the hotels, hospitals, factories and institutions, public 
and private, that have been waiting for the introduc- 
tion of this new idea in a waste basket. 


But attractiveness is only one of the MOSTEEL 
virtues. It is only half the weight of the ordinary 
metal waste basket. Its construction of expanded 
metal with reinforcing ribs and solid double seam 
bottom gives unusual strength and durability. It will 
stand the jamming and knocking around of hard, 


every day use without losing its shape or good looks. 


Two popular sizes, 12 inches high and 14 inches 
high. Six beautiful finishes—Olive Green, Mahog- 
any, Ivory Enamel, Black, Copper Buffed and Oxi- 
dized Bronze. 


The MOSTEEL Waste 
making possibilities. It is making friends and sales 
for dealers everywhere. Write for prices and dealer 
discounts. 


3asket has real money- 


We need a few more representa- 
tives who handle associated lines. 


The Motors Sheet Steel Co. 


Beach City, Ohio 








WASTE BASKET 
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Caveat Emptor! 


Some of the Tricks of the Traveling Sales- 

man Dealing in Job Lots Were Told by 

Wells R. Bill in The Purchasing Agent. 

The Article May Give the Retail Dealer an 

Inside Edge When He Finds a Purchasing 

Agent Who Has Been “Jypped” as 
Described. 


ESPITE the fact that materials of all kinds are pur- 
D chased more scientifically in these days than ever 

before; there is still a great deal of the so-called 
sharp practice used by some small non-reputable concerns 
and agents. Up-to-date methods of tests and try-outs such 
as used by the National Bureau of Standards in Wash- 
ington, together with the tests made by commercial test- 
ing laboratories and engineering departments (maintained 
by most manufacturing plants) have been the means of 
banishing from the market many articles of an inferior 
quality. 

There are, however, many seemingly small articles, 
which every purchasing agent has to buy, that cannot be 
tested by the laboratory or engineering department from 
a practical standpoint. The following necessarily incom- 
plete list of articles are some of the many that are some- 
times either misrepresented or not represented at all: 


Rubber Bands Carbon Paper 

Pencils Adding Machine Paper 
Clips Toilet Paper 
Typewriter Ribbons Envelopes. 


Let us now take in logical order the above list of arti- 

cles and see how sharp practice may be employed 
Rubber Bands. 

These are sold by the pound, so naturally the pound of 
bands that contain the greatest number of a given size to 
the pound is the best buy, providing of course, the quality 
is there. I cannot say for a certainty that there are any 
so-called loaded rubber bands on the market at this time; 
and by loaded I mean a band that has been mixed with a 
composition that makes the band weigh heavier, so that 
you would not get as many rubber bands per pound if 
they are loaded. There has been such a band on the mar- 
ket In fact I know of two or three people that were 
stuck with a loaded band. 

A good way to test bands, or rather the weight, is to 
take a quarter pound of a given size from the different 
reliable manufacturers and weigh them out carefully and 
have them counted. Another test that I have heard of but 
have not tried out is to soak the bands in water over night 
and if the band is loaded it will sink to the bottom. 

Pencils. 

Most every manufacturer of pencils has a certain amount 
of spoilage or what are called seconds. I do not know 
whether the seconds are sold to one person or concern but 
I do know that I have had agents try to sell me seconds 
for a first class pencil. An imperfect pencil will often 
look as nice as a perfect one, but if the lead is off-center 
or if it is warped the money you pay for such pencils is 
going to be ground up in a pencil sharpener. 

Clips. 

If they are seconds they come mostly in bulk and if you 
know they are seconds they might be used for certain 
work. Some fellow may box them and sell them as a 
first class clip. 

Typewriter Ribbons. 

It seems as if there are millions of agents selling type- 
writer ribbons and most of them profess to be manufac- 
turers, when as a matter of fact there are only a compara- 
tively small number of manufacturers throughout the 
country. 

How many ribbon manufacturers sell their spoilage or 
scrap I cannot say. I do know that some of them used 
to and no doubt do today. As a case in question I know 
of one ribbon manufacturer who sold all his scrap and 
spoilage to one concern with the result that the concern 
which bought the scrap put the short ends of ribbons on 
spools and sold them as first class ribbons. Of course 
some of the ribbons were first class so far as quality was 
concerned but they lacked anywhere from five to six feet 
or more in length. 

The ribbon manufacturer referred to above finally dis- 
covered what was being done with his scrap with the 
result that today he destroys all scrap and spoilage instead 
of selling it. 

. Carbon Paper. 

_This article is usually sold by the same agents that sell 
ribbons and there are so many different grades and prices 
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Here is a Machine 
That Sells 


ona Single Demonstration 









The ELLIOTT 


Envelope Sealer 


Made to appeal to the 
man who has bought 
a few envelope sealers 
that turned out to be 
mechanical failures. 


Its simplicity attracts 
attention. 


Its sureness causes 
amazement. 


Its speed actually 
thrills you. 
Agents Wanted Everywhere 
Made by 
The Elliott Company 
150 Albany Street 
Cambridge, Mass. q 


Makers of the Famous 
ELLIOTT ADDRESSING SYSTEM 


ERR RR REAR RACE LRA CLE 


CFE 


PLOFCFLILI LD 








106 OFFICE APPLIANCES Sept 


it is difficult to select the proper grade and price. Che 
grades are often put in nice looking boxes and sold ; 


prices, Not long ago an agent offered some carbon paj e1 
for sale at what seemed to be a good buy on the grounds 
had P ler Chree 


that the government cancelled a large order 








SUM Ab Ree neACT days later I learned that the government had rejected t 
—PORTABLE order because it was of an inferior quality 
chasing ) i i s and carbon papet 
Adding Machine In purchasing typewriter ribbons and , bape! 
would suggest getting samples of ribbons and 
Weight—35 Pounds paper from reliable manufacturers and_ the have yo 
Capacit y —$99,999,999.99 own tvnist try out the samples and r port on them. After 
a selection is made, purchase and stick to the concern 
furnishes the best material adaptable for your needs 
Adding Machine Paper. 
Sharp practice employed in the sale of this articl 
usually in the length of the roll and the number of 1 
to the case. It is, therefore, essential in asking for qu 


tations or in purchasing this article that your specif 
tions be complete; that is, you should specify so ma 
cases of adding machine paper of a given quality, 100 r 
to the case, 250 feet to the roll, of a given size, such 
3-15/32” wide. 

Toilet Paper. 








This article is sold in rolls and packages. Here agai 
vhere specifications should be complet \ roll of go 
uality toilet paper should contain 2,000 sheets to the 
nd usually 1,000 sheets to the package 

Envelopes. 

Most every purchasing agent has no doubt had n 
bargains in envelopes submitted to him, especially si 
the war. On every so-called bargain submitted to 
writer | have found that they really wer 
but a cheap envelope at a cheap price that yuld be 
chased from a reliable source at the same price as the 

rain, providing you wanted to use a real cheap envel 
The refore, if you buy envelopes make the salesma1 
nish you with samples, prices and specifications as 

quality such as No. 1 rag, No. 2 rag, sulphite stock, et 
Conclusions. 
To overcome and banish from the market sharp pra 
f all kinds is something that every purchasing agent 
A ° d Li bd M hi should do. There have been published in The Purchasing 
ing an isting ac Ine \gcent from time to time actual cases of ft 1 and shar 
practice used in the selling of oils, lumber nd vat 
other materials; and I would, therefore, suggest that wl 
: é , F ever a purchasing agent knows of any article that is 
Combines with large capacity the desirable misrepresented that he send full particulars to The 
features of compactness and portability. c pensar — a, publication. ; 
; ° laps eS a oO « come this ndition 1s 
It lends itself equally well to the require- be 6 sure of ot aiane & Protea ee hich 1s ig tact 
ments of big banks—large corporations ving. ; 
or small merchants. It was, in fact, “Another and most important way is to be sure y 
particularly designed to fill the need of specifications are complete, even though the artic] 
A E small and may seem trivial. 
all banks for a superior machine of small From observation, there are many industrials that d 
dimensions, large capacity and selling at an not bay much ee to ~~ = yf stationery 
. . printed matter, and some of the sundry items enumerate 
attractive price. above because the purchase of them is small compared t 
the purchase of raw material. All items, however, enter 
Maximum visibility is secured by including ree 8 nog Sage cost and in the aggregate amou 
in a small angle of vision the keyboard- oe A 
number wheels and printing line. The Big Color Campaign Promotes Parker Pen Sales. 
Total — Sub-total — Non-Add and Repeat The Parker Pen Company has inaugurated a tremendou 
levers are so located with respect to the advertising campaign. Beginning August 26 a page 
path of the operating handle that the ma- color wit be weed every four weeks in the Saturday Ev. 
chine can be worked at high speed by the ce Ro I cf the series of thirteen pages a 
use of the right hand exclusively. The _ This advertising effort will be supplemented by displays 
quality of workmanship—beauty of appear- in many sage! magazines, and by a space in aj 
= proximately sixty major cities of the United States Phe 
ance and elegance of finish are excelled by cost of the campaign in the Saturday Evening Post 
none. $110,500, and is the largest advertising contract ever signe: 


with the Post by any fountain pen manufacturer 
Some excellent domestic and foreign areas 


remain unassigned. Inquiries from dealers Whereabouts of R. P. Lugar mpquenins, 


ye Ernest Cochrane, a realtor and insurance man of Frest 
invited. Calif., desires to locate R. P. Lugar. Mr. Lugar is said 
have been connected with the typewriter usiness 


many years. 


PETERS-MORSE MFG. CORP. Search of our records does not reveal the name 


any of our readers happen to know Mr. Lugar’s locatio1 
30 CHURCH ST., NEW YORK CITY they are requested to communicate with Mr. Cochrane 
at 209 Cory building, Fresno, Calif. 
Factory: Ithaca, New York : 


Enthusiasm always starts in the race, but perseverance 


always wins it—The Wales Visible (Wales Adding Ma- 
a 
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Allsteel dealers never need refer 
their customers to a competi- 
tor to fill any part of their 
office equipment needs. 


The completeness of the All- 
steel line takes care of every 
requirement—and your cus- 
tomer is an Allsteel customer 
all the way through. You have 
his undivided patronage. 


Dealers are finding that this 


APPLIANCES 


Linoleum or 
steel top for 








counter use 


| Bronze Binding 
Strips 





Drawers run on 
steel rollers 


‘elded Case— 


no Rivets 


Durable 
Metal 
Hardware 


Green, Oak or 
| Mahogany 
Finish 





Counter Height 


File 
Number 903 VL 


Don't Share Your Business With Your Competitor 


means larger orders and more 
thoroughly satisfied users. 


And whenever additional 
equipment is needed, Allsteel 
is naturally specified. 


Additional dealers can enjoy 
the advantages of handling the 
Allsteel line in certain locali- 
ties. Write for our special 
dealers’ proposition. 


The General Fireproofing Company 


Youngstown, Ohio 


Branches in New York, Chicago, Boston, Atlanta, 
Minneapolis, St. Louis, San Francisco, Philadelphia. 


Dealers in all principal cities 
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THE GUARANTEE 
OF 


QUALITY 


THE SIGN 
OF 


SERVICE 






PROFIT AND GOOD WILL 


FOR THE STATIONER IN 


~BICCO FILING SUPPLIES 


Vertical Guides 








ALL Cray N MIWA Ay ND 
CARD GUIDES STANDARD oa 

SIZES NUL yy 
FOLDERS \ AND aa © 
VERTICAL GUIDES COLORS : . 





COMPLETE LINE OF 
Ficinec SUPPLIES 





Filing Systems 





Complete Filing Supply Line 
of the 
Dependable Kind 








Descriptive Price List 
Mailed Promptly 
on Request 











BOSTON INDEX CARD COMPANY 


113-115 PURCHASE STREET 
BOSTON " ° . . MASSACHUSETTS 
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Dodd on Distribution. 


Furtherance of the newer understanding which has arisen 
of the common interests that bind manufacturer and mer- 
chant together is seen by Alvin E. Dodd, manager of the 
domestic distribution department of the Chamber of Com- 
merce of the United States, as an outgrowth of the first 
National Merchandise Fair which was held at New York 
August 9. 

Speaking at the fair on “National Consciousness in Re- 
tail Distribution,” Mr. Dodd declared that both manufac- 
turers and merchants are coming to realize that the pros- 
perity of the one is dependent on the prosperity of the 
other. Another development, said Mr. Dodd, will be that 
future fairs will take on an international aspect, bringing 
the buyers and sellers of various countries to the exhi- 
bitions. 

“These fairs,” said Mr. Dodd, “will witness the expand- 
ing recognition of a comparatively new conception—lI refer 
to the growing understanding that the interests of the mer- 
chant and the manufacturer are not opposed, but are 
the same inherently; that the old formula ‘buy cheap and 
sell dear’ which assigns conflicting purposes to the dis- 
tributor and the producer will be replaced by the knowl- 
edge that each is but a part of one great whole and that 
an injury to one immediately reacts unfavorably upon the 
others. These fairs inevitably will bring about discussions 
of their common problems and interests among these sev- 
eral parts by the convenience arising from their physical 
presence in the same place at the same time. 

“IT need not recount to you the many factors of styles, 
credits and useless competition which excite all of you and 
which will yield to the sympathetic study by composite 
committees of your several groups. The work already has 
a beginning and as its first results are understood gen- 
erally it will grow from the effects of its own self-created 
appetite. ‘Co-ordinated huying and selling’ is a good 
phrase and expresses my notion in a very few words. It 
means that the buyer should be, even for his own protec- 
tion, interested in the prosperity of the seller. 

“We need go back only two years to observe the truth 
of this aphorism in its most convincing form. The un- 
prosperous producer cannot deliver the goods, the un- 
prosperous distributor cannot pay for them. The closer 
their relations, the better for both. One of the ques- 
tions equally interesting to distributor and producer is the 
economic limit to the quantity of goods purchased. Over- 
buying is as injurious to the one who oversells as to the 
one who overbuys, and is related closely to the. economic 
rate of production—of which we know so little—and to the 
rapidity of turnover—of which we know so much and 
neglect so constantly in practice. Indeed, distribution and 
production are inextricably interwoven, each element is 
found to be affected by all of the others and a study of one 
leads at least to the wish for a better understanding of 
them all. 

International Scope Visioned. 


“Although this is called a national fair and is ones on 
this, its first occurrence, I venture to prophesy that not 
many years will have passed before it becomes recognized 
as an international opportunity. Foreign producers and 
designers will find it essential not only to visit future fairs 
but to display their wares. They need not only to sell 
to our buyers but in order to sell effectively they must 
study our markets and our individual preferences. In like 
measure, foreign distributors will find it the one best 
method to become acquainted with our products and the 
possibility of another source of supply for their custom- 
ers. A double competition will arise from these visits 
which inevitably will react beneficially to all concerned. 
American manufacturers will learn what the goods of 
their foreign brethren have to tell them, and will have 
a new form of propagandum to attract foreign markets for 
the disposal of their surplus. 

“I may well predict too that the future national mer- 
chandise fairs will become increasingly, as the years pass, 
the opportune times for holding the stated meetings of 
trade associations and organizations connected with or in- 
terested in distribution. 

‘“Metaphorically 


expressed, ‘one hand will wash the 
other. 


No one, I believe, will venture to dispute the idea 
that even the small merchants of distant towns and cities 
will sense the need to attend these fairs whether they find 
themselves able to do so or not; but the double chance of 
attending the fair and his national trade association meet- 
ing will be too great to be resisted by thousands of mer- 


chants who now stay at home, vegetatively awaiting the 
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How Much? 


The first thing to tell your 
customer is not how much 
money, but how much value. 








ENGLEWOOD 


~ Sj, 











Englewood Desk value is no 
mystery—you can demon- 
strate it quickly and con- 
vincingly. Operation of the 
movable parts, construction 
of tops, panels and drawers, 
fittings and finish — these 
and other features show the 
value. 


Let us send you our catalog 
with particulars and terms. 
The last “how much” also 
will interest you. 


Englewood Desk Co. 


5820 Lowe Ave. 


CHICAGO, ILL. 



















































































Keep Your Shelves 
Stocked to Meet 
Each Day’s Demands 


The volume of your business depends on your 
ability to supply your customers’ needs. 


The completeness of your stock is your biggest 
asset in holding your customers. Its complete- 
ness and up-to-dateness also promotes confidence 
and good-will. 


It indicates your progressiveness as a storekeeper 
and stationer. 


We Can Always Fill Your 
Orders For You — At Once 


We carry the complete stock for you. 
quantity desired at any time. 

In our centrally located warehouse vast stocks of more than 
10,000 different articles are always on hand for your 
selection. 


You can get any 


Full Lines of the Best Knowa Manulacturers 





Now is the time to order your 


Calendar Pads 
. and Diaries 
for 1923 


Perfection Calendar Stands and Pads 
Standard Diaries 
Also Handy, Ever-Ready, Gem, Jumbo and Stand- 
ard Stands and Pads, Wall Calendars and Weekly 
Reminders; and Laird and Lee Diaries. 
(See Pages 118-119 and 166-167 of our catalog.) 











Send for Catalog 


Our large illustrated catalog containing the trade infor- 
mation you need will be sent to you upon request. The 
manufacturers’ own numbers are used throughout for your 
convenience. 


A Monthly Revised Price Bulletin announcing changes is a 
part of our regular service to customers. 


We Sell to the Trade Only 


ASSOCIATED STATIONERS’ 
SUPPLY COMPANY 


201-215 N. Franklin St. Chicago 








September, 


1922. 


arrival of the travelling salesman upon whom they depend 
to fertilize and cultivate their stocks. 

“While this first of the national merchandise fairs 
somewhat strongly flavored with dry goods and ready-to- 
wear, the time is not far distant in my opinion when its 
visitors will have displayed for their inspection a thor- 
oughly representative series of exhibits embracing pretty 
nearly everything sold at retail.” 


is 


Sutton Handles Big Acounts for Royal. 
The “national account department” is branch of the 
selling organization of the Royal Typewriter Company 
Inc., to keep in touch with the larger users of Royal type 


a 





H. P. SUTTON. 
writers. It renders direct assistance and affords a con 
tact of special nature with the home office. 
This important work has been assigned to H. P. Sutton, 
who has been in the Royal family for many years. He is 
assistant sales manager, carrying the new work in connec 


tion with his other duties. 


Filing Magazine Changes Form. 


Filing and Office Management is coming out in new torm 


beginning with the September issue. The publication has 
evolved in a manner that two distinct fields were cov 


ered. The change will provide a separate publication for 
each activity, thus saving the time of readers interested in 
but one field, and permitting a more logical development ot 
the magazines in their respective fields. 


Filing will cover record keeping and filing. Office Man 
agement will treat of the broad field suggested in the 
title, covering the administration and functions of that ex 


ecutive work, and is planned to be of special interest to 


men who manage the affairs of busy offices. These maga- 
zines will be published monthly, at $2.00 a year for either 
Aecombined price for both, sent to one address, is $3.00 a 

These magazines are published by Filing, Inc., 320 


year. 
Broadway, New York, 


Publicity for New England Furniture Show. 


The New England Furniture Market Association plans 
a publicity campaign in connection with the autumn fut 


niture show. Alfred L. DeNoyer, secretary, 100 Boylston 


street, Boston, Mass., has charge of the show and its pub 
licity. The executive committee of the New England Fur 
niture Market Association comprises Ashton P. Derby, 
chairman (P. Derby & Son), Arthur H. Hall (Merriam 
Hall & Company), and Alfred L. DeNoyer 
Geneva Stationer in Larger Store. 

The McDonald-Hennacker Company, Geneva, N. Y., has 
established itself in a new store at 41 Seneca street Phe 
company occupies more than twice the space than in the 


This permits expansion, an 
I 
better play 


old store at 63 Seneca street. 
the company will now be able to give 
office equipment and supplies. 


1; 
ais 


Railroad Bodies Approve Standard Invoice. 
The standard National 
Association of by 


the 


invoice form sponsored by 
Purchas; Awe has hee 
urchasing Agents has been 


1 
proved 


two railroad organizations. The Railway Accounting Off 
cers’ Association and Division VI., purchases and stores, 
of the American Railway. Association, have given their 


official sanction. 
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ne First Nationa Bang, Detroit 
Architect Albert Kahn 
lad by Universal Carpet Company 
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Every Office Should Have 
Quiet Floors Like These— 


The fifth floor is the hard-work floor of the First 
National Bank of Detroit. One hundred and seventy- 
seven people are kept busy on this half acre of floor 
space. Yet their hurrying footsteps fall noiselessly 
on the floor of resilient, sound-deadening Gold-Seal 
Battleship Linoleum. 


This sturdy flooring material was chosen for this 
and other offices of this modern building because it 
looks attractive, wears long, and helps to maintain 
an atmosphere of quiet and efficiency. Such a floor 
is easily and inexpensively kept clean and new look- 
ing. Expensive refinishing is never necessary. Instal- 
lation cost is moderate. 


If you are interested in attractive, eficient, moderate- 
priced floors, write our nearest office. We shall be 
glad to give you more information and tell you 
where to go for estimates. 


COoNGOLEUM COMPANY 
INCORPORATED 


Philadelphia New York Boston Chicago San Francisco 
Kansas City Minneapolis Atlanta Pittsburgh 
Dallas Montreal 


























































All genuine Gold-Seal 
Battleship Linoleum 
bears this positive 
pledge of satisfaction 
—the Gold-Seal 
Guarantee. 





GOLD SEAL 


Battleship Linoleum 


(THE FAMOUS FARR & BAILEY BRAND) 


Made According to U.S.Navy Standard. 


gi 
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Established 





We will carry your installment accounts. 


Take every order 


for Shipman-Ward Rebuilt Underwoods that comes to you on 
deferred payments—and go after more. We do the rest! 


All you have to do is get $3 down on any sale 
of a Shipman-Ward Rebuilt Underwood. 
Send the order on our regular order blank 
at our retail price, and we will ship direct to 
your customer, express marae a 
prepaid, allowing you P | ie | 4 
20% commission. Our 
terms to customers are | 
$3 down and $5 per | 
month thereafter. We 
do the collecting. 


We are spending over | 
$25,000 monthly in | 
national advertising. | 
This includes full | 
pages and covers in | 
colors. This advertis- | 
ing creates a demand 
in your town for Ship- | 
man-Ward Rebuilt 
Underwoods. If you’re 
not in a position to fill 
these orders, buyers 


from us direct. 





ee aS ce 
YPE WRITERS MUL VORARP 
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View of The F. B. White Typewriter Sales Co. Store, El Paso, Texas, 
showing our $3 down sign, which we furnish free. 


1892 . ° 
“Typewriter Emporium” 





SHIPMAN-WARD MFG. C 


will order from your local competitor, or 


Our expert advertising department has pre- 
pared a full line of real selling helps for you 


—signs,window cards, 
newspaper ads, etc. 


| These are furnished 


absolutely free of charge. 
Dealers from coast to coast 
are cashing in on our in- 
stallment proposition— 
you can, too. Don’t take 
our word for it—read what 
The F. B. White Type- 
writer Sales Co., whose 
store is shown in the 
photo, writes to us:— 

“I am sending you a photo 
of my store. Your linen 


| display sign is attracting 


considerable attention 
and has greatly increased 


| my sales.” 
| Looks like a real propo- 


sition for any typewriter 
man, doesn’t it? Get full 
details NOW. Write, wire 
or call—but act now. 


The Rebuilders 


of the 
Underwood 


1776 Shipman Building, Montrose and Ravenswood Aves., Chicago 
(Take Ravenswood Elevated to Montrose. Plant is one block East) 











Leese 








St. Louis Police Department Records. 

Martin O’Brien, chief of police, St. Louis, Mo, contrib- 
uted to The American City on the history and achieve- 
ments of the police department records under his charge. 
The evolution of record keeping took advantage of the 
different filing systems available as they were placed on 
the market. 

* * * 


The police department of St. Louis is credited with hav- 
ing one of the most efficient record bureaus of any police 
organization in America. The system appeals to the busy 
police officer, who best can appreciate expediency in the 
matter of record and identification, and its card index sys- 
tem is second to none. 

The inception of the record department was probably co- 
incident with the establishment of the police department. 
Early attempts at such a system, utilizing large filing cases, 
although valuable, proved highly unsatisfactory, because 
of the constant enlargement of the force and the increasing 
prevalence of crime. Other methods proved inadequate, 
because of the increased volume of the matter handled and 
the complexity of the system. 

In 1912 the need of a comprehensive system was so pro- 
nounced as to cause a complete re-organization of this 
department, and the installation of a card index system. 
This system, on account of its elasticity and ready adapt 
ability to change, is in use today, and is capable of instant 
response to the demands of nearly two thousand police 
officers, detectives, and policewomen. 

This department now contains well over 800,000 records, 
systematically filed by letter or pocket system, the key 
to which lies in the card index, which has more than 10,000 
subdivisions. John Smith, bitten by a dog, can find a com- 
plete account of that incident years after it occurred; Bill 
Jones, arrested for robbery and either discharged or con- 
victed, will find that history complete, as the disposition of 
every case is followed to a conclusion. Records of all acci- 
dents, suicides, murders, burglaries, robberies, fires; every- 
thing a patrolman or other officer notes on his tour of duty 
which indicates an infraction of the laws or ordinances, or 
which may later be of value in litigation; arrests for speed- 
ing, for all vehicular offenses, for distubance of another’s 
peace; liquor raids, automobile thefts, drownings, railroad 
accidents, gang killings, frauds, embezzlement, houses of 
prostitution—keepers, inmates and frequenters; gambling 
houses; correspondence from other departments; men 
wanted, women wanted; deserters from the United States 
military service; lost, strayed or stolen property;—a thou- 
sand varieties of daily happenings are to be found in this 
department. All may be traced instantly, if there is but 
one name to work by, or the date of happening. 

All names mentioned in reports are indexed upon cards 
indicating their respective class by color, each variety hav- 
ing a separate color. All crimes which may be traced by 
reason of criminals following a given habit in the commis- 
sion of crime, are grouped; hence it is easy to remove a 
pocket from the records and find fifty or a hundred rec- 
ords all in numerical form according to date, so that the 
last report indicates the count. 

Citizens of St. Louis, f€miliar with the police department, 
point with pride to the fact that police organizations else- 
where have sent special emissaries to pattern their own new 
departments after this one. 

The department is located at Headquarters, and occupies 
over 700 square feet of floor space, largely occupied by tier 
after tier of file cases. Situated at the front and extending 
along the entire room, is a counter at which the applicants 


for information may jot down such data as required. Much 


information is issued by telephone. The office force con- 
sists of one chief record clerk, fourteen file assistants, and 
two file indexers. This department is never closed. Day 


and night, holidays or Sundays, the operation proceeds in 
a regular, even manner in the issuance of information to 
the men in the fie ld, and to this dependabk source of in- 
‘ormation is traced, to a large extent, the success of the 
department in the apprehension of the criminal element. 


Computing Contest in Chicago. 
he Chicago office of the Monroe Calculating Machine 
Company arranged a contest for school students. Com- 
mercial students in schools sequipped with the Monroe 
machine were eligible. Waterman products were given 
as prizes. The winners were Libbie Novak, 4012 West 
['wenty-second street and Martha Hines, 4144 West 


[wenty-fifth street 
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FOR 


Rotary Dupucaring 
MACHINES 
CONTAINING 


Ink Fountains 





MADE On ew ) 


Canode Ink 
\ ect 3 ( 





Results—and results only—are consid- 
ered by Business, today. Therefore, inks 
for Office Specialty Machines are as im- 
portant as the machines themselves—be- 
cause the ink is what shows the result. 


After a lifetime of study and expe- 
rience in this one line—Inks—we offer 
you a variety as wide as your require- 
ments, and each one superlatively fitted 
for the task assigned it. 


(noe? Inks 


They retain their characteristic virtues un- 
der any and all conditions of weather and use 
—they do not “gum up” machine parts—they 
do not fade. 


They give results—the kind of results that 
your customers will appreciate—and profits on 
repeat orders which you will appreciate. 


They add to the value of the machines they 
are designed for, such as: 
Stencil Duplicators, 
Addressing Machines, 
Numbering Machines, 
Multicolor Presses, 
Check Protectors, 
Addressographs, 
Multigraphs, 
Stamp Pads, etc. 
July and August (usually dull months) find 
the Canode plant working day and night to 
keep pace with a rapidly developing busi- 
ness—there is a reason. Our reputation and 
our plant are behind every ounce of ink we 


make You'll find satisfaction for one cus- 
tomer packed in every can, 


Ask for Samples and Prices. 


qnoe) jk (om 


3015 Carroll Avenue, Chicago 
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Note these 
distinctive advantages 


















Ww & WW bh 


Real roller slides and the same drawer 
suspension usually found only in high- 
priced files. 


Ten inches more filing space than the 
average, making it the lowest cost per 
inch of space of any high-grade file. 


Strongly re-enforced to make the file 
strong and rigid and durable under the 
heaviest loads. 


Beautiful olive green finish with enamel 
baked on the steel. 


Standard “‘Y and E”’ construction, inter- 
membering with the “Y and E”’ 5300 
line of files. 
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Announcing 
" | the new “Y and E” 5700 line 


: Exceptional quality plus 
. Standard “Dealer discount 


GENUINE “Y and E”’ Steel File, ““Y and E” work- 

manship, ‘““Y and E” material, electrically welded 

steel construction—and retailing at 25% less than any 
other ‘““Y and E”’ Steel File ever offered. 


. From your own experience with filing equipment, go Make this test 
over the construction of this new “‘Y and E”’ filing prod- today 

uct. Compare it, point by point, with other high grade Senn sennaeniaae 

files you have sold or used. compare thie new “¥ and 

‘ A f : . E”’ Commercial Steel File, 

Consider its real roller slides, its ten inches more usable point by point, with any 

filing space, its sturdy construction and the fact that it Oe ee 


intermembers with files of the famous ‘‘Yand E”’ 5300 line. mail the coupon for details. 
Only in that way can you 
Then remember that this new ‘“‘Y and E”’ Steel File, appreciate its value to you. 


while it retails for 25% less, still carries the standard 
dealer discount. 








This new steel file is just one more of the achievements /| 
that have put “Y and E” dealers far ahead of compe- 7 

tition. Write today for details of our selling plan. y ! 

Mail this yt iam 

coupon now! | 

YAWMAN anv FRBE [VFG.(0. P vr | 

Filing System Service, Equipment and Supplies y A | 

955 St. Paul Street ROCHESTER, N.Y. 4“ Yawman & | 

EXPORT DEPARTMENT: / Erbe Mfg. Co. j 

Section 955 368 Broadway, New York, U.S.A. a Rochester, N.Y. | 

Cable Address: ‘‘YAWMANERBE”’ New York y, , 
Codes: Western Union, A.B.C. 5th Edition Improved _Please send informa- 
and Bentley’s / tion and prices on your 






/ new “Y and E” Com- | 
mercial Steel File. | 
DEAD oo ciceccicceseceensadceeece ee 
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Sincerity. 





By Col. B. A. Franklin, Vice President of 


the Strathmore Paper Company, in the 
e Corporation’s House Organ, Scrits. 
All over the world today, there is more suspicion and 
disbelief than has previously existed in the lifetime of most 
of us. 


The reason, when you get to the bottom of things, is 
eye that many statements are being made, the sincerity of 
Strength Beauty Utility which is doubted. 

In strictly peaceful pursuits, probably salesmanship 
brings forth more statements in volume than all others 
statements of force, of quality, of condition. 

These statements are made with the intent of persuasion. 

Now it’s a peculiar trait of human nature that not infre- 
quently it is more liable to believe a false statement sin- 
cerely made than it is the truth listlessly told. 

Essentially then sincerity is a quality of salesmanship. 

Sincerity is, however, a cultivatable quality. Real knowl- 
edge is the basis of it. 

Whoever makes a statement he expects to be believed, 
must either tell the truth or believe that he is doing so, 
because in the case of most of us, the eye, the tone of 
the voice, the manner betray us as insincere when we 
knowingly or speciously through ignorance avoid the 
truth. 

The way, then, to cultivate a very fine selling quality, 
sincerity, is to gain definite knowledge of the article or 
idea or combination being sold. 

This done, a sincerity, a confidence of statement, stalks 
unconsciously into the voice, the eye, the style of ap- 








Carries every essential element 


of a $100 machine, 87 char- proach. 

acters, back spacer, black and ‘. Saaonesy, shines — seueerety —_ by Lewd sin 
d ribbon tabulator weight ane ty things sold anc avs the foundation tor continuec 

re 9 ’ sales. 


Better get knowledge 
And here’s a joker in the human nature of the situation 
most people who buy spend so little time studying and 


11 pounds. 


THE EXPERT in typewriting ma- getting at the truth about the things they buy, that a sin- 
chines will recognize the following cerity backed by knowledge easily convinces them. 
functions to be so unique and sim- But don’t let them know that. 


ple that he marvels to find them 
in a machine, the size of the 
“ALLEN.” 


Booklet on Paper Economy in Catalogues. 
“Suggestive Page Sizes” is a booklet issued by the Com- 
mittee of Paper Sizes appointed by the United States Bu- 


ROTARY ESCAPEMENT—POSITIVE. pee Py Standards. The booklet was printed to secure 

definite suggestions from buyers of printing, publishers 

BACK SPACER—DIRECT AND POSI- and printers regarding the possibility of standardizing 
TIVE— OPERATED BY EITHER page sizes with a minimum number that will serve all. 

THUMB. The booklet shows the entire range of page sizes that 


can be printed, folded and cut without waste from a 
specifed range of standard sheet sizes. The booklet illus- 
trates the possibilities of paper simplification as applied 


RIBBON REVERSE—BETTER THAN 
AN AUTOMATIC. 








SHIFT LEVERS AND LOCK—POSITIVE. to catalogue work. Included with the booklet is a ques- 

TYPE BAR AND SEGMENT—BEATS os which = “cenemgye = use in preparing its P 
THE $100 MACHINE. inal report to the Bureau of Standards. This ques- 
tionnaire is simple in form, and does not require deep 

RED AND BLACK RIBBON REVER- study to answer. =. 
SER—COLOR POSITIVE. _ The Committee of Paper Sizes is made up of: Na- 
BALL BEARING CARRIAGE—SMOOTH — a, oe eg a Sullivan (Associa- 
AND NOISELESS. o1 = ational Advertisers), purchasing agents repre- 
sentative, C. H. Dodge (purchasing agent Forbes Litho- 

AS WELL AS MANY OTHER FEATURES. graphing Company, Chelsea, Mass..); national publications’ 

representative, F. W. Hume (secretary National Pub- 

THE ‘“‘ALLEN”’ is reliable and sim- lishers’ Association); employing lithographers’ representa- 
ple so that the amateur can easily tive, Maurice Saunders (secretary, National Association ; 

ie 1¢. 1¢ contaiee lees then one of Employing Lithographers); book and directory print- 
repair it, ers’ representative, C. C. Whinery (purchasing agent, R [ 
fourth of the number of parts of R. Donnelley & Sons, Chicago, IIl.); commercial printers’ 
the big machine, for this reason it representative, | W. J. Eynon (chairman standardization ] 
will keep in good repair much committee United Typothetae of America); printing ma | 
leamer chinery representative—and secretary of the committee 

ger. G. A. Heintzemann (28 West Twenty-third street, New 

York, N. Y.). 

AGENTS invited to accept territory z Pe eee 
for this sturdy $50 machine which Dennison Building New Plant at Marlboro. 
sells easily to offices and homes. The Dennison Manufacturing Company, Framingham, | 

Mass., is erecting a modern plant at Marlboro, ten miles ! 
; 5 from Framingham. The building will be 165x70 feet, five iu 
: stories high. It is a daylight plant, of reinforced con- 
' Allen Typewriter Mfg. Co. crete. The plant has access to the rails of the New York, 
' 901 Hamilton St., Allentown, Pa. New Haven & Hartford Railroad. 
New York Office, 93 Nassau Street _ An optimist is a man who thinks the world is improv 
: ing, and tries to help the good work along.—Tips and 














= Nibs (The Wahl Company). 
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It will sell ANYTHING 


For Instance: 


Garage Supplies In Saratoga Springs 


This is 
equipped for 
letters, forms, 
tions below. 





ie, 


And Groceries in Spirit Lake 


the New Multigraph, 
turning out typewritten 
etc. See list of sugges- 


the Multigraph. 


Down 


augtal 
Easy Terms 


rice 


$715 ae 


| MULTIGRAPH 












































This is the Multigraph T ypesetter, 
which makes it easy to set type for 


Multigraph Users 


There is an automobile business in Saratoga 


Springs that knows what the Multigraph will do. ss is 
using the Multigraph both to sell and to save,—but here, listen to what 
Mr. J. B. White, its owner, has to say about it himself: 


‘*We have been getting out on the average of two 


circular letters per week, one of about thirty-five hundred 
copies and one from one thousand to fifteen hundred. 


‘‘We can say very definitely that the increased 


business we have been able to attribute directly to these 
letters has very much more than paid for the expense of the machine.” 


‘* * *also * through the courtesy and assistance 
of your representative we have been enabled t) do a great 
share of our printing—and on one order which we are ane we 
expect to save at least $150.00. Our Multigraph is akg hs job for 
$188.50, while the best price we have been able to rom several 
printing concerns was $338.50.’ 


Half-way across the continent is another business 
that has discovered the value of the Multigraph method. 


On the same day that Mr. White was a= us, a letter was also 
written us by Textor and Schlotterbeck, Spirit Lake, Iowa, from 
which we quote: 


‘‘We find that mailing a circular or card to our 
customers once a week will produce business. 


‘‘On the week of June 17th (1922), we mailed 


out 750 circulars to customers in this locality. One 
ar iele, which had been a slow seller for us, went like wil Our 
other specials as well sold beyond ex tions. We are safe in sa: 
that our sales for the above Saturday showed an increase of at 
20% over any other Saturday when we had not used the Multigraph. 


‘“‘The Multigraph saves us a nice sum of money 


on our printing bills, and sells where the newspaper will 
not, especially on spec’ ials for the week end.” ‘ 


* * * 


When will men who must sell discover that it 


does not take complex, highly organized methods to get 
results, but that, rather, it is the simple, direct, quickly assimilated 
story of value that brings back orders at a profit? 


The Multigraph method restson thistruth, and it 
proves itself daily in hundreds and hundreds of instances, 


for wholesalers and manufacturers, as well as retailers. 


As for the Multigraph itself, it is, asyou probably 


know already, the great producer of ‘typewritten letters 
in quantity, of forms and circulars and bulletins and a!l the other 
sales-helps that can b> typewritten, to say nothing of most of those 
which can be printed. Every business can use it, needs it, and wants 
it, as soon as its usefulness, and the easy plan for owning it, is explained. 
These are all good reasons why you should send in the coupon . 





























Agencies Dairies Laundries t. £ 
Bakers Druggists Libraries This us the Coupon 
Banks Dyers Lumber Dealers 
Brokers Electricians Lodges . 
co ne on The American Multigraph Sales Co. 
Butchers General Stores Packers 1816 East 40th Street 
Churches Grocers Painters Cleveland, Ohio 
Cigar Dealers Hotels Plumbers 
Clothiers Jewelers Publishers 
Clubs Ice Companies Schools, ete I would like to have someone show me the 
New Multigraph, and explain its possibilities 
° in the__ 
Multigraph Uses Be sure you indicate your Sasianr 
Bulletins System Forms Sales Letters . 
Thetwo-roll Printing Ink Attachment, Circulars Form Letters Labels Name 
easily and quickly attached to the Stationery House Organs Time Cards 
New Multigraph, $35.00 additional. Folders Blotters Wrappers co. 
Notices Post Cards Stickers City State 
: Memo Pads Mailing Cards Special Notices 
Prices in Canada: Dodgers Office Forms Lnoekiting eins Pea 
ae , ooklets Price Lists nvelopes . ‘— —e 
$41.00 down; total price $205.00 Invoices Letter Heads Order Blanks 
Printing Ink Attachment $50.00 Statements Delivery Slips Tags, etc 
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Don’t Forget the Profits 
to be made with Shelving 


TO your customers know that you can sell them 
l/ steel shelving? Do they know that in point of 
actual first cost this shelving is fully as economical 
as wood, because of little erection cost—no cutting 
or fitting? Do they know that from the standpoint 
of length of service, of adaptability, of cleanliness 
and fire protection it is cheaper—vastly cheaper ? 


There are big profits awaiting the enterprising, 
wide-awake dealer who points out these facts to 
his customers and goes after the shelving orders. 
Think of the places it can be used—in offices, 
banks, factories, small repair shops, stock rooms, 
tool rooms, mailing and advertising departments. 


A $10 Investment in Stock gives you 
a real sales-making Display! 


You only need a half dozen uprights and a few 
shelves to show the sturdy construction, ease of 
erection and simplicity of adjusting Van Dorn 
Simplex Shelving. Takes little space on your 
floor and it is a silent salesman that brings extra 
profits. 


We back you with immediate deliveries 
of any of the varying standard sizes. 
Write us for any prices and details of 
our special ‘display order’ offer. 


THE VAN DORN IRON WORKS COMPANY 


‘‘Mastercraftsmanship-in-Steel’’ 
CLEVELAND 


New York Chicago Philadelphia Washington a 
Detroit Pittsburgh Hartford Loe 


‘“«Mastercraftsmanship-in-Stee/ 
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Utility 
Durability 
Cleanliness 


Economy 
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e Applier— 


Exactly as its name implies—the SENGBUSCH 
Mucilage Applier applies the mucilage. Not merely 
puts it on the paper but actually applies it. Spreads 
the mucilage evenly and quickly, without any lost 
motion or time on your part. 


No more sticky fingers, gummed paste, spilled 
mucilage, papers stuck together, or noisome, dauby 
brush to contend with. 

Holds a generous supply of fresh, ready-to-use 
mucilage, which never dries up. Let it lie for a 
month, and still have fresh mucilage. Quickly re- 
filled with any mucilage. 

Easy to use as a pencil. The same motion used 
to draw a line is used to apply mucilage, with this 
efficient member to the Sengbusch Desk Family. 

Write today for complete information regarding 
this aid to desk efficiency. 

Our advertising matter, with your imprint, is 


free. 


The Sengbusch Self-Closing Inkstand Co. 


400 Stroh Building 
Milwaukee 
Wisconsin 


Septem ber, 
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Book of Facts About Illinois. 


The Illinois Chamber of Commerce, 10 South La Salie 
street, Chicago, Ill., has issued a ninety-six page book of 
“Tilinois Facts,” narrating the industrial and residential 
advantages of forty communities of the state. A section 
is devoted to the natural resources of Illinois, its commer- 
cial and financial interests, the labor market and the possi- 
ble outlets for manufactured products. Copies may be had 
upon request. 

The membership list of the Illinois Chamber of Com- 
merce comprises the leading local commercial bodies of the 
state, and many of the manufacturing interests. Included 

Ideal Stencil Machine Company, Belle- 


with the latter are: 

ville; Pantagraph Printing & Stationery Company, Bloom- 
ington; Addressograph Company, Computing Scale Com- 
pany of America, A. B. Dick Company, Kellogg Switch- 
board & Supply Company, The Wahl Company, Wilson- 
Jones Loose Leaf Company, Woodstock Typewriter Com- 


pany—all of Chicago. 

















BOOTH AT A NEW NEW ORLEANS CONVENTION 
OF RETAIL CLOTHIERS AND MANUFACTURERS OF 
LOUISIANA AND MISSISSIPPI.—Bulletins for Members 
were Issued from this Booth and Distributed at the Con- 
The Man Standing in the Background is Man- 

New Orleans 


Extension Department of The 
the 


vention. 
“Man Behind 


ager of the 

Item. His Assistant is Seated. The 

Cigar” is S. C. Oviatt, New Orleans Representative of 
{Cut by Courtesy of the A. B. Dick 


the Mimeograph. 
Company. 








The Approach Prophetic. 


The Bulletin of the Direct Mail Advertising Association, 
Inc., commented on the approach made by a salesman who 
opened up with “Can I interest you in a check protec- 
tor?” Editor discoursed on this negative introductory: 

“Of course, you know what type of answer he received. 
Your editor, in thinking over the incident, wondered how 
many check protectors the man had sold that day, or that 
week, or that month. Mighty few, if the average person 
was as strongly impressed. Probably eighty per cent of 
the sales letters that are sent out in America today ap- 
proach business men in almost the same way. Here are 
three typical beginnings selected from letters that came in 
last week: 

““We would like very in our 
method of reporting conventions.’ 

_“*The beneath signed representative of the above named 
firm would like to lead your attention to a new and most 


much to interest you 


homely bungalow on wheels.’ 

““Could we interest you in trying a sample of the new 
Sure Fire Spark Plugs we are putting on the market?’ 
_"“Your editor is willing to wager a Ford car against 
hitteen cents that these letters are producing little or no 
results. 

_ “Today, when so many similar products are on the mar- 
ket, most of them a great deal alike, there is only one way 
to interest people. That is by interesting them. Asking 
their permission to interest them, or begging them to be 
interested, is ridiculous. Experience with thousands of 
sales letters within the last few years has proved indis- 
putably that those letters that start with a really worth 
while message, ‘right off the bat,’ interest enough people 
The other kind of letters mildly annoy, offend 


to purchase. 
or leave people totally indifferent.” 





owned mechanical pencils. 


Scientific investigation 


of an annoying problem 
in office management 



















Employers can save two- 
thirds of pencil cost and 
add to efficiency by furnish- 
ing leads for individually 


EPLIES to a questionnaire 
sent to 3749 of the fore- 
most business and _ industrial 
concerns indicate a rapidly 
growing interest in PENCIL 
COSTS. The average yearly 
cost of wood and paper pencils 
was found to be $1.49 per em- 
ployee—yet only two inches of 
such pencils are actually used! 
You would not tolerate such 
waste in all office supplies. 


The investigation disclosed the 
amazing fact that leads could 
be supplied for individually 
owned mechanical pencils at an 
average yearly cost of 47 cents 
per employee—a clear saving 
of 68%. 
The user of an EVERSHARP 
loses no time in sharpening it. 
It is always ready for work. It 
keeps the user keyed up to efh- 
ciency. There is no other pencil 
like EVERSHARP, for no other 
can have the exclusive RIFLED 
TIP that keeps the lead from 
slipping. Many of your em- 
ployees now use EVERSHARP— 
the pencil of precision. They 
use EVERSHARP leads for 
their smoothness, sturdiness and 


A Grade of Lead to 
Suit Your Hand 


Half the satisfac- 
tion in using any 
pencil is in selecting 
lead of the proper 
softness, or hard- 
ness. EVERSHARP 
Leads are made in 
various grades. Be 
sure to get the one 


accurate fit. 


Write for quantity prices on 
EVERSHARP Leads. 


Made in U. S. A. by 


THE WAHL COMPANY, Chicago that you want, Ask 
4 your office manager to 
Canadian Factory supply EVersHaRP 

Leads. 


Lrp., Toronto 


THE WAHL COMPANY, 


EVERSHARP 


LEADS Sn 
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Saves Duplicate Files 


—floor space and equipment! 


Reveals Inactive Buyers 
—and points out live ones! 


Reduces Filing Errors 


—and saves clerks! 


Both Sides of Card Used 


—compact, long-life records! 


ans ‘ 
ace Index cards to fit your needs. This 
shows how Insurance Companies con- 


solidate their files. 





—cshenart teanton..._| FF 2584 | 
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Chia Kalo | 4-22 Ro Foret hak) he ee : 

eel Pe ee Visible at Printing Point 

‘ a ) ocak ee ee = —helps select correct form to address! 
ce c-o so TRUST | SOND LOAN NT sTock- 

| — 

nears 1a RRR RTM SO —certain names, if desired, when addressing! 
aii de aaa Always Prints the Same 
ps A por —— SS —no transcribing errors! 


Automatic ad- 
dressing benefils. 





Exactly Like Typewriting 
—thru a ribbon of any desired color! 


15 Times Faster Than Hands 
—FREE trial proves it! 


Made Right in Your Office 
= —by anyone with Graphotype which is 
( sold or rented! 


low A 1] Metal Plates Survive 


—fires, floods, quakes! 
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Hand, Foot or Motor 
machines for all lists 


wells Your Net PUf¢s(gg 
~hy Cetin Nev Business ott rent Ra 15 


e ’ '20* Down in Canada 


Old Accounts ~Stopping Useless Expense fp Ses 


F course you know the Addressograph! Prob 
ably you haveone! But here is the very latest 
in Addressograph progress! 


Be sure you get its full significance! Otherwise you 
miss one of the greatest Addressograph advantages. 
It fills a long-felt need in every office! You can now 
consolidate filing and transcribing work—and there- 
by cut down one of the greatest causes of office ex- 
pense today. 


Count the number of different files in your office! 
Note how many clerks are filing and transcribing 
part or all of the time. Then read—yes study—the 
11 advantages enumerated opposite. Surely you can 
appreciate why hundreds of famous Addressograph 
users asked for this latest Addressograph short-cut 
and how it will save time and money, and prevent 
mistakes and delays for you. You have waited for 


these advantages too long already—so lose no ‘time with Coupon Below é 
va ce: the coupon below. No obligation—just 1 —Sample RECORD CARD address plate 
good business. sent free and postpaid. 


2—‘‘Mailing Lists that Produce Results” 


i iddresso h 3—“‘Payroll Short-cuts”’ r 
Fete llecting Money Auto- 4. 
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HADE MAR matic ally.” 4S 
nA PRINTS FROM TYPE 5— Other bulletins adapt- rE, ea 


able to particular e ro 
General Offices: 903 W. Van Buren St., Chicago Factories: Chicago Brooklyn London 1 - 
Dusinesses. << & 
Albany Chicago El Paso New York San Francisco Ry Roe see $ 
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Sperows Cincinnati Grand Rapids Omaha Seattle 

Atlanta Cleveland Houston Peoria Spokane e 

Baltimore Dallas Indianapolis Philadelphia St. Louis 4°.¢ % = 6 “ 
Birmingham Denver Kansas City Pittsburgh St Paul os 2 a ws ry & 
Boston Des Moines Los Angeles Portland Syracuse rt pre? 8 4 = 
Buffalo Detroit Minneapolis Salt Lake City Toledo A o YO a’ S Pe 
Butte Duluth Newark San Antonio Washington -& co S 9 N) 


New Orleans 


Canada: 60 West Front Street, TORONTO— Vancouver—Montreal—W innipeg—London 


F ano Trial Shows How(Woi-Can Sell More 
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OLD OLD 
HAMPSHIRE HAMPSHIRE 
BOND VELLUM 


CABINET 
BOXES 


¢ are now ready for you: 


Semi- 


Imperial (susinss ) Cabinet 


Both Bond and Vellum 


250 sheets 7}x103 flat 
250 envelopes 3}x7} 


Commercial Cabinet 


Old Hampshire Bond only 
250 sheets 84x11 flat 
250 envelopes 33x64 
Old Hampshire papers are always 
becomingly boxed. Each box is in- 
dividually cartoned. 


FINE STATIONERY DEPT. 


Hampshire P aper Co. 


South Hadley Falls, Mass. 


MUEMAKKAARKK RR AKK AMAA KK KK Kee KI ROOK RM OK KKK CK OK KOKI KOKORO RKC ORCCICRRCRORUOIOK, 


<x 


XEXXXXRKAK XXXKAKARK NKXKKKKXKAKKKKKKKY KY KKV 





APPLIANCES September, 1922 


Burgess Smith In England. 

Burgess Smith, expert of the Todd Protectograph Com 
pany, sailed for England in August. He is making a study 
of the protective measures adopted by the authorities and 
experts there against the depredations of check and draft 
manipulators and forgers. In an interview before sailing, 
Mr. Smith said that losses in the United States due 
to forgery and check manipulation run higher than $35,000,- 
000 annually. About $400,000,000 in checks and drafts was 
written last year. 

Mr. Smith was formerly inspector of technical work for 
the United States Bureau of Printing and Engraving, and 
devised the paper used in producing Liberty Bonds 


Slauter Selling in Central West. 
George W. Slauter, 112 North Fourth street, West 
Rapids, Iowa, has undertaken the represent: 
number of manufacturers in Lowa, Minnesota, 
South Dakota, Kansas and Nebraska. He has 
turers’ agency arrangements with the Grand Rapids Office 


Cedar 
ition ot a 
North and 


manufac 


Chair Company, W. E. Thayer Company, Barbee Wire & 
Iron Works, L. Hoffman, Weinman Bros., Motors Sheet 
Stecl Company, Towne Manufacturing Company, Henry 
T. Adams Manufacturing Company, Superior Cabinet Com- 
pany, Universal Office Devices Company, The Republic 
Box Company, Simonsville Manufacturing Company and 


others in kindred lines. 


Two-Year Auto Tour in Health Quest. 


R. P. Wood, formerly of the service department of thi 
American Writing Paper Company, has resigned, and will 
undertake a two-year automobile tour. Accompanied by 
Mrs. Wood he will “navigate” the highways and byways 


carrying surplus equipment in a trailer. Fresh air has been 
prescribed for Mr. Wood’s ailment. He will give lectures 
on “Business Correspondence” during his tout \ pro 


jecting lantern is carried with which to illustrate the le: 
tures. 


Exhibitors at Graphic Arts Exposition. 

The final list of Exhibitors at the Graphic Arts Exposi 
tion, Boston, the week of August 28, includes representa 
tion by the following lines: American Writing Paper Com 
Mono 


pany, Golding Manufacturing Company, Lanston 
type Machine Company (Barrett adding machine), Pot 
devin Machine Company, Strathmore Paper Company, 


Walden Sons & Mott. 


Duffy Asst. Advertising Manager for Eberhard 


Faber. 
The House of Eberhard Faber has appointed James P 
Duffy as assistant advertising manager. Mr. Duffy has 


been director of the advertising work of the Positype Cor 
poration oft America. A previous connection was as sales 
promotion manager for Robert H. Ingersoll & Bro. 


Arthur Prince to Visit Masonic Lodges in China. 


Arthur Prince, of G. C. Prince & Sons, Inc., Lowell, 
Mass., sailed in August for China. Mrs. Prince accom 
panied him. His mission is to pay an official visit to 
Masonic lodges in China, as Grand Master of the Masoni 
order in Massachusetts. The return voyage is to be mad 


through the Suez canal. 


E. X. Stoltz Joins Western Furniture Co. 

E. X. Stoltz has succeeded C. F. Dietz as treasurer of 
the Western Furniture Company, St. Louis, Mo. Mr 
Stoltz had been with the Temple Desk Company 
tary. He has been identified with the office furniture busi 
ness in a retail way for many years. Mr. Dietz is now 
with the Valley Furniture Company at St. Louis 


as secre 


Pencil Processes in Bank House Organ. 
Manufacturing processes in the plant of the United States 
Pencil ‘Company, Philadelphia, Penna., were described 
The Southwark. This is a monthly house organ 
by the Southwark National Bank, Southwark 
Philadelphia. 


published 


distri 


Directory of Gift Show Exhibitors. 
Andrew Geyer, Inc., publisher of The Art and Gift Shop 
distributed a comprehensive directory at the Gifts, Art 
Wares and Novelties Exhibit held at Chicago August 7-12 
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The Pride of 


Humble Service 


‘<The lowly proudly serve the great— 
Nor hope for pride’s reward.”’ 


OR nearly fifty years Amcoin Cuspidors 

have humbly served the Expectorating 

World. They have performed their duty 
unpretendingly and honestly—but always grac- 
ing their surroundings with a dignity of design 
which has generated pride in the heart of the 
owner and a sub-conscious satisfaction in the 
mind of the user. 


Mr. Evarts said of his mule that it was “with- 
out pride of ancestry or hope of posterity.” 
Not so with Amcoin Cuspidors. They hold a 
distinct pride in the service their ancestors ren- 
dered and a justified hope of the public esteem 
in which their posterity will be held. 


Amcoin Cuspidors are made of the best sheet 
brass and cast bronze. They are durable, prac- 
tical and attractively modeled. They truly 
match the furnishings of home, hotel, hospital 
or office—in fact there is an Amcoin to suit 
every necessity. 


Stationers and Dealers will be 
interested in our new catalog 
and prices. 


ALDRICH MEG. CO., Inc. 
57 Illinois Street BUFFALO, N.Y. 











No. 1288 
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Built to Withstand the Unusual 


One weak link, and the sturdiest of chains will snap. A safe, by the 


same token, strong though it may be, is impotent if there is on 
weak point. 


ao 


“Uniform Strength Throughout” is the watchword 
Cary Safe Company avoids the danger of weakness. And that is why 
Cary Safes—those bulwarks of safety—are built to withstand 
F117] 


usual. Time and again Cary Safes have proved strikingly faithful in tests 
of fire and thieves. 


the un 


The ordinary weak points of a safe have been overcome The Cary 
doors, for instance, are extra thick. The doors, and walls too, have a 
special insulation which resists flames. 


The Cary locking combination is different. The delicate touch of the 
lock-picker, the hammer blows of the yeggman,—both are baffled! A 
mechanical dog, positive in action, protects the lock. Behind the drill 
proof plate is a trigger device. An attempt to drive the combination only 
serves to force the trigger into place. The dog holds the lock. The 
action is automatic. 


Tell these selling points to your customers. They will sell Cary Safe 


for you. Literature and sales plan sent to responsible dealers 







Vaults 
Cabinets CARY SAFE COMPANY 


Deposit Dept. O-9 BUFFALO, N. Y. 
‘*Growing Great Since Seventy-Eight’’ 
Boxe Ss Cable Address ‘‘Carysafe’’—all Codes 





CARY SAFES "The Safe /nvestment”’ 





922. 
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Chain Stores Do Not Support Community. 


\t the summer meeting of the Illinois Chamber of Com- 
merce, held at Decatur, Ill., chain stores were discussed. 
J. J. Burgess, president of the chamber of commerce at 
Rock Island, characterized them as doing practically noth- 
ing to build up the communities from which they extract 
their profits. They were held to be parasitical in this re- 
spect, “stealing a ride on the chariot of progress.”’ Mr. 
Burgess based his statement upon a survey which has been 
made by a committee under his chairmanship and which for 
several months has been gathering data on this subject 
for presentation to the state chamber of commerce. 

The data was secured from forty-five Illinois cities out- 
side of Chicago. It covered the cases of 261 chain-store 
systems. Out of these 261 chain systems only eighty-three 
were represented in local chambers of commerce. And of 
these eighty-three only forty-two chains were themselves 
members of the local associations. In the other forty-one 
cases the membership was taken out by the store managers 
on their own initiative and responsibility. 

It is the tea-and-coffee stores, the army stores and the 
syndicate shoe and clothing stores, which are the worst 
offenders, according to the report of Burgess’ committee 
in that “they neither contribute to the various subscrip- 
tion funds which are raised in every city, nor do they hold 
membership in the local commercial organizations either 
as firms or through their managers individually.” 

Among the accusations which Burgess made against 
the chain store, as a class, in the matter of their dereliction 
in civic duty, are those that local managers are frequently 
changed and therefore do not have a chance to become a 
part of the community; that profits are not invested in the 
local community; that there is no personal community 
service rendered by the chain stores; that the chain store 
contributes very little money to the community; that 
there is not the close personal contact between employe 
and employer in the chain store that there is in the local 
store; that recognition of the service of an employe is 
slower in the chain store than in the local store, due to 
the standardization of wages and limited opportunities of 
advancement 

“IT want to give you an example of what is happening in 
a city of 30,000 population.” Burgess said. “It has about 
twenty chain stores and others owned by outside interests 
doing an annual business of $700,000, with a possible profit 
of $60,000 or $70,000, every cent of which is taken out of 
the community. All the money they leave is what they 
pay for rent, clerk hire, drayage and a tax on stock, which 
is an uncertain amount. 

“If these twenty odd stores were owned and operated by 
local men, it would mean the building of ten homes per 
year which would add to the taxable value of property 
$100,000 annually.” 

“What would happen if all the trading places in your 
town were chain stores? The point of saturation would be 
more than met and the buying public would begin to make 
pilgrimages to other towns looking for a different mercan- 
tile atmosphere. 

“Chain stores have no interest in your town other than 
the profit they can gain there. They do not acquire any 
property. The managers do not become home owners. 
They do not, as a rule, do their banking in your town any 
longer than is required to secure a draft and send their 
money back to headquarters. They do not, except rarely, 
assist your newspapers to exist, so that you will have a 
medium of publicity when you want to boost something 
for the good of your town. They will never enter into 
any collective trade expansion work. It is said that a man 
who will take no part in civic affairs or advancement is 
stealing a ride on the chariot of progress. The chain stores 
are those people.” 


Strathmore Covers Old Boiler House With New. 


The Strathmore Paper Company will erect a new boiler 
house at the Mittineague mill. The new building will en- 
close the old structure. When the house is completed, the 
old one will be demolished. Improved ventilation is one 
of the advantages attending the construction of the new 
building. 

The contract involves some fine engineering. One 
wall of the boiler house is built directly over the tail 
race from the water wheel. Special foundations will be 
a to carry the load without burdening the tail race 
arcn 


You may get your pay from the boss, but you are work- 
ing tor yourselt.—The Burroughs Bulletin. 
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DIETZ 
DESKS 





Excellent construction 
—neat, efficient and or- 
ganized arrangement— 
attractive and lasting 
finish. 


An extensive line of roll 
top—flat top and type- 
writer desks. 


We will send you our 
illustrated catalog on 
request. 


The J. F. Dietz Gompany 


CINCINNATI 
OHIO 


Established 1881 
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A most comprehensive 
line of superior Loose Leaf 
Merchandise manufac- 
tured with the same dis- 
criminating care that has 


distinguished B & P Prod- 


ucts for almost a century. 


=> 


F 


All numbers in stock for 
immediate delivery. 


Sold only through dealers. 
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It’s the Early Bird. 
A Contribution to the “Boston Edition” 
of Demonstration, by F. W. Keylor, of the 
Boston Office of the L. C. Smith & Bros., 
Typewriter Company. 
“How do all of you typewriter men make a living? | 
should think that by this time you would have sold every 
one and it certainly must be tough picking. You are th 


third typewriter man who has been in here this morning.’ 

The above question was asked recently of the writer one 
morning while doing missionary work in one of the larger 
buildings in his district. It happened to be Saturday, 
about 10:15. 

The remark at the time, coming as it did so early in 
the forenoon and on a day (on which, by the way, quite 
a number of the office specialty men claim it a waste of 
time to do any canvassing) made considerable of an im 


pression on me and brought to mind more forcibly the old 
saying, “It’s the early bird that catches the worm.” 
Typewriter competition today is very keen, 
so than during the war period. Three years ago it 
a question of obtaining the order but of making deliveries 
It is the exception rather than the rule today in getting an 
order (unless the prospective buyer is an L. C. Smith 
booster) without competition with one or all the other 
leading machines. In a number of instances, owing to the 


much more 
was not 


prejudice of the operator, her familiarity particular 
fondness for another make of machine, the L. C. Smith 
is not, or would not, be considered at all unless the sales 
man is on the job. It can be very readily seen then that 


a man must be on his toes at all times to offset a handicayj 
of this kind. 


Systematic Work Wins Out. 


He should realize that to get in on all deals it means 
hard work. A man working a territory in a haphazard 
way or relying an what few inquiries that may come in to 
the office will never make a successful salesman. Getting 
on the ground early, and putting in a full day’s work, is 
most essential in order to get results. Under no conditions 


have 


taken 


should any office be passed by (even though you may 
called there previously) and great care should be 
each time to make sure the right man is seen 

work, and should 
without anything 
time the other 
1, however, to 
lining, and 
attitude 


Sometimes it is rather discouraging 
a few days or even a week pass by 
developing into an order, that is always the 
fellow’s job looks better to you. It is well, 
remember that in every cloud there is a_ silver 
that just as soon as they commence to break this 
is generally reversed. 
description, staple or 
specialty, should be thoroughly sold himself If he is 
lacking in this respect he will soon realize that it is 
almost next to impossible to sell his prospective buyer. If 
he is firmly convinced that the article he is selling is the 
best on the market, so much the better, and he is bound to 


A man selling goods of any 


show results sooner or later. He who has little confidenc« 
in the goods he is selling will seldom if ever make a suc 
cessful salesman. When in competition he is already half 


beaten, and in nine cases out of ten will make his 


stration in a half hearted sort of way and rarely if 
wins out. 


demon 


ever 


What Should the Credit Department Cost? 


The Cleveland convention of the Retail Men's 
National Association discussed, among what 
is a reasonable cost for conducting the credit department 


Credit 


other topics, 


of a store. The conclusion was that from two to three 
per cent is the common and reasonable expense operat 
ing a credit department. 

The monthly output of a billing machine rator was 
given study by the convention. Delegates with varying 
conditions of operation showed that thei machine 
operators handled from 1,500 to 2,200 accounts a mont} 


San Diego Has Commerce Bureau Co-Op. Office. 


The San Diego Chamber of Commerce, San Diego, Calif., 


has organized a co-operative office of the Bureau of For 
eign and Domestic Commerce. Ansel R. Clar manage! 
of the foreign trade department, San Diego Chamber of 
Commerce, is in charge of the co-operative offic 
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_ THE OLD WAY 
ilar A hurried pencil addition on a scrap of wrap- 
ith sea paper. Note the error of 10 cents in the 
les- 
hat 
aed THE WALES CASHIER WAY 
The clerk gives a legible and absolutely accurate slip to the customer 
as a receipt. A carbon record of the transaction remains in the machine. 

ans 
3 One Retailer S 2400 a Y 
1 to 
< ne Netailer Saves a fear 
7 | 
ions Errors in mentally added sales slips cost Howard A. Swingle $2400 in 1921. 
ed He bought a Wales and stopped the loss—The Wales Cashier Costs only $300. 
wuld Be that is only one way in which the Wales machine for checking and proving my accounts, 
ing Cashier—the combination Cash Register and making customers’ statements and for all other 
ther Adding Machine—is saving and actually making figuring I have to do."— Howard A. Swingle, 
, to money for progressive retailers throughout the Dry Goods, Groceries and Fresh Meats, 
— nation. Carbondale, Pa. 
| Mr. Swingle says further: — But even that is not the whole story. 

or “I find the Wales way much faster and more accu- The Wales Cashier will help you increase the net 
. = rate than the old method of using a pencil and profits of your business. How? By helping you 
' if figuring on a piece of paper. The Wales not only to stop waste, unnecessary expenses, loss from 
the saves time for me but it also helps me keep satis- errors, bad debts and other business leaks. By 
d to fied customers. Both they and I know ata glance helping you speed up turnover and cut down un- 
nce that the machine total is correct. I also use this profitable “stock on hand.” Full details on request. 
suc- 

half WALES ADDING MACHINE COMPANY, Wilkes-Barre, Pa. Branches in Alll Principal Cities 
10n- 
ever 


i 


) If your net profits are not as large as 

they should be—if you are money 
through errors cr too large overhead— 
you should know more about the Wales 


Cashier. 
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CASHIER 


A Cash Register and 
Adding Machine Combined 
for the price of One—$300 _ eae 


SEND US THIS REQUEST BLANK TODAY 


was SN SS SS eS 
ying 
hine 
ynth. 
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[] Tell me how the Wales Cashier can in- 
crease my net profits. 


[1] Give me a free demonstration cf the 
>e. AN OPPORTUNITY FOR SALESMEN Wales Cashier. 


Our new sales plan gives us room for some really high 





alif., 








A class men to sell Wales Adding, Listing, Bookkeeping Name 
For- wn Calculating Machines. The Wales reputation, Sat. 
ager ve. Post advertising, and real home office co-opera ; 
- tion enable our salesmen to make liberal incomes. If Adapaas 


I 
r o you are used to making at least $10,000 a year and 


want a better opportunity, write the Home Office Line of Business 
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The Logical Filing Equipment for 
Every Office 


There Is a “SECURITY” Steel Wide Line Unit 
For Filing and Protecting Every Business Record. 





As many units as desired can be com- 
bined into a strong rigid cabinet by 
means of the “SECURITY” Stack 
Locking Feature, for the housing of 
business records, such as correspond- 
ence, books, blue prints, maps, record 
cards, ete. 


The finest selected materials and most 
skilled craftsmanship are employed in 
the manufacture of this high quality 
line of Wide Units. Write for Booklet 
No. 421 which illustrates and describes 
its design and construction. 





For the convenience of those who have 
to move their records about, or provide 
additional protection by placing them 
in a vault, a handle section can be 
intermembered and the stack mounted 
on a caster base, which provides ease 
of locomotion. 





STEEL EQUIPMENT CORPORATION 
AVENEL, NEW JERSEY 


NEW YORK, N. Y. 


NEWARK, N. J. 


BOSTON, MASS. 


Makers of the full line of Security Steel Products. 
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Seattle Retail Stationers Elect Officers. 
The Seattle Stationers’ Club of Seattle, Wash., held its 


election on August 7. K. R. Terry was elected chairman; 
W. A. Gillam, vice-chairman, and Edward N. Phelan, sec- 
retary and treasurer. 

On Monday evening, July 24, the association entertained 
W. H. Greenleaf, field secretary of the National Assocta- 
tion of Stationers and Manufacturers, at a dinner at the 
Hotel Washington. Mr. Greenleaf addressed the station- 
ers and made some valuable suggestions. 

The association has been working with the wholesale 
stationers in an effective way for the past eight months, 
and as a result, trade relations between retailers and 
wholesalers in this city are fairly satisfactory. 

At the meeting of August 14, a budget fund of $250 was 
raised to take care of incidental expenses, such as enter- 
tainment of visiting guests, etc. This eliminates the age- 
old custom of assessing each member every time any addi- 
tional expenditure is made on the part of the association. 

“In the matter of combining business with pleasure,” 
says Mr. Phelan, “I doubt very much whether any other 
association can show more pep on the part of its member- 
ship than was shown by A. L. Croonenbergh, who at our 
last meeting furnished those present with a rainbow trout 
luncheon.” 


California Stationers’ Luncheon. 

The Stationers’ Association of California held a luncheon 
July 20 at the Commercial Club. It was the annual meet- 
ing, at which H. P. Dimond was re-elected chairman. Plans 
were outlined to have the annual get-together dinner, 
perhaps in September, for department heads, employees 
and others connected with stationery organizations holding 
membership in the association. 


Transvaal Stationers’ Meeting. 

The Transvaal Stationers’ Association held a general 
meeting June 21. Twelve members were present. The 
meeting passed a memorial on the death of H. C. Glover, 
one of the oldest stationers of Johannesburg. Protests 
were registered against the proposed tax on advertising, 
and against the plan of the educational department to es- 
tablish a book depot. Reports were presented by the ex- 
ecutive and price committees. 


Stationers’ Association of Montreal. 


The Montreal Stationers’ Association follows the policy 
of continuing the regular weekly meetings throughout the 
summer without any break for the vacation season, and the 
attendance kept up well. One of the matters which occu- 
pied the attention of the organization is the question of a 
co-operative stationery catalogue. The members feel that 
a catalogue is necessary, but the expense is prohibitive to 
individuals. The association is, therefore, considering ways 
and means for the issuance of a catalogue wherein the ma- 
jor part of the expense can be subdivided without too much 
loss of individuality. 

Following is an outline of the resolution by authority of 
which the proposed catalogue is to be gotten out: 

A. Main part of catalogue, covering standard goods, 
uniform for all stationers except to have individual firm 
headings. 

B. Each member to receive his proportion of catalogue 
for which he subscribes, in unbound form, to which he can 
make further additions, to cover his own specialties or re- 
quirements, the whole to be encased in cover of own choice 
and de aa, 

C. Goods enumerated in catalogue, preferably listed un- 
der item numbers. 

D. Separate price list, to be revised periodically or as 
desired. That a copy of this resolution be forwarded to 
the Toronto association for its consideration and co-opera- 
tion. 

_The members of this association during the latter part 
of July visited the Canadian factory of the L. E. Water- 


APPL 


I 


ANCES 








A Great Opportunity 
for a Live Stationery 
and Business Furni- 
ture MERCHANT 


We want a buyer for our Bank 
and Office Stationery and Furni- 
ture Departments. 


The business has been estab- 


lished for a generation.. It draws 
from a wide and prosperous trade ter- 
ritory. The states in which we oper- 
ate have a combined population of 
more than nine million. There are 


nearly five thousand banks on our 


mailing list and it could be profitably 
extended. Field especially good for 
mail order business, and ripe for oper- 
ations NOW with best crops in years 
maturing. 


Inventories around ninety thou- 


sand dollars. They consist of 
staple stationery, choice lines of busi- 
ness furniture, loose leaf and bound 
bank and commercial forms and all the 
accessories which go with a leading 
bank and office supply concern. 


Sales in these departments cov- 


ering last two fiscal years have 
averaged about a quarter of a million 
yearly, and the upward turn has be- 
gun. We will turn over this going 
business, prestige and good will for a 
fair consideration, and our experience 
and counsel will be at disposal of buyer 
in developing the opportunities. Rea- 
son for selling, principals wish to re- 
lease capital and time for use in other 
interests. 


Communications desired only 


from persons of responsibility 
and backing. We cannot discuss the 
matter with those who cannot com- 
mand a reasonable amount of capital 
and give security for deferred pay- 
ments. Address X-10, care Office Ap- 
pliances, 417 South Dearborn Street, 
Chicago. 
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As the “AURORA LIGHTS” have for 
years been the guidance of many, just so 
are the “AURORA CABINETS” the 
buyers’ guide for those that seek the 
greatest value in Steel Filing Cabinets. 





MR. DEALER: 

Real SATISFACTORY MERCHANDISE, 
when sold, is your reputation well built and 
profits secured. 

The ““AURORA” line has guided many into 
a safe and satisfactory business and will do so 
for you. 

Now is a good time to get started right. 
Let us help you. 








“It’s a better file if made by” 


AURORA METAL CABINET WORKS 


AURORA, ILLINOIS, U. S. A. 
New York Representative: 52 Park Place, New York City 
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man Company and spent a very enjoyable day Chey 
were euests at the luncheon given by F. D. Waterman, 
president of the L. E. Waterman Company, Ltd., at the 
Country Club at St. Lambert. About thirty members of 
the association attended and were welcomed by Mayor Gor: 
don, who in the course of his remarks said that the Water 
man factory was the largest asset St. Lambert had. E 
Latter, president of the Montreal association, spoke with 
regard to the practical knowledge members have gained by 
visiting the plants of different manufacturers 
the actual making of the goods. 

F. D. Waterman gave some interesting figures as to the 
growth of the fountain pen business, mentioning the fact 
that the sale of pens the first year amounted to two hun 
dred, while last year the sale amounted to over nine and a 
half millions. Mr. Waterman also spoke very highly of 
the Canadian consular service in foreign countries, saying 
that they were doing a great service to Canada by induc 
ing foreign buyers to specify on orders to United States 
manufacturers who have plants in Canada, that the goods 
be shipped from their Canadian factory, and said that this 
service was certainly worthy of mention. 

Mr. Waterman invited his guests to visit their factory 
and see just how many operations were necessary to pro 
duce an “Ideal” Pen, and asked F. G. McConnell, secretary, 
and Harry Allen, sales manager of the company to hand 
each member a pass in the shape of a Waterman pen, which 
would admit him to the factory. 

Thomas Bell spoke to the members on the question of 
price cutting, and said that the methods in which the Wa 
terman Company conducted their business, and the fair 


and seeing 


treatment they gave dealers was a lesson that should be 
followed throughout the trade. 

C. F. Dawson remarked that he remembered when the 
late L. E. Waterman first came to Montreal and sold the 


Dawson firm fountain pens from a bag, and collected the 


money on the spot, and that the Dawson Company were 
the first dealers to handle Waterman pens. 
Darcey Bogue moved a vote of thanks to Mr. Wate: 


man, which was seconded by James Sutherland. 

After lunch the guests were taken to the Waterman fac 
tory in cars and shown the fountain pen in the making from 
the first process to the finished product 


The following were present at luncheon: E. Latter, Eu 
gene Abraham, F. G. Abraham, Jas. H. Johnston, J. E 
Rennick, G. N. Dalton, D. D. Bogue, W. P. Crites, F. Poud 
rette, S. Rodier, Paul Granger, O. W. Barwick, O. H. Ma: 


G. Galpin, Chas. F. Dawson, Jas. S 
Sutherland, Foster Brown, Thos. V. Bell, Mr. Peacock, J 
A. Smith, T. Riddell, P. A. Bennett, A. R. Cole, F. D. Wat 
erman, F. D. Waterman, Jr., Mayor E. P. Gordon, F. G 
McConnell, Louis Juster, W. R. Kemp, Clarence Read, H 
F. Allen. 


ning, Robt. Fortier, 


Changes in Barrett Division Organization. 


Several recent changes were effected during August i 
the Barrett division of the Lanston Monotype Machin« 
Company. G. D. Priggen, who had been in charge of the 
Chicago office, has been appointed manager at New York 
Fortunately, he had not moved his family West when un 
dertaking the work at Chicago early this year 

The general direction of the Barrett division at Chicag: 
is in the hands of Jos. H. Sweeney, who has had charge of 


the Lanston typographic business there for many years 
Mr. Priggen succeeds Mr. Roderick at New York. M1 
Roderick, in turn, takes the place of Mr. Gookin at Phil 


adelphia. 


Forger Smashes Window to Get Check Writer. 


August was a busy month in Chicago for forgers. One 
band was captured by the police. At their headquarters i1 
Michigan were found several typewriters, check protectors 
and a duplicating machine.. While this bunch of sharpers 
was being entertained at a police station, another started 
lining up equipment. One night the window of the Amer 
ican Writing Machine Company branch at 329 South Dear 
born street was broken, and a checkwriter taken. Ther 
were several typewriters and other office machines in the 
window, but the checkwriter appeared to be the only thing 
the window smasher needed. 

Fortunately for the American Writing Machine 
pany, a small light of glass was broken to get at the check 
protector. Had the front light been smashed, it would 
have necessitated an expensive job of re-lettering the new 
pane, as the window is artistically done, with a great deal 
of decorative work. 
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3 Clerks with 3 MONROES working 137% Hours 
EQUAL 30 Clerks working 660 Hours 





OT long ago, one of the large and well-known set—November 15th to December Ist. The prop- 
trust companies in the Middle West was about osition was readily accepted. 

ready to figure Interest on their 28,000 savings Result: 3 Clerks and 3 Monroes did in 137% hours 
accounts. interest figuring which had formerly required 30 
The bank officials expressed a desire to see the Clerks 660 hours to complete or in less than one- 
“Miracle Machine” --the Monroe Calculating fourth the time and with one-tenth the clerical force. 
Machine. This story is not unusual. Monroe users every- 
After a demonstration, the Monroe man offered to where are daily testifying to the ease with which 
complete the work on the Monroe between the dates the Monroe Two-Way Mechanism and Visible Proof 


take al/ the hard work out of figures. 


Your work may be similar or it may involve the 
figuring of invoices, payrolls, time slips, percentages, 
or pro-rating, billing records, statements, statistics, 
or the problems of engineering and research depart- 
ments. No matter—the Monroe offers you an 
equally valuable service. 

By simply returning the coupon below you may 
have—right in your own office—the same FREE 
DEMONSTRATION of the Monroe that was such 
a revelation to this bank. Mail it NOW while you 
have the matter in mind. No obligation involved. 


MONROE 


REG. TRADE MARK 





Three sixee— Calculating Machine Company 


asize tofit i — . 
liivadadihces eames General Offices: Woolworth Building,New York Plant: Orange, N. J. 
Offices rendering Monroe Service at all Principal Points in the U. S. and Canada 





i Mcnroe Calculating Machine Co., Woolworth Building, New York Firm Name aaron, 
Without obligation (check items desired) : My N i 
,y Nam 
I Arrange for a Free Trial in our office on our own work. 2 — — — j En te ! 
Address 


Send us literature about the new K Mode! Monroe. — . ar es ee 
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Everyday Working Speed 


ALKING about typewriter speed — it is well to remember 
that the mechanical construction which allows keys to be 
operated rapidly is only part of the story. 





Any standard typewriter can be operated much faster than 
the speediest typist can manipulate her fingers. The question of 
speed, therefore, resolves itself into how quick and how accu- 
rately the average operator can turn out the different kinds of 
work that are required on the same machine in the course of a 
day or a week. 








The task may include making out bills, writing cards, 
checks, cutting stencils, writing labels, tabulating work, or fill- 
ing in ruled forms. 

The L. C. Smith & Bros. ty pewriter is so constructed that 
quick changes can be made from one kind of work to another— 
and back again, with a minimum waste of time between. 

Our booklet, “The Silent Smith,” explains how all of these 
| things can be accomplished. Sent free for the asking. 


L. C. Smith & Bros. Typewriter Co. 


Factory and Executive Offices 


Syracuse, New York 
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The Guest Book. 


EDMUND JACKSON of Fulton, Ill., called on Office 
Appliances July 26. Mr. Jackson is interested in the sta- 
tionery business at Fulton and in a nearby city. He has 
lived a considerable span and has had many interesting 
experiences, having been engaged in Illinois and Iowa in 
various lines of effort, including the practice of the law. 
Mr. Jackson is not pessimistic over the outlook in his sec- 
tion, but hopes for an early adjustment of the mine and 
railroad strikes. When this is accomplished, he believes 
that nothing will stand in the way of substantial prosperity. 

S. M. LINDSAY of the Pittsburgh Business Show, 
Pittsburgh, Penna., called on Office Appliances on August 
8 with a message of good cheer from the steel city. 

O. J. TIMBERMAN, formerly of New York, but now 
of Chicago, called on August 9, signing the Guest Book as 
commodore of the New York Canoe Club. Mr. Timber- 
man and his family took up their residence in Chicago on 
the first of this month. 

C. B. SMITH, head of the Smith Printing Company, 
Pine Bluff, Ark., gave an encouraging report of conditions 
in the Ozark region during a call he made on Office Appli- 
ances on August 11 

TIMOTHY B. THRIFT, advertising manager of the 
American Multigraph Sales Company, called on August 
10. Mr. Thrift was here on business connected with his 
company and took advantage of the visit to call on a 
number of friends in Chicago. 

G. B. SHERMAN, of the Rex Typewriter Corporation, 
Fond du Lac, Wisc., gave some encouraging reports of 
the development of the typewriter business at home and 
abroad. He called on August 10. 

RALPH L. WINANS, advertising manager of the Sta- 
tioners Loose Leaf Company, Milwaukee, visited this office 
on August 14. Mr. Winans says that the loose leaf busi- 
ness is satisfactory and that his company looks forward to 
prosperous times this fall and winter. 

F. LINDSAY RYAN, managing director of the Excelsior 
Supply Company, Ltd., Sydney and Melbourne, Australia, 
and Wellington, New Zealand, called on Office Appliances 
a short time ago. Mr. Ryan crossed the United States in 
April en route to Europe, where he visited England, France, 
Belgium, Holland, Austria and other countries, making a 
careful study of conditions. The result of his observations 
is about the same as that of other travelers whose opinions 
of the European situation are expressed elsewhere in this 
number. We refer to the views of Mr. Malleson, Mr. 
Wright and others. 

He returned to the United States a few weeks ago, in 
tending to spend a short time in this country, visiting the 
plants of manufacturers before returning to his home in 
Australia. 

PEIRO CASTELLI DELLA VINCA of Milan, Italy, 
general agent in Europe for the Rex Typewriter Company 
and other American lines, visited Office Appliances last 
month on his way to Fond du Lac to confer with the 
officers of the company. Mr. Castelli at present is making 
his headquarters in Brussels, which is a more central point 
for the transaction of business than his home city in Italy. 

BRUNO SHEROCK, who handles well known lines of 
office desks and chairs, making his headquarters at Oak- 
land, Calif., called on August 21. 

O. A. HAKANSON, the engineering and mechanical 
expert of the Woodstock Typewriter Company, Wood- 
stock, Ill., paid a visit to this office on August 22. 

S. DAVILA, a dealer in office equipment at Lima, Peru, 
paid a visit to Office Appliances on the 24th. Mr. Davila 
is visiting the United States for the purpose of obtaining 
suitable office equipment lines to represent in Peru, where 
conditions now promise encouraging possibilities. 

PAUL A. WILSON, vice president, and his brother F. 
M. Wilson, secretary and treasurer of A. H. Denny, Inc., 
sole eastern distributors of the Weis lines, with head- 
quarters at New York City, visited Office Appliances on 
the 25th, after having spent a day or so at the Weis fac- 
tory in Monroe, Mich. P. A. Wilson has been connected 
with Mr. Denny for eight or nine years. His brother has 
been secretary and treasurer of the concern since last 
March. Previously he was for twenty years with the 
Dennison Manufacturing Company, Framingham, Mass., 
and during twelve years of this period was credit manager. 

E. A. TRUSSELL, one of the founders of the Sieber & 
Trussell Company, a pioneer loose leaf concern, absorbed 
several years ago, was a Chicago visitor last week. Mr. 
[russell has been with the Boorum & Pease Company for 
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UP-TO-DATE 
OFFICE ACCESSORIES 








The Chicago Glass Desk Pad promotes 
desk efficiency by affording a place to 
keep memoranda, lists, schedules, etc., 
always visible for ready reference. It 
avoids marring of the working space of 
the desk and at the same time furnishes 
a smooth, hard writing surface. The 
holder is backed with felt and has two 
raised leather corners which hold the 
oo & place. Two sizes: 18”x24" and 
"x 36’. 





A plate glass letter tray is a practical as well as 
an ornamental acquisition to me desk equip- 
ment. It is securely held together by nickel- 
plated clamps tipped with rubber. 
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An office equipped with plate glass window venti- 
lators is insured of a constant circulation of 
air without the direct drafts. Can be attached 
quickly to any window. 


WRITE US TODAY 


The Chicago Mirror & Art Glass Company 
217 Nerth Clinton Street, Chicago, Ifl. 


Established 1890 
SU 
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T the past eight years. He is now doing specia rk in 
| | held, but expects soon to be associated wit ne of 
manufacturing concerns. 


| New York Office. 
he WILLIAM P. MASON of the Multistas Company 
) Norfolk, Va., called recently in company R. W 


WRIGHT of Wright’s Specialties, London, England 
agents in the British Isles and on the continent for tl 
Multistamp. 

D. L. IRVIN of the Alex. H. Irvin Compa ( 


vill, Penna., called at this office on August 14 

















= — Anglo-American Amity. 
\_ newspaper representative interviewed the Rt. Hor 
Lord Morris, K C. M . .. C., at his N \ rk hote 
in August. An interesting conversation was | regarding 
the work of the English-Speaking Union, which is activ: 
on both sides of the Atlantic. Lord Morris was glad 
e indeed to learn that here in the United States they ar 
isa guarantee of giving full co-operation in bringing into effect the higl 
a ~ ideals which the founders of this organization, on bot! 
user satisfaction sides ot the water, have in view. In England, the move 
ment is daily attracting thousands, and the propaganda i1 














the press and on the platform is establishing between the 
two countries—England and the United Stat the et 
best understanding 





The distinguished visitor said it was his privilege to co 
eperate with Mr. Lawrence Gunn Sloan, representative 
in London of the L. KE. Waterman Company, in this work 
in London. He said he did not know anyor n Londo: 
who was rendering a greater service to tl movement 
than that of Mr. Sloan. He had listened to many ad 
dresses on this subject of “Better Understanding With 
the United States,” but heard nothing more convincing 
than the arguments of Mr. Sloan, who has seen and 
studied the whole question on both sides of the Atlantic 
Lord Morris was aware of the impression he made it 
one of his late visits to the United States when as a dele 
gate to the convention of the National Association of 
Stationers and Manufacturers, at Atlantic City, he delivered 
some notable addresses. The world would be much better 
if we had more men of the Lawrence Gunn Sloan type, 


1 


and it augurs well for the future peace of the world 
especially the two branches of the Anglo-Saxon race 


that they should daily hear from such sources as Mr 
Sloan what their real mission and work is. That missior 
is, and must be, to keep the peace of the world The 


United States and England have now been at peace and 
have not fired a shot at each other for over a hundred 
years. The allied work in the great European War un 
doubtedly saved Europe, and now their partnership wi 
resuscitate the corpse 

[Editor’s Note—The English-Speaking Union of the 
United States referred to maintains its National head 
quarters at 345 Madison Avenue, New York, with chapters 
in fifteen cities. There is promise of many more chapters 
to be added during the coming months. 





European Dealers Striving for Royal Cup. 


‘ “ The Royal Typewriter Company, Inc., has arranged 
Satisfaction is born of contest for its dealers in Europe, running from September: 
e l T ° 1 to December 31. A cup has been — red to the winner 
quality aione. o main- It is quite probable that the contest plan will be extended 
: ° s later to take in other countries. Special ‘eoniidinns rende! 
tain the highest quality, this inadvisable now. It is hoped that the plan can be car 
© od ° ‘ ried out in the future, amplified so that after the cups of 
= with m eration of price, = fered in each grand division have been won, a final cor 
is our consistent policy. test will be held to determine which is the leading foreig 


dealer in the entire Royal organization. 


Catalogue covering com- New Company to Deal in Used Calculators. 
plete BARBEE line of wire The Calculator Equipment Corporation was recently or 
baskets sent upon request. ganized under the laws of the state of New York for th 
purpose of dealing in demonstrating and slightly used add 

= aman ing and calculating machines. 
This new concern has established headquarters at Roo1 
Barbee Wire & Iron Works 1315 Woolworth building, New York, N \ 

Conway Building New Members Added to Philadelphia Sundstrand 


CHICAGO Force. 


H. A. Smith, an experienced specialty salesman, J 
Doherty and H. C. Such, also an experienced typewritet 
T T | salesman, have recently joined the sales force of the Sunds 

trand Adding Machine Agency in Philadelphia 
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2100 degrees Outside; 
Only 300 degrees Inside! 


Tl’ was shown in a test that in order to cause a 

temperature of 300 degrees Fahrenheit inside the 
New Herring-Hall-Marvin Safe it was necessary 
to apply to the outside heat ranging up to 2100 de 
grees for a period of five and one-quarter hours! 
This remarkable showing proves that 


THE NEW 


herring -Hall-Marvin 
SAFE 


is 30% superior to the standard of fire 
protection ordinarily accepted as ade- 
juate—30% better than is necessary to 
secure the “A” Label of the Under- 
writers’ Laboratories, Inc. Here is 
protection that “goes clear through 
the fre!” Here is protection to meet 
the worst fire your customers may 
expect. 





The New Herring-Hall-Marvin Safe 
not only affords a new measure of fire 
protection, but it also has such struc- 
tural strength that falls, explosions 
and cold water do not seriously affect 
it. 

A safe you can sell, because it is a safe your 
customers want to buy. Let us tell you how 
hundreds of wide-awake dealers are realizing 
greater results from this superior product 


THE HERRING-HALL-MARVIN 
SAFE COMPANY 


Hamilton Ohio 


Interchangeable 
filing equipment 
to meet all re- 
quirements sup- 
plied. The New 
Herring - Hall - 
Marvin Safe 
combines the ut- 
most of protec- 
tion with daily 
filing efficiency. 
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Good, substantial 
business paper isn’t 
an extravagance any 
more than it is an 
extravagance for a 
salesman to be well 
dressed and well 
sroomed. 


Berkshirs tor 


en papers 


lend. distinction to the 
house that uses them. 


Eaton, Crane & Pike Co. 


Sponsors for Correctness 
in Correspondence 


225 Fifth Avenue, New York 
Pittsfield, Mass. 


BRANCHES: 
BOSTON, MASS. PHILADELPHIA, PA. 
633 Washington St. 1024 Filbert St. 


CHICAGO, ILL. SAN FRANCISCO, CAL. 


363-371 W. Erie St. 770 Mission St. 


TORONTO, CANADA 


SERVICE STATIONS: 


MINNEAPOLIS 
KANSAS CITY 
ATLANTA 


SEATTLE 
LOS ANGELES 


DENVER 
DALLAS 
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(Pacific N. W. Sta.—Continued 47.) 

“The Stationer and His Duty in the Matter of Legisla- 
tion” was the subject discussed by C. C. Chapman, editor 
and publisher of the Oregon Voter, who urged that all bus- 
iness men be alert to protect not only those in their busi- 
ness and allied trades, but to protect all industry, for what- 
ever hurts one, hurts all. 

“Association—Why You Should Know Your Competi- 
tors” was the subject of an address by Ray Fennell, man- 
ager of the Portland Typothetae. This address dealt in 
part with the cost accounting system installed by the na- 
tional organization in local printers’ plants. 

“Developing the Sale of Social Stationery and Engravy 
ing” was discussed by Hurst P. Harrison of the J. K 
Gill Company. Mr. Harrison said that the field is prac- 
tically undeveloped, but that its cultivation will net hand- 
some returns. There are in the northwest several engrav- 
ing plants taking care of all classes of engraving, copper 
and steel work. Shops are located in Seattle, Spokane, Ta- 
coma and Portland, but their facilities have not been gen- 
erally used by country stationers except at holiday seasons. 
These plants have often been taxed to capacity during 
November and December, but with much idle time on their 
hands at other periods. The problem is to increase the 
output during the other ten months of the year. This is 
up to the stationers, who should tax their ingenuity to push 
engraving in their respective communities, and adyocate 
the use of engraved forms and sell more and better en- 
graved social stationery. The speaker then covered the 
work of the engraver and the lasting qualities of the dif- 
ferent media, steel, of course, being better than copper on 
long runs. He presented an interesting outline of the work 
done by the steel and copper plate engraver in getting out 
an order. He touched upon the keeping of the plates, par- 
ticularly those made of steel, and outlined the different 
types of lettering which are now most in demand. He de- 
scribed the better etiquette in cards, party invitations, etc. 
He showed how proper enterprise can be made to add to 
the income of the stationer and the satisfaction of the cus- 
tomer as well. He mentioned such opportunities for en- 
graving as are familiar to everyone, including wedding, 
birth and school announcements, and brought out some- 
thing which is seldom or never pushed, that is to say, book 
plates. The customary engraving on social stationery can 
be pushed to advantage and more sales made. Then there 
are personally engraved Christmas cards which are coming 
more and more into vogue, and for which there is oppor- 
tunity in every community. 

Following the addresses of the day, the delegates joined 
the ladies at a picnic lunch served at the Oaks amusement 
park. Later in the evening strips of tickets were given to 
everyone, enabling all to attend the various concessions 
about the park. The entertainment features were planned 
by a committee consisting of J. B. Hibbard of the J. K. 
Gill Company, chairman; Charles Helwig of Helwig-Chap- 
man, and E. A. McElwain of the Irwin-Hodson Company, 
assisted by Mrs. J. S. Ball, chairman of the ladies’ enter- 
tainment committee. 

Second Day’s Session. 

The session of the second day opened with an address 
by O. W. Mielke, president of the Portland Chamber of 
Commerce, who spoke on “Developing the Northwest.” 
Stationers were urged to get behind the proposition of the 
developing tourist trade with a view to extending the 
knowledge of the section’s advantages among the people, 
as well as for the direct material benefits which would ac- 
crue to business men. 

John E. Gratke, assistant manager of the 1925 exposi- 
tion nroject which will soon be submitted to Oregon voters, 
spoke on the proposed fair. At the conclusion of his re- 
marks, the association passed a resolution recommending 
that the proposed 1925 Exposition be held. 

Walter M. Burns of the Shaw & Borden Company, Ta- 
coma, spoke on “The Printers’ Opportunity.” 

E. J. Chapman of the Helwig-Chapman Company spoke 
on “The Training and Handling of Outside Salesmen,” 
touching upon the problem of educating the salesmen to 
drive customers into the store instead of away from it. 

H. D. Patton of Patton Bros., Salem, Oregon, pioneer 
stationer in that part of the country, spoke on “Business 
Conditions.” 

Commenting on the work done by the Furniture Dealers’ 
Association of Washington, M. R. Martin of the M. R. 
Martin Company, Tacoma, described the peculiar condi- 
tions affecting retailers in office furniture and suggested 
that there be a special committee in the Stationers’ Asso- 
ciation to handle these problems. 

An intorma! discussion of advertising and display was 
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established dealer. All inquiries 
produced from our extensive national 
advertising are always referred to a 
fee dealer whenever possible. Send 
for catalog and dealer’s proposition. 
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Buy Tops first—then 
add Bottom sections 
as needs demand— 
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Single, Double and Multiple 
Card Index Cabinets 


Are the ideal equipment to offer your customers for 3x5, 4x6, 

5x8, 8x5, 6x9 and 4x9 card index and cancelled check and note 

files. All drawers hold approximately 1500 cards with guides. 

Recommend ¥%2& Top and Bottom two drawer files for filing 
systems subject to expansion. 





The Profit to the Dealer 


in the ¥f@@ line of Card Index Cabinets is liberal and therefore 
satisfactory. For more than 20 years the 2 policy 
has been to distribute its product thru the legitimate and 
















New York Office 
52 Park Place Monroe 


=) 


The Y&s Manufacturing Company 


162 Union Street 


‘Chicago Display 
Michigan 201-215 N. Franklin St. 
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If you haven’t, you surely 
ought to see and examine one of 


The New 


Moderately Priced 


Made to Sell 7 70 O L i nme 


at a Reasonable Price 
with a Liberal 
Profit to the Dealer 


Retailing at $20 for the four drawer letter 
width in North, Central and Eastern States 
($25 in South, Southwest and West) this line 
has made a hit with today’s average buyer of 
filing equipment. A sample cabinet on your 
floor will be the best way to determine the 


value of this new y kiln cabinet-— Why not 
send your order today? 


162 


The Sf/ZS- Manufacturing Company Union 


New York—The #2@ Manufacturing Co., A. H. DENNY, Mgr., 52 Park Place 


Chicago—Associated Stationers Supply Co,, 201-215 N. Franklin St. Monroe . Mihi 


TM Te 


) 





co 
| 








tter 
ates 
line 
+ of 
your 


the 


not 


62 


110N 


ot. 











<cEN CUERSEEAAERe 





QOH NUUUAEUAU TEATRO ATE 


Picasa 1700 Line Cabinets 





No. 1722 
Letter Width Drawers 


DRAWERS INSIDE 
HIGH WIDE DI 


10" 123" 225° 
CABINET OUTSID® 
28g" —«14g" = 24 


No. 1732 


Cap Width Drawers 
8 inches wider than Letter Width HIG 
10" 


No. 1723 
Letter Width Drawers 
Lb R AWERS INSIDE 


Made only in the two, three 
and four drawer heights in 
Letter and Cap widths 


403" 


Be Sure to Specify Finish 


1700 Line Vertical Filing Cabinets 
Are the result of a desire to produce a paneled side, flat 
top vertical filing cabinet to be sold at a popular price and 
at the same time embody a method of construction that 
guarantees long life and satisfaction for the product. 


intwo widths— Letter and Cap. The Letter 
Width is designed to hold regular corres- 
pondence papers 84"x11"in vertical file folders 
between guides in the usual way. The Cap 
Width cabinets are three inches wider than 
the Letter widths and are for filing papers 
up to 9"x14#" in size. Drawers operate easi- 
ly on hard, fibre rollers; will not pull out 
accidentally but can be readily removed 


_) See Address 





CABINET OUTS'‘DE 


No. 1733 


Cap Width Drawers 
3 inches wider than Letter Width 


DEEP 


225" 





24" 
No. 1724 
Letter Width Drawers 


DRAWERS INSIDE 
HIGH WIDE DEEP 
10" 123" 225° 
CABINET OUTSIDE 
52" 143" 24" 


No. 1734 


Cap Width Drawers 
3 inches wider than Letter Width 
Made 


from frame by a slight upward tilt. Each 
cabinet is complete—not sectional—and is 
made from best grade of well seasoned, kiln 
dried lumber, put together in a strong 
durable manner. Furnished in Dark Gold- 
en or Light Natural Oak or Birch Mahogany 
finishes. Special finishes furnished on 
special order at slight extra charge. Always 
order by number and specify finish. 


N 


——— 
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Fibre Board Transfers and 
Card Index Trays 


Are cheaper than wood yet made of material strong 
enough for permanent use. Transfer Cases are constructed 
of heavy binders’ board, corners and folds are re-inforced 
with strong binders’ cloth. Covered with black marble 
paper, lined with black. Equipped with leather pull and 
label holder. The Letter and Cap widths made in twenty 
and twenty-five inch lengths. The Invoice size twenty 
inch. Shipped knocked down but very easily assembled 
without use of tools. 


The card Index Trays are made of same heavy material 
as the Transfers. Re-inforced corners and folds. Equipped 
with nickel label holder and pull and metal follow block 
to keep contents in vertical position. Black marble 
covering. Made in sizes to hold 8x5, 4x6, 5x8 and 6x9 
index cards and 4x9 to hold cancelled checks and notes. 
Snug fitting covers. You will find both the Transfers and 
Trays very ready sellers. Let us send you our catalog. 


The fw Manufacturing Co. 


162 Union Street; bb 
ington mates monroe, Mich. 
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conducted by W. J. Ortel of the Shaw & Borden Company. 
During this discussion, W. A. Montgomery of the J. K. 
Gill Company spoke on “Direct-By-Mail Advertising’; K. 
R. Terry of the Lowman & Hanford Company, Seattle, on 
“Catalogue Advertising.” Various other members took 
up different phases of the subject. 

One of the rare treats of the convention was an address 
on books given by John T. Hotchkiss of the J. K. Gill 
Company. 

Next year’s convention wil! be held at Victoria, B. C. 

The officers for the coming year are as follows: Presi- 
dent, Pliny L. Allen of the Pliny L. Allen Company, Seat- 
tle: vice-president, Guy Smeizer of the Pioneer Bindery & 
Printing Company, Tacoma, and secretary-treasurer, El- 
dred Ireland of the Trick & Murray Company, Seattle. 

The evening of the closing day of the convention was 
spent at a dinner dance at the Automobile Club. 

The following persons registered: 

Arch Cunningham of Boise; W. H. Burns of Shaw & 
Borden, Spokane; J. S. Lawrence of the Spokane Office 
Supply Company, Spokane; S. J. Priebe of Everett, Wash- 
ington; Charles C. Moore of S. J. Priebe Company, Ever- 
ett; J. K. Gill of the J. K. Gill Company, Portland; George 
S. Falk of Bellingham, Washington; Charles B. Hilton of 
Hilton-Hotchkiss Company, Tacoma; R. W. Waltz of John 
W. Graham Company, Spokane; Fred Kling of Kling Com- 
pany, Lewiston, Idaho; C. R. Griffin, Trick & Murray, Seat- 
tle; Eldred Ireland, Trick & Murray, Seattle; Harper N. 
Jamison of Jamison Company, McMinnville; W. J. Ortel, 
Shaw & Borden, Spokane; Ben Kysor, Spokane; C. Lar- 
kin of Kilham’s Stationery & Printing Company, Portland; 
C. H. Gilman, representing Federal Ink and others, Seat- 
tle; Robert L. Allen of Pliny L. Allen Company, Seattle; 
William H. Greenleaf, national secretary, of Chicago; H. J. 
Welch of Welch-Richards, Aberdeen, Washington; Pal 
Clark of Clark Book Store, Walla Walla; S. V. Moore of 
Quotations Service Bureau, Seattle; L. N. Hanford of Low- 
man-Hanford, Seattle; W. A. Montgomery of the J. K. 
Gill Company, Portland; A. H. Milier of Medford Book 
Store, Medford, Oregon; C. G. Rawlings of C. G. Rawlings 
Company, Albany; Arthur P. Casper of Walla Walla; E. A. 
McElwain of Irwin-Hodson Company, Portland; Fred W. 
Brown, Sunnyside, Washington; Lee A. Martin of Yakima 
Binding & Printing Company Yakima, Washington; R. G 
Jobling of Kubli-Howell Company, Portland; A. B., Howe 
of the “Pioneer”, Inc., Tacoma; J. A. Marlott, Pacific Sta- 
tionery & Printing Co., Portland; R. W. Hodgkinson of 
Irwin-Hodson Company, Portland; A. N. Holman of Bus- 
hong Company, Portland; J. J. Kimm of Vancouver Sta- 
tionery Company, Vancouver, Washington; Morris 
Schwarzschild of Schwarzchild Book Store, Eugene; R. L. 
Newlin of Newlin Book & Stationery Company, La 
Grande; Barney May of Bushong Company, Portland; C. 
D. Kilham of Kilham Stationery & Printing Company, 
Portland; C. L. Helwig of Helwig-Chapman, Portland; W. 
F. Tuesley, Yakima Bindery & Printing Company, Yakima; 
A. D. Wells, Bushong & Company, Portland; C. C. Chap- 
man, editor and publisher of the Oregon Voter, Portland; 
John B. Hibbard of J. K. Gill Company, Portland; Jack 
Carruthers of W. A. Sheaffer Pen Company, Fort Madi- 
son, lowa; A. W. Heppner of Pliny L. Allen Company, 
Seattle; E. P. Gold of Los Angeles; Ernest Dalton of 
Union Ribbon & Carbon Company, Philadelphia; John B. 
Coe of Coe Stationery Company, Eugene; Hal D. Patton 
of Patton Bros., Salem; John W. Graham of John W. Gra- 
ham Company, Spokane; M. R. Martin of M. R. Martin 
Company, Tacoma; Graham Glass, Jr., of Glass & Prud- 
homme Company, Portland; S. N. Luders of Irwin-Hod- 
son Company, Portland; J. S. Ball of Kilham Stationery & 
Printing Company, Portland; K. R. Terry, Lowman & 
Hanford Company, Seattle; W. E. Prudhomme of Glass & 
Prudhomme Company, Portland; and Milton Markowitz of 
3ushong & Company, Portland. 








John W. Messimore Changes Location. 


John W. Messimore, who is acting as manufacturers’ 
agent for a number of high-grade lines in the Central and 
Middle Western States, has moved his office from Goshen, 
Indiana, to Jackson, Michigan, and is located at 133 West 
Cortland street. 

Mr. Messimore has been enjoying a vacation for several 
weeks and expects to be in touch with his trade again 
very soon. 


Strathmore Benefits Carried by Associations. 

The boards of directors of the Strathmore Beneficial As- 
sociation at the mills, Mittineague and Woronoco, have 
decided to carry the insurance features, rather than to 
insure through the regular channels. 
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. We're not arguing; 

| We're telling you— 

| that STORMS 
GOLD MEDAL 


Typewriter Carbon Paper will outwear 
all others. 


Send us your best wearing sheet for a 
‘‘Wear-Down”’ comparison with 


GOLD MEDAL 


We'll send you the result. 

Also, send for samples and make your 
own test. 

Over 100 copies per sheet have been 
made with 


GOLD MEDAL 


Carbon paper in actual commercial use, 
without any effort to ‘‘nurse’”’ the carbon. 
>! It’s the best Carbon we have ever seen- 
-' ALSO NOTE THIS ON YOUR “PAD OF 

FACTS.” Storms’ American Brand 
-| NOISELESS Carbon does NOT smut the 
| copy; Makes strong copies, and many 
| of them. 


H. M. Storms Co. 


>| Dept. C. 553 Grand Ave., Brooklyn, N. Y. 
- City Office, World Bldg., N. Y. City 
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“ALL 
THE 
WORLD 
LOVES 
A 
WINNER”’ 





INDICATOR 





__- € 
694321 
Impression of Figures 
THE AMERICAN VISIBLE (the only 
visible) is the modern, “up-to-the-minute” 
numbering machine. 

In addition to its visibility, it has NO EQUAL 
AT ANY PRICE in smoothness of operation, 
speed, accuracy and durability. 

Its sales have grown faster than those of any 
other numbering machine. 

More are being sold to-day than ever before. 


DEALERS: Are You Sharing In 


Our Success? 





Have you singled out this machine as a leader? 

Do you know that large corporations all over 
the country are discarding the old style blind ma- 
chines and replacing them with American 
Visibles? 

Our folders imprinted with your name bring 
orders. 

PRICE: Model 41—three movements... ..... $15.00 

Model 21—nine movements $20.00 


AMERICAN NUMBERING MACHINE CO. 


220-230 SHEPHERD AVE., BROOKLYN, W. Y. 
CHICAGO BRANCH, 123 W. Madison Street 


Foreign Branches: 
VICTORY-KIDDER PRINTING MACHINE CO., LTD. 
66 Houndsditch - London 
CARIBONUM SOCIETE ANONYME 
10 Rue de Seze - Paris 
RICHARD WEINIGER 
Singel 276 - Amsterdam 
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(New Machines.—Continued from Page 4) 
A New Item of the Adco Line. 


The Adco “T” multiple prong binder has been added to 
the visible record system of the Accounting Devices Co. ot 
Chicago. It is intended that this new binder may be us« 
in place of card systems now employed for this class of 
record where desired. The Adco visible makes the nam: 
visible, ready for quick reference, and the entry can be 
made on any record without removing it from the binder 








NEW ADCO “T” MULTIPLE PRONG BINDER 


Che system can readily be adapted to customer’s lists, sales 
record, stock records, purchase records, formulas, station 
ery form record, for the simple business account, as a 
ledger or a complete accounting system. Professional met 


can also use it for their accounts. There are twelve stock 
forms for the 105¢ size binders and 734 binders Chere 
are binders in eight stock sizes and three styles of binding 
one, two and three-inch capacity. The indexing feature 1s 
elastic, covering numerical, alphabetical or special indexes 


of any kind. 


The Opalograph—A New Process in Duplicating. 

The Opalograph is the name of a new and ingenious 
duplicator. Briefly, the device may be described as having 
an opal glass plate with an apparently vitreous or non 
porous surface under the naked eye, but under the misco 
scope, large pores appear in the glass. These pores serve 
to hold the chemical on the plate when it is rubbed by a 
dauber saturated in the chemical. When the ink is ru 
over the plate, that part which has received the impression 
holds the ink while the rest of the plate is impervious to 
the ink roller because of the chemical which has been put 
on just after the impression is made, the ink being of a 
chemicai composition, unites with the first chemical and a 




















THE OPALOGRAPH OUTFIT 


precipitate is formed, thus bringing out the impressiot 
on the plate, which until the ink was applied, remained to 
all appearances perfectly blank. The stencil, drawing o1 
whatever is desired to be reproduced, is placed on th 


plate and pressed down tightly by the cover which is pro 


vided with springs for the purpose and the exposure given 
it is dependent upon the length of time since drawing 
or stencil was made. The number one chemical is thet 
rubbed over the plate, followed by the application of ink 
with a roller which brings out the impression of th 
print, after which as many copies as desired may be made. 
When the old impression is not wanted any more and a 


new one is required, the number two chemical is applied, 


which entirely removes the impression on the face of the 
plate, making it ready at once for the application of a new 
impression as above described 


It will be observed that the process is in effect one of 
photography and lithographic printing. Inasmuch as the 
printing is done by means of actual ink, the combinations 
of colors that may be had are practically unlimited. The 
results obtained are said to be remarkably clear, both it 


colors and in black and white. 
The Opalograph has a multitude of uses, many of which 
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: The largest selling Quality 
n | pencil in the world 
n ' 
Oo i 
it i 
" HERE is but one best in writing and drawing pen- 
cils and every VENUS Pencil user knows it. 
Made in 17 black degrees from 6B softest to 9H 
: hardest—also with rubber tip in all but three softest 
' degrees—and 3 copying degrees for indelible uses. Have ‘ 
i you the entire line? 
VENUS EVERPOINTED 
The immediate demand for VENUS Everpointed ; 
metal pencils was not only the result of their mechanical } 
perfection, beauty of appearance and fine workmanship 
7 -but also the world-wide reputation of all VENUS pen- 
cil products. 
Write for information about “Assortment D.” It will 
- ' pay you. 
t Ty Ta’ ™~ Ty 
VENUS THIN LEADS No. 38 
nl ' The VENUS Thin Leads are perfect leads, for VENUS 
O i Everpointed and all metal pencils. 
rr Always straight, smooth, long-wearing, crumble-proof 
le and perfectly graded; in seven degrees from 2B Soft and 
) black to 4H extra hard. 
o Write for samples and prices. 
g : : 
n ' American Lead Pencil Company 
k 220 Fifth Avenue, New York 
le 
: and London, Eng. 
a 
d, ' 
is ' 
W ' 
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FROM A PIN 


TOA 
FILING CABINET 


—and all items in between 
a LJ a 





To the dealer in stationery 
and office supplies, this 
is the simple story of 
the newest Wholesale 
Stationery House in the 
center of the U. S. 
where service is beyond 
compare. 

LJ LJ LJ 


Make us prove this statement. 
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Stationers Wholesale Supply Co. 


E. E. BLANKEMEYER, Pres. 
Manufacturers — Distributors 


509-515 So. Wabash Ave. CHICAGO 
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will occur to the reader. It will be observed that it is 
quite similar to the lithographing process on stone. 

The device is distributed in this country by the Ameri- 
can Opalograph Corporation, Beebe avenue and William 
street, Long Island City, N. Y. 

This machine will be publicly exhibited for the first time 
in the United States at the coming business show in New 
York. The company expects to place the machine in the 
hands of dealers and agents for different territories 
throughout the country and will establish agencies in all 
parts of the United States. 


A Useful Desk or Table Accessory. 


There have been times when one has observed an ex- 
pression of slight annoyance on the countenance of the 
lady of the house when some careless person dropped hot 
cigar ashes on the polished top of her best mahogany table. 
In these days when so many people smoke cigars or cigar- 
ettes, one cannot have too many ash receivers about. There 
seems to be something of this thought behind the gener- 
osity of the Ireland & Matthews Manufacturing Company 
of Detroit, which is presenting to friends some useful and 
sightly ash receivers. 

P. A. Kempt of the above company will represent the 
concern at the coming national convention in Atlantic City, 
where his friends look forward to greeting him. 


Bates Manufacturing Company Announces New 
Product. 


The Bates Manufacturing Company, manufacturers of 
the Bates numbering machines, are now introducing to 
the trade and to the public a new product which is called 
the Bates rotary index, a new invention for scientific 
indexing. 

While the machine can be used for any alphabetical 
list of names up to 750, the model which The Bates Manu- 
facturing Company is marketing is designed primarily for 
use as a telephone index. 

While the machine is a utility of importance, because 
it performs a necessary and constant service quickly and 
conveniently, nevertheless its beauty of design, quality of 
finish, and compactness (it is only 4 inches long, 3 inches 
wide, 2% inches high in the back and 1% inches high in the 
front) has caused leading stationers to consider it a Christ- 





BATES ROTARY INDEX. 


mas gift in addition to its power as an all-year seller. In 
view of this fact and because the machine is a convenience 
in the home as well as the office, it will be made up in 
two models: Model A, finished in black leatherette with 
nickel top, for office use; Model B in full morocco, embel- 
lished with gold tooling, which it is thought is more 
appropriate for home use. Attractive window displays and 
an appealing counter display have been prepared as well 
as a dealer help for imprinting the dealer’s name. 

The method used in the operation of the machine is an 
Original departure from existing indexing methods. The 
names and telephone numbers are written on a ten-foot 
vellum strip which winds and unwinds on two cylinders 
when a knob, provided for that purpose, is turned in the 
desired direction. By the use of accelerating gears the 
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SIKCO-AR 


The Exclusive Sikco Features 


The exclusive features, superior 
construction and outstanding design 
of the new Sikco line are big steps 
forward in the making of better 
office chairs. 


They are real indications of the 
greater comfort and service users 
may expect from every Sikes chair 
sold. 


They are proving their sales value 
in rapidly increasing the demand 
for the Sikco line. 

Progressive dealers will find Sikco 
a big help in aggressive selling. 
And the Sikes policy is a good one 
to tie to. A line to the factory will 
bring full information. 


THE SIKES COMPANY 
PHILADELPHIA PENNA. 
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cylinders are caused to rotate at great speed, 


ten-foot length of vellum passing through the 
one and one-half seconds. At this rate 
inscribed data could not, of course, be reac 
the opening provided for that purpose, but by 
pointer which travels back and forth across a 
cal scale the operator knows just what partic 
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of vellum strip is at that moment passing the oj 


he can thus stop instantly at the desired point. 
machine is built to last many years, it is pr 
the user may some time want to insert a new s 


the old strip gradually accumulates names whi 


be desired to eliminate. The user can easily i 
strip at any time, separate strips being sold 
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SOLD ONLY THROUGH 
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NEW YORK 













































pose at moderate cost. 


Faber Propellor Pencil with “Mongol” Leads. 

Eberhard Faber, 37 Greenpoint avenue, offers a new item 
in the No. 1921 pin point propellor pencil. This is sup 
plied with “Mongol” leads, the magazine containing six 











FABER 1921 PIN POINT PENCIL 


in reserve. The barrel is black, fluted, with nickel tip 
and eraser ferrule. The reserve leads are concealed by 
the ferrule, which is rotated to advance the lead 

The Faber No. 1921 propellor pencil is carded one doze 
on a card, one and one-half gross to the carto1 Refill 
“Mongol” leads are sold in tubes of one dozen 


Versatile Copy Holder. 


L. Basher, 1915 First avenue, Seattle, Wash., is United 
States distributor of the “Utility” copy holder. This holds 





“UTILITY” COPY HOLDER 


note books, manifests, letters, books, etc., and is provided 
with an indicator to guide the typist. The “Utility” is 
made of aluminum, mirror finish, and also of wood, oak 
finish 
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Northwestern Furniture Co. SN 


Milwaukee, Wisconsin 





To the Globe- Wernicke Co. 


“Throughout these 22 years your line hia 
been good enough to exclude all others” 
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From the Northwestern Furniture Co. 


HE Northwestern Furniture Company of Milwau- 

kee is admittedly one of the largest, most aggres- 

sive and successful houses in the field. Their 
estimate of the worth of a line is conclusive. Doubly 
significant are these terse excerpts from their recent 
letter 


“Globe-Wernicke occupies an un- we appreciated the reputation and 
questioned place in our business. the worth and the salability of the 
It is a high place. Twenty-two Globe-Wernicke line. These fac- 
years ago we took on the represen- tors, coupled with adequate and 
tation for Globe-Wernicke. We consistent merchandising and sales 
concentrated on Globe-Wernicke in cooperation, have helped fortify 
its line of products. Globe-Wernicke products in the 


“We need not tell you how success- position they hold with us. 


ful this dealership has been. Your “Throughout these twenty-two 
sales records show that. The rea- years your line has been good 
son for this success is simply that enough to exclude all others.” 

Globe-Wernicke offers representative dealers a line that 
is complete from book-cases to safes—from cabinets to 
steel-shelving. It is the best known line, the highest 
erade line. The Globe-Wernicke dealership means 
ste -asier sales—bigger volume—greater profits. 














CINCINNATI 


The GlobeWernicke Co. 
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THE FACTORY MUSEUM OF THE DENNISON M 
In this Charming Room is Visualized the Commercial 
and Samples Pertaining to Patents, Trade Marks, Etc. 


Bauer Business in New Building. 


The formal opening of the new R. S. Bauer store at 33- 
35 Central Square, Lynn, Mass., will take place this month. 
Possession was given last month, and the event was cele- 
brated by many congratulations from the friends of the 
former president of the National Association of Stationers 
and Manufacturers. A large basket of flowers was a token 
from the Newsboys’ Association. 

The Bauer business was burned out in October, 1921. 
Heroic measures were taken, and shortly the business was 
functioning in a temporary location, stocks having been as- 
sembled as though by magic. 

The new building is five stories and basement, wholly 
devoted to stationery and business equipment. The street 
floor is occupied by the stationery and business equipment 
departments. Stationery for commercial purposes, social 
stationery, wedding invitations and die stamped lines are on 
the mezzanine floor. The second floor contains steel of- 
fice equipment, from steel safes to steel document boxes. 
Wooden office furniture, in oak and mahogany, is displayed 
on the third floor. The general offices, bookkeeping, 
financial and credit departments occupy the fourth floor. 
Storage for stock occupies the fifth floor, in conjunction 
with the warehouse at the rear of 68 Exchange street. 

The new Bauer building is fireproof throughout. There 
are steel ceilings. fireproof doors at every stairway outlet, 
and a modern sprinkler system. A passenger elevator and 
a two-ton freight elevator serve the building. 


William Eldridge Joins Garcia Stationery Company. 
William Eldridge has joined the Garcia Stationery Com- 
pany, New Orleans, La., as manager of the stationery de- 
partment. He had been employed for several years in a 
similar capacity by Petetin Beaudean Company, Inc. 


Fisher Book Store Sold Out. 

The Fisher Book Store, Thirteenth street below Walnut, 
Philadelphia, Penna., has dissolved. The stock has been 
acquired by the N. Snellenburg Company, and will be sold 
in its stationery department. 
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ANUFACTURING COMPANY, FRAMINGHAM, MASS 
History of the Company. 


Here are Gathered Documents 


[Cut by Courtesy of Printers’ Ink Monthly. 


Munson People Put on Sales Contest. 

The Munson Supply Company of New York is about to 
organize a new selling contest for September. Besides its 
regular line of Munson typewriter keys, the company has 
just announced the advent of a new concave International 
key “made to fit the finger.” It is said that operators can- 
not hit this key anywhere but in the middle for the con- 
cave surface assures the right touch. This new key is now 
in production and early deliveries will be made 

The Munson sales organization is enthusiastic about the 
contest and expects to follow out the sales manager’s ex- 
hortations to make 1922 their greatest year. 


E. A. Woodward Joins Retail Firm. 


Perkins & Jones, Chicago, has reorganized, the name hav- 
ing been changed to Jones, Woodward & Jones. Earle A. 
Woodward, for many years with the Samuel Ward Manu 
facturing Company, has become vice-president and general 
manager. The company conducts retail stores at 815 East 
Forty-seventh street and 6313 Blackstone avenue, and man- 
ufactures framed pictures and mottoes for the wholesale 
trade. Mr. Woodward will spend part of his time travel- 
ing. 


Paul M. Adams Sales Agent in Philadelphia. 


Paul M. Adams, P. O. Box 5112, Philadelphia, Penna., 
has Philadelphia and vicinity distribution for a number of 
lines, including: Penn Art Steel Works, Erie, Penna.: 
Progressive Wire Goods Company, Williamstown, N. J.; 
Hano-Weinkrantz Company, New York, N. Y.; Luna Tin 
Manufacturing Company, New York, N. Y.; Beirach Bros., 
New York, N. Y. 


Walnut Finish in “S-W” Steel Lines. 


The Shaw-Walker Company, Muskegon, Mich., is now 
finishing all items in its steel office furniture lines in walnut 
This addition to the usual finishes brings Shaw-Walker 
steel items into harmony with other office furni and 
equipment in walnut. 
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a Perfected! 


-a Ring Book so superbly good 
that we are branding it with an 
unmistakable identification mark 
-the distinctive GREEN BACK ! 
Gy Greenback marks the first great improvement in | 
Ring Book construction in nearly twenty years. 
Heretofore, makers of Ring Books have been 


forced to rely upon glue, cloth and stitching to hold the 
metal parts and the cover together. Under that type of 





cover and ring mechanism would hold together. 


the metal part carries the cover, which is the right 
way—instead of compelling the cover to carry the 


Gs Greenback changes all this! For in Greenback, 





construction, the life of a Ring Book has been measured, | 
not by actual wear but by the length of time that the [| 









metal part, as in the old style construction. The cover 
proper is held between two steel plates, permanently an- 
chored together. The outer of these metal plates, covered 
with the green binding, extends the full length of the back. 
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Study these illustrations 
of Greenback construction, 
Note that neither cloth, 
glue nor stitching is used 
in making the union of 
cover and back, but that 
the cover proper is held 
between two steel plates 
which are permanently 
anchored together. The 
outer metal plate—cov- 
ered with green binding 
—extends the full length 
of the back and makes 
it absolutely impossible for 
the book to break down. 


/| —the new Doubleback con- 
od} struction that is revolutionizing 
atl the Ring Book Trade ——— 


K! 











nt in There is no glue, no cloth, no stitching used to The introduction of Greenback : 
rears. Ke hold the metal parts in place, in Greenback. marks a new era, not only in | 
been And the patented double-back construction Ring Book construction, but in | 
d the makes it mechanically impossible for the ring mecha- Ring Book sales. For the first time | 
pe of nism to work loose or come out. Even if you wanted in history it is now possible—thanks to | 
ured, to tear the metal part out of a Greenback Ring Book, Greenback’s strongly individual innay | 
t the you probably couldn’t do it without tools. ance—for anybody, anywhere, instantly | 
to identify a Ring Book ae | 
The appearance of a Greenback Ring Book is the cover to look for the eagle | 
back, 4) as much out of the ordinary as its construction. inside. Your selling is thus made easy. | 
right Greenback can never be confused with any , | 
y the other Ring Book. It séands out—in your display and in No complaints will come from 
cover the thought of your customer. The distinctive, hand- customers who buy Greenback ing 
y an- some back becomes the recognized hall-mark of quality, Books—no repairs or pa ner 
vered and no other Ring Book will meet the public demand be necessary—the customer who buys | 
back. that is being created by Greenback advertising. Greenback will be a satisfied customer. | 
| 
the Perfected 
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back 


by Witson-Jones Loose LEAF Co. 




















Greenback advertising has been worked out 
as carefully as Greenback construction 


Selling you a supply of Greenback Ring Books does not really “get” us anything. It is only 
when you have sold the books that either of us profits. That is why Greenback Advertising and 
Dealer Helps are made as attractive as the book itself. Note these valuable sales aids: 


For your windows. A very effective three-piece window trim, lithographed in full color, carry- 
ing a message of better Ring Books and showing why Greenback is the Perfected Ring Book, 
and for use as a window background, a beautiful three-panel display card, lithographed in 
full color, illustrating some of the various uses of Greenback in a human interest way. 


For your store. For counter display some very novel individual Greenback Ring Book “holders” 
that will attract immediate attention, displaying the book itself, and occupying very little space 
on your counter, They are effective, practical sales helps. 


Other advertising helps. In keeping with the excellent character and appearance of Greenback 
Ring Books will be the sales literature to be supplied you as needed. These will include 
envelope stuffers, electrotypes suitable for newspaper advertising, movie slides and other items 
of a helpful nature. 


WILSON-JONES LOOSE LEAF Co. 


<< on ~~. KANSAS CITY 
PHILADELPHIA CHICAGO ss sanFRANCISCO 
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T-e-n-S-1-0-n 
Mail Containers 


are used in every line of business and they 
cover the mailing needs of any and all of 
your customers. 


The TENSION line includes open-end 
tension envelopes, double metal - clasp 
envelopes, single metal-clasp envelopes, 
metal -flap clasp envelopes, document 
envelopes, photo-mailing envelopes, filing 
envelopes, folders, mailing boxes, etc., etc. 


You will be especially interested, perhaps, 
in the Open-End Tension Envelope you’ve 
seen everywhere and the Metal -Clasp 
Envelopes, one type of which is illustrated. 


Our book, ‘‘Envelope Specialties,”’ is in itself 
an education in mail containers. Send 
for acopy. It’s yours for the asking. 


The Tension Envelope Co., Inc. 
Bush Terminal—33 to 87 34th St., Brooklyn, New York 


Telephone Sunset 6000 


Se 0o00 oooog000b0 
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Browne-Morse Steel Safes 


Like all Browne-Morse Products — are 


“A Year and a Half Ahead” 


Reenforced structural strength and rigidity. Dry, fire resisting installa- 
tion that will not deteriorate and will give permanent fire protection. 














You can choose an interior arrangement to suit your 
requirements for letter and cap files, bill files, roller 
book shelves, private locker units and document files 





The thousands of business institutions already Browne-Morse 
equipped, should welcome the news that they can now buy 
Browne-Morse Steel Safes. ---- The Browne-Morse dealers who 
have equipped these business institutions will profit further 
by having different sizes of Browne-Morse Steel Safes on per- 
manent display. 


Send at once for complete information 


BROWNE-MORSE COMPANY 


MUSKEGON, MICHIGAN 
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John T. Orr. 

Readers of Office Appliances will learn with profound 
regret of the death of John T. Orr which occurred on Au- 
gust 14 as a result of an attack of nephritis and acute gas- 
tritis. Mr. Orr’s death was quite unexpected, as on the 
morning of the day of his death he appeared to be in ex- 
cellent health. He was stricken about 1:00 P. M. and ded 
about 7:15. 

John T. Orr was born in Barry, IIl., March 6, 1858. He 
was the son of a Methodist minister, Rev. Alexander T. 
Orr, and Margaret S. Orr. On December 13, 1881, Mr. 
Orr married Marior Long. 

He is survived by his wife; his mother, Margaret S. 
Orr, two daughters, Mrs. J. L. D. Rodgers, South Orange, 
N. J, and Mrs. C. F. Reid, St. Louis, Mo.; one son, Lester 
F. Orr, of New York: a sister, Mrs. J. L. Seaman of 
Charleston, Ill., and a brother, T. E. Orr, of Buffalo, Hl. 

For the last twenty years Mr. Orr has been associated 
with J. C. Moon of St. Louis, and for the last fifteen years 
was secretary of the Moon-Hopkins Billing Machine Com- 
pany. Mr. Orr was highly regarded among his associates 
in St. Louis, where he had hundreds of friends. He was a 
thirty-second degree Mason. 

- 
Edward A. Seitz. 


During a voyage from Southampton to New York in 
July Edward A. Seitz disappeared from the steamship 
“President Roosevelt.” He was missed July 28, the day 
before the vessel anchored at quarantine. No clue has been 
discovered to his disappearance. 

Edward A. Seitz was a native of Atlanta, Ga. For 
about two and one-half years he was English representa- 
tive of the Corona Typewriter Company, Inc. Mr. Seitz 
was on his way to the home office for a conference when 
he took passage on the “President Roosevelt.” A large 
part of his career was with the International Correspond- 
ence Schools. He was originally located at the home office 
in Scranton, Penna. About fourteen years ago he estab- 
lished the International Correspondence school at London. 
This connection continued until after the outbreak of the 
war. The school buildings were surrendered to the Brit- 
ish government, and the business practically suspended. 
Mr. Seitz had been doing work for the government imme- 
diately before joining the Corona Typewriter Company, 
Inc. 


“oe OF 
William S. Gilkey. 


Members of the stationery trade will learn with regret 
of the recent death of William S. Gilkey, for many years 
prominent as a printer and stationer in Cleveland, O. In 
the early days of the National Association Mr. Gilkey was 
among those prominent in the work of the organization. 

Mr. Gilkey was fifty-five years old at the time of his death. 
He was born at Ashtabula, O., and came to Cleveland 
thirty years ago, residing there ever since his coming and 
throughout most of that period devoting his energies to 
the printing and stationery lines. He was president of 
the W. S Gilkey Printing Company and head of the Brooks 
Company, stationers, both of Cleveland. 

Mr. Gilkey was a man of attractive qualities and was 
greatly esteemed by a wide circle of friends. 


Delevan Smith. 

Delevan Smith, vice-president of The Oliver Typewriter 
Company, passed away August 25 at his summer home, 
Lake Forest, a suburb of Chicago. Mr. Smith had a num- 
ber of interests, including the Indianapolis News. 

Delevan Smith was born December 28, 1861, at Cincin- 
nati, Ohio, the son of Henry Smith, a veteran newspaper 
man of Cincinnati and Chicago. He was unmarried. 

* & & 
A. H. Kelly, Jr. 


Albert H. Kelly, Jr., succumbed to a prolonged illness in 
August. He was president of the Kelly Company, 23 First 
South street, Salt Lake City, Utah. The business: was 
founded by his father many years ago. His parents, widow, 
seven sisters and one brother survive. 
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N the machinery of business, Byron 

Weston Co.’s papers are always 
found in close contact with the “main 
driving shaft.” They are invaluable 
for transmitting and recording com- 
mercial correspondence and daily 
data. 

All down the line, from Weston 
Record to Waverly Ledger, the char- 
acteristic B-W quality, strength and 
finish are transmitted. As a result, 
each of these papers rates highest in 
its particular field of usefulness. 


WESTON LINEN RECORD: For mu- 
nicipal, county and state records. For 
the accounting of large corporations and 
financial institutions. 


WESTON DEFIANCE BOND: For 
commercial correspondence. For poli- 
cies, bonds, deeds and all documents 
necessitating printing and writing. 

WESTON FLEXO LEDGER: For fiat- 


opening loose leaf ledgers. Made with a 
hinge in the paper. 


WESTON TYPOCOUNT: For the par- 
ticular requirements developed by ma- 
chine bookkeeping. 

WAVERLY LEDGER: For general 
commercial requirements. A_ splendid 
writing and printing paper at a medium 
price. 


Write for a sample book of 
B-W Papers that will best 
serve your requirements. 


BYRON WESTON CO. 
DALTON, MASS. 
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HE AULT & WIBORG organi- 
zation is composed of men ex- 
perienced in the painstaking, 
scientific business of producing high 
grade typewriter ribbons and carbon 
papers, men who have learned the 
game on the old road of personal ex- 
perience. 


—scientific men who know materials and 
how to treat them by proven formulae, 
and skilled men who apply this expert 
knowledge 


—practical men who know how to select 
materials, who know the different makes 
of typewriters, their peculiarities and 
how to adapt ribbons and carbons to fit 
requirements 


—experienced men who know how to con- 
duct efficiently a modern manufacturing 
plant to decrease production costs and 
lower price to the consumer. 


HIS expert organization has 

gained for A and W carbons and 
ribbons a reputation for longer 
and more perfect performance. 


UR merchandising department 
has made an extensive study of 


your needs and requirements. 
We are solving the problem of how 
to help you sell more of our products. 
We furnish what you want—when and 
where you want it. That is Ault & 
Wiborg superiority. 


he AULT €&” 
WIBORG Comp 


CINCINNATI, OHIO, U.S.A. 
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1922 


Virgil R. Harris. 


for fifteen years an employe of the 
has passed 


Virgil R. Harris, 
Dameron-Pierson Company, New Orleans, La., 


away. He was head of the lithographing department. The 
widow survives. 
x & & 
T. V. Kraft. 
T. V. Kraft, for many years a stationer in New York, 


passed away several weeks ago. He retired from business 


about three years ago. 
“ ok © 


Mrs. A. L. Gaylor. 
Mrs. A. L. Gaylor, Bridgeport, Conn., 
July. Her husband is connected with the 
graph Company. 


away in 
Protecto- 


passed 


Todd 


Illinois Seeks to Wipe | Out Stigma. 


The Illinois Chamber of Commerce, 1607 Otis building, 
Chicago, Ill, is sponsoring a movement to raise funds for 
gathering evidence and prosecuting the individuals and or- 
ganizations responsible for the Herrin massacre. 

Last May disorders followed the attempted operation of 
a “strip” mine at Herrin, during the miners’ strike. This 
mine is an open working, the soil cover of which is re- 
moved, exposing the coal vein. Steam shovels are used to 
break out the coal and load it. Mines of this type are the 
only kind that may be operated, under the Illinois law, 
without certified miners, The state law places control of 
underground workings in the hands of the miners’ union. 

In resentment of the operation of the “strip” mine, a 
number of the workers who took the place of strikers were 
assaulted and killed. Several union members were killed 
during the disorder. The county attorney was hampered in 
his work of securing evidence by the hostile attitude of the 
inhabitants, and the lack of funds to secure the facts and 
prepare them for prosecution. The attorney general of 
the state of Illinois was in a similar predicament, no money 
being available for the vigorous prosecution of the case. 

Answering the criticism and challenge of the nation, be- 
cause the guilty have not been brought to trial, the Illinois 
Chamber of Commerce has undertaken the task of raising 
sufficient funds to bring the guilty to justice. It has ap- 
pealed to the 102 affiliated chambers in Illinois, with a 
membership of over 37,000, to contribute to the fund. In- 
dividuals in Illinois and elsewhere may participate in this 
movement. Remittances may be made to the office in 
Chicago. 


Create Permanent Convention Body. 


As a result of the success of the last Pacific Northwest 
Merchants Convention and Exposition, held July 24 to 29, 
inclusive, at the Bell street terminal of the Seattle Port 
Commission, Seattle, Wash., business men of this city have 
formulated plans for a permanent organization to supervise 
future conventions and industrial expositions. 

Exhibitors at the last exposition included the Schwartz 
Company, Dalton Adding Machine Company, A. B. Dick 
Company, Lowman & Hanford Company, McCaskey 
Register Company, Addressograph Sales Company, Pliny 
L. Allen Company and the American Multigraph Sales 
Company, distributors of office appliances; the Puget 
Sound News Company, Zellerbach Paper Company, Mutual 
Paper Company, Northwest Envelope Company and Amer- 
ican Paper Company, wholesale stationers; Traung Label 
& Lithographing Company, Gateway Printing Company, 
Lumbermen’s Printing Company, Washington Printing 
Company and Sherman Printing & Binding Company, 
printers, engravers and bookbinders, and Federal Ink & 
Chemical Company, Specialty Sales Company, and Sidney 
B. Cohen, miscellaneous. 

A. B. Galloway, general manager of the American Paper 
Company, was chairman of the convention, and it was 
largely due to his efforts that the convention and exposi- 
tion were successful. Four hundred eighty manufacturers 
and distributors had displays, there were 109,000 square 
feet of exhibit space, 3,400 visiting merchants registered 
at the convention and the total attendance for the week 
was 350,000 persons. Substantial cash and merchandise 
prizes were offered road salesmen of local houses for bring- 
ing merchants in the Seattle trade territoy to the conven- 
tion. W. H. Mead of the Seattle Paper Company was one 
of the winners of merchandise prizes.—P. 


New Orleans Stationers in New Store. 
O’Donnell Bros. have moved into their own store at 407 
Baronne street, New Orleans, La. They have been in the 

stationery and printing business for many years. 
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\"PARKER PENS 


> THE SATURDAY EVENING POST 
‘ SCNOOL SBTARTSE BOONm PALL SUBIENESE. FOO 











Leama eh ys or a ee 
and Over-size ink 


Handsomer a Gold! § i 
First choice, by count, of 62 men in 100, Parker's lacquer-red 
Duofold pen has taken America by storm. 

Popaies b emeeet Se rele ee 
25 years! Hence here is not only the 
pen’to use— it’s the most economical to buy! 

So in sales the Duofold leads at prominent pen counters— 
it leads, too, for Gifts and Prizes. It has gained this dominant 
place, notwithstanding that less than a year has elapsed since 
its introduction, or that hosts of pens are lower priced. 

For hands crave the balanced-swing of the Duofold's big, 
black-tipped barrel; its native Iridium point —like a smooth 
jewel bearing — fills you with an urge to write! 


es oto Its Over-size ink capacity makes it a long-distance writer. 
eae Its color makes it a hard pen to lose or leave behind. 


Step up, today, to the first pen counter and try it—try it 

any other pen at any price. There's not another 

like this 25-year pen. It's the crowning achievement of Geo. 

S. Parker, noted as inventor of the leakproof “Lucky Curve.” 

all pen counters have now received this classic. Bur, if your 

ay ohumbant rien 
trial Or write us giving the dealer's name. 


i 








THE PARKER PEN COMPANY : JANESVILLE, WISCONSIN 


NEW YORK CHICAGO SAN FRANCISCO SPOKANE 


> 


BOVE is a miniature reproduction of the first of Parker’s 
thirteen full pages in two colors, one of which will 
appear every four weeks for one year in the Saturday Evening 
Post. And that is only one of the widely read publications 
which are being employed to make the Parker Pen 


America’s Leading Counter Specialty 


It is no longer a question of whether you need the Parker, but HOW MANY 
you will want between now and January Ist. Our capacity is limited. This 
is going to be the chief gift item for Fall and Christmas. Have you spoken for 
your needs? If you could see the orders coming in you would not risk delay. 
Write at once for samples, discounts and advertising proposition. 








THE PARKER PEN COMPANY : JANESVILLE, WISCONSIN 


Manufacturers also of Parker “Lucky Lock’’ Pencils 
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The next time you need 
merchandise envelopes 





Location 
Worcester, Mass. 


Worcester, Mass. 
WorcesTER, Mass. 
Hotyoke, Mass. 


SPRINGFIELD, Mass. 
SPRINGFIELD, Mass. 


The clasp is patented, and being anchored to the 


paper in four places gives unusual security. The 
stock is sturdy jute and makes the best merchan- 
dise envelope obtainable. 

When next you need clasp envelopes, order 
Improved Columbian Clasp | made in 30 standard 
sizes | of your jobber. If you have any difficulty in 
getting whatever kind of envelopes you require, ad- 
vise our nearest branch and we will see that you are 
promptly supplied. 

The United States Envelope Company, the largest 
envelope manufacturers in the world, make envel- 
opes of every kind for every purpose, standard in 
stock, workmanship and price. Columbian Clasp 
envelopes are carried in stock at each of our eleven 
divisions in the following standard sizes: 











IN QUARTER THOUSAND BOXES 

NO. SIZE NO. SIZE 

0 2% x 414 63 7 x 10 
3 3 x 4% 70 7 x 10% 
5 3 xX 5% 75 7% x 10% 
10 3% 26 80 5 x ll 
15 4 x6% 83 8%x1l% 
20 3%x7\% 90 , 23 
25 45% x 6% 93 9%x 12% 
30 4% x 7% 95 10 x 12 
35 5 x 7% 97 © x3 

C8 ; 

rr} si . iy Oblong Style 
50 5% x 8% 9 4 x “oe 
55 6 x 9 914 4% x 9% 
60 6% x9% 11 4%x 10% 
63 6% x 9% 12 43% xX 10% 
65 6% x 10 14 5 x ll 




















THE UNITED STATES ENVELOPE COMPANY 


Springfield, Massachusetts 
The Divisions of the United States Envelope Company are located as below: 


Division Location 


Locan, Swirt & BRIGHAM 


Division 


Reockvitte, Conn. Wurre, Corsin & Co. 


EnveE.Lope Co. Hartrorp, Conn. Pimpron MaAnuFactur- 
Wurtcoms Enve ope Co. inc Co. 
W.H. Hitt Enve ope Co. Wavukeaan, ILL. NaTIonaL Enve ope Co. 
Unirep Srates ENVELOPE INDIANAPOLIS, IND. CeEnTRAL States ENVEL- 
‘o. ope Co 
Morcan Envetope Co. San Francisco, Ca. Pacitric Coast ENVELOPE 
P. P. Kettocc & Co. Co. 
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The Munson “Concave” 


UST the thing your trade has been waiting for. A real con- 
cave key. Has a perfectly natural concave roll just like the 
tip of the fingers. Makes operation very comfortable and 

the “touch” positively steady. No matter how you hit the key 
the concave edge carries the fingers right to the 
center and gives a firm, steady “touch.” Makes 
uniform letters, saves the fingers and typewrit- 
ing becomes very much less fatiguing. 

Stock these keys at once. There will be a 

quick and steady demand. Write or wire today. 


SPECIFY ‘‘CONCAVE.”’ 


Keys come in green, black and white 
rubber, and in all languages. 




















Dealers! Are you using our 
attractive display sign to help 
you sell Munson International 
Keys? 


Ask about our dealer 


co-operative plan. 
SUPPLY 


MUNSON Company 


| Oldest and largest exclusive manufacturers of 
rubber keys in the world 





<a 
| The gradual roll rubber edge carries 
the fingers lo the center of the key. 
Makes the touch firm, sure and 
natural. Edge does not wear off 
and key necer loses shape. 








23 City Hall Place Dept. D NEW YORK, U.S. A. 
BRANCHES 
Boston St. Louis San Francisco Newark, N. J. 
Buffalo Cleveland Richmond Philadelphia 
Chicago Detroit Montreal, Can. Toronto, Can. 
Pittsburgh Los Angeles Minneapolis Baltimore 
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Office Managers’ Conference Proceedings Out. 

The stenographic report of the proceedings of the third 
annual conference of the National Association of Office 
Managers held at Washington, D. C., last May are now in 
type and the books are being issued. This report con- 
tains about seventy-two pages and is bound in blue cover 
stock. Each copy sells for $1.50 and may be obtained from 
the secretary, G. S. Childs, Alexander Hamilton Institute, 
New York City. 

The officers and directors include men prominent in 
various walks of life. The president of the association for 
1922-1923 is F. L. Rowland of the Gilbert & Barker Man- 
ufacturing Company, Springfield, Mass. The first vice- 
president is G. R. Hulversen, Burroughs Adding Machine 
Company, Detroit, Mich.; second vice-president, L. E. 
Stacey, the Spirella Company, Inc., Niagara Falls, N. Y.; 
secretary, G. S. Childs, whose address is above given, and 
treasurer, C. W. Kirkpatrick of the Fisk Rubber Company, 
Chicopee Falls, N. Y. 

The board of directors (1921-1922-1923) consists of F. P. 
Pitzer, Equitable Life Assurance Society, New York; H. A. 
Piper, Du Pont de Nemours Company, Wilmington, Del.; 
R. J. Eicken, Procter & Gamble Company, Cincinnati, O.; 
A. E. Keiser, National Cash Register Company, Dayton, 
O., president 1921-22; H. D. Brown, United States Bureau 
of Efficiency, Washington, D. C., and W. M. Stone, Jor- 
dan Marsh Company, Boston, Mass. 

Many intcresting addresses were made at this conven- 
tion, which are reported in full in the printed proceedings. 
These addresses include, “The Possibilities and Limita- 
tions of Psychology in the Office,” by John B. Watson; 
“Office Management as a Profession,” R. C. Neuendorffer; 
“Taking the Err Out of Service,” F. P. Pitzer; “Tests for 
Clerical Employes,” being the subject of a round table con- 
ference presided over by M. B. Folsom of the Eastman 
Kodak Company; “‘Personnel Work in the Office,” a round 
table conference presided over by W. M. Burns of the 
National Cash Register Company; “Office Budget Pro- 
grams,” a round table conference presided over by L. F. 


Musil of the Henry L. Doherty Company. Other round ° 
table conferences took up such subjects as “Determination These Home VUL- COTS Give 
of Compensation by Results”; “Physical Factors in Office 

Works”; “Procedure for Establishing Standard Practice You Another All-Year-Round 
Routines and Office Manual”; “Office Forms and Station- 


ery; Mechanical Appliances in the Office.” Avenue of Profit 


This conference took up in an interesting manner the 
subject of office equipment. The chairman, Mr. Wilmot, of 








the U. S. Bureau of Efficiency, suggested that the first You know of the demand that has been 
essential in handling this problem is a thorough knowledge built up for Office VUL-COTS. You'll see 
of the extent to which such devices are now employed in there will be as great, if not a greater de- 
his organization. In a small organization, the manager aaa ¢ cate ae R $ i f 
himself will be expected to acquire this information person- mand tor these Home heceptacies, 

ally. In a large organization with several or many depart- Even before we started advertising in the 
ments, the best practice seems to be to create a commit- . “sie 

tee on labor saving devices, operating under the direction Saturday Evening Post and System there 
and supervision of the office manager. This committee was a general desire for good looking, serv- 
should co-ordinate and compile the information obtained in iceable home _ receptacles—bedroom and 
such a way that the experience gained by each department kitchen baskets and hampers that fit 


in the organization in respect to the use of machines will " a PRE -: ‘ 
be available to the other departments as they have future squarely into the closet without wasting 


occasion to add to their existing equipment or to consider any room. 
the use of mechanical devices for the first time. He ad- 


vised obtaining a complete list for inventory of all mechan- his D ° 
ical devices for saving labor in clerical work in use through- Home VUL-COTS Meet T esire 











out the organization, this inventory to be classified accord- are oth pay ; 
ing as departments are located, classes of devices and And now our advertising is intensifying it 
names and makes of each type, with some information as and making it into sales. 

to the results obtained from practice in the use of the dif- : 

ferent machines. “In respect to the second point,” said the When persons come in your store and ask about 
chairman, “that of determining the extent to which depart- this new  VUL~-CorT line, be prepared to show 
ments not now making use of labor saving devices for per- them. Order Home VUL-CoTS now. Don’t 
forming clerical work could, with profit, employ them, it is miss a lot of sales waiting. 


believed that one of the most effective ways of determining 
this point would be to furnish each department with an ac- 
count of what use is being made by other departments of 


Of course you are well taken care of in a matter 
of discount—you know our policy. 


such devices and call upon them for a statement as to Let us know if you haven’t our combination as- 
whether any such devices could with advantage be used by sortment order-sheet. If you have fill it out 
them. Reaching conclusions upon this point, however, is a now and we'll make just as prompt shipment on 
matter that, as regards methods, would have to be left large- this new line as we have always made on Office 
ly to the discretion of the office manager, acting upon infor- VUL-COTS. 
mation secured by and facts developed by this committee on 
labor saving devices. . ° 

“The third point, that of possible changes in organiza- American Vulcanized Fibre Co. 
tion, distribution of work, and methods of operation that 525 Equitable Building 
may be found desirable if labor-saving devices were intro- Wilmington Delaware 


duced, raises a number of very interesting questions: The 
matter of the use of mechanical devices is not one merely 
of economizing labor in the performance of predetermined 
classes of work. The possibilities of certain machines are 


Canadian Distributors: A. R. MacDougall Co., Ltd. 
468 King St. W., Toronto, Canada 







































You don’t take 
a Gambler's 
chance when 
you buy St. 
takes Tables. 


You can be 
sure, absolutely 
sure, that they 
will satisfy 
even your most 
critical cus- 
tomer. 


St. Johns Ta- 


bles have clean, 
business- 
like lines. 

They are 
strong, 
sturdy, dur- 
able. They 
are finished 
to withstand hard usage. They 
are priced so that you can sell 
them quickly and net a good 
profit. 


You'll find them all that we 


say they are, and more. 


St. Johns Table Company 


CADILLAC, MICHIGAN 
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such as to warrant in cases an entirely new system or meth- 
od of transacting the business to be performed. Thus, for 
example, the perfecting of the device of carbon copies has 
made it desirable in many instances to change the whole 
system of handling and filing correspondence and making 
records of transactions and the like. This phase of the 
adoption of mechanical devices has not in all cases been 
fully appreciated with the result that, after the use of 
such devices has been decided upon, the methods have not 
been reformed in accordance with the new conditions pre- 
sented; and there has been a failure to obtain all the ad- 
vantages in the way of economy and increased efficiency 
that should follow upon the use of such devices. 

“In like manner the use of these devices often makes it 
possible to establish records and compile information of the 
greatest value, the securing of which under the old meth- 
ods was not feasible on account of the great labor and ex- 
pense involved. Probably the best example of this is pre- 
sented by the possibilities which the use of the punched 
card as a means of tabulation has opened up. Without this 
device the tabulation of the statistics of the recent census 
by the Bureau of Census would have been almost an im- 
possibility; certainly it could not have been done with any- 
thing like the economy and speed with which it has been 
performed. This device also, to give another example, pre- 
sents the whole problem of cost keeping in an entirely new 
light, as it makes possible the securing of details that it 
would be almost out of the question to seek to secure by 
other methods. 

“Of still greater importance, however, is the influence of 
the use of mechanical means for performing labor upon the 
matter of distribution of work and organization. Possi- 
bilities in respect to the use of mechanical devices vitally 
affect the question of the extent to which the performance 
of certain functions can, with advantage, be concentrated 
in a central department acting for a number or all depart- 
ments of the organization. When purely hand methods are 
employed, little or no economy may be realized in central- 
izing certain classes of work. With the use of machines it 
may be that great economies may be secured by the creat- 
ing of special divisions for the operation of these machines 
to which all of the departments may report. Thus, for ex- 
ample, in the Federal Government, we have centralized the 
distribution of government publications. By the employ- 
ment of proper machinery, it became highly advantageous 
to locate this machinery in a central place (the Government 
Printing Office) to which all the departments now resort 
for the performance of the work of wrapping, addressing 
and mailing publications, with the result that material econ- 
omies in this work have been secured.” 

x* * * 


“The Bureau of Efficiency is so much impressed with the 
necessity in the government service of developing ideas 
among the thousands of government employes, that it con- 
templates the preparation of a manual of office appliances 
for distribution among departmental employes and possibly 
for public distribution. We believe that the information 
which would be contained in such a manual would serve 
to inform employes in the government service of the gen- 
eral nature and uses of the various mechanical appliances 
for the performance of clerical work, and furnish each gov- 
ernment office with an account of what use is being made 
of such appliances in other government offices and also by 
outside establishments. By this means it would be expected 
to stimulate a spirit of inquiry among employes as to 
whether some of these appliances are not well adapted for 
the performance of clerical work coming under their con- 
trol or knowledge, as well as to induce experimentation to 
determine whether greater use could not be made of office 
appliances by services now employing them only to a lim- 
ited extent. The situation as it exists now is like a broken 
electrical circuit. From one end is a current of informa- 
tion in regard to what office appliances will do. From the 
other end is precise and detailed knowledge of the clerical 
processes which may be improved. Just bring these two 
ends together and this bureau will have a flood of infor- 
mation and suggestions from a staff comprising thousands. 
Important results cannot fail to flow from such a combina- 
tion.” 

There were other round table discussions of “Office 
Service Departments,” “Modern Office Planning” and 
“Personal Methods and Training.” 


The National Association of Office Managers embraces 
in its membership concerns which are well known in our 
field, including: American Kardex Company, Tonawanda, 

Y.; Burroughs Adding Machine Company, Detroit, 


Mich.; Dennison Manufacturing Company, Framingham, 
Mass.; Elliott-Fisher Company, New York, N. Y.; Na- 
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There is profit in the sale of 
‘*one’’ Berloy Steel Filing Case. 
But there is far greater profit in 
the sale of ‘‘twenty-five or fifty.”’ 
Many times it takes no longer to 
sell fifty than it does one. Ber- 
loy dealers, therefore, who have 
made special effort to sell large 
users, have been well rewarded. 
The view above shows a portion 
of the many Berloy Steel Filing 
Cases in use by one large con- 
cern. 


APPLIANCES 
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A Berloy Agency made a good 
profit here. This is only sug- 
gestive of what can be accom- 
plished. The Berloy dealer is in 
position to go after any steel 
filing equipment business—for 
the Berloy Line covers a wide 
range. If you are interested in 
selling Steel Filing Cases of real 
value—where profit is made— 
then write Dept. H-48 for com- 
plete information on the Berloy 
Line. 


THE BERGER MANUFACTURING CO., CANTON, OHIO 


Boston New York 
Chicago St. Louis 
Dallas Roanoke 


Minneapolis San Francisco 
Philadelphia Kansas City 
Jacksonville Los Angeles 





SALES LIKE THIS MEAN REAL PROFIT 
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Berloy Steel Filing Cases 
in the office of the Na- 
tional Cloak & Suit Co., 
Kansas City, Missouri. 


No. 211 





RISHEL DESKS 


§ Flat Top Salesman’s 
Typewriter Roll Top 
: Standing Office I ables 


J. K. Rishel Furniture Company 


Makers of Fine Furniture Since 1867 
WILLIAMSPORT, PENNSYLVANIA 
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tional Cash Register Company, Dayton, O.; Shaw-Walker 
Company, Muskegon, Mich. 

Among the guests in our line at the convention were Al- 
bert Isaacs, Beck Duplicator Company, New York, N. Y., 
and cthers. 


Chicago Tied Up By Street Car Strike. 


Early in August the Chicago street car employes went 
on strike. The trainmen on the elevated railroads went out 
in sympathy. The strike lasted six days, and was settled 
by allowing the men a compromise increase in pay, and 
change in working conditions. Business in retail lines was 
badly disrupted. Manufacturers and branch houses in of- 
fice equipment and stationery lines managed to carry on 
with but little interruption to business. 

In the emergency the suburban lines of the steam rail- 
roads cared for a large part of the traffic customarily car- 
ried by the street and elevated railways. Private automo- 
biles did excellent service. The “jitney’’ bus came into its 
own, although the “jitney” feature was a misnomer—fares 
ranged from fifteen cents to twenty-five cents. Public bus 
lines were started, with the predication that their busi- 
ness would continue after the settlement of the strike. Such 
was not the case. Within a few days after the street cars 
and elevated railways were running, the auxiliary transpor- 
tation facilities disappeared. 

Some of the Chicago manufacturers and branch houses 
in this field narrated their experiences in securing the at- 
tendance of workers. 

The American Manifold Products Company handled 
about thirty employes with its motor delivery truck and 
several pleasure cars owned by executives. 

The American Multigraph Sales Company had no diffi- 
culty in “tending shop.” F. M. Boughton, the division 
manager, said that salesmen picked up the young women 
employes in the morning in their cars, and took them home 
at night. 

W. H. Prickett, of the ribbon and carbon division, The 
Ault & Wiborg Company, said that the strike did not inter- 
fere in any way. 

Early Closing Helped Matters. 

Pleasure cars were used by the A. B. Dick Company to 
transport those workers who could not use the suburban 
steam roads. The office was closed a half hour early in 
the afternoon to avoid the dense automobile traffic which 
crowded the boulevards and streets at the usual quitting 
time 

Ditto, Inc., according to Stanley H. Twist, advertising 
manager, experienced no difficulty. Cars owned by the 
executives substituted for the usual transportation. Each 
cared for a specific group of workers morning and night. 

F. H. Harris, assistant manager of The Carter’s Ink 
Company, said that the situation was not difficult. The 
individual outgo was rather larger than usual in some 
cases. After the first morning the office folk reported 
rather more promptly than usual. 

The Corona Typewriter Sales Company secured prompt 
attendance by the use of seven automobiles. Five are 
machines used by salesmen; two other cars were property 
of members of the organization. While not as convenient 
as the usual transportation, the plan was_ successfully 
worked out and everyone was on the job promptly. 

Horder’s, Inc., was prepared for the strike. Rumors of 
the pending disturbance started two weeks in advance. A 
map of Chicago was prepared, the home of each employee 
being indicated by means of a map tack. A bulletin was 
circulated in each department, requesting information as 
to the usual transportation employed by the different work- 
ers. From this list were eliminated all employees who 
could use the steam roads. In certain instances, says 
Lionel B. Friend, some individuals were informed that the 
steam roads were convenient. For the remaining groups 
routes were devised for Horder delivery trucks and pri- 
vately-owned cars. These routes were arranged so that 
several persons could be collected at one central point. In 
this way as many as ten or twelve could be picked up, in 
some instances, at a given corner. The cars were scheduled 
so that they could be expected at a given time. In this 
manner ten cars sufficed to transport about one hundred 
people. The Horder staff arrived and departed on about 
the usual schedule. 

J. B. Locks, traffic manager, S. Karpen & Bros., had 
the performance of Karpen transportation facilities tabu- 
lated. Five trucks and six wagons were used. Mornings 
386 employees were hauled; evenings, 374. The attendance 
averaged ninety-eight per cent. The longest haul was 
twelve miles; the total mileage during the strike was 2,519 
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THE BENTSON LINE 


Moderately priced, attractive 
to every dealer, liberal dis- 
counts, making the line worth 
while. 


A 
GOOD 
SELLER 


WHY? 
BECAUSE 


WE make our 
prices so attrac- 
tive that a dealer 
cannot afford to 
pass it up. 


It will pay you to investigate if 
you have not already done so. 





A Transfer Case 
with Full Steel Sides 


Write for our 
Illustrated folder 





The Bentson Manufacturing Co. 


AURORA ILLINOIS 














OFFICE 


Speed Up Sales! 


You can speed up sales now and do it at very little expense if 
you use a Rotospeed Stencil Duplicator. You can get new 
business aad increase the volume of old business easily, quick- 
ly and cheaply, by means of effective and inexpensive direct 
mail advertising, sales letters, announcements and bulletins, 
price lists, collection letters, illustrated folders—you can get 
all of these out quickly and easily in your own office. They 
are the surest means of business building at this time. 


ROTOSPLED 


STENCIL DUPLICATOR 


Here is a machine that prints form letters for 20 cents a 
thousand,—good clean-cut letters with all the power of type- 
written originals. Any operator can turn them out at the 
rate of 75 a minute—enough for a large mailing list in an hour. 


Simply write, typewrite, draw or rule on the Rotospeed stencil 
—attach stencil to machine, and turn the handle—that’s all. 


Cheapest and Easiest Printing 


Anyone can operate a Rotospeed machine. Even illustrated folders are easy 
to print with Rotospeed, and the cost of such printing—only 20 cents a 
t copies —is so low that you will find your printing bills greatly re- 
duced. Rotospeed will save more than half your present printing bills, 
and will do more work than you now do. 


Try It FREE 


The price of the te Rotospeed outfit is only $43.50. But you can try 
it at our risk. e will gladly send the complete Rotospeed outfit to- 
gether with enough supplies to print 24 jobs. Try it for ten days. If you 
are not perfectly satisfied you can return it, or if you prefer, we will send 
you our booklet and samples of Rotospeed work. Just check the coupon 
and mail it to us today. There is no obligation 


The Rotospeed Company 
875 E. Third St. Dayton, Ohio 


Cut Out and Mail Today 


| by fry: gl you want samples only, or the fully equipped 

THE ROTOSPEED CoO., 875 E. Third St., Dayton, Ohio 
Please send me complete Rotos Machine and Free Trial Equipment. 

After 10 days’ Trial I will pay $43.50 or return the machine. 

2) Please send samples of work, booklet and details of your Free Trial 

Offer. This does not obligate me in any way. 
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miles. In addition to the company facilities, privately- 
owned cars hauled sixty-six employees daily. 

A number of Meyer & Wenthe employees were able to 
use the steam cars. Others were picked up by automobiles 
owned by G. Meyer, H. H. Wenthe and two of the fore- 
men. Four machines were routed in the morning to pick 
up employees who were told to be at certain locations at 
a specified time. Some of the machines had to make two 
trips. In the evening the machines returned back over the 
morning route, dropping off the employees at convenient 
walking distance from their-homes. After the first day 
work was not delayed, and all employees were able to 
put in the usual time. 

J. S. Mineau, district manager of The Noiseless Type- 
writer Company, had little difficulty in maintaining working 
schedules. Busses accommodated several. Employees used 
their own cars to haul fellow workers to*and from the 
office. 

The Oliver Typewriter Company found it unnecessary to 
organize specially to transport workers. Wm. B. Stewart, 
vice-president, stated that the only change in normal ar- 
rangements was curtailing the noon period a_ half-hour, 
permitting the employees to depart a half-hour earlier in 
the evening to secure transportation for the home trip 

The Sanford Manufacturing Company used nine pleasure 
cars, caring for an average of fifty-five to sixty employees. 
Four of the machines were donated by executives and the 
remainder were personal cars belonging to employees. H 
B. Miles commented on the fact that no provision had been 
made the first morning of the strike to transport employees. 
Only one man out of the entire force failed to report for 
duty. 

The Shipman-Ward Manufacturing Company plant 
located away from the business district. Steam transporta- 
tion is at the doors of the plant, and many of the employees 
are domiciled nearby. Ray Warren, assistant general man- 
ager, says that after the first day the attendance was pra 
tically normal. 

H. S. Gilbert, manager for the L. C. Smith & Bros 
Typewriter Company, tound that the employees were able 
to get to and from work without any special arrangement. 
Three of the outside repairmen used their own cars to 
care for calls from beyond the loop district. 

Employees of S. S. Stafford, Inc., were able to utilize 
the bus service. C. A. Zabriekie, the manager, closed the 
office at 4:30 instead of 5:00 p. m., to allow more time to 
get home. 

Fourteen automobiles owned within the Underwood 
ganization handled the staff under George W. McClellan, 
Chicago manager for the Underwood Typewriter Company. 

B. T. Hull, district manager of the Wales Adding Ma 
chine Company, used his car to transport five of his staff 
during the strike. Repair work outside the loop was han 
dled by a man in a Ford car. 

The Wilson-Jones Loose-Leaf Company was fortunate 
in that about sixty per cent of the employees live within 
walking distance of the plant, or have their own cars. 
Even though no arrangements had been made for the first 
day of the strike, fully ninety per cent of the employees 


1S 


Oor- 


were at work on time. Three large trucks were put to 
hauling human freight after the first day, covering a daily 
approximate total of ninety-five miles. They were dis- 


patched north, south and west, taking employees along 
scheduled routes. About 100 were thus cared for. Twenty- 
eight pleasure cars, the property of officials and employees, 
were also used, carrying about 100 each trip in the ag- 
gregate. 


Increase Sales Twenty-Five Per Cent. 

Dealers in stationery, office supplies, etc., who have a 
kodak department, will be interested in the plan by which 
the Archway Book and Stationery Store, Seattle, increased 
the revenue of this department twenty-five per cent in 
recent months. 

The most profitable part of a kodak department is in 
the developing and printing of pictures for amateur kodak 
fans, and it is this business which the Archway plays up 
Wherever possible when kodak prints are ordered “crystal’’ 
finish is recommended by the store. “Crystal” is the store’s 
name for the regular hard glossy finish. The standard 
price for glossy finish is twenty-five per cent more than 
ordinary finish, but produces better results. Since most 
customers are amateurs and are always seeking to improve 
the pictures they take, crystal finish makes a particular 
appeal to them. When a patron is shown an ordinary print 
and one made with crystal finish, side by side, he quickly 
sees the advantage of the glossy print.—P. 
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What we mean by the 
most complete line of 
Office Equipment 


E MEAN just what we say—a file 

for every size and kind of record 
—in fact everything that has to be filed 
—also all the equipment — desks, 
safes, waste baskets, vault trucks, 
desk trays, shelving—to furnish the 
complete office. 


Art Metal produces the most complete 
line of office equipment—the only 
complete steel line. We welcome the 
opportunity to prove this statement. 


This means that the retailer who 
handles Art Metal gets all the business 
of his customers because he can sup- 
ply their every need in steel office 
equipment. 


Art Natal 


JAMESTOWN, N. Y. 


World’s Largest Makers of Steel Office 
Equipment 
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Look for Victor Advertising in Eger, 





System— October Issue— ar. 


ae rT 
Saturday Evening Post, Sept. 30th a 9 hd E ; 


Telling the Victor 





Story for the Benefit of Victor Dealers 











In the Victor merchandising plan the retail dealer—particularly the 
office appliance dealer, is a vital part. 


1922 Fall advertising for your benefit is now starting. It is different 
from any adding machine advertising ever published. First, because 
it carries a price and quality story that will create sales. Second, 
because those sales will be made through you. You, dealers, who are 
not already selling Victors are overlooking a great opportunity. For 
most office appliance dealers all over the country are already selling 
Victors—not keeping them, but selling them. 


Let us tell YOU of our profit-making dealer proposition. Mail the coupon 
below. We’ll gladly send you a machine on approval. That is the only way 
you can appreciate what we have to offer. Mail coupon. No obligation. 


VICTOR ADDING MACHINE COMPANY 


319 North Albany Avenue, Dept. 5876, Chicago, Ill. 


Victor Adding Machine Company 
319 North Albany Avenue, Dept. §876, Chicago, III. 


Check one of these squares. 


O You may send me a Victor on approval. 
O Please send me full details of your dealer offer. 





Name. 


Address 

















: 
’ 
: 
: 
: 
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My Business Encyclopedia. 


By C. Hundertmark. 


contemplated the installation of a new record system 

in our cost department. The general manager came 
to me with a dim recollection of the description of the very 
thing we wanted and believed that he had peon'\8 in a 
business magazine several months prior to that. \I, too, 
had a recollection of having seen the article in question, 
but, as we had no real interest in it at the time of its 
appearance, that issue of the magazine, and with it the 
important article, had gone the way of all such publications 
up to that time—in the waste basket. 

We failed to locate a back number, and the outcome of 
the whole affair was that the firm paid a big price for the 
installation of a system, which, while it answered the pur- 
pose, was in my opinion, and that of the general manager, 
far inferior to the system we had seen described. 

[The incident made me think. 

I decided to keep all business and technical magazines 
from that day on, so that I could refer to any interesting 
articles at any future date. 

However, before very long I had an enormous pile of 
such publications accumulated, and found it necessary to 
spend long hours in anxious, and sometimes fruitless search 
when I was looking for some new system or appliance, the 
description of which I had a vague remembrance of. 

Then I fell upon the plan of making clippings of every- 
thing of interest and probable future value. I experi- 
mented with scrapbooks, filing envelopes, index cards, and 
finally decided in favor of the vertical filling system. 

Today, two vertical filing drawers alongside my desk 
contain my “Encyclopedia of Business.” Every business 
magazine or technical paper of importance—and I have 
developed an almost gluttonous appetite for them—finds 
its way to my desk. In my top drawer I keep a pair of 
paper shears, a sharp penknife, and a stapling machine. | 
dislike the use of paste for putting together various parts 
of one clipping, and prefer to fasten them with a staple. 

Every spare moment I have, I get busy on these books 
with shears and staples, and when all the clippings are 
made, they find a temporary place of rest in another 
drawer, until I have time to assign them to proper folders 
in my filing cabinet. 

On the inside of each folder is also a reference list show- 
ing the title and page of any book on my shelf of business 
and reference books, where additional information on the 
subject may be found. 

It took years of spare time to bring this private informa- 
tion bureau to its present size, but the countless occasions 
I have had to refer to it, and the joy experienced in finding 
what I was looking for, have been ample remuneration for 
the time invested. Filing and preserving clippings is now 
a hobby with me, and I pride myself in having one of the 
most up-to-the-minute business encyclopedias. 

There you can find, in individual folders, all the latest 
ideas in office, store, and factory management; the latest 
schemes in sales promotion and increase of production. 

When I see an unusual advertisement, I cut it out, and 
if it does not give all information desired, I write for 
further particulars and file the complete “dope.” 

Consequently, when it comes to picking a new cover 
for a catalog, I can furnish all samples of the latest cover- 
stock, together with names of manufacturers and probable 
cost. I can show the printer just what shade of paper is 
desired and give him a small sample of the strip of various 
colored papers filed for that purpose, so that he can match 
it correctly; and from the samples of type and lettering | 
can pick the one I want and show it to the advertising 
manager, so that there is no chance of a misunderstanding. 

When we have a sales convention, I know what has been 
done and thrashed out in the most recent conventions in 
affiliated lines of business. When it comes to an advertis- 
ing campaign, I can point my fingers to the latest schemes 
along that line, and the results achieved. 

I know where we can buy the best paper, cover, binders, 
for various purposes; where to procure maps, tacks, cuts, 
and photos; I am posted on the latest office appliances and 
know what kind of services can be expected from type- 
writers, adding and calculating machines, addressing and 
wrapping machines, dictating machines and duplicating 
devices of various manufacture. 

And the many calls for help from my friends and busi- 
ness associates is proof that they consider me an authority 
along these lines, thanks to the completeness of my files; 
and with every bit of information I give this advice: Read 


D« this ever happen to you? About ten years ago we 
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Profits from Color 


Color—to flash the signal of a special 
classification in any index—is provided 
by the various tab colors of Wabash 
Insertable Celluloided Guides. 


With these guides, and blank labels provided 
for the purpose, you can make your own 
headings to meet peculiarities that can be 
met in no other way. Just drop one of these 
guides into a file wherever it is needed. As 
the material changes, or the file grows, take 
out the guide and use it elsewhere, simply 
by changing the insertable label. 





Wabash Insertables are light, clear as glass, and 
stand compact in a drawer. They are pleasant to 
handle. Labels can be easily inserted and removed. 
And because the celluloid is fused to the tab, givin 

it extra strength, the life of the guide is pedeaeualk 
indefinitely. 

These guides have a strong appeal for filing supplies cus- 
tomers. The purpose they serve, their extraordinary qual- 


ity and their real economy recommend them highly. You 
will find them very profitable to handle. 


We will gladly give full details to dealers on request. 


Use the coupon. 


THE WABASH CABINET CO. 


Desk 1, Department B, Wabash, Ind. 
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FILING SUPPLIES and CABINETS 


ST. 1663 
Eb on SS SnSenee en eneeEaewRaeNED 














The Wabash Cabinet Co., 
Desk 1, Dept. B., Wabash, Ind. 


Gentlemen: Please send me full particulars in regard to 
Wabash Insertable Celluloid Tab Guides. © 

I am interested in the entire Supreme Supplies line. 
Please outline your dealer proposition for me. © 


Name ...-.:<:; o% coccbaseréecesceegneseeeee este 
Address .... PTTTTTTT TT. The eee ae e 


City ion ota pT were oe 
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Two-Drawer 3x5 Card Cabinet 


$2.00 


The MELTON-RHODES Line, built of 
neatly finished oak with solid brass trim- 
mings and equipped with our improved 
follower, offers a splendid opportunity for 
reducing your stock investment expense and 
speeding up the turnover. 





3x5 Card Cabinet 
$1.25 





Filing 
Cases 


‘O45 


You must have a stock of goods to keep 
your position in business. These items en- 
able you to meet the requirements, cost but 
little and turn over faster than any other 
grade of this merchandise. They are the 
solution for your file cabinet business through 
the present uncertain period. Send us your 
order or write for further details. 


Melton-Rhodes Co., Inc. 


HIGH POINT, N. C. 





Correspondence 
Transfer 
Case 
$1.80 











everything that pertains to your line of business, cut, clip, 
and file, and save yourself untold worry and many head- 
aches. 


Equipment Firm Forges Ahead. 

Since moving to the new store in the Securities building, 
the Seattle Office Equipment Company, dealers in office 
furniture, business systems and commercial stationery, has 
become one of the leading local office equipment firms. 
The resources of the firm were drawn upon recently when 
the directors of the Seattle National Bank ordered the 
office equipment for the new banking quarters at Second 
avenue and Columbia street. The new Seattle National 
Bank building is one of the most attractive modern financial 
quarters on the Pacific Coast, and the high character of 
the institution which occupies it is revealed in the interior 
furnishings of the building. In equipping the spacicus 
banking rooms, the Seattle National directors chose the 
furniture handled by the Seattle Office Equipment Com- 
pany because of its efficiency, coupled with utility, durabil- 
ity and appearance.—P. 

Form New Merchants’ Organization. 

About eighty business men and women of Seattle’s fast 
growing metropolitan district, having stores facing Fourth 
and Fifth avenues between Seneca and Union streets, have 
formed a business club known as the Metropolitan Mer- 
chants’ Association. Included in the personnel of the 
organization are the Renfro-Wadenstein Desk Company 
and the Gillam-Bird Company, dealers in commercial sta- 
tionery and office supplies. The purpose of the association 
is to promote or assist in promoting any worthwhile social, 
civic or business enterprise, to encourage co-operation 
between members and co-ordinate their efforts for the 
general good of the association and the metropolitan dis- 
trict. R. R. Renfro of the Renfro-Wadenstein Desk Com- 
pany has been made president of the organization —P 





New Items in Mongol Line. 

The house of Eberhard Faber announce that they are 
now manufacturing No. 760, No. 770 and No. 780 Mongol 
ink copying pencils in a hard as well as in a soft lead. 
The house of Faber has also changed the packing of their 
No. 16 pen holder assortment, so that now they are able 
to provide a dozen pen holders packed in a colored easel 
display box to stand on the stationer’s counter and make 
an effective display. These packages are packed a half 
gross to a container. 


Seattle Sales Establish Record. 

According to the report of the Twelfth Federal Reserve 
District, just made public, the percentage of increase in 
net sales from January 1 to June 30, 1922, compared with 
the same period of 1921, was larger for Seattle on sta- 
tionery, dry goods, groceries, hardware and shoes than for 
any other city in Washington, Oregon, Idaho, California 
and Utah. For the six-month period Seattle shows an 
increase of 11.2 per cent in’ stationery, 31.4 per cent in dry 
goods, 14.6 per cent in hardware, 9.2 per cent in shoes, 
and 7.4 per cent in groceries, which local observers point 
to as an accurate barometer of business conditions in this 
city.—P. 


Praemafix Corp. Moves to Geneva. 

The Praemafix Corporation of America moved from 33- 
35 West Forty-sixth street, New York, to Geneva, N. Y., 
September 1. The lack of space in the old location handi- 
capped the development of the business. At Geneva the 
corporation has increased facilities for the handling of 
Praemafix machines and supplies, for making display signs. 

New Loose Leaf Branch in Chicago. 

The Seiber Products Manufacturing Company, loose 
leaf manufacturers located in St. Louis, have opened a 
Chicago office at 20 East Jackson boulevard. 

H. R. McIntosh, formerly with the home office, is in 
charge. 
Mrs. Marshall Completes Three-Months’ Tour. 
Mrs. F. O. Marshall returned in August from a three- 
months’ automobile tour through Canada and the Great 
Lakes country. She is treasurer of the Wm. H. Hoskins 

Company, Philadelphia, Penna. 











Indianapolis Stationers Resume Meetings Soon. 
Meetings of the Indianapolis Stationers’ Club, which 
were suspended during the summer, will be resumed early 


this fall. 
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Two Sheaffer 


masterpieces 


W. A. Sheaffer gives wonderful ammunition for increased 
pen and pencil sales in these two incomparable writing instru- 
ments — “Lifetime” Pen and “Propel-Repel-Expel” Pencil. 
Each has desirable features not found in competitive mer- 
chandise. Each has unusual qualities appealing to the 
eve, hand and reason—and both are subjects of a vigor- 
ous, demand-inspiring national advertising campaign. 


“‘Lifetime’’ Pen— 


a handsome, ebony black pen with an iridium tipped point 
unconditionally guaranteed forever; larger, holds more ink, 
positively leakproof; equipped with the famous SHEAF- 
FER patented lever filler; point is so strong it can make 
five carbons continually as clearly as the hardest lead 
pencil without damage to self, yet is responsive to the 
lightest touch. The ideal pen for the big business man. 


‘‘Propel-Repel-Expel’’ Pencil 


—withdraws lead into barrel after usage, thus 
preserving the point, as well as advancing it. ° 

Expels tiny lead ends—prevents clogging and i) in Operat- 
jamming. Mechanically perfect. Fills from 
tip in one-third the time. No tedious cap 





































Perfection turning. Lighter and simpler in action. Asset 
in Pen More beautiful—a lead-saver, a time-saver, 


perpetual satisfaction. Jerk the cap— 
handy eraser appears. Big lead reserve. 
The farthest advance in pencils. All 
styles for men and women. 


Making 


3efore stocking pens and pencils 
write for the SHEAFFER proposi- 
tion. Superior merchandise —a 





“Lifetime” complete line — handsome profits “p l- 
$8.75 and strong advertising support. rope 
Other Repel- 

SHEAFFER Expel 


Pens 





W. A. Sheaffer Pen Company, Fort Madison, Iowa 


Chicago New York Kansas City Denver San Francisco 


SHEAFFERS 


PENS-~PENCI 



































174 OFFICE APPLIANCES September, 1922. 
1 The Knob 

turns in either direction. The in- 

dex strip travels in the direction the 














knob is turned. The knob can be turned 
fast or slow to suit user. 


The Pointer 
travels from A to Z, or from Z 
back to A, as the knob is turned one 


way orthe other. When any particular 
letter is wanted, watch the pointer. 


3 Index Strip 

is 10 feet long with a capacity for 
400 names. 
typewriting names. It can be made to 


It is readily removable for 


Sy 


go from A to Z in 2 seconds. 


A New Bates Product 


The Bates Rotary Telephone Index has been added to the list of Bates 
products. 


This machine is bound to be a good seller. 


It is the only one of its kind on the market; its handsome appearance and 
practical usefulness will appeal to your customers; it is suitable for doth 
office and home use—in fact, every telephone user isa live prospect for the 


Bates 


Rotary 
Telephone Index 


This machine eliminates the bulky and bothersome telephone book. It 
saves time—a twist of the knob and the name is found. It is compact, 
durable and good looking, of all metal construction, leather covered. The 
10-foot index strip is easily changed and gives space for 400 names. 


Write us for further information regarding this machine. We furnish a 
dealer help folder imprinted with your name, an attractive window card 
and a permanent counter display which carries a detachable panel espe- 
cially designed to attract Christmas trade. 


Now is the time to order the Bates Rotary Telephone Index. They are 
ready for immediate delivery. 


THE BATES MANUFACTURING COMPANY 


Factory: Sales Offices: 


Orange, N. J. SO Church Street, N. Y. 














——\ 
Bates 
Numbering 


Machines 


@ necessity in 
every Business 
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Three States Receive Fourth of U. S. Income. 


By The National Bureau of Economic Research, 
New York, N. Y. 


Three states, New York, New Jersey, and Pennsylvania, 
receive one-fourth of all income in the United States. 

Twelve Southern states, comprising more than 21 per 
cent of the population, receive less than 15 per cent of the 
total income. 

On a per capita basis, the people of the Pacific states 
receive a higher average income than those in any other 
regional group. 

These figures are taken from advance sheets of a report 
entitled “Distribution of Income by States,” soon to be 
issued by the National Bureau of Economic Research, 
Inc., from its headquarters, 474 West 24th street, New 
York. 

This report will form the third volume of a series giving 
the findings of an exhaustive investigation of “Income in 
the United States” upon which the staff, composed of 
Wesley C. Mitchell, Willford I. King, Frederick R. Macau- 
lay and Oswald W. Knauth, has been engaged for more 
than two years. 

New York leads the states of the Union in both aggre- 
gate income and per capita income, according to the re- 
port “Distribution of Income by States,” which was pre- 
pared by Oswald W. Knauth. 

The aggregate income received in New York in 1919, ac- 
cording to these figures, was $9,047,859,000, or more than 
one eighth of the entire income in the United States. At 
the other end of the scale is Nevada with a total income of 
$65,791,000. 

Pennsylvania ranks second in aggregate income with al- 
most six billion dollars and is followed by Illinois, Ohio, 
Massachusetts, California, Michigan and Texas, the last 
with approximately two and one-half billion dollars. 

While per capita income in the United States as a whole 
in 1919 was $627, the National Bureau of Economic Re- 
search report shows that in the region embracing the Pa- 
cific states the average was $796 and in the Middle Atlan- 
tic states it was $783. These high figures are in striking 
contrast to per capita income of $463 in the South Central 
States and $364 in the East South Central states. 

The East North Central States, Ohio, Indiana, Illinois, 
Michigan, and Wisconsin, had an income of nearly fifteen 
billion dollars, which was 22 per cent of the income of the 
country, while their population was just one-fifth of the 
nation’s. As a group, therefore, their average income of 
$684 was above that for the whole country. 

New York, which heads the list of per capita incomes 
with $874, is closely followed by Nevada, California, Dela- 
ware, Wyoming and Massachusetts, all with per capita in- 
comes around $800. 

The average income of the gainfully employed shows 
variations from the per capita income due to the wide dif- 
ferences in the character of the employment of the popula- 
tion of the various states. South Dakota and New York 
head the list with just over $2,000, while at the other hand 
Alabama and Mississippi are both under $900. In the East 
North Central states the average incomes of the gainfully 
employed ranged as follows: Ohio, $1,725; Indiana, $1,524; 
Illinois, $1,889; Michigan, $1,752; Wisconsin, $1,473. 

The wide variations in the incomes of farmers are well 
known, but how wide these differences are may be a sur- 
prise. Farmers in the Pacific states in 1919 had an average 
income of over $2,800; in the West North Central states 
their average was $2,300. These figures may be contrasted 
with the average of $1,160 for farmers in New England, 
$1,340 in the South Atlantic states and less than a thousand 
in the East Central states. 

The highest average income of farmers is found in Cali- 
fornia with $3,485, and the lowest in certain Southern and 
New England states, where it was less than $1,000. 

The total income of the South is largely derived from 
farming. The South Atlantic states draw about one-fourth 
of their income from this source; and the South Central 
states about one-third. The only other group of states that 
is equally dependent on farming is the West North Central 
states, which draw about one-third of their income from 
this source. In contrast with these states New England 
and the Middle states draw less than four per cent of their 
income from agriculture. 

These facts are shown in detail in the report on “Dis- 
tribution of Income by States,” which is especially designed 
to meet the needs of many investigators who are concerned 
with the comparative capacity of the various states to bear 
increased taxes, to buy goods of various sorts, to absorb 
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Chair Makers for 78 Years 














When you make a sale of a Chair it 
might mean anything. But when it’s a 


DERBY 
CHAIR |. 


it denotes everything—Quality, Durabil- 
ity, Workmanship and all that our 78 
years of experience in Chair-making has 
taught us. 





Why not capitalize on our long experi- 
ence and do what many of the leading 
Office Chair Dealers throughout the coun- 
try are now doing very profitably— 
namely, featuring Derby Office Chairs 
on their floor. Watch the result. 


Have you our 1922 Catalogue? If not 
may we send it to you. 


P. Derby & Co., Inc. 


GARDNER, MASS. 


SALES ROOMS: 
215 W. 35th St., New York 
90 Canal S8t., Boston 
1319 Michigan Ave., Chicago 
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Bircher Sealing Machine 
Hand Operated, Model K 


BIRCHER mailing systems 


Bircher mailing systems are of proven 
ability—economy, accuracy and speed of 
operation and the resulting satisfaction en- 
hances Bircher equipment above the com- 
monplace. 

Here is what just one unit of a complete 
system means to the Fuller Brush Com- 
pany: 





The Bircher Co., Inc., March 24, 1922. 


Rochester, N. Y. 
Gentlemen :— 

Responsive to your letter of March 2ist we are 
pleased to tell you that the use of the Lightning Let- 
ter Opener has saved on an average of about twenty 
minutes a day in the handling of incoming mail. 

This in itself is but a small item, totaling some one 
hundred hours a year, or possibly three weeks from a 
standpoint of time at a fiscal saving of about $60. 

This is, however, but a small part of the importance 
it plays when consideration is given to the fact that 
it allows the getting of mail to the dictators some 
twenty minutes earlier, which means about thirty 
more letters a day that are turned out than before 
using the machine. 

This, in the course of a year on a basis of a three 
hundred day year, means practically 9,000 letters. 

If, on the other hand these were looked upon as a 
saving, it would represent in the neighborhood of $4,- 
000 a year, so we are highly pleased with the purchase 
and are glad to have had the privilege of offering ex- 
pression of our thoughts concerning it. 

Yours very truly, 
THE FULLER BRUSH COMPANY, 
By H 


HFH:RHD . F. Hulse. 


Coupled with rapidity, economy and ac- 
curacy produced through qualified work- 
manship and high grade materials, is that 
mechanical precision which identifies every 
Bircher product. 

The Bircher methods of selling are both 
interesting and remunerative. There are 
a few first class unassigned territories open 
for dealers and manufacturers’ agents. 
Your request for further information will 
meet with our prompt attention. 





The 
BIRCHER CO. 


Rochester, N. Y. 





AGENTS large enough to 
handle such an extensive 
proposition are needed to 
fill a few desirable terri- 


tories still open. 
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securities, etc. It also undertakes to analyze the relative 
importance of agriculture in the different sections of the 
country. 

Income as defined in this report is the money value of all 
the goods and services produced during the year. The 
sources on which the estimate are based are the Income 
Tax Reports, Census Reports, wages data, reports of the 
Department of Agriculture and statements of corporation. 





Some Novelties For Stationers. 

Many interesting novelties are now included in the line of 
Weinman Bros., 12 East Ninth street, Chicago, Ill. Some of 
the newer devices just added to the line appear in the 
accompanying cut. The ones shown include the following 
No. 160, auction score pad (leatherette); No. 135, auction 
bridge set (leather); No. 125, De Luxe auction score pad 
and holder (brass); No. 175, auction score pad and cover 
(leather); No. 90, playing cards in case; No. 80, miniature 
cards in case; No. 97, double deck cards in case; No. 95, 
playing cards, suede case; No. 55, Bi-Plex memo book; 
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RECENT NOVELTIES ADDED TO WEINMAN LINES. 


No. 76, shopping list; No. 150, “five hundred” score pad 
and holder; No. 350, “bunco” set; No. 3, Neptune mois- 
tener; No. 500, Bi-Plex bill wad; No. 240, poker set (leath- 
erette) S-6, Handipad. 


Threat to Eliminate Retailer. 

According to a press report received recently from San 
Francisco, Pacific Coast banks and mercantile houses have 
formed a $50,000 corporation for the purpose of manufac- 
turing office appliances, furniture, stationery, loose leaf 
goods and do printing, engraving, etc. Its products will 
be supplied at cost of manufacture to stockholders in the 
corporation. 

Pacific Coast retailers are asking what the banks would 
think if the manufacturers and retailers of office appliances, 
furniture, stationery, loose leaf goods, etc., who have large 
sums of money invested in their places of business and are 
important patrons of the banks, should establish a bank to 
loan money to members at the bare cost of doing busi- 
ness.—P. 


Bolivian Importer Opens Office for American Goods. 

Genaro Flores G plans to establish at La Paz, Bolivia, a 
foreign commerce information and exchange office to rep- 
resent manufacturers of office equipment and other prod- 
ucts, who desire to present their goods to the Bolivian 
market. He is a commission merchant, exchange broker, 
agent for periodicals, commercial and trade magazines, and 
ocean transportation companies. He states that he has a 
well organized office and is particularly interested in indus- 
trial products thus far unknown in Bolivia. He is also 
disposed to give information regarding industries and man- 
ufactures of Bolivia. 

His office is located at Casilla No. 80, Avenue 6, de 
Agosto, No. 516, 518, 520, La Paz, Bolivia. 
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There are over 700 items in the 
Oxford line of quality filing supplies! 


This is the development of Oxford specialization since 1909. 


Every need is provided for with a product that is clean cut, 
well made throughout, and properly packed. 


Prices are moderate, too! 


And back of this Oxford line is an organization that knows 
how,—knows how to please a dealer with prompt, intelligent 
service and careful attention to detail. 


Let us send you further information, with samples and a copy 
of our latest price list. 


Oxon FILING SuppLy Co. 


382 Jefferson Street Brooklyn, N. Y. 


N. Y. Salesroom Phila. Office Chicago Salesroom 
23 White St. 911 Drexel Bldg. 106 N. La Salle St. 
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The Masters Line of Office Chairs 
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The Taylor Chair Company 
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No. 3096 and 30964 Mahogany, 
Walnut and Oak. Also made with 
perforated, wood and spring seats. 


When a line meets the approval of the business man to 
the extent that it becomes recognized as the leading line 
in the merchandise field, the evidence of superior merit 
is unquestioned. 


Such is the enviable position of the MASTERS’ LINE 
OF OFFICE CHAIRS—a position that has been fairly 
won in eight years of the keenest kind of competition. 


The business man knows values. His standard of 
quality is no easy one to attain and hold. So when 
business institution after institution expresses its prefer- 
ence for the MASTERS’ LINE, the example offers a 
safe and sure guide to the dealer who is seeking a line 
of utmost dependability and salability. 


The new catalog pages of The MASTERS’ LINE OF 
OFFICE CHAIRS are ready for mailing. They are of 
particular interest to the dealer who wants to keep pace 
with the latest developments in office chair design and 
construction. We will be glad to send you a set with- 
out charge on request. 
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Noiseless Takes New Philadelphia Store. 

The Philadelphia branch of the Noiseless Typewriter 
Company was recently moved from 835 Chestnut street 
to larger and more up-to-date quarters at 1037 Walnut 
street. The premises formerly occupied have been used 
as the home of the Noiseless in Philadelphia since the 
opening of the branch in 1916. Under the continued man- 
agement of Barent Vos the growth of the business in the 
Philadelphia territory has steadily increased, so that a 
larger store and show room with a more commodious 
service department were found necessary to take care of 
the increased sales and service force. 


A New Dixon Pencil Assortment. 

The carpenters’ pencil assortment box, known as Dixon’s 
Craftsman, is a new assortment just gotten out by the 
Joseph Dixon Crucible Company of Jersey City, N. J. 
The package is novel and attractive and the quality is 





DIXON’S CARPENTER PENCIL ASSORTMENT. 


everything that can be desired. The pencils are so finished 
that it is easy for the user to hold them—no inconsiderable 
advantage to the worker whose hands become greasy in 
the course of a day’s work. The bright colors in which 
the pencils are finished make it easy for the workman to 
pick out quickly a pencil in the litter of the workshop. 


Waldinger Increases Capital Stock. 


The M. J. Waldinger Company, wholesale and retail 
stationery at New York, N. Y., has increased the capital 
stock from $20,000 to $25,000. 





Dewberry & Montgomery Add Engraving. 

The Dewberry & Montgomery Stationery Company, of 
Birmingham, Alabama, has added an engraving department 
to its equipment. It is announced that complete machinery 
has been installed and engraved plates of all types are now 
being produced. 

Ralph Dewberry, manager of this department, says that 
the company installed this department on account of the 
constant demand of patrons in and around Birmingham. 
The new department is operating smoothly and many com- 
mendations have been received as to the work turned out. 

The services of G. L. Morgan, an expert engraver, who 
is well known in engraving circles in the South, have been 
secured. 


D. W. Webb Heads Engravers. 


At the recent convention of Engravographia, in Pitts- 
burgh, there was an attendance of ninety-two. Further 
plans were made to press the publicity campaign of the 
association, to make its cost work more effective, and to 
gain a larger membership. The necessity for a careful 
survey of the trade was stressed and such a survey was 
ordered. 

Officers elected for the ensuing year are: D. W. Webb, 
of Atlanta, president; Leo B. Crabbs, of Kansas City, vice- 
president, and M. Bournique, of New York, treasurer. The 
executive committee is composed of Ashton Harcourt, 
Louisville, chairman; and Arthur Wiggins, Chicago; Louis 
Winter, St. Louis; Harry Hopper, Philadelphia; A. H. 
Brewood, Washington, D. C. All past presidents will serve 
in the future as honorary members of the executive com- 
mittee. 

New York was selected for the next convention city. 

Theodore A. Isert is general manager of Engravographia. 








CADCO VISIBLE 
RECORD SYSTEM 


Speed - Accuracy - Economy 





Eliminates 


THE CARD RECORDS 


in the accounting 
departments for 


STOCK RECORDS 
PURCHASE RECORDS 
FORM RECORDS 
CUSTOMERS’ LISTS 
SALES RECORDS 


and the miscellaneous accounting 
forms and ledgers for the small 
business. DCO Visible for the 
professional man. 
Names and description all in sight 
for easy reference. 


24 Stock Forms 
8 Stock Binder Sizes 
3 Capacities 
3 Styles of Bindings 





SPECIAL DEALERS’ 
SAMPLE OUTFIT 


Contains all Stock Forms, Indexes, Sheet 
Shifter and @D@ Binder. 
Leather and Corduroy 


PRICE $15.00 


Send for Outfit and Circulars. 











Accounting Devices Company 


564 W. Monroe Street 
Chicago, IIL, U. S. A. 
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Its Little Cost 
Brings Big Business 


F YOU want a desk that 

enables you to win out 
against the stiffest kind of 
competition, get the details 
about this “‘ Jamestown’”’ ALL- 
METAL Corporation Desk. 


It not only sells at a most 
attractive price, but it is a 
desk of unusual merit. Elec- 
tric spot and acetylene gas 
welding instead of bolts, nuts 
and rivets, means lifetime 
rigidity and strength. 


Absolutely quiet in operation, 
too! The steel panels are of 
double thickness and interlaid 
with asbestos. 


Knock-down construction 
makes replacements easy and 
saves freight and storage bills. 


Finished by master craftsmen 
in mahogany, walnut, oak 
and olive green. 


Your inquiry will have our 
prompt attention. 


Jamestown Metal Desk Co. 


Incorporated 
Jamestown, N. Y. 














(Martin on Advertising—Continued from Page 65.) 
world usually appoints one of its executive officers, either 
the sales vice-president or a separate vice-president in 
charge of advertising, to supervise all the advertising which 
the company does, both domestic and foreign; this, unless 
a separate export company is organized. 

Under the vice-president in charge of advertising there 
develop two divisions of the Advertising Department, a 
domestic and a foreign division. If the company uses the 
services of an advertising agent, the foreign advertising 
manager may use the foreign department of the company’s 
agency, if it has one; otherwise he may take on the services 
of an exclusively foreign advertising agency. This agency 
may spend the whole appropriation and take a stated com- 
mission, leaving the company’s foreign advertising man- 
ager something of an ornamental figure-head, or it may 
sell specific services as required and operate entirely un- 
der the supervision of the foreign advertising manager. 
The variations from the general plan just outlined depend 
upon the personality and potency of the men on the sev- 
eral jobs, and the exigencies of the business. 

It may happen that the company’s foreign sales organ- 
ization is so thorough-going and complete that the services 
of an advertising agency can be dispensed with; the for- 
eign advertising manager by virtue of his company’s sales 
organization may be in a position to handle the job ade- 
quately. 

Because of the fact that foreign advertising involves 
much greater extensions of time than does domestic ad- 
vertising, before results can be shown, it is necessary for 
the export advertiser to formulate with great care a plan 
and schedule, and to set up an appropriation, for at least 
a year at a time. 

Good results are attainable only if you let your foreign 
branch managers and dealers know what they are going to 
have to work with for at least a year ahead. It often hap- 
pens that contracts with newspapers and periodicals and 
with other printers, suppliers and space-sellers, cannot be 
made in foreign countries to advantage from month to 
month, and supervised in detail from the American head- 
quarters office. 

A man in the field must be given some leeway. If you 
have a main branch office in Paris for France and Algeria, 
it is a good idea to tell your Paris manager in the fall how 
much he will be allowed to spend for advertising during 
the following year. Tell him if you like, that out of the 
whole allowance you want him to spend only 30 per cent, 
say, for newspaper and other periodical space; furthermore, 
that you mean to spend 25 per cent for him, on material 
which you will prepare in this country, and send forward 
to him, either at his request or on your own initiative with 
his advice and help. The remaining 45 per cent of his al- 
lowance he can be trusted to spend himself on printed an* 
nouncements and other timely publications of advertising 
items prepared locally, to suit the requirements of his ter- 
ritory. 

Whether your organization for foreign advertising is 
elaborate or simple, complete or in process of development, 
there is a system of home-office record-keeping which is 
indispensable. May I mention half-a-dozen of the follow- 
up files which any advertising exporter is bound to keep in 
order? 

(1) A card index of branch office and dealer imprints. It 
it best to obtain these imprints directly from the field, and 
to keep them listed in two forms; (a) a complete form 
which will include all the sub-offices and selling agents un- 
der the main branch or dealer, this imprint to be used 
whenever space permits; and (b) a brief two or three-line 
imprint for use on posters, calendars and other items in 
which the imprint is subordinate and a small space is ap- 
propriated for that use. 

(2) A card index of branch offices and dealers with a 
complete running record of all advertising material and 
special allowances sent or granted to them, together with 
the date of order, quantity, method of shipment, and so 
on. If a dealer’s sales languish a bit, his card in his file 
will show whether or not he has been duly supplied with 
advertising help and material. 

(3) A card index, supplementary to the one just men- 
tioned, of all current items of advertising material. Each 
of these cards should show the branch or dealer’s name, the 
date of order, quantity, and method of shipment. This file 
will give a complete statement of the distribution of your 
advertising material. 

(4) A card index of shipments. This may very well con- 
sist of two files: (a) cards showing advertising shipments 
on order, and (b) the same cards removed to the second 
file when you have been notified by the Mailing Depart- 
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For guaranteed evidence of sound, durable, 
expert and dependable typewriter remanufacture, men 
cognizant with the typewriter industry recommend 
Master Grade remanufactured typewriters. 


WHOLESALE Select Roughs. The nature and character 

of our source of suppply is one of unquestionable 

TYPEWRITER superiority. Every machine in the rough is guaranteed 

CO. to be complete—no missing parts. This arrangement 

326-330 Broadway keeps our stocks constantly complete, rendering prompt 
NEW YORK CITY and satisfactory service. 
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= Before ordering your new stock of desks—look Cl 
= into the new selling features incorporated into this 5 
LJ No. PTS-360 two pedestal typewriter desk —one of the new 360 line of Dornette prod- 
a ucts. We will send you full particulars by next mail. LJ 
7 O 
| . . 
— Some selling features exclusively Dornette Oo 
LS DRAWERS—equipped with LOCKS—a new locking de- PACKING—Dornette’s for- CONSTRUCTION—F r o m 
; vice always keeps center ty years of manufacturing every conceivable angle Cj 
u stops which prevent their drawer open when not nb ong - 
— locked, and which locks 4nd shipping experience the Dornette idea of su- C] 
= being pulled out all the — — me ge = has finally solved the ship- perb desk construction is 
7 dependently when center ; . - fice es . <a 

i way—~apecial sides ehich Gawer mat is turned. Ping curse of office desk commendable finish, C] 
4 ‘ This is accomplished with dealers. Products are m- workmanship and ma- 
= prevent sticking, only a %-inch movement tirely free from shipping crisis, C) 
— of the center drawer. marks, C] 
a MAKERS OF FINE OFFICE DESKS FOR OVER 40 YEARS oO 
= THE J. DORNETTE & BRO. CO. Z 

: y z, Sr. ident and Founder MINNEAPOLIS OFFICE 

NEW YORK OFFICE JOHN DORNETTE, Sr., Presi 

C] 368 Broome St. Barnard St. and Harrison Ave., CINCINNATI, OHIO 605 Lumber Exchange C] 
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The New Self-Starter for Bigger Sales 


The New ‘“‘Pal’’ Pencil, 
Eight Styles 


Goldine and Nickel, Chased and Plain, Long and 
Short, with Ring and without Ring—a Wonder Pencil 
for the Price! 









The new Counter Card (No. 600)— 





see illustration, one-half size— 





can be had unfilled by any dealer 
selling “Pal” pencils and when 
filled ome card only free to any 
dealer giving name of jobber and 
applying for “Certificate D1.” Ad- 
dress the makers of “Pal” pencils, 
etc. 

ne 
fonuly. The older members of this well 


known Pencil family are Pad filty cents, * 
Pal one dollar, Pal leads ( refills 1: too. 





The Hoge Manufacturing 
Co., Inc. 


215-217 Fulton Street New York City 














RELIABLE 
RUBBER STAMPS & ACCESSORIES 


Rubber Type :: Stencils :: Seals :: Numbering Machines 
Sole Distributors and Manufacturers of 


“Standard” and ‘“‘Justrite’” Inks ‘‘Industrial’’ Band Daters 





and Pads for Rubber Stamps “Best” Dating and Numbering 

*“‘Advance”’ Self-inking Stamps Stamps 

“Quality” Dating and Number- **Flexo’’ Hand Band Daters 
ing Stamps *‘Colonial” Hand Band Daters 

“Superb” Type Band Daters “‘Superb”’ Time Stamps 

“Economy” Band Daters “‘Economo”’ Time Stamps 


We carry in stock a complete line of Automatic 
Numbering Machines. 


Louis Melind Co. Consolidated Stamp Mfg. Co. 


362 W. Chicago Ave. 87 Maiden Lane 
Chicago New York 























September, 1922. OFFICE APPLIANCES 183 


ment or Traffic Department of just when and how the 
goods have gone forward. These notices should be en- 
tered on the card when it is moved from the first file to 
the second. 

(5) A card file of dealers’ percentage allowances for ad- 
vertising. These cards may very well show a copy of the 
actual clauses in the contracts covering the advertising al- 
lowances. These cards also serve as ticklers; vouchers and 
clippings on claims for advertising credit memoranda 
should be received promptly, twice a year. 

(6) A file of imprinted samples. Each catalog, folder, or 
other item which is especially imprinted for a dealer 
should, whenever possible, be recorded by a sample in this 
file. A second imprinted sample copy should be sent to 
the dealer along with the advice of shipment. 

(7) A file of clipped advertisements from all the foreign 
territories to which you export goods. This file is ex- 
tremely valuable if it is properly used as an exchange. 
Dealers everywhere find it a stimulating help to receive 
clippings of advertisements of the goods they handle, 
which have been placed in widely diverse territories. 

Copy which is prepared specifically for export advertis- 
ing will, in most instances, serve suitably in the majority 
of export markets, translated as required. It is advisable 
always, however, to take care to vary the illustrations so 
that they will fit in with local manners, customs, and con- 
ditions. It seldom happens that copy which has been pre- 
pared for advertising campaigns in the United States will 
be exactly suitable to the requirements of export advertis- 
ing. 

An apt illustration is to be found in copy prepared for 
American office appliances. In the United States we stress 
convincingly, in our copy, the time-saving advantages of 
office machinery, and like to refer to the fact that, “It saves 
from 15 to 25% of the operator’s time.” This statement ex- 
erts a very slight sales pull upon the foreign buyer. The 
note to strike with him is, “This mechanism makes the op- 
erator’s work easier and the product better—less labor, 
better results.” 

Mr. Martin went on to say that it is a good idea to dis- 
tribute proofs of domestic advertisements among foreign 
representatives in addition to the foregoing. The exporter 
will do well to save and classify the newspapers and pe- 
riodicals from all parts of the world, which reach him and 
from them to study the advertising methods of different 
countries. The human element is one of the most impor- 
tant things to be considered in foreign advertising. It pays 
to establish and maintain a friendly personal relationship 
with foreign managers and dealers. It is a good idea to 
send them a functional chart showing photographs and 
giving a word of introduction of the personnel at head- 
quarters. He suggested the liberal use of photographs from 
abroad, illustrating the business in which one is engaged and 
kindred businesses there for use in the export house organ. 

Internal house organs addressed to members of foreign 
staffs are productive of good results and sales, but a mul- 
tigraphed sales letter can be used if the house organ is not 
available. Mr. Martin recommended that the foreign deal- 
er be taken into the main tent, so to speak, and given all 
the information possible about organizing for the sale of 
goods. Holding small private business shows is a valuable 
means of publicity. 

If we are to maintain our export trade, we shall be 
obliged to develop our own cooperative faculties. 

The crucial question is how the manufacturer should ad- 
vertise his goods in a new market. The speaker recom- 
mended the use of the case system or the problem method 
as applied to export advertising. There should be an ad- 
vertising and marketing consultant to determine for his 
client what advertising forces to use and how to use them. 
Suppose one has patent rights on a new kind of dish- 
washing machine. It has been successfully marketed here; 
but how about the market abroad? The consultant is 
asked and he discovers where American plumbing, hard- 
ware for kitchens, etc., has found an export market. Where 
there are no hot water faucets, there can be no successful 
dish-washing machines. By obtaining these and other like 
facts, manufacturers will be enabled to save great sums of 
money by avoiding wasted effort. 

Mr. Martin recommended that American exporters should 
pool their knowledge. He said that a new kind of expert 
is in demand—the advertising and marketing consultant. 
He is scarce now, but will come into his own before long. 
This man will be in a position to give advice about the or- 
ganization and management of foreign advertising forces. 

Intermittent advertising, particularly in foreign markets 
is one of the seven best known examples of absolute fu- 
tility. Advertising must be continuous to be effective. 
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The New ‘‘RUBBERLESS’’ Stamp 


SAVES MANY UNNECESSARY 
AND EXPENSIVE DELAYS 


“On the Job in Two Minutes for Two Cents” 





In a jiffy—NOW, RIGHT NOW—when you 
need them—when business demands them— 
you can address shipping tags, return en- 
velopes, post cards—print past due notices, 
endorsement forms, your signature—make 
drawings—do anything that can be done 
with old fashioned rubber stamps, at one- 
tenth the cost—NO WAITS—NO EX- 
PENSIVE, NERVE-RACKING DELAYS— 
MULTISTAMP is on the job, any time— 
all the time—doing the actual work in “Two 
minutes for two cents.” Order yours to- 
day—you may need it tomorrow—lIt’s the 
“Spare Tire” in your business. 
Ask your Stationer or Rubber Stamp 
maker—if he hasn’t it in stock—order 
direct. 

Price in U. S. A.—Postpaid, completel 

equipped for 25 different stamps with full 

and simple instructions C. O. D. $7.50 


or check with your order..... 


The Multistamp Company 


Dept. Al Norfolk, Va., U.S.A. 


Distributed in Great Britain and on the Continent 
by ROBERT W. WRIGHT, 114-116 Southampton Row, 
High Holborn, London, WC1, England. 
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f A Sales Fable. 

; By Charles P. Garvin in “The Webster Way,’ House Organ 

i of The F. S. Webster Company, Beston. 

Two salesmen, one with a company ten years, we'll call 

Tenner, and the other with two years’ experience, we'll 

call Young. 

One bright morning the president of the company called 
Tenner in on the green carpet and wanted to know why 

t the name of the Last National Bank was a stranger to 

i the books. Tenner was busy explaining that he could never 

get further than the front door when the Big Boss inter- 

! rupted him to state that he would fix that part of it up 

! quick with a personal letter to the bank president, who 

i was a friend of years, etc. Tenner took the “open sesame,” 

found that it worked like a charm and proceeded to do 

business. 

But how? When he got inside the door and began to 

talk to the Purchasing Agent, he found they were using 
cheap goods that did not give them the service they were 

entitled to even for the price they were paying. He found 
that they were not using the proper kinds in the different 
departments; that the employees were dissatisfid with the 
supplies that were being furnished them, and that they 
welcomed the chance of a change. 

What did he do? He quizzed around until he found out 
how much they were paying for goods, and instead of 
selling them on the basis of quality and what they really 
needed, he proceeded to find in his own line a correspond- 
ing grade in price that he could sell, and he did take an 
order, and rushed back to tell the Big Boss what he had 
done and was surprised when the Big Boss handed him 
a look that, had it been solid, would have gone on through 
him like a ray of light and transfixed him where he stood. 

There Is Onl One Now let’s take the case of Young. Just about the same 
time Young received a tip that a certain bank in his ter- 
ritory was not having any great success with its supplies. 

Ri ht W He decided that this meant an opportunity, so he grabbed 

g ay o his sample bag, beat it up to the bank, sold himself to the 

man at the door, got inside and saw the Purchasing Agent, 

. ; and immediately started to talk about everything on earth 

Users are finding out every day that but price. In a half hour’s time, he educated that Purchas- 
° : ° ing Agent up to the importance of using only the best, 

the right way 1s provided by the and of the economy of using only the best. He proved it 
was cheaper to pay a higher price for a good article when 

the service obtained from the good article was taken into 

UAL STEEL POSTUR CHAIR consideration. He assured the Purchasing Agent that if 
he were favored with the business his personal service 

: would be at their command at all times, that he would 
Built totally different from any other see that their complaints, if they had any, were taken care 
‘ r pet ‘ a of, that he would make it a point that their orders were 
chair, but scientifically right to give delivered promptly. In other words, he sold himself along 
: with the merchandise to the Purchasing Agent so strongly 
comfortable seating, thru correct pos- that he not only secured the business, but he sold the type 
ture j of goods that would insure the continuance of the business 
. for years to come and at a price that allowed his firm a 
proht. 
Dealers today, are sell- Which is the salesman? On one hand you have the man 
ing the Postur Chair in = a ve gf tran — 0 who — an pron ob 
and on the other hand you have the man who has to make 
far greater volume than good on his own who makes a sale. 
any other office chair It so happens that this is not a fable, but something that 
they have ever handled. has actually happened within our observation during the 
‘ Th last month, and it is food for thought for all salesmen, 
ere must be a good is it not? 
reason. mil - — 
r To Catch Any Error Promptly. 
here is still some A firm of brokers in New York has adopted a very 
territory open but simple and excellent method in regard to the business going 
| quick action is nec- out from the office. 
essary lo get it. The firm consists of two men. The one dictating a letter 
signs it (in the firm name) but hands it over to the other 
Remember, it makes a big partner before it is returned to the stenographer for seal- 
difference the way people sit ing and mailing. The carbon copy is left in a certain desk 
drawer over night. The next morning it is taken out and 
handed to each of the two partners tor reading and they 
The Toledo Metal Furniture Co. pass it along to the office saenener for the same purpose, 
1272 Hastings St., Toledo, Ohio, U.S.A. each of the three men affixing his initials in the upper left- 
iittatecess os tn Ghost hand corner of the page. Not until then may the carbon 
Office and Factory Equipment oS wang be Sled. . > ie 
oa ‘ . = The reason is obvious: To look for and promptly rectify 
he Ethe Wah « Putave any error that might have been overlooked (in the original) 
in the rush of the day before.—S. M. Monahan. 
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Bentley & Gerwig products are known for qualities which 
fit them in wherever desired. Thus they survive changes in 
personnel, and give greater service. Let us send you full 


Bentley & Gerwig 
design No. B-158 





FURNITURE CO. 


PARKERSBURG, W. VA. 


BENTLEY & GERWIG 




















Costumers 
Wardrobes 
Waste Baskets 
Umbrella Stands 
Telephone 
Tables 
Typewriter 
Stands 
Stationery Sup- 
ply Cabinets 
Furnas Account- 
ing Machine 
Desks 











Why dealers say “‘yes’’ to 
the FURNAS LINE 


First—The Furnas Line is designed and 
constructed to improve the usefulness of 
office furnishings. Hats and coats strung 
along the top of the desk, waste paper 
strewn upon the floor, umbrellas thrown 
around promiscuously, all add to the gen- 
eral confusion of the office. The Furnas 
Line is comprised of a group of supple- 
mentary furniture articles that keep the 
office in a sanitary, decorous and efficient 
working order. 


Second—Every office is a prospect for 
Furnas furniture, for every office experi- 
ences the same difficulties—the larger the 
office the more complicated the problem. 
The buyer of a desk and chair is the logi- 
cal purchaser of a waste basket, a cos- 
tumer, an umbrella rack, a telephone stand, 
etc. Are you overlooking this opportunity 
to increase the scope of your business? 


Third—Furnas -furniture is known for its 
consistency—eyery article bears the same 
assurance to the purchaser that it is a 
genuine furniture value. 





FURNAS OFFICE FURNITURE CO. 


IN DIANAPOLIS 
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GH 
eh ‘Ghey Express Success” 





NO. A-63 


Desk to our Adam Suite. Write for catalog and see our line complete, 241 
pieces to select from. Unexcelled quality, beautiful finish in every desk and 


table produced. 
Agencies ina few cities are available for desirable connections. Let us hear 
from you. 


CUTLER DESK CO. 


Established 1824 20-62 Churchill Street BUFFALO, N. Y. 


PIN POINT PROPELLING PENCILS 


No. 192! 












Coe, 
> | 


a ilddden 





Our New THIN LEAD Pencil 


Economical, handy and simple. 
Soft, convenient, red rubber tip. 
Strong nickel plated pocket clip. 
“Rasy grip’ black fluted barrel. 

Six MONGOL No. 3046 thin leads. 


EBERHARD FABER 


“The Oldest Pencil Factory in America” 
NEW YORK 


$ Pes Pe ~ _ eT 
1 Dozen on a Card, 14 Gross in a Carton : 
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Multi-Insert Corporation Annual Meeting. 


The first annual meeting of the Multi-Insert Mailing Ma- 
chines Corporation was held at the home office, 1712 
Tribune building, New York, N. Y., August 21. Otto 
Praeger was elected president. He was assistant postmas- 
ter general eight years under President Wilson. John F. 
Sinnott, who served as postmaster of Newark, N. J., in 
the Wilson administration, was elected a director. F. W. 
Hamburg continues as secretary and director; William 
Peterson remains as treasurer and director. 

The Multi-Insert Mailing Machines Corporation is now 
interested in securing a site for a factory. Any dealer 
desirous of having a factory producing office appliances 
located in his city is invited to write John J. Roth, at the 
New York office. It is desired to secure co-operation be- 
tween the Chamber of Commerce of the dealer’s city and 
the Multi-Insert Mailing Machine Corporation. 








Cole Company Opens “Boulevard Link” Store. 

George E. Cole & Company, Chicago, IIl., opened the 
new store at 336-38 North Michigan boulevard in August. 
The store occupies the boulevard level, with two floors be- 
low devoted to storage. The general offices are on an up- 
per floor, having been moved from the Conway building 
store. 

The boulevard store carries general stationery supplies. 
Complete stocks of furniture are shown in the Conway 
building store. The removal of the general offices to the 
new location has permitted increased space for office fur- 
niture display. A complete line of Globe-Wernicke filing 
devices, both wood and steel, is shown. The office furni- 
ture department is in charge of R. A. Williams, assisted 
by R. P. White. Mr. Williams had formerly been with 
the Chicago office of The Shaw-Walker Company. 


W. W. Yerkes has been appointed district manager at 
Philadelphia, Penna., by the American Banking Machine 
Corporation of Chicago. He had been with the L. C. Smith 
& Bros. Typewriter Company before undertaking the new 
work, serving as manager at Baltimore. 

Mr. Yerkes’ record as a typewriter man goes back many 
vears. He was a salesman with the Smith Premier Com- 
pany at Philadelphia, and later was appointed assistant 
manager there. At the time of the consolidation with the 
Remington interests Mr. Yerkes was manager of the Smith 
Premier office at Philadelphia. He was then assigned the 
direction of the Remington office at Louisville, Ky. Later 
he was transferred to the Remington office at Baltimore. 
He left this connection to join the selling organization of 
the L. C. Smith & Bros. Typewriter Company. 





Royal Westerners Still Contending. 

The Western division of the Royal Typewriter Com- 
pany, Inc., is still striving for the president’s cup. This 
trophy is one of several offered the different sales divisions. 
L. E. White, manager of the Omaha office, put in a claim 
for the Western division cup in July. It is his first ap- 
pearance among the winners in the present contest. Two 
individuals each have two wins, with one to go. In addi- 
tion to Mr. White, the following are striving for place: 
J. W. Mann, Atlanta, Ga.; J. H. Lattuille, Birmingham, 
Ala.; J. H. Hinck (two wins), Jacksonville, Fla.; C. V. 
Mills (two wins), Des Moines, lowa; C. E. F. Russ, Port- 
land, Ore. 

Ed Thompson Now Advertising Counsel. 

Ed Thompson, whose unique advertising creations on the 
Mimeograph have been commented on in these columns, 
has estabiished himself as an advertising counsel, with head- 
quarters at Etowah, Tenn. Mr. Thompson resigned his 
position as chief clerk of the trainmaster’s office, Louisville 
& Nashville Railroad. He continues to act as advertising 
manager for Reed Brothers, Etowah merchants. 


W. H. Ballentine in Canadian Rockies. 

W. H. Ballentine has gone to the Canadian Rockies in 
an effort to build up his health. Mr. Ballentine had been 
secretary and treasurer of the E. R. Williams Stationery 
Company, 415 Hennepin avenue, Minneapolis, Minn. His 
many friends will join with Office Appliances in wishing 
a speedy recovery. 


Horder Bowlers Start This Month. 
Eight five-man bowling teams are being formed within 
the organization of Horder’s, Inc., Chicago, Ill. The sea- 
son will open September 10, bowling one night each week. 
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Hammond “‘ Folding"’, Closed for Carrying 


Machines to Build a 


Business On! 


NLY the dealer who handles Hammond Type- 
writers is in a position to meet his customer’s 
needs 100%—for the Hammonds are the most 
versatile typewriters in the world, and the fea- 
tures which make them so are theirs exclusively. 


The “Folding” light-weight model does the same 
work as our Regular Standard machines. Weight 
about 8% pounds. 


Other Models 


Variable Spacing Models 
Mathematical Model 


Reversible Model 


No other machine can compete with the Ham- 
mond in real usefulness. For instance— 


Instantly changeable type (see below) 
Automatic type impression 

No cultivated touch required 

Unlimited width of paper accommodated 
Index cards written flat, no bending 
Carbon work and stencil cutting 

Type changed in five seconds 





MULTIPLEX HAMMOND'S 
Instantly changeable type \ 
— styles, many languages 


quet Surn the Knob to ange 





We have a very attractive proposition to offer to 
dealers in open territory—a proposition which is 
proving highly profitable. It will pay you to 
communicate with us. 


The Folding Portable is a machine for every- 
body, and of profitable interest to the Dealer. 


Hammond Typewriter Corp. 


535 East 69th Street New York City 


“The Versatile 


AMMO 


TYPEWRITERS 
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ARE YOU? 


-_ _ 
Are you interested in enteien Dun Goes Geese Leaf Factory. 
The N & R Loose Leaf Company has been organized by 


de doings in G . 
tra e oings in reat two former factory superintendents. The plant at 45 Vesey 


Visitors at Mimeograph Headquarters in August. 


Some of the Augus t visitors at the general offices . 
the A. B. Dick Company, Chicago, IIL, includ ry Paul 
Davis, son of Wm. E. Davis, Sioux City, lowa; G. H. P: 


ee 


i 





ton (Paxton Typewriter Company), Spring rfield, [ll.; J. H 
Billington, Springfield Mimeograph special representative 
Springfield, Ill.; H. C. Netherwood (Netherwood Printing 


& Stationery Company), Madison, Wis. 


M4 a, street, New York, N. Y., will produce loose leaf devices, 
Britain? celluloid tabs, gold stamping, edition binding, ruling, print- 
ing, etc. The principals of the company are ( ‘cain »s T. 


Nuessler, formerly with the Irving-Pitt Manufacturing 
Company, and Thomas Robertson, who was superintendent 
for the Buchan-Murphy Manufacturing Company. 


if so, there is only 
one way of keeping 
abreast of the times 
and that is by the 
regular monthly re- 


ceipt and perusal of 








“THE BRITISH STATIONER” 


Adopted as Official Organ of the Stationers’ 
Association of the United Kingdom 


Our editorial pages are 
unique for news, instruc- 
tion, originality and general 
interest. The following are 
among the many popular 
features: 





\ — 
VIEW OF STORE FRONT OF THE NATIONAL STA- 
TIONERY STORES, INC., 24 SOUTH DEARBORN STREET 
CHICAGO, ILL.—Two Big Display Windows on a Busy Street 
in the Downtown District Get Attention of Passing Crowds all 
Day Long. Within the Merchandise is Displayed in the Man- 
ner of the Modern Chain Store, with Clerks Ready to Wrap 
Purchases Selected and to Make Change for the Customers 





The Art of Window Dressing 
(illustrated) 


The Art of Advertising 
(illustrated) 


Bookkeeping for Stationers 














(illustrated) Lockwood’s Paper Trade Directory Ready Soon. 
The Lockwood Trade Journal Company, Inc., 10 East 
ow to Sell System Goods BR dips ade / , Lompen; 2 0 
H y Chirty-ninth street, New York, N. Y., will have the forty 
The Complete Stationer eighth annual edition of Lockwood S Directory of the pa 
Sued per and allied trades ready for delivery shortly after Sep 
This Trade Topics Talked About tember 1. Chis is an invaluable compilation of first hands 
Cou- in various lines of paper production, mills classified by 
pon Etc., Etc. } products, wholesalers, pulp, rag and paper stock dealers, 
converters of paper, leading stationers and office appli 
qsor8™ sG- ance dealers, watermarks and brands, prominent individ 
ST action, oot of uals in the paper industry, trade information and statistical 
qTiSron Fon? ad data. 
pF wer® v mr 
sHB ig, 4 Row pect sie —— 
bad ver grom pe S* ot .-cye83) \ . ‘ 
Spe nem”, FR mie +s yente® | Harry Coon’s Insular Vacation. 
\0 e tte oe ; 
ver - > o oar en H. J. Coon, of S. D. Childs & Company, returned to Ch 
“ Laat appt ere alt cago August 21 from his vacation. Accompanied by Mrs 
arr ~~ so we aa - Coon, he went to Mackinac Island, where one has opportu 
“grt® peat. et nity to isolate himself from business without renouncing 
: the comforts of civilization. 
,aare™* FA Pe ah Hotchkiss Plans Issuing a House Organ. 

' ADVERTISING The Hotchkiss Sales Company, Norwalk, Conn., plans 
RATES ON APPLICATION the publication of a house organ, for distribution to Al son 
Get sive stationers and their salesmen. It will be mailed regu 
pete’ larly upon issue to dealers and salesmen who request the 


house organ. 
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THE CLIMAX LINE DATER and | Ga MM Pur MTE =A SERIES of CLIMAXES 
NAME PLATE DATER can also be 2 The Greatest TIME SAVERS on the MARKET 


furnished with Wheels for all lan- These Machines ore ATA, EE ee ee 

guages. THE TRAUT & HINE iype and figures, siving neat, cleanout tmpres: 
sions. ey ar e 

M’F’G CO. also make thumb tacks, 

pencil clips and the well-known 


proof, absolutely accurate, oomane, neat and 
of exceptional appearance. The Climax ma- 
and in 
“Kon Kave Kut” Pencil Sharpener. 


chines do identically the same wae 

just as satisfactory a manner as the highest 
priced. Our guarantee is given with every 
machine. Prompt deliveries. 


CLIMAX NUMBERING MACHINE 
Patented, other patents pending 














Six Wheels 

T to 999,999 Our proposition for dealers 
Three and agents in all countries 
Movements: of the world is an attractive 
Consecutive, ANSWERED one. Write for our illus- 
Repeat, ’ 

Duplicate. JUL 15 20 trated catalog. 





Facsimile of Imprint 














THE TRAUT @ HINE M’EF’G CO. 


123456 1 UNION SQUARE, NEW YORK CITY, U. S. A. 
FACTORY, NEW BRITAIN, CONN., U. S. A. JUL 15°20 


Facsimile of Imprint Export Department for Europe and the British Empire, 9 and 10 Cheapside, London, E. C. Facsimile of Imprint 

















“Falcon” 
IF YOU WANT TO KNOW— 


Rigen and Commerc about the “faleon” line, check on this ad the 
a items in which interested, pin to your letterhead 
Striped Wood File Boards and mail to us. 

sistinitainees Malis the completeness of the line permits of economical freight 


shipments without overstocking— 
Letter Trays 


Desk Files 

Ledger Arm Rests 
Meter Sticks 
Yardsticks 

Pencil Boxes 


Blotter Rulers 





a Arrow 
AMERICAN MANUFACTURING CONCERN 
ee elite: FALCONER (near Jamestown), NEW YORK pn 


Fifth Avenue Building Adams Express Bidg. 
200 Fifth Avenue 115 8. Dearborn Street 
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meet Cleri- Type Byron 


Every office, everywhere, is a Byron prospect. If busi- 
ness is “off” with you, it may be your own fault—don’t blame 
conditions altogether, for right now other dealers are having good 
business on the Byron. 





In actual 
use 





Every time you make a sale you have put another Byron 
salesman in the field. Our business to date has been built 
almost entirely around repeat orders and orders sent in upon the 
recommendations of users. 


Write today for literature and our proposition to dealers. 
It involves very small investment and offers quick turnovers at 
a good profit. Remember the 30 exclusive, patented features are 
found only on the Byron. 


Guaranteed = 
Selling to save time, labor, stationery ee 
floor space, to reduce costs and , fe as oS 
F eatures increase office efficiency. if oa ~ Bs 


e Right now is the time to sell equipment. 
D ealers: Each day lost means sales lost —do it NOW. 






Byron Typewriter Cabinet Co. 


INCORPORATED 
LOUISVILLE, KY., U.S.A. 
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Meilink Safes Survive ~- 


After almost every big fire, when = 
they dig the safes out of the debris L] 
an old chapter in safe history is x 
rewritten. 





The illustration shows a Meilink- = 
built safe in the ruins of the Austin J 
building, one of the many destroyed a 
in the recent Chicago conflagration. 


No other safe was subjected to the 
severe test put upon this one. Other 
safes failed when subjected to only a 
few of the hazards the Meilink safe [ 
- Se ee ~ withstood. 5 
: es) e r. * 2 , Structural strength was responsible [| 
ode ha ee : <r" for the success of this safe, as it is 
oe i oN a a ’, ‘ ‘ ss 
La. —— . _—™ = in all safes that survive big fires. 


# 





a 


If you are selling safes, make sure that you are handling the safe with the most structural strength. 


Meilink Safes have and can show the most structural strength. = 


Write for catalogue and dealer proposition. 


THE MEILINK STEEL SAFE COMPANY ~- 


TOLEDO, OHIO, U.S. A. = 
noooooooooooooooooooooOoOooOoOo0oo0o0o0oo ooo 
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Publishers Ask Reduction in Postal Rates. 
Kelly Bill of June 9 Provides for Reduction in Second Class 
Mailing Charges. 

BILL was introduced on June 9 in the House of 
A Representatives at Washington, D. C., by Repre- 

sentative Kelly of Pennsylvania for the purpose of 
amending the provisions of Section 1101 of the Revenue 
Act of 1917, by striking out the provision which increased 
the rate on second-class postage July 1, 1920, and July 
1, 1921, and by making effective the rates provided in said 
bill for the period between July 1, 1919, and July 1, 1920. 
The bill is short and is as follows: 

“Be it enacted by the Senate and House of Repre- 
sentatives of the United States of America in Congress 
assembled, 

“That clauses (3) and (4) of subdivision (B) of section 
1101 of the Revenue Act of 1917 are repeaied, such repeal 
to take effect July 1, 1922. 

“Sec. 2. That clause (2) of subdivision (B) of section 
1101 of such Act is amended to read as follows: 

“On and after July 1, 1919, for the first and second 
zones, 1%4 cents; for the third zone, 2 cents; for the fourth 
zone, 3 cents; for the fifth zone, 3% cents; for the sixth 
zone, 4 cents; for the seventh zone, 5 cents; for the eighth 
zone, 5% cents; and said rates shall continue in force 
from and after July 1, 1922.” 

The publishers’ case presents cogent reasons for the 
passage of this bill. We give herewith the salient points 
of a statement prepared by the American Publishers’ 
Conference: 

Inasmuch as the dissemination of information among 
the people is of paramount importance, the government 
has always favored low postal rates on newspapers and 
periodicals. During the war these rates, under the urgency 
of revenue demands, were greatly increased, so that they 
now amount to four times the pre-war charges. In addition 
to this drain upon their incomes, publishers have cheer- 
fully paid all other taxes levied upon industry as a whole, 
and have met higher costs of materials and labor as well. 
As a result of all these extra charges many of the smaller 
publications have been obliged to suspend, while the net 
revenues of all others have been seriously affected. Sub- 
scription rates have had to be increased, and in some 
cases publications have ceased soliciting subscriptions 
from distant points where the charges under the present 
system and rates made subscriptions from these points 
more costly than the sum received. 

Somé publications having large subscription lists have 
found it cheaper to send their publications to distributing 
points by express, freight or by water transport—even by 
motor truck. The burden, therefore, falls most heavily 
upon smaller publications. 

All the publishers ask in the bill above quoted is the 
repeal of the last two increases, leaving the postal charges 
still more than 175 per cent above the pre-war rates. 

The special taxes which the war revenue law imposed 
on some ten other industries have been removed or re- 
duced. No reason appears why the publishers should not 
receive like consideration. 

It is believed that the reductions proposed would bring 
back into the mails sufficient tonnage now otherwise dis- 
tributed to make up the sum taken away. 

Mahoney Manages Chicago Regal Office. 

Charles H. Mahoney, who has been associated for some 
time with Marcus Harwitz, general manager of the Regal 
Typewriter Company, Inc., New York, N. Y., has been 
appointed manager of the Chicago office. He will look 
after the mid-Western dealers, from 12-14 South Jefferson 
street, and care for the interests of both dealers and his 
company. Mr. Mahoney’s knowledge of the typewriter 
business, which covers many years of actual experience, 
and his acquaintance with the dealers in the line, will un- 
doubtedly make him a valuable addition to the Chicago 
typewriter field. 





Office Equipment Company Opens at Dayton. 


The Office Equipment Company, not incorporated, 1304 
U. B. building, Dayton, Ohio, has opened for business, han- 
dling typewriters, supplies, doing repairing and rendering 
service. 

D. L. Montgomery and B. H. Sherman are partners in 
the enterprise. Mr. Sherman has been selling typewriters, 
bookkeeping machine equipment, supplies and similar of- 
fice specialties for about nine years. Mr. Sherman has had 
experience in selling office equipment. 

















for Every Need’ 


Columbia Ribbons and Carbons 
Prove It by Performance! 


SaTisFAcTORY Merchandise Per- 
formance is your strongest asset 
for repeat business....and in this 
regard you will find Columbia D. 
H. & D. Typewriter Ribbons and 
Carbon Papers to be the line that 
causes you no after regrets! 


With a kind for every purpose 
you will experience no difficulty in 
selecting a Columbia brand that 
measures up to the “specific re- 
quirements of the order.”....Each 
brand is named, its commercial 
purpose clearly defined — and 
Columbia guarantees that it will 
prove by performance. 


Furthermore Columbia prices are 
fully competitive — never higher! 


It will pay you to investigate. 


Columbia Ribbon & Carbon Mfg. Co 


DIXON - HOLMES - DIXON 


69-71 WOOSTER STREET 
NEW YORK, N. Y. 


Branches Throughout United States and Abroad 
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The Postum Cereal 


the NEW IRVIN 
Sleeve-type Stapling 
Machines 








FACTORY AT BATTLE CREER MrCH 


Pestum Cerca) Company, ling 


Postum CEREAL, INSTANT PostuM, 
Grapt-Nuts, Post Toasties, Erc. 


SvAcnasine CEPARTMENT oat wacrscxave NewYork City. June 22,1933 


Alex A. Irwin Co., 
Curwensvilie, 
Pa. 


Gentlemen: 

In reply to your letter of June 16th regarding 
your Hew Irvin sleeve type paper fastening machines, would 
Say that these machines have given us satisfaction thus far. 
Be have used & great deal of your equipment during the past 
few years and appreciate the work of the new machine more than 
the old model. 


Yours truiy, 
POSTUM CEREAL COMPANY, INC. 


MLG*D 


Their Purchasing Department judges VALUE 
They are ijiooking for every advantage that improve- 
ments will give. New Irvin models get recognition when 
purchasing agents investigate and make comparisons. 


Wouldn’t this evidence of satisfac- 
tion mean something to your cus- 
tomers? 







It is your customers we are thinking of—whom you 
should think of in selling stapling machines It is 
ihey who have papers to bind and who seek and 
deserve the most efficient 


tool. Your recommenda- 
tion can as well guarantee 
every satisfaction with 


even more profit than ever 


We have information here 
which will prove that you 
can more easily sell New 
Irvin Machines day in and 
day out, over your counter, 
without trouble or expense 
to you. Our sales helps 
make customers—you make 
the profit. Send in the 
coupon, 


ALEX. H. IRVIN COMPANY 


Curwensville, Pennsylvania, U. S. A. 


e 
‘ 

' ‘ 
. ALEX. H. IRVIN CO. é 
; Curwensville, Pa., U. S. A. ' 
; Gentlemen:—Send us selling information and dealer propo- ; 
' sition on New Irvin Stapling Machines. , 
’ ' 
- Name .. oan Pe eee ee ee : 
' ' 
’ ' 
’ ' 
' Address , Reoeh ere ceeeess Da oeedecce ce wsetssoesins ; 
‘ OA-Sept ' 
, ' 
ed 


people are users of 


Shipper’s Questions on Boxing and Crating. 


1. What is the most common weakness of the nailed 
wooden boxes used in commercial service? 

2. Which is the stronger, a box made of birch or one 
constructed of the same thickness of white pine? 

3. For an average size and weight of commodity what 
is an economical size and spacing of nails for a white pine 
box constructed with %-inch sides, top, and bottom? For 
a box constructed of the same thicknesses of birch? 

4. About what proportion of the thickness of the end 
boards should the sides, top, and bottom of a box usually 
be in order to obtain a balanced construction: 

5. How does the storage of boxes affect their strength? 

6. How much thinner may the material be in the sides, 
top, and bottom of a box bound with one metal strap than 
in an unstrapped box having approximately the same ser- 
viceability? How much thinner in a box bound with two 
straps? 

7. What is the most efficient create corner construc- 
tion? 

8. How would you brace a cubical crate in order to ob 
tain maximum rigidity with a minimum amount of lum 
ber? 

9. What effect has the direction of grain on the strength 
of fiber boxes? 

10. What are three common weaknesses of wirebound 
boxes and how may these weaknesses be overcome? 

These are just a few of the points that will be discussed 
or demonstrated in the short course of instruction in box 
ing and crating which will be given at the United States 
Forest Products Laboratory, Madison, Wis., September 
11-16, 1922. 


New York Merchandise Fair. 


The stationery industry was represented by several man 
ufacturers at the Merchandise Fair, New York, the week of 
August 21. 

The American Crayon Company, Sandusky, Ohio, has 
an exhibit in charge of Messrs. Pound and Bowley. 

Binney & Smith, New York, N. Y., were represented by 
J. J. Hopkins, E. W. Hopkins and J. J. Mitchell. 

The New Martinsville Glass Manutacturing Company, 
New Martinsville, W. Va., showed in the lamps and glass- 
ware section. 


National Convention of Shorthand Association. 


he National Shorthand Association held its annual con- 
vention at New Haven, Conn., August 21-25. The program 
was replete with excellent technical papers. “Expert Pho- 
nograph Typeing’’ was the subject of a paper presented 
August 22 by Benjamin Gotthelf, a professional transcriber 
of New York, N. Y. 

The Connecticut State Shorthand Reporters provided 
an excellent entertainment program, which included salt 
water swimming and a trip to Block Island, eighteen miles 
off the coast 


Elliott-Fisher Southern Headquarters Moved. 

The Elliott-Fisher Company has transferred its South 
ern headquarters from New Orleans to Memphis. Offices 
have been leased in the Newman building on Madison ave 
nue. The local offices, formerly in the Randolph building, 
have been transferred to the district office. The Southern 
division includes offices at Atlanta, New Orleans, Dallas, 
Mobile, Birmingham, Houston, Jacksonville, Oklahoma 
City, San Antonio, Savannah and Shreveport, La. C. H 
Solton is district manager. D. A. Burkett, formerly of 
Houston, has been made local manager at Memphis. 


Pen Backs Up the Mighty Whollop. 
Sporting sections of daily newspapers revealed in pi 
ture how the pen, which is mightier than the sword, is 


also an accessory—before the fact—of a fistic bout. The 
picture showed Paddy Mullins, manager for Harry Wills, 
and Jack Karns, manager for Dempsey, signing for a title 


bout. In the foreground of the picture was a double Seng- 
busch inkwell. 


Herman Schermer Directs “Associated” Sales. 


The Associated Stationers’ Supply Company, Chicago, 
Ill, has appointed Herman Schermer general sales man 
ager, succeeding E. E. Blankemeyer, who has undertaken 
other work. Mr. Schermer has been in the Horder or- 
ganization three years. He had also been with A. C. Mc- 
Clurg & Company for many years. 
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HOME. OF PRODUCTS ’ 





ex experience of 
25 years has EALERS are solicited to 


taught us what is best write for our proposition 
adapted to every pur- for exclusive territory or 
pose. special imprint arrangement. 


THE BUCKEYE RIBBON & CARBON CO. 


FACTORY AND EXECUTIVE OFFICES 
1466-68 EAST 55th STREET CLEVELAND, OHIO 





The Famous “Emerson” Type 
Only As Thick As Its Contents 








Hinged Covers 





Special Binders 
FOR ALL PURPOSES 


Catalog covers are an ever increas- 
ing field for the loose leaf binder. 


The Stationery Store can handle 
this business easily no matter how 
special the order, and each order 
‘‘Multiple” Type ter Pamphlets is always of considerable volume. Inexpensive Ring Metals 


Send us a copy of the catalog your 
customer is using now and we will 
submit a sample binder made es- 
pecially for it, so complete, so indi- 
vidual and so attractive, that your 
customer is bound to be pleased. 


We will tell you what it will cost 
you in any quantity you say— 








All you have to do is take the order “Congressional” Type 
No Punching or Mutilation One Sheet or a Theusand 


The Barrett Bindery Co., 1328 Monroe St., Chicago, IIl. 
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& gan and general office equipment accessories are necessary to the smooth and 
J uninterrupted working of every office and this accessory field, often overlooked, 
is a constant and steady market, which properly managed, yields excellent profit. 


U-NEED-ME Office Specialties 


is an accessory line which dealers identify as a profitable invest- 
ment. For conscientious and experienced workmanship produces 
articles of recognized merit which through popular acceptance 
are real business builders. 

And our new plant has tripled our producing powers. Write for 
further particulars. 


GEORGE E. FOX & COMPANY 
319-331 W. Ohio Street | CHICAGO, ILLINOIS 


Peit Chair Pads (3 styles) Representatives: 
Cc. H. FOX GEO. W. SKEELS E. A. PETERSEN 
377 Broadway, New York 5315 Monte Vista St., Los Angeles, Cal. 911 Drexel Bidg., Philadelphia 
R. B. VALLEAU, 101 3rd Ave. So., Minneapolis, Minn. 








Chair Cushions (12 styles) 






















DONT 


“Diamonds” 


are becoming plentiful! 
Practically every lead- 
ing dealer the country 
over is now displaying 
the Diamond Line 
of Office Special- 


tres. 





The reason for 
this phenomenal 
growth — customer 
satisfaction, because of 
quality, and dealer satis- 
faction, because of profit— 






“Diamond” No. 2 is 
perforated as illus- 
trated. This 
basket adapted 





This is steel waste 
basket No. 3 of 
the diamond 
























family. ; f ffice 
Miss There are is the answer as to why you should "Matel riot F The 
thirteen write now for our proposition. ned Di 
4 tees Si lamond 
E. N. Davis finishes Line 


Penn Art Steel Works 


Erie, Pa. mi 4, . U. Ss. A. 


HAO AMA 


219 S. Dearborn 
St., Chicago, is 
our western 
representative. 


consists of Steel 
Waste Baskets, 
Hampers, Letter 
Trays, Strong 





Boxes, Costum- 
ers, etc. 
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Thorp & Martin’s Telephone Week. 


“Telephone Week” is an annual event at the store of the 
Thorp & Martin Company, 66 Franklin street, Boston, 
Mass. This year the date for the event happened when 
Alexander Graham Bell passed away. A portrait of the 
inventor of the telephone was included in the window dis- 
play, draped in mourning. 

“Telephone week” enables the Thorp & Martin Com- 
pany to emphasize the varied facilities of the store to serve 
the commercial users of the telephone. One window and 
the front store space displayed extension brackets, memo 
pads, directery covers, telephone indices of all sorts and 
other stock items which make the telephone more service- 
able. The 1922 display was more elaborate than hereto- 
fore. Allen Randall, the wholesale manager, had an in- 
spiration. He invited the New England Telephone & Tele- 
graph Company—which serves Boston—to co-operate in 
making the feature impressive. It gave company officials 
an opportunity to meet the public downtown. One large 
show window was decorated with a map, electrically- 
operated, on which flashing lamps demonstrated how the 
uninformed telephone subscriber can get more for toll ser- 
vice than he spends inadvertently. In this window were also 
shown relics of historical importance. Included were a 
replica of Bell’s original transmitter of 1875; an original 
“Williams’ coffin” of 1877; the prototype of the wall set as 
we know it; an original 1892 desk set, introduced that year; 
an unusual combined receiver and transmitter of 1888; side 
by side the immense Boston telephone directory of this 
year, contrasted with the first issue—a handbill containing 
the names of 200 subscribers. 

Within the store a corps of telephone experts from the 
New England Telephone & Telegraph Company met the 
public, advised on service and complaints, and gave many 
individuals their first opportunity to talk face to face with 
telephone officialdom. A book of interesting information 
about the telephone was distributed. 

The store staff was kept busy with the telephone mer- 
chandise sale, and the distribution of souvenirs. A novelty 
attracted a great deal of attention—the “Mouthpiece 
Memo.” 


House Organ Philosophy. 


Good will must be felt in order to show it—Burroughs 
3ulletin, (Burrough Adding Machine Company). 
* ok oe 


Confession may be good for the soul, but it is often bad 
for the reputation—Roneo Salesman (Roneo, Ltd., Lon- 
don). 

— 

Business is like baseball—the hits you made yesterday 
won't win the game today.—Parrottalks (Matt Parrott & 
Sons Company, Waterloo, Iowa). 

* * * 

If what you are selling is hard, thank your stars it isn’t 
easy—if it were there might be too many competitors for 
your job.—The Sales Force (Hedman Manufacturing Com- 
pany). 

CR: oe 

When a girl tells a young man that she dreamed of him 
the night before, it’s up to him to propose or get out of the 
game.—The Hub Guide Post (The J. C. Hub Manufactur- 
ing Company, Cleveland, Ohio). 

x * * 

The world may wear a beaten path to your door if you 
make the proverbial better product, but this day and age 
you must tell them you have it for sale—The Shepard 
Staff (Henry O. Shepard Company, Chicago, III.). 

* od * 

Don’t stop part way! Don’t be satisfied! Face about! 
Work harder! Climb higher, and reach the pinnacle of 
success. Show that you have the will power to climb to 
the top.—Wales Visible (Wales Adding Machine Com- 
pany). 

ok * * 

Some men spend their time building hurdles for com- 
petitors, when they might better be building ladders for 
themselves. There is more money and satisfaction in 
ladders than there is in hurdles.—Scrits (Strathmore Paper 
Company). 

* * 


If we have a definite aim in life and bend all our efforts 
toward its accomplishment, neither environment nor the 
influence of others can materially change our course or 
snatch from us the fruit of Victory.—C. C. L. in Tips and 
Nibs (The Wahl Company). 
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PATS. PENDING 


The “Automatic” Ability 


Assorter and Portfolio 


An “All-in-One” Automatic Accomplishment 


1. Access-ability. 2. Assort-ability. 3. Collaps-ability, 
4. Expans-ability. Dur-ability. 6. Find-ability. 
7. Place-ability. 8. Port-ability. 9. Pract-ability. 
10. Profit-ability. 11. Sale-ability. 12. Touch-ability. 
13. Vis-ability. 14. Work-ability. 


A profit-puller to every live “sales-maker.” An added 
“Opportunity.” 10”’x12” (letter-size), $3.00 each. Cloth 
covered and pressed board partitions, $5.00 each. Deluxe 
pattern, leather or heavy waterproof material, $7.50 each. 
An efficient, year thru, daily reminder of the Christmas of 
1922, as a present in the approaching holidays. 


UNYVERSAL UTYLYTY UNYTS CO. 
6111 Winthrop Ave., Chicago, U. S. A. 


Domestic and Foreign Representatives and Manufacturers 
Desired 














Gluey Sticks to Its Customers 


bringing them back again and again 


And the following features make Gluey— 
preferred in Office and Home. 
Dries Fast— Sticks Tight — Convenient — 
Economical—No Mussy Mixing with Water 
—Pleasant Odor—A Smooth, Velvety Tex- 
ture from the First to Last Drop. 

Send for Sample and Discounts 


THE COMMERCIAL PASTE CO. 
COLUMBUS Dept. 117 OHIO 











“STICKS LIKE A BROTHER” 
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The Apex Memo Pad 
Sells for $1 complete 





Note these Features: 


Smooth, glass-like writing surface; stays put; no 
need to hold it while writing. 

Uses roll paper. Tear off only what you have 
used, no waste. Thumb hole below clamp makes 
easy handling. 

Clip holder for keeping notes right in sight until 
matter is disposed of; grooves for holding pen or 
pencil. 

Finished in quartered oak and mahogany. 


Dealers: 


With every order, we furnish advertising display cards. 
Circulars are furnished, bearing space for your imprint. 
Write for prices and trade discount. 


APEX MEMO PAD CO. 


611 Washington St. BOSTON, MASS. 

















Ss O new! 








THE SOLO STAMP PAD WILL GIVE 
PERFECT IMPRESSIONS 365 DAYS 
IN THE YEAR UNDER ALL CON- 
DITIONS. 


It is not a felt Pad 








SOLID STAMPING SURFACE 
(patented) CANNOT SAG OR FLOOD 


There are no spongy layers of felt underneath stamping 
surface. The reservoir automatically feeds the firm, 
smooth surface with just sufficient ink (patented) for 
clear, even impressions as illustrated above. 


DEALERS Stock this new pad. It is not a felt 

pad and cannot “flood” the type. 
The new patented improvements sell the pad on sight. 
Adopted by hundreds of big Industrial Plants, Rail- 
roads, etc., because it costs no more. Less competition. 
Bigger sales for you. Descriptive booklets for distribu- 
tion free with your order. Write for booklet and prices. 


PEERLESS §S 
CARBON & RIBBON MFG. CO., INC. 


113 WEST BROADWAY NEW YORK CITY 
16 
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General Retailers’ Activites the Country Over. 
The Retail Merchants’ Association of Baltimore is ar 


ranging to eradicate difficulties in hiring clerks and ser- 
vice employees through the organization of an employment 
reference department. The bureau is to be fully equipped 
with records of store employes. Every member of the or- 
ganization will send in a complete list of all “outs for cause” 
for the last three years, together with a daily report of the 
people leaving their employ. All data will be carefully col- 
lected and filled so that inquiries may be answered imme 
diately. The protective bureau will compile a record of all 
persons arrested for shoplifting, petty thievery and crimes 
of any sort committed in stores and will furnish the infor- 
mation to members as a protective measure in combating 
the evil 

The Clarksburg (W. Va.) Mercantile Board has taken 
a stand against newspaper advertising solicited by other 
than the publishers. {embers decline to advertise where 
space in the papers is charged at a higher rate than they 
pay ordinarily. The action was caused by a local women’s 
organization, which bought a page in a Clarksburg news 
paper. Merchants were solicited to buy space at upward 
of $1.00 an inch. This was a form of “polite blackmail,” 
as the merchants were advertising on contract rates as low 
as forty cents an inch. Clarksburg retailers believe in ad- 
vertising, and don’t care to charge promotional schemes 
of others to this account. 

The Retail Merchants’ Association of Port Arthur, Texas, 
conducted a campaign to bring deliquent debtors to time. 
It was an effort to bring to the buying public a keener 
conception of its credit obligations. A full page advertise- 
ment was published in a newspaper co-operatively. Debtors 
who had not protected their credit were listed below the 
following introductory: 

“So merchants knew your record. 

“Get your name in the right class and you can count on 
the eighty friends listed below. We are with you, in any- 
thing you do. 

“Each merchant makes a report to the central bureau of 
your credit rating. 

“Tf you have stung one merchant we all know 

“Come clean. 

“Now. 


“Go pay that bill, the credit man expects you.” 


Dennison Museum a Printers’ Ink Feature. 


The museum of the Dennison Manufacturing Company, 
Framingham, Mass., was pointed out as an admirable ex- 
ample in Printers’ Ink Monthly for August. An article, 
“Have you a Factory Museum?” directed attention to the 
importance of a collection of models and trade marks. 
These have utility both in commercial and legal lines. 
A sentimental value also attaches, which may be im- 
portant in uplifting factory morale. The Dennison Mu- 
seum is an attractive room, with wall cases containing 
samples, books and prints which form a material — 
of the progress made in the evolution of the company’s 
lines. 


Woodstock Signs Up. Pacific Coast Dealers. 


J. D. Welch, assistant manager at San Francisco for the 
Woodstock Typewriter Company, announces a few of many 
new dealers who have undertaken the sale of Woodstock 
typewriters on the Pacific Coast. Recent additions to the 
Woodstock family include: Carpenter Stationery Com- 
pany, Fresno, Calif.; H. H. Elhart, Ashland, Ore.; C. G. 
Rawlings Stationery Company, Albany, Ore.; F. O. Rob 
ertson, Lebanon, Ore.; Monaghan Typewriter Company, 
Stockton, Calif.; Sacramento Typewriter Company, Sac- 
ramento, Calif.: Western Office Supply Company, Reno, 
Nevada; Clark’s Book Store, bad alla Walla, Wash. 


E. K. Griswold Art Metal Monaver at Hartford. 


E. K. Griswold, formerly assistant manager at Chicago 
for the Art Metal Construction Company, has been made 
manager of the office at Hartford, Conn. He had been 
factory engineer for the Crown Works before that indus- 
try was taken over by the Art Metal Construction Com- 
pany. Mr. Griswold then joined the Art Metal Construc- 
tion Company as a salesman, working in the offices at Hart- 
ford, New York and Chicago. 


A. F. Waltzinger Joins Hush- A-Phone Company. 
A. F. Waltzinger, who has been manager at Chicago for 
The Rotospeed Company, has joined the Hush-A-Phone 
Company at New York. He is treasurer and secretary of 
the corporation. 
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RUBBER 


all dealers who have not 
for one at once. 


R. A. Stewart & 


80 Duane Street 
NEW YORK, N. Y. 





Our line is too extensive to itemize or illustrate in this space, so we request 


Our position as distributors for many factories enables us to sell at factory 
prices and our large stock permits of prompt deliveries. 
Address all correspondence to the distributor in your district. 


East of Cleveland and New Orleans Cleveland, New Orleans and West 


STAMP ACCESSORIES 


received our general descriptive catalogue, to send 


Co. The Superior Type Company 
3940 Ravenswood Avenue 
CHICAGO, ILL. 














EXCELSTOI 
TRADE MARr 


AASETD SURE PK 
SAME SRO 


aL COLORS 




















Ravenswood 


Ravenswood 
1800-1802 Newport Ave. Chicago, U. S. A. 





Out of Sight, out of Mind 


The Rosco Glass Desk Pad keeps memoranda of important 
business details right in sight and where they cannot be 
brushed off the desk and lost. It is easily cleaned and 
protects the desk top from ink blots, spilled mucilage, 
dents, etc. A backing of heavy binder’s board and a prac- 
tically indestructible frame contain the plate glass and 
protect the edges from chipping or cracking. These fea- 
tures of safety, convenience, and cleanliness constitute a 
very real, definite service to the desk worker. Consid- 
ering the value, the cost is slight, and that is the rea- 
son for the immediate, almost universal adoption of 
these pads by the business world. 


The Ravenswood Pad serves the same pur- 
pose but is constructed on a slightly dif- 
ferent plan. It is popular with a large and 
growing class of users. 


DEALERS—Keep up your stocks of these useful 
specialties. Many sales go to the stationer who can 
deliver at once. Write for price-list. 


OtticeSpecialties Co. 
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DO YOU SELL 


THE ORIGINAL 


NON-SHINE 
CHAIR PAD? 


Dealers are selling more “‘non-shine’ 
pads day after day—for there is real 
sales merit. And good remuneration. 
For competition trade or quality trade 
the original non-shine chair pad still 


holds the lead. 


And the complete Polar Line consists of 
forty practical office articles, every one 
of exceptional merit, saving time, money 





The Polar cataloghas proven of immense help to 
dealers. It is a combination of catalog, dealer helps, 
etc. We have a copy for every dealer and every and labor in the functioning of routine 
member of his selling force. Where shall we send duty. 

yours? 


POLAR MANUFACTURING CO., fiivaberrnia, PA. 











Announcing — 
The First Annual 


PITTSBURGH BUSINESS SHOW 


September 18 to 23, 1922 


at 


Motor Square Garden 


Pittsburgh’s first big Business Show will come at the most opportune time to 
help you in the rich Metropolitan Pittsburgh territory. Business conditions here 
are steadily improving and there is every indication that the Fall and Winter 
business in this acknowledged center of commercial activity will richly reward 
him who goes after it. 

Wire or Write Immediately for 

Floor Plan and Full Particulars 


Progressive Business Shows Company 
241 Union Arcade, Pittsburgh, Pa. 
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Cleveland Stationer in New Home. 


The S. Barker’s Sons Company, Cleveland, Ohio, opened 
in recently- completed quarters at 729-31 Prospect avenue. 
The company handles stationery, office supplies, office fur- 
niture and printing. The business was established in 1870. 
A folder commemorating the anniversary made the fol- 
lowing comparisons: 

“Forty-two River Street—A little room, twelve by thirty 
fect, containing two small presses, a tiny steam engine, 
hand cutter and a stationery stock that would barely fill 
one of our trucks today. 

“Seven-twenty-nine to Thirty-one Prospect avenue—Five 
steel and concrete floors, connected by electric elevators 
and chutes, intercommunicating telephones and every de- 
vice that will assist our organization in rendering service.” 

Those statements span more than half a century of the 
printing and stationery business. The last paragraph 
epitomizes the reasons for the growth of the Barker busi- 
ness—service.” 


Where a Two-Cent Stamp Carries Mail. 


A letter weighing not more than one ounce may not be 
sent under two-cent postage to: Alaska, Anguilla, Antigqua, 
Argentina, Bahama Islands, Barbuda, Barbados, Bermuda, 
Bolivia, Bon Ayre, Brazil, British Guiana, British Hon- 
duras, British Virgin Islands, Canada, Canal Zone, Colom- 
bia, Costa Rica, Cuba, Curacao, Dominica, Dominican Re- 
public, Dutch West Indies, Ecuador, England, Grenada, 
the Grenadines, Guam, Hayti, Hawaii, Honduras, Ireland, 
Jamaica, Leeward Islands, Martinique, Mexico, Montserrat, 
Nevis, Newfoundland, Nicaragua, New Zealand, Panama, 
Peru, Philippines, Porto Rico, Redonda, St. Kitts, Shang- 
hai, China, St. Vincent, St. Lucia, Scotland, Tobago, Tu- 
tuila, Samoa, Trinidad, Virgin Islands of United States, 
Western Samoa, Windward Islands. 





Overseas Trade Lists Available. 


The Bureau of Foreign and Domestic Commerce has 
mimeographed lists of important concerns in various lines, 
which have been compiled by the Foreign Intelligence 
Division. They may be obtained upon mention of the num- 
ber, by applying to the Bureau of Foreign and Domestic 
Commerce at Washington, D. C., or the district or co- 
operative offices, which are listed in our department, “For 
the Attention of the Manufacturer.” 

EUR—11,023—Dealers and importers of stationery and 
stationers’ supplies in Spain. 

EU R—11,030—Importers and dealers in typewriters, cash 
registers, adding and calculating machines in Spain. 


Army Sales Will End Next Year. 

It is expected that all surplus Government property will 
be disposed of by the War Department not later than 
February 1, 1923. Determining the size of the army by 
Congress has made it possible for the chiefs to estimate 
requirements for various supplies, and withdraw from the 
surplus to provide for the needs of the regular and reserve 
army. 

Stationers have not feit the influence of the flood of army 
and navy surplus goods at low prices as much as some 
other lines. But the relief from this disturbing element 
is appreciated, nevertheless. 











Court Sustains Daylight Saving. 

The appellate division of the Supreme Court of New 
York upheld the validity an action dependent on the day- 
light saving law. A summons was served after midnight 
on Saturday night. This was Sunday, according to stand- 
ard time. The papers were served at 11:15 Saturday night, 
and the summons was legal. The state legislature had au- 
thorized New York City to adopt daylight saving. 


T. T. Malleson on Short Visit to U. S. 

T. T. Malleson, export manager of the Royal Type- 
writer Company, Inc., made.a brief visit to the United 
States recently. He arrived in New York July 22, and 
sailed again for Europe August 8. Mr. Malleson says that 
business in Europe has taken a decided upturn within 
recent months. He feels that the worst part of the busi- 
ness situation has been passed. 


Barrett Adder at Graphic Arts Show. 


The Barrett adding, listing and calculating machine was 
included in the exhibit of the Lanston Monotype Machine 
Company at the Graphic Arts Exposition, Boston, August 
28-September 2. 


APPLIANCES 


Salesmen 


If you are getting along 
and like the filing de- 
vice business, but for 
some good reason are 
contemplating a change, 
we will be glad to talk 
the subject over with 


you. @ We have vacan- 
cies in various cities. 


MUSKEGON, MICHIGAN 





A popular line of 
filing and indexing supplies 





Profitable to dealers 
for three vital reasons 


Excellent qualities 
Attractive prices 
Sold only through dealers 


Dealers seeking ways to stim- 
ulate trade find UNITED BUSI- 
NESS SUPPLIES easy to sell and 
well adapted to the needs of up- 
to-date offices. These supplies in- 
clude vertical folders 
guides, ruled and printed 
cards and card guid sup- 
plies for loose leaf and 
machine aed ne 
tems. 

tunity 33 Savalas and 
retain one of the most 














lucrative 
and coa- 
stantly re- 
curring busi- 
messes to be 


catalogs, sam- 
ples, and literature 
tellall about it and 
are designed to a 
Sealers cooperat 
in building up and retaining 
this profitable business. 


Send for catalogs, price list and attractive dealer proposition. 


United Business Equipment Company 


Boston,11,Mass. 





113-121 Albany Street 
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EQUIPMENT 


Men, methods, and 


mechanical equipment TO 


in the Old Town or- 


ganization are devel- CaRBoN 
oped to a point where 

accurate, dependable PAPER 

service is available for So OSA: 


dealer, jobber and S Guarantee 
wholesaler. Our type- | 
writer, pen or pencil 
carbons can be _ fur- 
nished in the _ exact 
weight and finish re- 
quired, typewriter and 
other office machine 
ribbons as to width, 
texture and_ inking, 
adapted especially to 
the requirements’ of 
the machine. 


We are open to hear 
from a few reliable 
concerns with whom 
an exclusive ar- 
rangement may be 
made. 


OLD TOWN RIBBON AnD CARBON CO., INC. 


MANUFACTURERS 
245-247-249 Centre St. New York, U. S. A. 














The 
AZORA 


Twirler 
Ring 





Air 


Cushion 





PATENTED 12-21-18 


Stationers can do good business with typewriter 
attachments that have proven their usefulness. 


AZ O R Air Cushions and 

Twirler Rings 
are in use all over the U. S. and are considered a staple 
standard article by scores of dealers. They Conserve 
strength in the typist’s fingers and relieve the typewriter 
of shocks that would materially shorten its period of 
usefulness. Every typewriter owner needs them, they 
are quickly and easily attached. A first glance at them 
impresses your customer with their useful and practical 
features. There is good profit in selling them. 


Write us right now 


AZORA RUBBER COMPANY 
54th and 20th Sts. 3: :: Cicero, IIl. 








Nine Ways to Kill an Organization. 


B. B. Cannon, director of sales, Condie-Bray Glass & 
Paint Company, is author of the following recipe, which 
was printed in the St. Louis Sales Managers’ Bureau Bul 
bbe 
ietin. 

« * 


1. Don’t go to the meetings. 


2. If you do go, go late. 

3. If the weather doesn’t suit you, don’t think of going. 

4. If you do attend, find fault with the work of the 
officers and members. 

5. Never accept office, as it is easier to criticize than to 
do things. 

6. Get sore if you are not appointed on a committes 
but if you are, do not attend committee meetings 

7. If asked by the chairman to give your opinion on some 
matter, tell him you have nothing to say. After the meet 
ing tell everyone how things should have been done. 

8 Do nothing more than absolutely necessary, but whet 


members use their ability to help matters along, how! that 
the organization is run by a clique. 

9. Don’t bother about getting new members ‘Let 
George do it.” 


Improvements by Adams, Cushing & Foster, Inc. 

The buildings at 110-14 Federal street, Boston, Mass 
occupied by Adams, Cyshing & Foster, Inc., have been 
remodeled in accordance with plans which date back to the 
time when the location was first secured. Five floors of 
the buildings are occupied by Adams, Cushing & Foster, 
Inc., and the Moore Pen Company, an affiliated interest 
There is ample natural illumination for the various pro- 
cesses of manufacturing parts and assembling fountain 
pens. 


Montgomery Completes Studies. 


R. J. Montgomery has returned to his post as advertis 
ing manager for the J. K. Gill Company, Portland, Ore 
He had been on a year’s leave of absence, studying at the 
Harvard School of Business Administration. While East 
he investigated manufacturing processes in stationery 
lines, his visits including the plants of the F. S. Webster 
Company, Boston, and the Dennison Manufacturing Com 
pany, Framingham, Mass. 


Yachting Honor to Col. Pelouze. 


Col. Wm. Nelson Pelouze, president of the Pelouze Man 
ufacturing Company, 232 East Ohio street, Chicago, III., 
was made commodore by the Lake Geneva Yacht Club. 
Col. Pelouze has a summer home at the Wisconsin resort. 
He is No. 129 on the seniority list of the Chicago Yacht 
Club. 


Ebeling in Southern Territory for Stafford. 

Leo M. Ebeling has taken charge of the New Orleans 
branch of S. S. Stafford, Inc. He will cover the Southern 
territory with the Stafford lines of typewriter and multi 
graph ribbons and carbon paper. Mr. Ebeling had been 
connected with the Miiler-Bryant-Pierce Company before 
undertaking the present work. 


Stationer Running for Congress. 

John H. Leggett, vice president of Tower Brothers Sta- 
tionery Company, Buffalo, N. Y., is a candidate for nomina- 
tion, aspiring to represent the forty-first district in the 
House of Representatives. Mr. Leggett has served in the 
state assembly, was county attorney, and is prominent in 
business and social circles. 


“Valley” Stationers Resume Meetings This Month. 

The Connecticut Valley Stationers’ Association which 
suspended activities during the summer months will hold 
its next meeting this month. A meeting of the executive 
committee, however, was held at Quinnipiack Club, New 
Haven, Wednesday, August 9, where the program for the 
fall work was arranged. 





Keller Buys Building -at Buffalo. 


The Keller Office Furniture Company, 253 Main street, 
suffalo, N. Y., has purchased the three-story building at 
123-29 Franklin street, between Niagara and Front streets 
The building is to be remodeled, plans calling for the most 
up-to-date store in the country devoted exclusively to 
office furniture. 
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Orpin Five Ply 700 


A GOOD DESK TO MAKE A GOOD CUSTOMER 


Probably your trade talks like most other people—they 
want the best possible value for their money. Orpin quality 
means real value Show your customers Orpin desks and 
you will make profitable sales. The first favorable impression 


ORPIN DESK- COMPANY, 121 








which closes the sale will be followed by an excellence of service 
which makes satisfied customers and brings repeat orders. 

Let us tell you about Orpin Desks. Full particulars will be 
mailed as soon as we hear from you. 


Medford Street, Charlestown, Mass. 
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ERIE ART METAL CO. 
PA. 


ERIE : - - 


DAN-DEE| 


HERE is a value so apparent in 

DAN-DEE Waste Baskets (both 

round and square styles) as to 
compel universal attention. 


—the attention of the prospective buyer 
because they combine the practical in 
waste basket building with a beauty of 
design and finish at once pleasing to the 
eye; 

—the attention of the dealer because 
they insure a steady turnover with a ~ 
most satisfactory profit. 
If you are not selling 
the DAN-DEE line, let 

us send you an illus- 
trated price list and 
discounts. Hundreds of 
other stationers have 
been interested—we’re 
sure you will be. 
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A Strange Thing ! 


Isn’t it strange how many men, personally as modest as the 
proverbial violet and as truthful as the day is long, will, on 
the drop of a hat, grab their Company uniform and gun and 
“‘shoot”’ extravagant claims for their product almost to the 
point of downright untruthfulness ? 





“Just as good for $10.00 less,” greets you in your morning 
newspaper. Possibly so, but probably not. Reasonable 
profits and reputable products don’t live on bargain tables. 


**Paperoid”’ Filing and Mailing Containers are sold, not com- 
pared, at a certain price with the quiet but distinct under- 
standing that ‘‘Paperoid”’ is pure rope paper, not wood pulp. 
That every care is used in the construction and the inspection 
of each article. 


This may not be extravagant—but it is truthful. 


ALVAH BUSHNELL COMPANY 


925 Filbert Street ; Philadelphia 


























(CK) 


Guaranteed .- 
Chair irons 





Strong light essreceful 


MADE UNDER OUR OWN PATENTS 


COLLIER-KEYWORTA CO., 


GARDNER, MAS6., U.S.A. 


No. 334—OFFICE CHAIR IRON 
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The Moore Pen Company has completed 
the remodeling of the quarters occupied at 110-14 Federal 
street. 


Boston, Mass. 


Boston, Mass.—The Pollock Pen Company has increased 
its capital stock from $3,000,000 to $5,000,000. The com- 
pany manufactures the “John Hancock” fountain pen. 

Brooklyn, N. Y.—James P. Duffy has been appointed 
assistant advertising manager of Eberhard Faber. He had 
formerly been'in charge of the advertising work of the 
Positype Corporation of America, and prior to that con- 
nection he was sales promotion manager of Robert H. 
Ingersoll & Bros 

Chicago, IIl—E. N. Hopkins, of Shelby, IIL, 
the L. E. Waterman Company August 11. 

Chicago, Ill—A. H. Reeble has been transferred from 
the Philadelphia branch to the home office of The Wahl 
Company. 

Chicago, Ill—H. E. Waldron, vice president and general 
sales manager of the W. A. Sheaffer Pen Company, spent 
several days during August at the factory, Fort Madison, 
Iowa. 

Chicago, Ill—The Chicago branch of the Parker Pen 
Company, formerly at 36 West Randolph street, is now in 
Room 1000, 22 West Monroe street. W. L. Clark is man- 
ager. 

Chicago, IIL—C. C. Cobb, sales manager of The Conklin 
Pen Manufacturing Company, passed through Chicago last 
month, on his way back to the factory from a trip to San 
Francisco. 

Chicago, Ill—The North American Pencil Works, 32 
South Clinton street, has taken membership in the Chicago 
Association of Commerce. The company specializes on 
imprinted pencils for advertising purposes. 

Los Angeles, Calif.—S. M. Last, vice president of Cahen, 
Davis & Company, Inc., did missionary work for A. W. 
Faber, Inc., in San Francisco. The company is Western 
distributor for A. W. Faber products. 

New York, N. Y.—Mort O’Connell, of the L. E. Water- 
man Company, spent his vacation at Patchogue, L. I. 

New York, N. Y.—Harry Pancoast has taken the South- 
ern Atlantic states territory for the Hoge Manufacturing 
Company. He had been with the Thaddeus Davids Ink 
Company, Inc., for many years—John D. Cox, widely 
known in the metropolitan territory, has also joined the 
Hoge sales staff. 

Pittsburgh, Penna.—The Inshuro Pen Company has or- 
ganized; capital stock, $25,000; incorporator—John Hughes. 

San Francisco, Calif.—C. S. Smith, of the Wallace Pen- 
cil Company, returned in August from a trip through the 
Pacific Northwest. 

San Francisco, Calif—D. B. Real, Western sales manager 
for the Dunn-Pen Company, reports the factory to be un- 
able to fill his orders at present. 

San Francisco, Calif—J. Edward Richardson, of J. 
Edward Richardson & Co., Baltimore, was in San Fran- 
cisco attending the convention of the Knights of Pythias 
in August. While here he was shown a number of the 
San Francisco stationery stores by Angy Thomas, of 
Eberhard Faber. 

San Francisco, Calif—M. J. Landeker has taken the 
Southern California and Arizona territory for the W. A. 
Sheaffer Pen Company. He has had considerable experi- 
ence selling pens and has turned in a big business from 
the start—Miss Lawlor Kendall, who has been connected 
with the Sheaffer factory for nine years, is on her way 
to San Francisco to take charge of the office work in San 
Francisco, so that J. R. Warwood can get out on the road 
part of the time—Mr. Warwood has just returned from a 
trip down the coast to Los Angeles, returning up the San 
Joaquin Valley, and reports that he is now embarrassed 
by a temporary shortage of merchandise. July was the 
biggest month in the history of the W. A. Sheaffer Pen 
Company, according to word received here from the fac- 
tory. 

Seattle, Wash.—Frank H. Porter now handles the local 
trade for the L. E. Waterman Company. 


called on 


_ Syracuse, N. Y.—R. H. Stevens, representative of the L. 
E. Waterman Company in the Eastern territory, spent his 
here. 


vacation 
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Roll Carbon Roll Carbon 


We are prepared to furnish to the trade CAR- 
BONIZED ROLLS for every purpose, any size. 


UNDERWOOD ROLLS n 
ELLIOTT-FISHER ROLLS 
REGISTER ROLLS 
BURROUGHS ROLLS 


Our ROLL CARBON has the same distinctive quality as 
our OIL SOLUBLE PENCIL CARBON PAPERS and 
QUALITY PLUS TYPEWRITER CARBON PAPERS 


Our MULTIGRAPH RIBBONS are acclaimed unequaled. 
American Manifold Products Corp. 


General Offices and Factory: 
2900 Darwin Terrace CHICAGO 























The man at the desk is the compe- Tell City | 
me 
tent judge of desk requirements—he No. 203 


knows what is required of an office desk. 


When Tell City Desks were designed 
they were laid out to fulfill the speci- 
fications of a desk user. 





That desk users realize and appre- 
ciate the utility and appropriateness 
of Tell City Desks is indicated by deal- 


ers’ results: repeat orders. 


The Tell City catalog and descriptive 
| matter will gladly be sent on request. 


TELL CITY DESK CO. 


TELL CITY, INDIANA 
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A Safe and Sound Bank Specialty 
THE BANDLESS CURRENCY MAILING BOX 


A PERFECT MAILER of strong, heavy, durable manilla paper 
c tional strength throughout. Ends and sides do not bresk 
in bending up over the currency and will stand the roughest kind 
dling in the mails. 
The outside wrapper is genuine rope manilla as near cloth as paper 
can be made. It folds over each lap or fold at the ends to make 
a perfect, tight seal and attaches to the back of the box. It 
simply can not tear or pull away without destroying the entire 
x. No more danger of torn and tattered boxes on delivery. 
Each size contracts one half inch. In packing, squeeze the inner 
box tightly over the currency, moisten the gum on the outer 
hey 44 and seal, bringing the end flaps over and sealing tightly 
to the back of the box. — then have a perfect fit and a perfect 
tight seal. On account of its lightness, from 2 to 4 cents in postage 
is saved on each box mailed. 


Dependable bank stationers should have sample of this new line. 
No obligations to learn all about it now. 


The Smead Manufacturing Co. (Dept. ¢) Hastings, Minn. 


Makers of High Grade Bank Filing and Mailing Containers 





— Fie Pel. loose Loup Line— 
ANNOUNCING 


the issue of our new 


GENERAL CATALOG 
AND PRICE LIST No. 46 


Containing current prices, illustrations, and 
descriptions of our entire line of 


Steel Back Ledgers 

Ledger Sheets and Indexes 
Sectional Post Transfer Binders 
Solid Post Transfer Binders 
Sheet Holders 

Metal Tip Vertical File Guides 
Plain Tab Vertical File Guides 
Accounting Forms 

Paper Punches 





A copy is yours for the asking 





THE PLEW & MOTTER DEPT. OF 
THE WORKMAN MANUFACTURING CO. 


Capital and Surplus Over $350,000.00 
1200 West Monroe Street, CHICAGO, U. S. A. 
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FURNITURE 





Company has 


Globe-Wernicke 

moved from 91-93 Federal street to 118-20 Federal street. 
Buffalo, N. Y.—The Keller Office Furniture Company, 

253 Main street, has purchased the three-story building at 


Boston, Mass.—The 


123-29 Franklin street. When possession is given the 
Franklin street building will be altered to meet the needs 
of the new tenant. 

Cedar Rapids, Iowa.—George W. Slauter, 112 North 
Fourth street, West, has taken a large territory as manu 
facturers’ representative. He will cover lowa, Minnesota, 
North and South Dakota, Kansas and Nebraska for the 
following interests: Grand Rapids Office Chair Company, 
W. E. Thayer Company, Barbee Wire & Iron Works, L. 
Hoffman, Weinman Bros., Motors Sheet Steel Company, 
Towne Manufacturing Company, Henry T. Adams Manu 
facturing Company, Superior Cabinet Company, Universal 
Office Devices Company, The Republic Box Company, 
Simonsville Manufacturing Company, and other concerns 

Chicago, Ill—F. H. Shinn, of Davenport, lowa, was in 
the Great Central Market August 9. 

Chicago, Ill—The Berger Manufacturing Company has 
withdrawn its Illinois corporate charter. 

Chicago, Ill.—Distribution of Cutler desks is now in the 
hands of Horder’s, Inc., and the Associated Stationers’ 
Supply Company. 

Chicago, IllL—L. B. Cooley, local manager of The Van 
Dorn Iron Works, tock his family on a vacation trip to 
Cleveland last month. 

Chicago, Ill—J. A. Wheeler, of Meade & Wheeler, re- 
turned in August from a business trip through the South 
west, which included Kansas City. 

Chicago, Ill—A special two-weeks’ summer 
the Yawman and Erbe School of Filing was opened August 
14. The fall term begins October 1. 

Chicago, IlL—E. K. Griswold, formerly assistant man- 
ager here for the Art Metal Construction Company, has 
been appointed manager at Hartford, Conn. 

Chicago, IlL—A. C. Scott, “Y and E” manager here, 
found August highly gratifying from a sales standpoint. 
He exceeded quota before the twentieth of the month. 

Chicago, Ill.—The.removal of the general offices of 
George E. Cole & Company to the new Michigan avenue 
building, has released considerable space in the Conway 
building store. This permits the furniture department to 
make an imposing showing of Globe-Wernicke filing equip- 
September 1. 


session ot 


Cincinnati, Ohio.—The Macey-Hall Company has in- 
stalled a printing department, occupying the third and 


fourth floors of the company’s building on Main street. 

Cleveland, Ohio.—The S. Barker’s Sons Company opened 
in newly-completed quarters at 729-31 Prospect avenue, 
August 21. 

Geneva, N. Y.—The McDonald-Hennacker Company has 
moved its stationery and book store to 41 Seneca street. 
The former location was 63 Seneca street. The company 
has more than twice the space in the new store. Special 
attention will be paid to office equipment and supplies. 

Los Angeles, Calif—The Commercial Furniture Com 
pany has been organized to deal in office furniture; capi 
tal stock, $200,000; incorporators—Harry R. Baker, E. A. 
Lundquist and Chas. V. Stegner. 

Rochester, N. Y.—H. T. Lambright has joined the Yaw 
man and Erbe Manufacturing Company here, training for 
a special branch of the “Y and E” business. He will 
represent the company in a new field. 

San Diego, Calif—Fred H. Schadlop, formerly with the 
Business Equipment Company, has gone into business for 
himself. 

San Diego, Calif.—Carpenter’s, Inc., has enlarged the 
office furniture department. C. A. Mueller is now in 
charge. 

San Francisco, Calif—Miss Edna Davis, representing 
the Penn Art Metal Company, was in San Francisco in 
August calling on the trade. 

San Francisco, Calif—B. H. Western 


Witherspoon, 


sales manager for The Safe-Cabinet Company, has been in 
Montana and Wyoming establishing agencies. 
(Continued on Page 207.) 
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More Business—with Clemco 


Business is coming back but you must 
gauge the speed! 





Place a Clemco desk where customers 
will see it and observe the favorable im- 
pression it creates immediately. That fav- 
orable impression will bring quick sales, 
which mean more business. 


Write for the handsome Clemco catalogue of high 
grade roll tops, flat tops and typewriter desks. 


THE CLEMETSEN CO. |. 


Manufacturers of Clemco Desks 
3401-61 W. Division St. The “ 
CHICAGO ILLINOIS 









2-in-1’’ Clemco 


The “2-in-1" Clemco shown above, the 
best typewriter desk on the market, is 
an important member of the line. It is 
a high grade flat top desk and a perfect 
typewriter desk in one. The writing 
bed is never broken. Are you a member 
of the Clemeco family? 





Trade Mark 














Imperial Special Steel Furniture 


This omnibus was built for the 
special requirement of a bank cus- 
tomer. It is part of one of the many 
installations of built-in furniture 
we have designed and installed 
in the past eighteen years. Our 
facilities and experience in filling 
the wants of large corporations, 
banks and courthouses is such that 
solid, durable equipment of min- 
imum weight is produced at cost 
rivalling stock lines. 








, Our service is rendered in co-op- 
eration with the local dealer and 
as we specialize on built-to-order 
work, we give best service. Keep 
in touch with building plans of the 
public institutions in your terri- 
tory and let us co-operate with 
you. Write for particulars. 


IMPERIAL STEEL CABINET CO. 


2130-2152 Fulton Street Chicago, Iil. 
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Loose 


“Will Not Work 


Cannot Come 


At Last! 






INDEXED STAMP 





A Sensible, Economical 
Index for Rubber Stamps 


INVINCIBLE 


“Economy Steel Files 


are made SECTIONAL. 
Letter, Card, Docu- 
ment, Legal Blank, 
Check, Ledger, Stor- 
age, Cupboard Sections 
all stack together to 
any height and com- 
bination desired. 


Olive Green—Oak— 
Mahogany 


All sections 25” Deep 
Also Legal Cap Sizes 


The index card is slipped into the MEDEARIS 
PATENTED FLANGE GROOVE made into 
the MOUNT at the factory. This card is re- 
tained inwardly from the surface of the base 
—keeping index always clean and visible. 


At All Rubber Stamp Makers 


If yours cannot supply 
you—send us theirname 


Medearis Moulding Co. 


Dept. ‘‘E’’ 
Winston-Salem, N.C., U.S.A. 





Dealer’s NET 
PRICE on letter 


drawer section, 


$4.00 


Write for catalogue and dealer’s 
proposition. 





Invincible Metal Furniture Co. 


Manitowoc, Wisconsin 
































Keep Posted 





on the happenings in the office 
appliance field. Know what oth- 
ers are doing and learn of new 
devices just as soon as they are 
ready for the market. A difficult 
matter, you may declare, but it 
will not be very difficult for you. 
Read OFFICE APPLIANCES 
every month and you will be well 
informed concerning all such de- 
velopments. Our force, assisted 
by a thousand sources of infor- 
mation, collects the important ma- 
terial and publishes it monthly. 


A suggestion for your benefit 
more than for ours: Send $2.00 
‘for a year’s subscription (for 
Canada, $2.50; foreign, $3.00). 

















THE OFFICE APPLIANCE CO. 


. 417 S. Dearborn St. Chicago, Iil. 


























LADIES’ 


C R A N STATIONERY 


Sold by all Stationers and Booksellers 


These goods are suited to the tastes of 
the most select trade. Their merits are 
known the world over, and they yield 
a profit to the dealer. Once tried, the 
purchaser becomes a regular customer. 


Presented in the following 
Styles and Qualities: 
SUPERFINE QUALITY: In light Blue Boxes, 


containing 4 ream of Note paper each, and in 
separate boxes 4 thousand Envelopes corres- 
ponding. 


EXTRA SUPERFINE QUALITY: In Laven- 
der Colored Boxes, containing % ream of Extra 
Fine Paper each; in like boxes are Envelopes 
to match. 


Our papers are supplied in Bor- 
dered Goods and other specialties 
by EATON CRANE & PIKE CoO., 
Pittsfield, Mass., and 225 Fifth 
Ave., New York, whose boxes bear 
the word “CRANES” containing 
our goods. 


ALL THIS STATIONERY CAN BE 
RELIED ON AS REPRESENTED. fhis trade mark every box 


Manufactured by 


Z. & W. M. CRANE wxsss 
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Chicago, Ill—W. H. Prickett, ribbon and carbon sales- 
man for The Ault & Wiborg Company, took his vacation 
late in August. 

Chicago, Ill—The Tupper-Jones-Thiele Company, for- 
merly at 422 South Dearborn street, has moved down 
street to No. 501. 

Chicago, Ill.—Miss H. Mertens, of the Crown Ribbon & 
Carbon Manufacturing Company, spent her vacation at 
Detroit last month. 

Chicago, Ill—J. N. White, manager here for the F. S. 
Webster Company, journeyed to Boston in August to at- 
tend a sales convention at the factory. 

New Orleans, La.—Leo M. Ebeling has taken over the 
agency of S. S. Stafford, Inc., handling typewriter ribbons, 
carbon paper, multigraph ribbons, etc., in the Southern ter- 
ritory. Mr. Ebeling was formerly with the Miller-Bryant- 
Pierce Company. 

New York, N. Y.—George R. Steele, manager of the 
export department of the Keelox Company, 438 Broad- 
way, will sail September 6 from San Francisco on a two 
years’ trip. His itinerary includes the Hawaiian Islands, 
Asia, Australia and Africa. 

San Francisco, Calif.—C. H. Sperb is now covering the 
country territory for the H. & M. C. Co., Inc.—F. A. Ham- 
mergren reports an excellent business for the month of 
July. 

San Francisco, Calif—L. H. Chapman, head of the rib- 
bon and carbon department of the Ingrim-Rutledge Com- 
pany here, returned from his vacation with a bride. His 
friends in the firm were rather taken by surprise, accord- 
ing to all reports. 





(Furniture—Continued from Page 216.) 


San Francisco, Calif—The San Francisco Rotary club 
was addressed at a summer meeting by Charles H. Victor, 
manager here for the Yawman and Erbe Manufacturing 
Company. He spoke on his memories of the International 
Rotary convention at Los Angeles. 

San Francisco, Calif—The F. Ws Wentworth Company, 
distributors for the Library Bureau, has enlarged its Oak- 
land store, doubling the floor space. A complete line of 
desks and equipment has been installed. 

San Francisco, Calif.—Chas. H. Victor, manager of the 
local office of the Yawman and Erbe Manufacturing Com- 
pany, states that the general tone of business is rapidly im- 
proving. Building and the general rehabilitation of busi- 
ness is putting more “pep” into sales now. 

San Francisco, Calif—W. J. Gibbons, who was with 
Library Bureau in San Francisco several years ago, and 
later with Sweetzer & Baldwin, of Los Angeles, is now 
with the M. G. West Company.—Paul Wright, formerly 
with The General Fireproofing Company, Sacramento, is 
now a salesman with the M. G. West Company. 


“Cesco” Line Stocked in Chicago. 


“Cesco” loose leaf devices and supplies, manufactured by 
The C. E. Sheppard Company, Long Island City, L. [., 
N. Y., are now stocked in Chicago. The T. M. Sheppard 
Company, Room 1109, 537 South Dearborn street, carries 
the complete line, ready for delivery to dealers in the Chi- 
cago territory. The new “Cesco” price list No. 25 was 
mailed to dealers in Chicago and vicinity late in August. 
Stationers who did not receive a copy are invited to write 
to Chicago for one. 





American Mfg. Concern Convention. 


Representatives of the American Manufacturing Con- 
cern, Falconer, N. Y., gathered at the factory, Falconer, 
N. Y., July 14-15, with the production forces for a “vet- 
together.” Some fifty salesmen, handling the stationery 


and advertising specialty lines of the American Manufac- 
turing Concern, were present. 
versions enlivened the meeting. 


Various sports and di- 
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4 WEBCO PRODUCT 


TRADE I MARK y, 


Original and Best 
ype Cleaning Fuld 


Cleans your type No type brushing 
Cleans your platens | No picking out of 
Cleans metal parts | particles from type 


Dissolves grease and cleans spots 
trom your desk 


PPEARS 


DIRT OISAPPEARS 
MANUFACTURED BY 


The FS Webster Company Inc. 
BOSTON 
MAKERS OF 


MULT!I-KOPY Carbon Papers 
STAR-BRAND Typewriter Ribbons 





WHEN 


TRADE MARK 

















THE “SATELLITE” 
TYPEWRITER STAND 


Adjustable to the natural position of any pair of 
hands. Every typewriter in your town, regard- 
less of its name, rep- 
resents an opportunity 
for profits for you. 
Every typewriting ma- 
chine represents a cold 
dollar and cents busi- 
iness investment 
to its owner. It 
is a part of his 
equipment—a vital part. He wants 
his machine to pay dividends—to 
turn out the greatest amount of 
work in the shortest space of time. 

















The use of the “Satellite ’ Adjust- 
able Typewriter Stand will help to 
accomplish this. It has for ces 
like the Larkin Company, of Buf- 
falo, N. Y., using 612; the Daytun 
EngineeringLaboratoriesCompany; 
The White Motor Company, 
and others. 


era tptyE 


It puts more results into 
the day’s work — pays 
positive dividends to the 
owner and easy profits to 
you. Our dealers’ prop- 
osition and booklet will 
interest you. 


Write Dept. A. 


ADJUSTABLE TABLE COMPANY 


GRAND RAPIDS, MICHIGAN 
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Sell your own 
Typewriter Ribbons 


As a stationer or office equipment 
dealer you sell typewriter ribbons. 
Would it not be to your advantage 
to sell the best high grade type- 
writer ribbons boxed in attractive 
containers bearing your name and 
address in the usual place of the 
manufacturer? This means that 
the advertising and the actual rep- 
utation gained by the consistent, 
reliable performance of the rib- 
bons reverts directly to you. Thus, 
you gain the repeat orders—the 
prestige—the goodwill—and satis- 
fied customers. 

We are well known manufacturers 
with a host of valuable customers and 


friends. If you are a wise dealer you 
will get in touch with us at once. 


U. S. Typewriter Ribbon Mfg. Co. 


Sansome and 8th Streets 
PHILADELPHIA - PENNA. 
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Typewriters 
Sold 


On 
Easy Terms 





Just let it be known that you are selling every 
make of typewriter on the time payment plan and 
you will soon be enjoying the lion’s share of the 
typewriter business in your city. 

Business is now moving along at a faster pace 
and this movement will be given added impetus, for 
the typewriter dealers especially, when the schools 
and colleges reopen in the fall. 

But the volume of business you will obtain de- 
pends upon your ability to sell on the buyer’s terms. 
Now, more than ever, easy terms are desired and 
whether or not you can grant the terms will be the 
determining factor in many a sale. 

Our installment service plan will fortify you 
against any and all competition and bring to you 
business which you could not otherwise obtain; yet 
it will not increase either your overhead or your 
investment one dollar. 


If you haven’t heard about our install- 
ment selling plan, write us today. 


YOUNG TYPEWRITER CO. 


25 WEST LAKF. ST. CHICAGO, ILL. 
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TYPEWRITERS 





Birmingham, Ala.—The Alabama Typewriter Company, 
404 North Twentieth street, has distribution of Woodstock 
typewriters in the North half of Alabama. 


Chicago, IIL—E. J. Goldblatt has joined the Chicago 
sales staff of the Royal Typewriter Company, Inc. 
Chicago, Ill—J. E. Pratt, of the Remington Typewriter 


Company, spent several weeks during August at Lake 
Mills, Wis. 

Chicago, Ili—H. J Closson, sales manager of the Royal 
Typewriter Company, Inc., was a visitor at the Chicago 
office in August. 

Chicago, Ill—O. T. Guest, manager for the Hammond 


Typewriter Corporation, returned August 14 from the sales 


convention held at New York. 
Chicago, Ill—J. W. Lamphier, local manager for the 
Ellis Auditing Typewriter Company, motored through 


Michigan in August on his vacation. 

Chicago, IlL—W. H. Haun, sales and audit supervisor of 
the L. C. Smith & Bros. Typewriter Company, Syracuse, 
N. Y., called at the local office in August. 

Chicago, Ill—James P. Ward, vice president 
Shipman-Ward Manufacturing Company, is a director of 
the Rogers Park Trust and Savings Bank, which opened 
July 29. 

Chicago, Ill—H. S. Gilbert, manager for the L. C. Smith 
& Bros. Typewriter Company, has advanced two juniors 
S. H. Cundall and M. B. Forbes have been assigned to city 
territories. 

Chicago, Ill—S. D. Lawrence, manager of the Woodstock 
Typewriter Company’s service department, returned in 
August from an extended business trip through the New 
England states. 

Chicago, Ill—J. W. Kennedy, manager for the Rem- 
ington Typewriter Company, says that July was a splen- 
did month, and up to the time of going to press August 
had made a gratifying showing. 

Chicago, IlIL—D. Fullerton, a city salesman for The 
Noiseless Typewriter Company, returned in August from 
a month’s vacation spent in California. He went West 
with Mrs. Fullerton because she was ailing. The Califor- 
nia climate did her a great deal of good, and she remained 
while Mr. Fullerton returned to Chicago. 

El Paso, Texas.—The local office of the Elliott-Fisher 
Company has been moved from the El Paso Bank & Trust 
building to 404 Mills building. 

Fort Smith, Ark.—W. B. Dobbess, 
foreman, took a vacation in August. 

Fort Smith, Ark.—D. C. Baldwin, the “old typewriter 
man,” leaves on his vacation September 2. He will make 
a tour of “the playgrounds of the Ozarks.” 

Fresno, Calif.—“Jack” Stanton is now in charge of sales 
here for the Woodstock Typewriter Company. He is 
widely-known in the middle West. 

Memphis, Tenn.—The Southern district offices of the 
Elliott-Fisher Company have been transferred here from 
New Orleans. 

New York, N. ¥.—A. W. Morf is in charge of the met- 
ropolitan office of the Woodstock. Typewriter Company, 
298 Broadway. 

Portland, Ore.—Joe and Bert Cole, who have been with 
the Underwood Typewriter Company several years, are 
now seiling Royal typewriters. 

Portland, Ore.—Charles Savage is selling Woodstock 
typewriters here for the Rebuilt Typewriter Company 
He was formerly in the Underwood sales organization, and 
dates back to the Caligraph days.—A. F. Jackson, of the 
Rebuilt Typewriter Company, has had Woodstock 


of the 


repair department 


his 
agency contract renewed, with an increased quota.—Leo 
McDonald, formerly with the Rebuilt Typewriter Com- 
pany, has taken an Underwood territory at Astoria. 

Rockford, Ill—H. E. Berg has been placed in charge of 
the sub-office of the L. C. Smith & Bros. Typewriter Com- 
pany here. He had formerly been assigned to a Chicago 
territory. 

San Francisco, Calif.—Ernest Turner, of the Stone Type- 
writer Company, is spending his summer vacation in the 
mountains along the Tuolomne river. 
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HARMONY IN CHAIRS 


Matched Designs Which 
Increase Dealers’ Profits. 





Usually the dealer has little difficulty in supplying 
chairs to match the finish of the desks he sells. 
With Milwaukee chairs he can go a step further. 
He can match the design as well as the finish, for 
Milwaukee Chairs are made to match the lines used 
by the leading desk manufacturers. Milwaukee 
Chairs are recognized as leaders, and this case is 
just one of the reasons for their high reputation. 
The dealer who builds his chair business on Mil- 
waukee Chairs builds well. 

Our new Office Chair Catalog now on the press 
and will be ready for distribution during September 


MILWAUKEE CHAIR C®° 


FOR OVER HALF A CENTURY 


MAKERS OF FINE CHAIRS 


MILWAUKEE 
CHICAGO NEW YORK SEATTLE MINNEAPOLIS 














IDEAL TUBULAR STANDS 





Write for 
Circular 


IDEAL No. 2 
TYPEWRITER 
STAND 


Table top measures 16 by 16 inches, height 26 inches. 
Drop leaf 12 by 16 inches, hinged on a level with 
table top. 

Fowler-Manson-Sherman Cycle Mfg. Co. 


William R. Manierre, Prop. 
1445-1455 W. AUSTIN AVE., CHICAGO 


| 





' 





we 


\ ] All Departments 


Loose Leaf Devices 


Loose Leaf devices are like walking shoes— 
they either fit or they don’t. If they fit, so 
smoothly and efficiently do they function that 
the user is unconscious of their presence. But, 
should they be unsuitable in the smallest detail 
they create a sore spot, which, being a constant 
source of worry, in time disrupt the entire 
machinery. 


And like shoes, standard loose leaf lines are 
designed and manufactured to suit the require- 
ments of the average. If your needs are 
average, THE “PERFECT” LINE will prove 


very satisfactory. 


But all needs and requirements are not average. 
Indeed most of them need the services of 
experts to build into the present equipment a 
loose leaf system that will function to the best 
advantage at all times. 


For many years the CHICAGO BINDER 

AND FILE COMPANY has held the reputa- 

tion of loose leaf experts. Dealers and users: 
have learned where most satisfactory results 

can be obtained. We would like to send you * 
our catalog and a brief description of our 

facilities and aims in serving you. 


CHICAGO 
BINDER & FILECOMPANY 


500-508 W. 31st St. Chicago, IIl. 








Telephone Yards 6116—Private Exchange 








e 


PERFORATED MEMO PADS 


The demand for perforated memo pads, has long been established— 
the dealer and user alike. The Robarco Perforated Memo Pads are 
particularly well made—round hole perforations—wire stapled— 
well bound—sheets easily detached. They will fit all requirements. 


FOR PEN USE—89 Lvs. Siock—Eztra Quality White Writing 


Stock No. Size of Leat List prices per M 
1000 3x6 ae oye et $ 56.25 
1001 33x 6 ee sess « ae 
1002 BOE BD .... acne coed ab pnlheeaeeee Oa 72.75 
1003 4ix 7 88.50 
1004 4ix 8 103.25 
1005 Bas O2.........owehoueey euba ee eee 134. 

1006 63x11) wr 00> 0 en 6 ee 
FOR PENCIL USE—72 Lvs. Stock—No. 1 Print 

Stock No Size of Leaf List prices per M 
2000 3 x 4) oa ...8 26.10 
2001 3ix 6 ee 
2002 3ix 5} S \laal oes. ae 
2003 4ix 7} Py ee 45.10 
2004 §x8 55.50 
2005 5ix 9) 66.75 
2006 6ixllj 98.6) 
2007 BABE «ost cceidpeiubeshhaceuteeneel 118.50 












ul wil Liberal discounts 
si and full size 
samples upon 
applica- 
tion. 











Manufactured by 


ROCKWELL-BARNES COMPANY 
, 819 S. Wabash Ave. Chicago, Illinois 





-_ 








210 OFFICE APPLIANCES September, 1922. 


WE CREATE NEW BUSINESS 
FOR YOU! 


Our proposition involves real help—physical 
co-operation on our part. Our advertising 
and our sales force actually help you sell. 
Without tieing up your money you are af- 
forded a new avenue for profit making and 
prestige building. 

Is it not worth while for you to learn the 
details? Then write us today. The obliga- 


tion to make good is all on our part. 
Ne 











Fr 


THE ONLY ADJUSTABLE 
POST BINDER 
ON THE MARKET 


Here’s a simple device that enables the office 
boy to bind into book form “in a jiffy” any kind 
of loose leaf records. 


The “F-B” Loose Leaf Holder 








Pat. May 13, 1913 


is adjustable to any distance between punch holes 
and to any size of paper. 

Advantages acknowledged in numerous testimonials. 
The retail price is $3.50 a dozen with liberal 
discounts to dealers. 


F. B. MANUFACTURING CO. 


1228 Intervale Avenue NEW YORK, N.Y. 


(Chicago Office, rriek Z. Woods, Mgr., 180 No. Market St.) 
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TUACUUEUUAECEAUESECEUOEEUOUUOEEOOUUOEEOUOESEDOUOOSDOOOEEUOOOOEEUOUOEUOUOOECHOOOUUOEOOSOUUOUOOCOOOUSEOODOUOOEEUOEODE 
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Typewriter Ribbons and 


Carbon Papers are made 
under climatic conditions that 
assure you of a most uniform 
article the year round. 


A few good agency propositions 
to live dealers. 


Ink Ribbon Mfg. Co. 


Factory and General Offices Branches 
Ss F . Los Angeles Oakland 


Established 1909 





oO 








On Ocean Front Fireproof 


The Breakers 


ATLANTIC CITY, N. J. 


Comfortable, airy bed-rooms. Luxurious lobbies 
with spacious verandas swept by ocean breezes. 
Hot and cold running sea water in all baths. An 
ideal sojourn for those seeking rest and recrea- 
tion. Evening concerts. Dancing. Private bath 
houses for surf bathers. Sensible rates. 


AMERICAN AND EUROPEAN PLANS. 


Golf Privileges Fireproof Garage 
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San Francisco, Calif—The Underwood Typewriter Com- 
pany is receiving good shipments of the new Underwood 
portables and is in a fair way to catch up with the back 
orders. 

San Francisco, Calif—E. M. Gabrielle is now selling 
typewriter supplies for the Royal Typewriter Company in 
San Francisco. Mr. Gabrielle was formerly with the Rem- 
ington Typewriter Company. 

San Francisco, Calif—James H. Sait, San Francisco man- 
ager of the Hammond Typewriter Company, is attending 
the first sales managers’ convention of that organization 
in New York City. Mr. Sait visited Portland, Seattle and 
Vancouver on his way East. 

San Francisco, Calif—Two sons of J. D. Welch, the 
Woodstock [Typewriter Company’s assistant manager, aré 
in business here. W. B. Welch - working under “Joe” 
Gottlieb, who is in charge here for the Woodstock. Charles 
Welch is doing well with a big automobile company 

San Francisco, Calif.—The Elliott-Fisher Company has 
given up the agency at Salt Lake City and has established 
a factory branch. The new branch is under the manage 
ment of R. W. Land, 280 B street. Mr. Land was with 
the Elliott-Fisher branch at Portland.—The same change 
has been made at Vancouver, B. C. C. C. cg ar icds is in 
charge of the new office, 405 Carter Cotton building.—E 
W. La Tourette, manager of the coast offices at San Fran- 
cisco, has returned from a six weeks’ trip to New York 
He visited all the larger cities and found business condi- 
tions much improved.—W. M. Coffman, for five years city 
salesman, is now manager of the San Francisco local office, 
250 Monadnock building —D. O. Bassett, formerly with the 
Baker-Vawter Company, Los Angeles, is now an Elliott 
Fisher salesman in the same city. 

Seattle, Wash.—Adolph Haake, formerly with The Oliver 
Typewriter Company, is now selling Woodstock typewrit- 
ers in Northern California. He had been a cashier for the 
Oliver Company at Seattle, and a traveler in Nevada. 

Syracuse, N. Y.—The Remington Typewriter Company’s 
plants here resumed operation August 14 after the usual 
two weeks’ shutdown for inventories and vacations. The 
production of the Remington portable continues upward 
of 1,800 machines a week. 

Tacoma, Wash.—Paul C. Welch, district manager here 
for the Woodstock Typewriter Company, is a son of the 
redoutable “Jay Dee,” with all his characteristics. He has 
had mechanical training, and holds an Oliver five-year 
badge 


Radio Phone for Shorthand Practice 


Eastern students in shorthand have found that the radio 
telephone affords them an excellent means of getting prac- 
tice, making them independent of personal dictation by 
friends or relatives. The notes are transcribed for practice. 
The budding stenographer “listens in” or the wireless tele- 
phone and writes notes as she proceeds. Wonder if any 
genius has evolved a pot hook for “static!” 


Advertising Statistics for 1921. 

A compilation on advertising appropriations by leading 
American advertisers was published in Printers’ Ink. 
Several industries whose products reach this field were list- 
ed. It is interesting to note that The Congoleum Com- 
pany is fourth in the annual total for display advertising. 
Its appropriation was $783,431. The Goodyear Tire & 
Rubber Company spent $583,510; Columbia Graphophone 
Company, $491,411; Thomas A. Edison, Inc., $326,474 


Large Invitation from Atlantic City. 


When the Associated Advertising Clubs of the World 
considered its 1923 convention during the deliberations at 
Milwaukee, an invitation was presented from Atlantic City. 
It was written on the mammoth Underwood typewriter 
which is a feature of the New Jersey convention city. The 
letter was ten feet wide and twenty-five feet long. 





beige ge Heads Remington Board of Directors. 


B. L. Winchell, president of the Remington Typewriter 
chee was elected chairman of the board of directors 
at a special meeting held early in August. He succeeds 
F. N. Kondolf, who resigned from the board. Elisha 
Walker was elected a member of the board of directors to 
succeed Mr. Kondolf. 


Economy Seat Company Rents Space. 
The Economy Seat Company, Chicago, Ill., has leased 
the second floor at 1824-32 South Albert street. 













STORAGE 





Safeguards Records 








OFFICE 





i i “ty d in this 
Stationery and office property can _ be safely store 
convenient and spacious cabinet. Has three-way B. . — 
justable shelves and dividers. Incomparably practical an 


reasonably priced Beautifully finished to match usual office 


equipment. : 
Dealers who tell of its many desirable features have no 


difficulty in selling this cabinet. 
Write for booklet and dealer terms. 


TERRELL’S EQUIPMENT co. 
Hilton St. Grand Rapids, Mich. 


OWE Bie ot 
Steel 


Storage 
Cabinet 


Pit 
Solid 


Sanitary 
Leg Base 
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No. 719 Sanitary Pedestal 
Typewriter Desk 


FAMILIAR TYPES 


Your prospect recognizes EVANSVILLE DESKS 
because he has seen them in many offices. The 
) line features Good 
5 Values, AttractiveAp- We 
pearance, Rea! Quality cannot 
and Utility. You can 
sell a lot of them. 
Write for our book of 
office desks. 


_ Evansville Desk Co. 


EVANSVILLE, IND. 
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W hen one man in one town testifies 
that ‘tthe Realite is the most sat- 
isfactory pencil ever sold’’, it is a cause 
for gratification. 


But when many men from many towns offer 
similar testimonials, it is a cause for jubilation. 


If you do not sell Realites you are overlooking 
the liveliest proposition in the pencil world. 


Realite—two models 
Without Clip With Clip 
Silvonite (White Metal Tips). ..$ .50 $ .65 
re 1.00 1.25 
Each pencil equipped with extra leads and 
full size pencil eraser. 


REALITE PENCIL CO. 


3011 Montrose Ave. CHICAGO, ILL. 








PHILCO BRAND 
Carbon Papers 


are of the finest quality manufactured. Made in 
25 different grades from the highest priced im- 
ported tissue down to the lowest priced domestic 
stock. A complete line for all requirements. 








PHILCO BRAND 
Typewriter and Inked Ribbons 
are made in three grades and are famous for 
their strong write, sharp work and wearing qual- 
ity. THEY ARE “ALL WRITE” and we can 


prove it. The price is right, too. Let us send 
you samples. A card will bring them. 


Phillips Ribbon & Carbon Co. 


ROCHESTER, N. Y. 














Septemt ’ 











ADDING MACHINES 











was. associated 


Chester, Penna.—L. B. Morgan, who 
Company many 


with the Burroughs Adding Machine 
years, has opened a sales office here for the Sundstrand 
Adding Machine Company. 

Chicago, Ill—Several Chicago salesmen will study in 
the educational classes of the Wales Adding Machine 
Company at Wilkes-Barre, Penna. The series was in- 
augurated August: 21. 

Cleveland.—The Doty’ Business Machines y, 
Chicago, Ill, has appointed W. A. Robinson Cleveland 
representative. He is located at 14613 Clifton boulevard, 
Lakewood. 

Detroit, Mich.—The Doty Business Machines Company, 
Chicago, Ill., has organized a sales force here, consisting 
of C. E. Flory, Harry H. Rowe, J. E. Mandeville and H. 
J. Kerteling. Headquarters are at 515 Shelby street. 

Ilion, N. Y.—The Remington Arms Company has ac 
quired the patents owned by the International Money Ma- 
chine Company, Reading, Penna. The assets of the latter 
concern were sold under the direction of the Federal court. 
The patents cover adding, computing and kindred devices 

New York, N. Y.—The Calculator Equipment Company, 
recently incorporated in the state of New York, has opened 
at 1315 Woolworth building. The company will deal in 
demonstrating and slightly used adding and calculating 
machines. 

Orange, N. J.—Charles Monroe is spending the summer 
in the plant of the Monroe Calculating Machine Company. 
He is the son of S. B. Monroe, a director in the company, 
residing at Kalamazoo, Mich. 

San Francisco, Calif.—J. Scharfman, representing the 
Victor Adding Machine Company, is on a business trip 
through the Northwest. He is scheduled to return about 
September 10. 

San Francisco, Calif—J. P. Warren, in charge of the 
comptometer office here, reports a big demand tor opera 
tors. This is an excellent sign. Mr. Warren says that the 
general business improvement is forcing buying. Needs 
have gone unfilled for some time, but business houses can 
no longer hold off, resulting in a good increase in business 

Toledo, Ohio.—W. A. Keller, 1924 Madison avenue, is 
local representative of the Doty Business Machines Com- 
pany, Chicago, III. 


Company 


Removing Stains on Leather. 


An exceedingly simple and effective method for remoy 
ing grease stains from leather has just been developed 
Nothing is more unsightly than a handbag, shoes, traveling 
baggage, or in fact any leather article that has been stained 
by coming in contact with butter, lard, vaseline, oils of 
all sorts, and similar products, and there is perhaps nothing 
more difficult than leather to cleanse of these spots. Try 
ing to remove the spot in the ordinary way by rubbing the 
stained leather with a rag soaked in gasoline or benzin 
results only in spreading the spots further. However, whet 
a rubber cement is used, of the ordinary kind sold on the 
market for repairing or glueing rubber, highly satisfactory 
results can be obtained. The liquid in which the rubber is 
dissolved must also be able to dissolve the spot, and as 
most rubber solvents are also fat and oil solvents, this 
condition offers no difficulty. A rubber cement, made 
with gasoline or carbon disulphide, can be used with ex 
cellent results. The cement is merely smeared over the 
spot on the leather, and when the film of rubber is just 
about dry, it is easily peeled off. Almost every time on 
first trial, the spot comes off with the rubber. Sometimes 
the operation must be repeated once or twice. The rubber 
cement can be made by dissolving one part of unvulcanized 
rubber in ten parts of the liquid—From The Industrial 
Digest. 


Percy Albihn Returns This Month. 
Percy Albihn, of the Manufacturers’ Typewriter Clear 
ing House, Chicago, Ill., is expected back from his Euro 
pean tour late in September. 
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‘*Good Stuf, 
In Small Packages”’ 


tenwe Pees 

ate 
\ BOX oft the above size 
makes a whole quart of ex- 
cellent ink, fast color, free- 
flowing, non-corrosive, and 
economical. 
Ask us for samples that you 
can use to prove our claims. 
They'll be a_ pleasing sur- 
prise. 
Stationers Carry INKLETS 


General Eclipse Co. 
Dept. A 
DANIELSON, - - CONN. 
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FREE 


On request we will send your 
purchasing agent a useful 
article for his desk. 


IRELAND & 
MATTHEWS 


DE T 3 ae 


Makers of 


BRASS & STEEL 
CUSPIDORS 


Our Mr. Kempt will be at the Traymore 
Hotel during the convention. 
































OUR letterheads and busi- 

ness cards are your press 
agents—your advanced guard. 
For the integrity and financial 
standing of your organization 
is reflected in your stationery, 
cards, etc. 
We know that the fate of your 
letters lies in a measure at the 
mercy of the engraver’s skill. 
3ut copper and steel plate en- 
graving with all its kinks and 
turns is no mystery to us. We 
have learned the knack of do- 
ing better work well. 


Let us send you an estimate on 
your next stationery order. 


The American Embossing Co. 
192-96 Seneca Street BUFFALO, N. Y. 














ESLEECK’S THIN PAPERS 
WHY? 


Because for nearly a quarter of a 
century, we have been specializing in 


Thin Bond, Onion Skin and Manifold 
papers. Aiming always to maintain 
the summit of quality. 


We want our papers in every business 
office in the United States, for they are 
right for every important use. 


To begin to use Esleeck’s Thin Papers, 
is to continue to use them. 


Your paper merchant carries them 


ESLEECK MFG. COMPANY 
TURNERS FALLS, MASS. 


Se De he 
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The wonderful 97 





These Three Graces will knock out Three Disgraces— 
Pins, Dirty Erasers and Knives which mutilate your mai. 


These wonderful time-saving office necessities are well known standards of the 
best type of office equipment, not because we say so but because they are recog- 
nized as such by constant users as well as dealers in all parts of the world. 

We have reduced our prices down to the very lowest notch; the quality of our 
products we have improved. Our policy is to establish a better quality at more 
reasonable prices. 

We are now in our own new factory and are equipped to turn out each item of 
our manufacture in large quantities. Thus we are able to give our customers 
better profits than ever before. We are giving you the benefit of increased 
production at reduced cost. 

_ Let us send you our 1921-22 prices schedule with illustrated and descriptive 
literature covering each item of our manufacture upon which is stamped our 
trade mark “O.K."—your protection. 


| WE ARE BIG ADVERTISERS | 
The 0. K. MANUFACTURING CO., Oswego, N. Y., U.S. A. 
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The Ajax Time Stamp 


Price $40.00 
“The Time Stamp You Have Been Waiting For” 


Made to Stand Up Under Hard Work 


Note These Exclusive 
Features: 

The clock movement is en- 

tirely separate from the 

stamp and is Removable 

and Interchangeable. 








The Jar of Stamping does 
not reach or affect the 
Clock. 

The Machine is ALL Metal, 
solid and substantial. 

The Date Wheels and Die 
are solid Engravers’ brass. 











The Year Wheel runs up to 
1930. The Printing Rib- 
bon is six yards long, with 
Automatic Feed. Fur- 
nished in red, blue, black, 
purple and green. 





Send for circular giv- 
ing full particulars. 


OCT 211920 


(Actual Size of Impression) 


BOSTON TIME STAMP COMPANY 
136 Washington St. - Boston, Mass. 
























g—2 “NEVER LOSE” 
F.==”| DUPLEX ERASER 
a Bee with the brush and pat- 
lay; init ented hook to fit the 
wiley frame of any typewriter 












and the 


‘“OWL’’ PEN and 
PENCIL CLASP 


nicely engraved, blunted 
end to safeguard the 
pocket and patented 
spring clip, are two new 
~ ) live specialties recently 
ru SIZE added to the 
Indispensable 


ARGUS LINES 


Every Aigus product is an ex- 
pression of excellent work- 
manship and utility. 


f 








We make a complete line of 
PAPER FASTENERS 
PEN AND PENCIL CLIPS 
ENVELOPE MOISTENERS & 
TYPEWRITER ERASERS 


Write your jobber for samples 
and discounts or order direct. 


_ ARGUS MFG. CO. 


1134 N. Kilbourn Ave. 
CHICAGO, ILL. 











A OF ACTUAL SIZE 














has a proposition for a live wire sales 
representative in each city and com- 
munity, which we will gladly explain 
to responsible inquirers. 


Our products are of very excellent 
quality and cover every requirement 
in ribbons and carbons and a very 
wide range of competitive conditions. 
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Aurora, Ill.—C. J. Plumb nas been assigned to this ter- 
ritory by the Hedman Manufacturing Company. 
Baltimore, Md.—D. E. Jones has joined Dorner & Gil- 
lingham, distributors for the Hedman Manufacturing Com- 
pany. : 
Cape Girardeau, Mo.—E. W. Heisler now 
“FE, & E.”’ check writer in this territory. 
Chicago, Ill—W. O. Evans, vice president of the Hed- 
man Manufacturing Company, took his vacation last month 
on a motor tour. 
Chicago, Ill—The 
Kansas City, Mo., is now 
boulevard, Chicago. 
Chicago, Ill—A. M. Walker, 
phone, made a two-week trip East in 
general headquarters and the factory. 
Chicago, IlL—The Gorin Shockless Speed Typewriter 
Company has moved to Room 51; 39 West Adams street. 
The office was formerly in the Browning building. 
Chicago, Ill—A. F. Waltzinger, who has been local 
manager for The Rotospeed Company, has moved to New 
York. He is now secretary and treasurer of the Hush-A- 
Phone Company. 


Chicago, IlL—H. 


handles the 


formerly of 


Sealograph Company, 
West Jackson 


located at 737 


for The Dicta- 
He visited 


manager 
August. 


D. McNickle has come in from Indiana 


territory to handle Chicago sales of the “F & E” check 
writer. He succeeds E. F. O’Donnell. The F & E Check 
Writer Sales Company of Chicago has been organized, 


with offices at 28 East Huron street—H. R. Dunnon and W. 
Kexel have joined the Chicago sales force. 

Chicago, IllL—L. D. Camps, general sales manager of 
the Lisenby Manufacturing Company, has a novel plan for 
listing important visitors at his office. A placard in a 
prominent place notes their presence. In August he re- 
corded visits of Pierro Castelli della Vinca, Brussels, and 
F. Lindsay Ryan, of the Excelsior Supply Company, Ltd., 
Sydney, N. S. W., Australia. 

Cleveland, Ohio—B. G. Henn, formerly 
now has headquarters here, selling the “F. 
writer. 


Cleveland, Ohio.—Otto H. 


at Milwaukee, 
& E.” check 


Hart is now sole representa- 
tive here for The Bircher Company, Rochester, N. Y. J. 
H. Crosby, who established the Cleveland agency, is now 
in the sales department of The Procter & Gamble Company. 

Dayton, Ohio.—W. O. Allen has joined the Hedman Man- 
ufacturing Company sales organization, with headquarters 
here. 

Jefferson City, Mo.—G. S. Lomen has returned to the 
local field, selling “F & E” check writers. 

Los Angeles, Calif—H. W. Thompson, 
Pittsburgh for the Todd Protectograph Company, has 
joined the local office. He succeeds F. W. Woodward, 
who has been obliged to relinquish work on account of ill 
health. 

Louisville, Ky.—E. T. Macoomb has 
Kahn as distributor for the Hedman 
pany. Mr. Kahn now handles 
company. 

Milwaukee, Wis.—W. D. Hathaway is a new 
the “F & E” check writer sales organization. 

Philadelphia, Penna.—W. W. Yerkes has been appointed 
district manager for the American Banking Machine Cor- 
poration, with headquarters here. He resigned as manager 
of the L. C. Smith & Bros. Typewriter Company branch 
at Baltimore to undertake the new work. Mr. Yerkes has 
had a long experience in the typewriter field. He was a 
Smith Premier salesman at Philadelphia, and later assistant 
manager. Subsequently he was promoted to manager. 
When the Smith Premier Company was merged with the 
Remington organization, Mr. Yerkes became manager at 
Louisville. Later he was with the Remington branch at 
saltimore, resigning to join the L. C. Smith & Bros. Type- 
writer Company. 

Richmond, Va.—W. T. Harrison is a recent addition to 
the Hedman Manufacturing Company’s sales staff in this 
territory. 


formerly at 


succeeded W. M. 
Manufacturing Com- 
Lexington for the same 


recruit in 


(Continued on Page 231.) 


AP ? £. 


IANCES 215 








They Buy with Economy 


Purchasing agents everywhere are 
curtailing expenditures in every pos- 
sible way. There are many places 
where binder’s board file cases serve 
equally as well as higher priced equip- 
ment and the saving is enough to give 
strong talking point. Legal 
document files, transfer 


you a 
blank cases, 


and storage cases, 
distributors, card in- 
dex boxes, etc., are 


made of pine wood 
4” stock, dovetailed 
corners, covered with 


black cloth and 
equipped with new 
patented steel fol- 
lower on flat. rod. 


They can be sold in 
considerable quantity 
on the basis of user 
economy. 





Let us send you our price list and catalog 
and show you how it wor 


L. HOFFMAN 


ESTABLISHED 1888 


45 Lafayette St., New York, N. Y. 

















INVINCIBLE No. 11 
STEEL TRANSFER 











Drawer operates on ROLLERS 
CLOSED Sidewalls 
OLIVE GREEN finish 


Dimenstons—Wide High Deep 
131” 12” 25” 
ack INVINCIBLE Transfers to any 
desired height. 


MADE ONLY WITH ROLLERS 
Dealers’ net price $2.50. Compresser extra. 


Invincible Metal Furniture Co. 
MANITOWOC, WISCONSIN 
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DEALERS! 


Here’s a new article that 
will make money for you 
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THE COLUM-GUIDE 


Patent pending 
—for users of columnar records 


Every office clerk who uses columnar records will 
at once recognize the merits of the COLUM-GUIDE. 
It saves time in posting entries, increases accuracy, 
rests the eyes, and makes the work easier. The 
illustration shows graphically the economies effected. 
A strip of the column headings is inserted under 
the transparent surface of the COLUM-GUIDE and 
it is ready for use. 

Made in five lengths—12”, 18”, 24”, 30” and 36”. 
Retails for 50c to $1.50. 


Get in your stock of COLUM-GUIDES now. Advertised in 
SYSTEM, starting with July issue. Write for full particu- 
lars and dealer proposition. 


THE COLUM-GUIDE CO. 
128 No. Main St. Providence, R. I. 


























A S indicated by the name, our line repre- 
sents the acme of perfection, not only 
as regards uniformity but in durability; for 
instance, one sheet of our No. 698 carbon 
paper will produce 100 letter copies. 


As jobbers or retailers you are interested in 
a line that is fast gaining the ascendency in 
this country in point of ideal satisfaction and 
you cannot afford to miss the opportunity of 
becoming better acquainted with “Iron Clad” 
by failing to write for a sample booklet show- 
ing 24 papers in black. 


Largest distributors in the world of 
CARBONIZED ADDING MACHINE ROLLS 


Iron Clad Ribbon & Carbon Co. 


100 Grand Street New York City 
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Atlanta, Ga—The Southern Multistamp Company, 8 
West Harris street, is representative of The Multistamp 
Company in Georgia, South Carolina, Florida and Ala- 
bama. J. Edwin Walker is manager of business from 
these states. 


Chicago, Ill.—Charles B. Kirchbaum, of the Fulton Spe- 
cialty Company, Elizabeth, N. J., called on the local trade. 
_ Chicago, IL—Ward Lincoln, of the American Number 
ing Machine Company, made a trip to the factory at 
Brooklyn, N. Y., in August. 

Chicago, Ill.—Charles L. Safford, of the Safford Stam] 
& Seal Works, is in Europe with his family. They wil 
return to the United States in October. 

Columbus, Ohio—The Ohio Multistamp Agency, J. L 
rillery, manager, represents The Multistamp Company, 
Norfolk, Va., in the state of Ohio. 

Detroit, Mich.—An office has been opened at 223 West 
Fort street, by Mrs. J. V. Underwood. She represents 
The Multistamp Company, Norfolk, Va. 

Elizabeth, N. J.—A holiday was declated July 25 by the 
Fulton Specialty Company, to permit its employees to par 
ticipate in an excursion to Asbury Park. 

Fort Worth, Texas—The Ritchie, Cartan, Turner Com 
pany, has installed new machinery. 

Indianapolis, Ind. -J. N. Kabler now has charge of In 
diana sales for The Multistamp Company, Norfolk, Va 
He was formerly a salesman for the Burroughs Adding 
Machine Company. 

_ Kansas City, Mo.—Lloyd E. Best, of the Allen Stamp, 
Seal & Manufacturing Company, spent his vacation in the 
Ozarks. 

London, England—Robert W. Wright, 114-16 Southamp 
ton Row, High Holborn, is representative in Great Britain 
of The Multistamp Company, Norfolk, Va. 

_Los Angeles, Calif—The Los Angeles Rubber Stamp 
Company is using Ludlow slugs for making rubber stamp 
dies. This provides new patterns for every stamp job. 

Los Angeles, Calif—Hal. R. Koerner has opened a sales 
agency at 333 Douglas building for The Multistamp Com- 
pany, Norfolk, Va. He has broken many records as an 
automobile racer, and similar performance is expected of 
him in the new work. 

Morristown, Tenn.—G. D. Williams has been appointed 
state sales representative of The Multistamp Company, 
Norfolk, Va. 

_Newark, N. J.—Thos. H. Cox & Son, formerly at 54 
Clinton street, is now operating at 516 Broad street. Com- 
mercial and social stationery, printing and engraving have 
been added to the rubber and metal stamp lines hereto- 
fore produced. 

New York, N. Y.—The Peerless Carbon & Ribbon Man 
utacturing Company was awarded the Post Office Depart 
ment contract for stamp pads and inks during the current 
fiscal year. 

_New York, N. Y.—The Multistamp Company, Norfolk, 
Va., has opened a sales agency here at 20 East Eighteenth 
street. Edmund O. Wright, the manager, is brother to 
John Howie Wright, editor and publisher of Postage, and 
other periodicals. 

Winston-Salem, N. C.—B. A. Ferry, widely-known in the 
rubber stamp and stationery fields, has been appointed 
state representative of The Multistamp Company, Norfolk, 
Va. 


United States Leads in Letters Per Capita. 


\ statistician of the Post Office Department has esti- 
mated every citizen of the United States would have re- 
ceived 112 letters last year if the aggregate letter mail 
which passed through the hands of the postoffice depart- 
ment had been divided on a per capita basis. The figure 
shark estimated that 11,335,000,000 letters went through 
the mails last year. Comparing this total with postal rec- 
ords of foreign countries, the department’s expert an- 
nounced that Great Britain had a “per capita exchange” of 
eighty-four, Germany twenty-five and Italy twenty-four. 
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Keep Tabs on Facts 
¥ r 





Put the world under your thumb by 
selling AIGNER’S indexes. 

Selling Aigner’s gold stamping will 
coin gold for you. 


g 
Selling Aigner’s loose-leaf indexes 
will add a leaf to the right side of 
your ledger. 

Selling Aigner’s Patent-cut index 
tabs will cut out your losses and 
stamp out deficits. 

Selling Aigner’s law titles and labels 
will help you to “read your title 
clear.” 


‘*Get It From AIGNER” 
G. J. AIGNER & CO. Manufacturers 


521-523 W. Monroe St., Chicago 


Gold Stampers for Stationers and Bookbinder 
Indexes for Loose-Leaf Systems 
Titles and Labels for Law Work 
Aigner’s Patent-Cut Index Strips 
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DEALERS 


Reap Profits 


Model M-E 
(Pat. Aug. 15th, 


1922) 





Get that Fall business. Offices must and are 

going to be equipped. Our General Office 

Stands will be in demand. Have them on 

hand, make the sales and secure liberal 

profits. Complete information and shipments 

promptly given. Write and order at once. 
. 


Simplex Steel Stamping & Mfg. Co. 


1900-1928 Gravois Ave. St. Louis, Mo. 




















Your Customer’s Desk 


Just looking at it reminds him of the service it gives. 
Its service is your service, Mr. Dealer—the desk is 
your representative. 
good representative. 


A good quality desk makes a 





Western Desks 


give genuine, lasting service. In their manufacture, 
materials are treated so that the desk is not affected 
by moisture or heat. Drawers and slides operate 
easily at all times and the desk stands solidly on 
all legs. 

MR. DEALER—Western Desks give your furniture 
department new strength. If you are located in the 
Mississippi valley, you have the added advantage of 
ideal shipping facilities. Write for catalog. 


Western Furniture Company 
ST. LOUIS, MO. 


Blair Avenue and Palm Street. 


| Don’t Miss It! 





to be of any value must at all times 
be on the desk in front of you, so that the data can be 
reached without effort, instantly. 


A “Daily Reminder” 


The Kohlhaas Daily Reminder 


enables you to insure that all appointments or other 
matters to come up for future attention will get 
your eye at the proper time. The information is 
right at your finger tips—no fumbling or digging— 
just a flip of a card. Data can be filed for attention 
a year or more in advance. The device is practi- 
cally indestructible and its “appointment insurance” 
service is well worth the money. 

DEALERS 


every office 
this line. 


THE KOHLHAAS CO. 


The Kohlhaas line includes sorting devices for 
need. We can give you invaluable service in 
Write us your requirements. 














Se N. Dearborn St. Chicago, Ill. 
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2305 to Mis. N. Broadway 
ST. LOUIS, MO. 





al for Special Folder 





No. 2260—BANK AND OFFICE TABLE 


We know you are interested in good Office 
Tables, a line of well made Costumers, 
as well as Typewriter and Telephone 
Stands. We make all of these and feel 
sure we can please you. Write us for illus- 
trations and prices. 


2305 to 2315 N. Broadway 


XXXMMAXXAAXKAAAXRKARKKAARKAKAKKKKR 


UDELL-PREDOCK MFG. CO. 
ST. LOUIS, MO. 
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No. 429% 











No. 421% 


GRAND RAPIDS 
QUALITY 


in office chairs will make 
easy sales for dealers who 
take advantage of the sell 
ing points. Write for new 
catalog and price list. 


Grand Rapids Office Chair Co. 
37-45 Prescott St. 
Grand Rapids, Mich. 





No. 327% 























Your Carbon 
and Ribbon 
Business 


is always subject to competition—cheap, 
so-called “cut-price” goods attack on one 
side, high pressure sales talk from “direct- 
by-mail” manufacturers on the _ other. 
MILO Typewriter Ribbons and Carbon 
Papers will help you beat this competition. 
Our location permits operating at less 
overhead and less labor cost, which advan- 
tage is passed on to you. MILO products 
have been proven time and again quality 
goods. Put up in our artistically engraved 
boxes and carrying your own imprint, they 
give you a splendid opportunity to cash in 


Write 


| on the personality of your business. 
us today. 


MILO BR285Ni CORPORATION 
: ak ey NM. 8. 























There is this distinguishing difference about the sale 
of an office desk. Other equipment may keep in favor 
with the purchasing agent in the face of criticism because of low 
price. but a low quality desk leaves an irritating spot in the office. 
The person who uses it is in position to air his opinion frequently 
and often it is purchased for the Boss, himself. The good service 
is remembered to the dealer's benefit long after the price has been 
forgotten, and that is why we recommend National Desks. Let 
us send you complete information. 


NATIONAL DESK COMPANY 
Herkimer, N. Y. 


NATIONAL 
DESKS 
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STATIONERY 





Berkeley, Calif—A branch of the store on Telegraph 
avenue has been opened by C. M. Adams in the University 
district at Euclid and Hearst avenues. 

Boston, Mass.—The Irving Stationery Company, I. Kap- 
lan, manager, has moved from 55 Court street to 1/0 Sum- 
mer street. 

Boston, Mass.—The Accessible Card Company has 
been organized to manufacture and deal in filing systems 
and office supplies; capital stock, $10,000; incorporators 
Philip D. Wesson, North street, Grafton, Laura T. Duel, 
15 Kingsbury street, Worcester, and Agnes M. Sharpe, / 
Mt. Pleasant street, Worcester. 

Brockton, Mass.—The Hull Cement Company, Inc., has 
organized to manufacture inks and adhesives; capital stock, 
$10,000; incorporators—Fred Hull, 29 Webster street, 
Brockton, John McCarty, 542 Washington street, Abing- 
don, and Samuel H. Gross, 194 Blue Hill avenue, Hartford, 
Conn. 

Chicago, Ill.—E. Y. Horder, president of Horder’s, Inc., 
left September 1 for his plantation in Alabama. 

Chicago, Ill.-J. J. Taylor, stationer of Salt Lake City, 
Utah, was in the Great Central Market August 3. 

Chicago, Ill.—Herman Smith, of Carrithers & Company, 
spent his vacation in Colorado, returning September 1. 

Chicago, Ill—A. A. Atwood, stationer and bookseller, 
St. Cloud, Minn., was in the Great Central Market August 
14. 

Chicago, Ill.—A girl was born in August to Mr. and Mrs. 
R. V. Nimmy. The proud father is an outside salesman 
for Horder’s, Inc. 

Chicago, Ill—-R. Pound, of Pound & Patrick, Tupelo, 
Miss., visited with the local stationery trade in August, 
while attending the gift and art show. 

Chicago, I1l.—Hurst P. Harrison, of the J. K. Gill Com- 
pany, Portland, Ore., was a Chicago visitor in August. He 
took in the gift and art show while here. 

Chicago, Ill—C. A. Zabriskie, manager here for S._S. 
Stafford, Inc., was busy the latter part of August planning 
a newspaper advertising campaign on Stafford’s ‘“Renuol.” 

Chicago, Ill.—The Eaton, Crane & Pike Company, Pitts- 
field, Mass., has incorporated in Illinois; address, 363 West 
Erie street; capital stock, $3,500,000; incorporators—Arthur 
W. Eaton, president; Winthrop M. Craue, Jr., clerk. 

Chicago, Ill—-Herman Schermer has been appointed 
general sales manager of the Associated Stationers’ Supply 
Company. He has been in the organization three years; 
previously he was with A. C. McClurg & Company for a 
number of years. 

Chicago, Ill—The general offices of Horder’s, Inc., have 
been rearranged to concentrate the heavier office machines 
in separate rooms, to make the general office quieter. Three 
Burroughs machine posting operators occupy one room; 
another is the working quarters of seven Elliott-Fisher 
billing machine operators. 

Chicago, Ill—The new store and headquarters of George 
E. Cole & Company, 336-38 North Michigan avenue, were 
opened for business in August. The store serves a large 
business district which has been without the facilities of 
a stationery store It is on the “Boulevard Link,” and 
nestles alongside the site of a skyscraper now under con- 
struction. 


Denver, Colo.—C. F. Hoeckel, president of the C. F. 
Hoeckel Blank Book & Lithographic Company, returned 
from an European trip in August. His daughter accom- 
panied him on the voyage. 

Grand Rapids, Mich.—Milo Schuitema, president of the 
Tisch-Hine Company, spent his vacation at Leland luring 
the fish. 


Gibson City, Ill—J. 
ket July 26. 

Los Angeles, Calif—The Cardinell-Vincent Company, 
San Francisco, has opened display rooms and warehouse 
at 304 South Los Angeles street, in charge of Wm. C. 
Straehly. 


P. Lowry was in the Chicago mar- 














No. LWB No. WB ‘No. NWB 
2778" high: top 17" 1476"high; top 12%" 2574" high; top 
square; big capac- square; for homes, 8%" x. 22%"; es- 
ity; for hotels, offices, hotels, etc. pecially adapted for 


banks, stores, hos 
pttals, restaurants, 
doctors’ offices, etc 


For Quick Turnovers! 


Display these handsome new Macey Steel Waste 
Baskets. One of the fastest selling lines on the mar- 
ket today. They sell themselves. 

Outer edges rounded—can’t mar furniture. Inside 
corners rounded—easily cleaned. Solid bottom— 
dirt can’t sift through. Compact, strong. 
Oven-baked enamel finish—white, walnut, mahog- 
any, oak, olive green. Dull brass or nickeled corners. 
Attractively priced—profit is liberal. Advertising 


material gladly supplied. 


THE 


Steel Files, Wood Files, Filing Supplies, Steel Safes, 
Office Desks, Matched Office Suites, tional Bookcases 


THE MACEY COMPANY, Grand Rapids, Mich. 


Made in Canada at Woodstock, Ont. 














use wherever great 
capacity in limited 
Space ts necessary. 


LINE 


European Office at London 
























This Cabinet 





Constantly Advertised Everywhere. 


MOORE PUSH-PIN CO. 


Wayne Junction, Philadelphia, Pa. 


Manufacturers of the World-Famous Moore 
Push-Pins, Push-less Hangers, Maptacks 


and Thumbtacks 


Dealers Who Display 


Immediate Increase in Sales 


Moore Push-Pins 


Glass Heads—Steel Points 


Moore Push-less Hangers 
‘The Hanger with the Twist’’ 
TO HANG UP THINGS 


Report An 


Our Best Counter Cab- 
inet Assortment. Fin- 
ished in Mission Stain, 
durably constructed 
and easily restocked 
with Push-Pins and 
Hangers as needed. 
Base measurement, 5”x 
15”. Contains 150 10c 
packets of our best 
selling sizes. May be 
obtained through your 
jobber. Prices upon 
application. 
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ave the greatest profit. 
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niversally liked. 


DS 





o line so complete. 








he profit not ruined by 
price cutters. 


tick to the line that relies 
on quality for success. 








C. HOWARD HUNT PEN CO. 
CAMDEN ,N.J., U.S.A 
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Where the Sale Begins 


First impression is jmportant—see 
that the card you present is an indi- 
cation of your business character. 


Wiggins Book Form Cards can be 
beautifully engraved or printed, and 
are always clean and convenient. 
Bound at one end, they detach easily 
with a smooth, straight edge. They 
have the snap and “feel” of quality. 
We engrave them or supply blanks to 
your printer for type-printed cards. 
Convenient cases in several forms. 
Write for sample tab and information. 


WIGGINS 
Boor oem CARDS 











The 
John B. Wiggins 


Company 
Established 1857 


1104 S. Wabash Ave. 
705 PeoplesGas Bldg. 
CHICAGO 
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conducting 
street, 


Thompson, now 
South Spring 


Los Angeles, Calif—H. F. 


a stationery and print shop at 817 


will open a second store in a few months at 210 West 
Eighth street. The manufacturing departments will con- 
tinue at 817 South Spring street. 

New Orleans, La.—A. M. Pearce, advertising manager 
of the Dameron-Pierson Company, spent the major part 


of his vacation at Mandeville, La. 

New York, N. Y.—Crane & Company has 
New York office at 233 Broadway, Room 1716. D. 
Mulford is in charge. 

New York, N. Y.—William E. Taubkin has leased the 
store at 875 Eighth avenue. He has been located in the 
vicinity, doing a stationery and printing business 

New York, N. Y.—R. H. Baxter has suffered a slight re- 
lapse. He had expected to get back into the harness pre- 
viously but must content himself with a visit to the trade 
early in September. 

New York, N. Y.—The Quality Carbon & Ink Company 
has organized; capital stock, $50,000; incorporators, j. 
Shea, R. H. Holbrook and A. Ernest; attorney, W. E. 
Buzby, 225 West Thirty-ninth street. 

Parsons, Kans.—G. R. Voss, stationer 
was in the Chicago market August 9. 

Philadelphia, Penna.—A. Pomerantz, of A. Pomerantz 
& Company, spent his vacation during August motoring to 
the Maine coast and return. 

Philadelphia, Penna.—Allen, Lane &~ Scott 
1211 Clover street, an established stationery and 
business, has incorporated under the Pennsylvania laws. 

Philadelphia, Penna—David C. Clem has withdrawn 


located its 


W. O. 


and book S¢ ller, 


Company, 
printing 


from the Clem-Kerchner Company, 127 Walnut street. 
Harry W. Kerchner will conduct the business in his own 
name. 

Philadelphia, Penna—The S. A. Wilson Company, 


add a depart- 
about Oc 


printer, 110 South Eighteenth street, will 


ment handling stationery and office supplies 
tober  o 

Philadelphia, Penna.—The Adams-Lessack Company 
(Frank A. Adams and Leon Lessack) have opened on the 
second floor at 1505 Arch street, handling commercial 


stationery and school supplies. 


Philadelphia, Penna.—Wiiliam F. Law, the new manager 
of the Century Printing Company, 811-23 Cherry street, 
had been with the Bingham Company, manufacturing sta- 
tioners and printers, for ten years. 

Philadelphia, Penna.—A. S. Schramm & Company, 1114 
Sansom street, plans expansion, adding to the lines now 
represented, which include the Graff-Underwood Com- 


pany, the American Clip Company and the Work-Organizer 
Specialty Company. 

San Francisco, Calif—The Stationers’ Association of 
California held its annual luncheon and election of officers 
in San Francisco July 20. Henry P. Dimond was re-elected 
chairman of the Association. 

San Francisco, Calif—The third annual Sanborn-Vail 
Company picnic was held at Paradise Cove July 30. It 
was a huge success. This is part of the successful policy 
of creating a real esprit de corps followed by this firm. 

San Francisco, Calif—Charles R. Barry, of the Charles 
R. Barry Company, left for an extensive tour of the East, 
where he will visit the factories of his principals. He 
will also attend the annual sales convention of the Samuel 
Ward Manufacturing Company in Boston. Mr. Barry is 
accompanied by his wife. 

San Francisco, Calif—The Cardinell-Vincent Company 
has opened a complete wholesale sample room and branch 
at Los Angeles, Calif., in the heart of the wholesale dis- 
trict. This branch carries a complete stock and will make 
direct deliveries. This move was made necessary by the 
big increase in business in the Southern territory. 

San Francisco, Calif—The Jenkins-Hall Index Card 
Company will move about September 1 to a large factory 
on the top floor of the new Arts and Crafts Building, at 
First and Howard streets. The new factory will comprise 
85,000 feet of floor space, with windows on three sides and 
skylights, and will have the latest machinery for the man- 
ufacture of index cards, folders, etc. 

San Francisco, Calif—R. H. Glissman, vice president 
and secretary of the Ingrim-Rutledge Company, is spend- 
ing his vacation with his family at Rio Nido on the Hud- 
son River. H. W. Rutledge has left on his vacation re- 
cently, motoring over the state with his family. One win- 
dow of this firm is now given over entirely to a display 
of the ““Handy-Roll” gummed tape manufactured by Cast- 
erling & Brien, of this city. 

(Continued on page 231.) 
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Typewriter Supplies Men 





; SUMMIT 
APEX 


Brands Typewriter Ribbons and 
Carbon Paper know that users 
appreciate their quality. Dealers 
who do not know these brands are 
now face to face with Opportunity. 


Write for samples today 
—a test will prove 
their excellence. 


Union Ribbon & Carbon Co. 


MAIN OFFICE and FACTORY 


Front and Laurel Streets PHILADELPHIA, PA. 


| Who Stock and Feature 
XTRAGOOD 





Sentinel Check Writer 


So absolute is the protection of the New 
Rotary Motion,Springless Action Sentinel 
Check Writer, that the FIDELITY AND 
CASUALTY COMPANY gives free to 
every purchaser a $10,000.00 Insurance 
Policy guaranteeing against AMOUNT 
LINE ALTERATION, PAYEE NAME, 
DATE or NUMBER CHANGE. Here 
is combined, absolute protection with 
mechanical perfection. 


Hall-Welter Company 
Rochester, N. Y., U. S. A. 


Our Sales Manager has a valuable contract fer specialty 
men of proven ability. Write him. 
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Give a Thought 
to Pins 


HRA 
Pins are so commonplace that the 


average user gives no t to 
them, so long as they're . And 


there's the point—on 


Those Good 
Crescent Pins 


Uniformly good—keen points, solid, 
with ‘‘comfortable”’ heads, that 

the points through thick of 
paper and “‘stay put.” Our pride 
in making good pins is your assur- 
ance of unvarying quality. 


Bank Pins—Pyramid Pins 





Crescent Brass & Pin Company 
Detroit, Michigan 


Southern Representatives: 
BERT M.MORRIS COMPANY PHIL F. WEBSTER 
444 Market St., San Francisce Box 873 San Antonio Texas 


Western Representatives: 


al 





THE RUSH- DE LUXE 


The IDEAL Ink And Typewriter Eraser 
Used by Uncle Sam 
in engineering and governmental departments 
Used like a pencil; just a stroke and the letter or Soant is erased- 
For quick, clean, invisible erasing it is incomparable. 


RUSH-FRASER 


An IDEAL Office Equipment Specialty 

combining luxury and economy 
THE FLEXIBLE DIAMOND 
BRUSH — ITS SECRET 


=_— 


Ernphers booleepes and 
tsmen 













ASK TO SEE IT 


FL ERUBS. DIAMOND BRUSH ITS S 


Rush Eraser 


Company 
9200S A&K 
Building 


SYRACUSE, 
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Steel Age 
Filing Cases 


r 








Steel 
Furniture 


Sheet 
Metal 
Specialties 





Corry-Jamestown 
Mig. Corporation 

















CORRY PA. 
Ric J 
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Turn Spots and Scratches 
Into Money! 





With this complete 
outfit, anybody can 
quickly and easily re- 
move packing marks, 
caster cup imprints, hot 
dish spots, lamp rings, 
scratches and deep 
abrasions without re- 
varnishing. Needed by 
every dealer and re- 
finisher. Quick, protit- 
able results. 


Outfit consists of 1 
quart each Amber 
Glaze, Ethereal Varnish 
and Leinol Emulsion, 
all ready to use; 6 
boxes assorted Block Stains; 12 assorted Shellac 
Sticks; Burning-in Knife; Alcohol Lamp; 12 sheets 
extra fine Garnet Finishing Paper; Cloth Pad; 1 
bottle each White and Ivory Spirit Enamel; Magic 
Scratch Remover; box Vernis Martin Finish Powder. 





You can repair any damage to any finish with these ma- 
terials. Complete direction book with outfit. 


SEND NO MONEY—Just your name and address. Get this 
outfit. Try it. If satisfied, remit $10 within 30 days. If 
not satisfied, return it at our expense and the trial costs 
you nothing. Write for this handy, money-making outfit 
at once—a card will do. 


The M. L. Campbell Company 


2332 Pennsylvania Ave. Kansas City, Mo. 








By 
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**KEEPING TABS ON THINGS” 
WITH 




























E. 
UEKE 
INDEX TABS 























Order your stock of the NEW 
IMPROVED U-KUT-EM INDEX 
TAB immediately and be ready to 
secure the early Fall business. 


Tab is heavier—cambric lined 
and fully protected by U.S.A. 
and Canadian patents. 
UNIVERSAL INDEX TAB CO. 
435 Central Bldg. Seattle, Wash. 








FREE TRIAL 
SAVE TIME,STAMPS, MONEY 


O mussy sponge or “licking.” No stamps spoiled, 

lost, misused. Affixes stamps to any kind of 
mail 4 times as fast as by hand. Keeps stamps 
locked, in rolls, in one place. Enables keeping ac- 
curate — of all stamps used as you do | petty 
cash. Pays for itselt quickly in time and money save 


MULTIPOST 


Stamp Affixer and Recorder 
Oldest and most successful on the market. No wicks 
to gum up. Can’t leak water. Guaranteed against 
defect and breakage, irrespective of cause, for one 
year. Various models for different requirements, 
from $10 up. Over 50,000 in use! 
PARCEL POST STAMP MACHINE 


Keeps all denominations of stamps locked up in one place. 
Provides quick, clean method of getting and affixing exact 
stamps wanted Automatically keeps accurate 

of stamps used. Built sectional; can add sect 

as desired. 

. Sent on FREE TRIAL 

No money in advance. Write for catalog B. 


Multipost Co., 
Rochester, N. Y. Multipost 


Stam pine 


CANADIAN BRANCH: 67 Richmond ro a 
Street, E. Toronto, On Machine 


Parcel 


Post 
Stamp 


Machine 
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a LOOSE LEAF 
i 








Chicago, Ill——The Baker-Vawter Company has moved 
from 28 South LaSalle street to 30 South Wells street. 

Chicago, Ill—A small fire loss was suffered August 19 
by the Consumers’ Loose Leaf Company, 416 South Dear- 
born street 

Chicago, IllL—G. S. Mandeville, vice president of The 
Sam’l C. Tatum Company, was an August caller at the 
local branch 

Chicago, Ill—Miss Carroll, of the National Blank 
Book Company, returned in August from a two weeks’ 
vacation spent at Holyoke, Mass. 

Chicago, Ill—The T. M. Sheppard Company, Room 


1109, 537 South Dearborn street, now carries a complete 


stock of “Cesco” loose leaf devices and supplies, for the 
convenience of trade in the Chicago territory. 
Chicago, Til. lohn C. Williams, representative of the 
Boorum & Pease Company, left August 21 on a trip cov- 
ering his Eastern territory, which includes Washington 


and Baltimore 

Chicago, Ill—J. J. Means, manager here for The Sam’l 
C. Tatum Company, took a nomadic vacation in August 
He gassed up his faithful motor car, and took to the open 


road. No set itinerary was arranged, Mr. Means yearn- 
ing for a tour without the irksome restrictions of a 
“route list.” 

Kansas City, Mo.—John Freitag, superintendent of the 
special department at New York City, studied processes 
at the plant ot the Irving-Pitt Manufacturing Company, 
to familiarize himself with the advances made in manu- 
facturing 

New York, N. Y.—The N. & R. Loose Leaf Company, 


loose leaf devices and 


45 Vesey street, is manufacturing 
celluloid tabs, et« Charles T. Nussler and Thomas Rob- 
ertson are the owners. Both have had extensive experi- 


ence in production work. 
Philadelphia, Penna.—Ben Oakin, manager here for the 


Wilson-Jones Loose Leaf Company, returned early last 
month from a trip to the Chicago factory. He attended 
a general sales convention.—The Philadelphia branch now 
carries a stock of every sheet listed in Dealers’ Catalogue 
No. 622. 

Portland, Ore.—Hart Palmer, of the Boorum & Pease 
Company, called on the trade here in August. His son, 
Willis, who accompanied him, is a student at the Uni 


versity of California. 
San Francisco, Calif. 

Manufacturing Company, 

was here for a week, 


points 


Irving-Pitt 
abroad and 
northern 


Wolcott. of 
from 
visit to 


George 
has returned 
leaving for a 


San Francisco, Calif—Hart Palmer, Boorum & Pease 
Company, made a successful campaign in San Francisco 
with his famous revolving loose leaf device show case. He 


middle of California. 


Wilson-Jones 


August for Southern 
Calif. ; W. Moore, 


left the 


San Francisco, 


Loose Leaf Company branch manager, spent a week at 
the home factory in Chicago attending the annual sales 
convention of the organization. Returning, he stopped 


Denver and Los Angeles. 

San Francisco, Calif—A. A. Dayton, of Kielty & Day- 
ton, is bringing out a new keyless loose leaf ledger. The 
new ledger will be on the market shortly under the name 
of “Dayton’s loose leaf ledger.” Mr. Dayton claims that 


Lake 4 


at Salt 


the new ledger can be operated in much less time than 
any key ledger and without danger of tearing the sheets. 

San Francisco, Calif—Dixon, Fish & Company have 
distributed 5,000 loose leaf catalogues to the consumers 
of the entire northern section of California. The results 
have been very satisfactory in the quantity of mail orders 
received. This method has a low cost of selling and is 
building up a good business in goods that ordinarily have 
a slow trade over the country. 

Topeka, Kans.—J. P. Squires, formerly a traveler for 
the Baker-Vawter Company, has joined the Hall Litho- 
graphing Company He will cover Colorado, New Mex- 


and Arizona. 


ico 


OFFICE 
CHAIRS 


That Conserve Vitality— 


A business man’s day is 
divided into three equal 
parts: sleep, recreation, and 
his office chair. The latter 
permits the other two, 
Hence the necessity for 
serious consideration of the 
chair. 


GUNLOCKE 
CHAIRS 


afford comfort during 








the day and lend 
themselves to better 
work. 


Not only do they con- 
serve vitality but they 
are so finished as to 
preserve their appear- 
ance of newness. Aside 
from the built-in qual- 
ity of this compre- 
hensive line, particu- 
lar attention is given 
to the final job—the 
matter of putting on the handsome, transparent surface that 
protects against dust and gives the chair a beauty and char- 
acter often remarked upon. 


You would find our catalog worthy 
of study. Send for a copy. 


W.H. Gunlocke Chair Co., 


WAYLAND, N. Y. 











Mr. Dealer: “Ajax Eyelet Fast_ners,” “Samson 
Punches,” “Eyelet Tools,” etc., assure you of a quick, 
profitable turnover and re-orders. 


“The Ajax Eyelet Fastener” is a 
real necessity for binding valuable 
papers and documents, etc., where 
security, permanence and insurance 
against loss and substitution are 
paramount. 


PUNCHES THE 
ONE OPERATION 


Handles three sizes of Ajax 
Eyelets without any adjustment 








No. 2 


No. 3 
ng Med. 


Short 





**The Ajax Eyelet Fastener’’ assures you 
of Repeat Orders for ‘‘Ajax Eyelets’ 


“SAMSON” EYELET TOOL 





“SAMSON” No. 1 HAND PUNCH 









Mendies 7 A 

sizeso 

punches and Conftestion 

dies 1/16 to aad 

4 inch in Eyelet 
iameter, Sar 

easily inter- 


changed. 









Will punch Handles 
thru \%{ inch Samson 
of paper or Zinc 
cardboard. Eyelets 





Write for Catalog and Pre-War Price List 


THE MACHINE APPLIANCE CORP. 
351 JAY STREET, BROOKLYN, NEW YORK 
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Accurate Results Secured 
Users of the National Non-Slip Ruler 


The ruler is made from flexible steel accurately 
graduated, having a Red corrugated rubber base, 
prevents slipping, which is so essential to the user. 
The combination of steel and rubber used in our 
Non-Slip ruler makes our product unusually attrac- 
tive and, above ee 

all, it assures 





Efficient 





National Rulers are modern 
in every respect. They rep- 
resent the greatest advance- 
ment in ruler manufacture. 
We make them to English 
and Metric standards. The edges are true and 
smooth. The rubber is undercut, which avoids 
danger of inky fingers and blurred lines in ruling. 


Catalog and Price-list mailed on request 


National Rule Company 


Manufacturers 


New York, U. S. A. 


Rochester 








plore Ma 


; b 
Always at Your ||| 
Finger Tips 





Telephone Specialties are 


Good Sellers 


Show your customer the “‘Handy Hanger,’’ a simple 
locking device that attaches on to any telephone 
directory and provides a ready method of hanging it 
up—keeps it always in place and handy— instantly 
attached. Made of metal and indestructible. 


Price 50c each 


The ‘“‘Handy Hangers’”’ are put up one dozen on an 
attractive card for counter selling—Order yours now— 


$3.00 a card 
THE COLYTT LABORATORIES 


(ENGINEERING) 
565 W. Washington Street 


Dept. H CHICAGO 
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Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 


Manufacturer. 


Circulars describing the ‘“‘Postur’’ chair are distributed by 

The Toledo Metal Furniture Company. 
* * 7 

Standard stamp affixers are shown in a neat folder issued by 

the Standard Stamp Affixer Company, Everett, Mass. 
aa * . 

Economy in addressing envelopes is featured in a_ folder 

issued by The Speed-O-Feeder Company, Cleveland, Ohio 
* * ~ 

School supplies are depicted in extensive variety in a folder 
circulated by the National Blank Book Company, Holyoke 
Mass. 

* * * 

The Bates Manufacturing Company, New York, N. Y., de- 
votes a folder to the ‘‘Rotary”’ index, an invention to facilitate 
scientific indexing. 

* 7. * 

A folder from the M. J. Brown Manufacturing Company 
shows the “Brownee” envelope sealer, which operates with a 
sweep of the hand . 


a 
The Olive Works improved “Read-Easy” copyholder is de- 
scribed in a folder issued by Olive Works, 223 Grand avenue, 
West, Detroit, Mich. 
~ * * 

The Apex memo pad, utilizing adding machine rolls, is shown 
in a folder issued by the Apex Memo Pad Company, 611 Wash- 
ington street, Boston, Mass. 

* * 

The Strathmore Paper Company has a folder on Strathmore 
“Stationery for Men.’’ Stationers handling the line can secure 
a supply of these folders, ready to imprint. 

* * . 

The Thorp & Martin Company, 66 Franklin street, Boston, 
Mass., has issued Catalogue No. 235, “Everything in Loose 
Leaf for the Bank.’’ Tatum products are featured 

~ € * 

E. W. A. Rowles Company, 2345-51 South La Salle street, 
Chicago, Ill., issues a comprehensive catalogue of school sup- 
plies. Many items suited to the office equipment trade are 
included. 

* * - 

“The Business Man’s Manual of Office Supplies” is a twenty- 
four page booklet displaying the merchandise offerings of the 
M. J. Waldinger Company, 48 West Forty-seventh street, New 
York, N. Y 

* +. > 

An unusually attractive folder in three colors comes from 
The Miller-Bryant-Pierce Company, Aurora, III It lays em- 
phasis on “‘Direct Specialized Service’ for users of typewriter 
ribbons and carbon paper. 

* 7 

“Roll-O-Stamp,’’ a new device for affixing postage stamps 
and gummed tape, is described in a circular issued by the 
Frank A. Weeks Manufacturing Company, New York, N. Y 
The device may also be used for sealing envelopes 

* * + 

The Imperial Steel Cabinet Company, 2144-52 Fulton street, 
Chicago, Ill., has completed Catalogue No. 114. It shows desks, 
tables, card index cabinets, bank cages, check files, omnibuses, 
safety deposit equipment, document files and roller shelves 

* oe . 

A booklet devoted to costumers exclusively has been pre- 
pared by the Furnas Office Furniture Company, Indianapolis, 
Ind. Four new costumers for the office are shown, made up 
in fumed, golden or office oak, red or brown mahogany finish 
or imitation walnut. 

* * . 

The American Writing Paper Company has issued “The 
Standardization of Paper” in booklet form. It was an address 
by F. A. Curtis, chief, paper section, United States Bureau of 


Standards, Washington, D. C. Mr. Curtis delivered it before 
the Toronto convention of the United Typothetae of America. 
* * * 


“Berkowitz Business Envelopes” is the title of a comprehen- 
sive booklet on various styles of envelopes, issued by the Ber- 
kowitz Envelope Company, Nineteenth and Campbell streets, 
Kansas City, Mo. It is an attractive job of printing Seven- 
teen different classifications of envelopes are shown and de- 
scribed. 

aa * * 

The B. K. Elliott Company, 126 Sixth street, Pittsburgh, 
Penna., has issued the third edition of its catalogue and price 
list. It contains nearly 400 pages and includes a separate price 
list contained in a pocket on the inside back cover The book 
is a complete catalogue of drawing materials and surveying 
instruments. 

* = * 

Broadsides and folders sparkling with color are recent issues 
by the Victor Adding Machine Company. The broadsid¢ 
“The Biggest Value $100 Ever Bought.’’ Text and illustrations 
give proofs. ‘*Finally—The Victor—$100" is an eight-page 


atures 


folder demonstrating the qualities of the machine and offering 
a physical demonstration to business houses interested A 
Spanish folder emphasizing the salient points of the Victor is 
printed for the export trade. 

(Continued on Page 228.) 
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Q. K. Even Print Device 
for the Multigraph 


Every Letter an Original 


You invested your money in the Multigraph 

to attain results in your advertising — do 
you realize that the heavy short line reduces 
those results? 


Your prospect knows that with actual type- 
written letters the ‘Dear Sir” and ‘Yours 
truly”’ are not heavier than the body of the 
letter. To keep him from throwing your letters 
in the waste-basket, you possibly tried filing 
down the type to lighten the impression, and 
spoiled whole fonts of type so that many char- 
acters failed to print up on subsequent letters. 
Why take a chance on this when you can 
remedy the whole matter with the 


O. K. Even Print Device 


SEND FOR SAMPLES OF WORK 
O. K. MULTIGRAPHING CO. 
Lincoln Building - Philadelphia, Pa. 
TLE ELE 


PU 


ai 
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TRADE MARK REGISTERED U.S. PAT. OFFICE 
INTRODUCING THE 


Calendesk Pad 


This new addition to the well-known Elsane line of sta- 
tioners’ specialties combines a desk pad, diary, calendar and 
memorandum pad. The memo pad consists of fifty-two 
sheets, seven perforated coupons to a page for each day of 
the year, with leather cover over memoranda when not in 
use. Besides having an excellent demand as a stationery 
specialty, the Calendesk Pad has great merit for adver- 
tising purposes when carrying the imprint of your name, 
‘phone, address, etc. 

Made in 27 styles, stiff or flexible, with three 

different styles of fillers for the memo pad. 


Order your sample now and write for prices and circulars. 


SAINBERG & COMPANY, Inc. 
65-67 W. Houston St. NEW YORK, N. Y. 


Middle Western Representative 
John W. Messimore, 103 8. 7th St., Geehen, Indiana 











THE BABY TYPEWRITER STAND 
A FAST AND EASY SELLER 


LIST PRICE 


$6°0 


F.0O.B DETROIT 








Write for Liberal 
Dealer Proposition 


EVERY DEALER 
SHOULD CARRY 
THIS STAND 


IT IS 
THE BEST BUY 
ON THE MARKET 








A strong, well built 
stand, five ply oak 
veneered top, 174"x14”", 
Easy to move about. 
Suitable for home use. 
26” high. 


WRITE NOW FOR OUR LIBERAL PROPOSITION 


AUTO PARTS MFG. CO. 


1814 Trombly Avenue DETROIT, MICHIGAN 














FOR A CLEAN, 
LONG-LASTING 
IMPRESSION 





ALLEN & COMPARE 


MANUFACTURERS 
General Offices and Factory: 
11-13 Vandewater St. New York, N. Y. 





le 
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The 
Standard 
Stamp 
Affixer 


The Standard Stamp Affixer. 
Known as the simplest, light- 
est and speediest on the market. Saves 
time and money. 
It is a portable safe for your postage 
stamps. 
Endorsed by thousands of well-known 
users, including: 
Standard Oil Co. 
Bell Telephone System 
United Shoe Machine Co. 

Western Electric Co. 

Bauer and Black 


Willard Storage Battery Co. 
Eastman Kodak Co. 


and other prominent houses. 





DEALERS—We have an interesting proposition to make you 
which does not involve any outlay. 


STANDARD STAMP AFFIXER CO. 
EVERETT, MASS. 











COSTS MORE — WORTH MORE 


Quality Is What a Machine Is— 
Reputation What It Is Supposed to Be 


Victor Standard Typewriter 





The Machine of Superior Quality 


ALIGNMENT BETTER—Inch wide cone typebar bearings and octuple 
roller bearing carriage give a rigidity of typebar and carriage 
action that combine to produce work of unquestioned superiority. 

OPERATION EASIER—Light key touch and speedy escapement enable 
the operator to do more work with less effort, 

SIMPLE DESIG AND CLEVER CONSTRUCTION—Reduce materially 
the cost of upkeep. 

UNIT FEED ROLLS—Enable operator to write to the extreme bottom 
of sheet. 

All modern improvements including automatic ribbon reverse, single 
key decimal tabulator, back space bar, variable line spacer, 
bichrome ribbon. 

If there is no dealer in your District, write now for catalogue and 
agency terms. 


VICTOR TYPEWRITER COMPANY 


General Office and Factory: SCRANTON, PA., U. S. A. 
Department 10 








HOW TO REPAIR 
UNDER WOODS 


A new edition of our 
complete illustrated 
treatise on the mechan- 
ism of the Underwood. 


With this Book before 
him any one mechani- 
cally inclined can learn 
to repair Underwoods. 


Price $2.00 


T{porP & Marry, 





BOSTON, 
Mass., U.S. A. 


79 Queen St. 
LONDON, E. C. 














COMPo 


Non-clogging Paper Stapling Machine 





The Device That Prevents Clogging 


The sale of COMPO results in satisfied usets. It 
makes friends—and keeps them. COMPO is a 
good sport—“It never fouls in the clinches.” 


Compo Sales Company 


149 Church Street New York 
*““COMPO— It will not clog’’ 
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Paragraphic reviews of current issues from 
the house organ field, classified for convenient 
reference. 


Manufacturer. 


The Red Envelope (United States Envelope Company) dis- 
cussed advances in machine construction in its history of the 
envelope. 

* * * 

The Sales Force (Hedman Manufacturing Company) pictured 
the new offices of the “F & E”’ Check Writer Sales Company, 
Chicago, Ill. 

a * > 

Tips and Nibs (The Wahl Company) reported in detail the 
winners in the Wahl window display contest. The nineteen 
winners were listed in full. 

* 

The Drake Drummer (Miller, Drake & Company, London, 
E. C. 4, England) devoted the major part of one issue to sug- 
gesting sales campaign on the Rex visible typewriter 

= * * 


The Webster Way (F. S. Webster Company) proved durability 
in “MultiKkopy’’ carbon paper by an endurance test. Another 
brand was put through the same test, and both reproduced in 
half tone 

4 * * 

‘Barometers’ in Lightning (The Bircher Company) reasoned 
that business is on the mend, judging by the trend in pig iron 
production, stock markets and the growing volume of United 
States mail 

* * a 

H. E. Hawkins, sales manager of the Stationers’ Loose Leaf 
Company, wrote ‘‘You,’”’ in the company’s house organ, the 
Faultless Bulletin. It showed salesmen the value of intro- 
spection, reflection and moderation. 

* * * 


“Swap Ideas,’’ says Loose Leaf Notes (Wilson-Jones Loose 
Leaf Company), to encourage stationers to contribute ideas on 
selling and store management. The editor offered Loose Leaf 
Notes as the forum for all stationers. 


The Corona Bulletin (Corona Typewriter Company, Inc.) 
featured ‘‘bully publicity’’ by depicting a Corona advertisement 
in the bull ring at Mexico City. F. Armida & Company, Corona 
agent, has a painted display right where everyone can see it. 

* + * 


Demonstration (lL. C. Smith & Bros. Typewriter Company) 
published a special issue devoted to Boston. A number of 
pictures of local buildings and scenes, with contributions by 
members of the Hub sales staff, gave the issue a typical Boston 
atmosphere 

* + ~ 

“The Job of Making Friends’? in The National (National 
Blank Book Company) indicated the importance of friendships 
in business. It led to the thought that friendship is best broad- 
casted through advertising. Personal friendships are best, but 
naturally of limited radius. 

* + * 

Scrits (Strathmore Paper Company) has been consolidated 
with Good Practices, another Strathmore house organ directed 
heretofore to another field. The August issue, which inaug- 
urated the new form, featured forthcoming Strathmore adver- 
tising under the heading, ‘“‘What’s Coming.’’ 

* * * 


The Inside of the Case (Dennison Manufacturing Company) 
showed the new factory under construction at Marlboro, Mass., 
made from the architect’s perspective drawing. The new plant 
is a few miles away from the main plant at Framingham. The 
Marlboro plant will produce boxes and cases. 

* * * 


The Roneo Salesman (Roneo, Ltd., London) features specific 
lines of business which are logical prospects for Roneo products, 
and indicates the application of each to that particular line. 
Each article states the number of individuals and concerns in 
such lines, both in London and in the provinces. 

« *” * 


Pull-Together (Eaton, Crane & Pike Company) has done 
some good service for stationers in printing store rules gathered 
from various sources. The July-August number contained a 
group of thirty, selected from a drug store’s book of instruc- 
tions. Many of these can be adopted bodily by the stationer 
to good advantage. 

* » * 

The Pen Prophet (L. E. Waterman Company) delved into a 
travel topic, printing a narrative by F. D. Waterman on cross- 
ing the Pacific divides on the giant electric locomotives of the 
Chicago, Milwaukee & Puget Sound Railway. Mr. Waterman 
was accorded the rare privilege of riding the locomotive by 
the president of the railroad. 

. 


The Eagle News (Eagle Pencil Company) printed a memorial 


number for the late Emil Berolzheimer. <A photogravure por- 
trait of the lamented president of the Eagle Pencil Company 
formed the frontispiece. Formal memorials and letters from 


friends testified to the esteem and endearment of his associates. 
‘A Tribute from the Factory” revealed the affection of his 
workers. 

* * sd 


Results (Monroe Calculating Machine Company) narrated the 
theft of Monroe calculating machines and illustrated it in a 
cartoon. A salesman’s machine was stolen from his automo- 
bile. It was recovered and the thief brought to court. The 
value of the machine was questioned by the judge—as it de- 
termined the character of the offense. The salesman demon- 








If You Bind Your Own 
Loose Leaf Devices 


We can show you how to cut the cost 
of making your special metals, at least 
in half. 


Whether or not you buy your Knock 
Down Metals from us, we want you 
to effect this saving, because we spe- 
cialize in the manufacture of Loose 
Leaf Metal Parts for the dealer who 
binds his own Loose Leaf Devices and 
therefore we want to co-operate with 
the purchasers of metal parts. All 
of them. 


We will gladly explain without cost 
or obligation to you the system we have 
devised to enable the dealer to make 
up his special metals accurately and 
economically. 


Write us. We are here to serve 


The Tenacity 
Manufacturing Company, Inc. 
Reading, Cincinnati, Ohio 
New York Branch, 77 Beekman Street 
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MANUFACTURER. 


PENCILS 


for 


Commercial Use 


Philadelphia.U.S A. 


ry 





For That Fall Business 
Stock Up On 


United States Quality Pencils 


Exceptional leads, high finishes and 
attractive packing, make our goods 
a big seller. 


Moreover, they permit of a substan- 
tial profit. 


Write for samples and prices and 
information on “Specials.” 


U.S. PENCIL CO. 


60th St. and Baltimore Ave., Philadelphia 
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Don’t “Pass the Buck” 





T keeps an accurate copy of every memorandum 
you write and keeps the copy before you. Instead 
of using a scratch pad, a scrap of paper or the back 
of an old letter to write important memoranda, 


we MEMO-CHEK 


You simply can’t forget important memoranda 
when you have this wonderful little time-and-worry 
saver. Every notation, every tickler, and follow-up 
is kept on file right in front of you. You can close 
your day’s work by checking off the carbon copy 
of every memo you have written. Remember, you 
have a continuous writing surface and accurate copy 
of every memo or notation. Convenient? We'll say 
it is. Besides, it saves your memory and cuts out 
all guesswork. Price $5.50. 

Agents and Dealers are Making Big Money. 
Write for Our Proposition. 


BLISS COMPANY, Inc. !19 Park Place, York New 














Remanufactured typewriters 
are GOOD typewriters— 


A Super Grade Remanu- 
factured Typewriter 


represents a superior value. It 
has gained a reputation on its 
own merits. Speedy and ac- 
curate. It is economical in op- 
eration and practically free 
from repairs. The clear and 
perfectly formed type faces 
and styles insure the greatest 
degree of legibility. And its 
most valuable asset—consist- 
ent and reliable performance 
and endurance. 


The constant demand for Super 
Grade Remanufactured Typewrit- 
ers is conclusive proof and testi- 
mony as to their merit. We have 
a price list ready to send to you. 
Ask for it. 


; | UNITED TYPEWRITER 
. EXCHANGE CO. 


—— WHOLESALERS 
E Gi 137 High St. Boston, Mass. 











Cable Address ‘“‘UNITYPEXCO’ ' Boston 

















Trade Mark 




















APPLIANCES Suisse 


strated the machine in court for the judge and convinced 
that the machine is a good buy at $300. 
~ * * 

“Getting the Most from Imprinted Folders” in Tips and Nibs 
(The Wahi Company) narrated the plan employed by a South- 
ern dealer to put Wahl folders into the hands of high grade 
prospects. 

* . + 

The Roval Standard (Royal Typewriter Company, Inc.), 
cluded ‘‘A Good Approach,”’ by J. T. Wellman, Louisville, K 
He has a diplomatic way of warming up a prospect and staging 
a pleasant setting for the canvass 


* * * 
The National (National Blank Book Company) revealed 
fruitful source of business for the Stationer in ‘‘The Accountant 


as Your ‘Anchor-Man.’” It suggested intensive cultivatic 
the accountant as a means of developing business 
* + * 


“Blazing the Trail to Quiet’? in Whispers (The Noiseless 
Typewriter Company) was contributed by S. L. Hooper, pres 
dent of The Noiseless Typewriter Distributing Company, San 
Francisco, Calif. It narrated the inception and growth of that 
business during the past six years 

> 2 © 


The Protectograph Bulletin (Todd Protectograph Company) 
has been recounting the various points made at the recent 
convention. This serves two purposes. It imparts the gist of 
the convention to salesmen who were not present, and refreshes 
the memories of those who were fortunate enough to attend 

* * * 


Barrett division exhibits were illustrated in the Monotype 


(Lanston Monotype Machine Company), showing displays of 
Barrett adding machines at the national business show, Phila- 
delphia, and the Informashow, Rochester, N. Y. The latter 


was an exhibition held in connection with the convention of 
the National Association of Purchasing Agents. A typographic 
achievement was also recorded—simplified Chinese on _ the 
Monotype keyboard. 

: * * 

The “Perkins Plan’’ was described in the Wales Visible 
(Wales Adding Machine Company). H. M. Perkins, district 
manager at Springfield, Mass. He posts a problem on the dis- 
play window every week, indicating the maximum number of 
handle pulls permitted in working it out. A prize of $5.00 is 
awarded for the first correct solution, accompanied by the 
serial number of the Wales machine used in the computation 
The answers are handed in sealed envelopes, dated to the 
minute, and results announced Friday of each week. 

Dealer. 

“The Stolid South,” in Common Sense (Corlies, Macy & 
pany, Inc.), commented on the ‘“‘quality’’ atmosphere 
Southern brethren. 


. * * 


Office Topics (Baker Printing Company. Newark, N. J.) asked 
readers, “Have You Ever Considered a House Organ for Your 
Organization?’ The sales value of a house organ going to 
customers was explained. 

< . 

Diamond Dust (Hall Lithographing Company) printed 
screed on the composing room, showing how salesmen and 
clerks can co-operate to speed service and cut costs in sending 
copy for composition. 


> * * 

Constructive propaganda for the benefit of the Hawkeye 
state characterizes Parrottalks (Matt Parrott & Sons Company 
Waterloo, Iowa). Topics in a recent issue included “City and 
Town Upkeep,” “Beautiful McGregor,” “Sitting Down on the 
Job,’’ and “‘Apples.”” This policy must be resultful, as it en- 
genders state and civic pride. 

Internal. 

The Art Metal Welder (Art Metal Construction Company) 
suggested the name of a fraternity to stay away from—the 
“O. O. T. B.”” The cryptic initials signify “Order of the Band- 
age.’’ to which workers who are careless in the factory gain 
membership through preventable accident. 

* 7 * 

The Hand Clasp (United States Envelope Company) contained 
the narrative of a trip to the Pacific coast and back made by 
J. B. Thayer, the company’s sales manager. The various 
manufacturing divisions were described and incidents which 
happened along the way formed a part of the story. 

* e . 

The Strathmorean (Strathmore Paper Company) pays com- 
mendable attention to safety first practices and community 
welfare work. The August issue printed a communication by 
the Mittineague superintendent of schools, directing attention 
to the necessity of parents teaching children care while on the 
streets. 

For the House Organ Editor. 

The Monarch Studios, 341 Fifth avenue, New York, N. Y., has 
a ‘“‘Redi-Cut’’ service which presents numerous “thumb nail” 
plates that might find use in a house organ. Prices are mod- 
erate and sold on a reducing scale of prices when ordered in 
quantity 


(Catalogues—Continued from Page 224.) 
From The Safe-Cabinet Company, Marietta, Ohio, comes a 
iolder on the ‘“‘Librastile,’’ a filing system for record safes 
* . = 
A prospectus on the Invicta check writer has been distributed 
by The Invicta Writer, Inc. 89-91 Warren street, New York, 
N. Y. 
* * + 
The Rand Company, North Tonawanda, N. Y., has a folder 
on Rand adjustable sorters, illustrating several applications in 


office work. 
* = 


A harmonious announcement in two colors invites to the 
formal opening of the new quarters of The S. Barker’s Sons 
Sompany at 729-31 Prospect avenue, Cleveland, Ohio. Ac- 
companying is a folder, “Fifty-two Years—1870-1922,"" sketching 
briefly the progress made in that half century. 
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MANUFACTURE 
SEALS 
STENCILS 
BADGES 
RUBBER®@STEEL 
STAMPS 
METAL CHECKS 
POCKET COINS 


att BRASS SIGNS 


ETC 











r "OR SALE 


The ever’ W Wenriié 


108 XN. Dearsore St 


PHONE MORROT 1363 














STENCILS 


“YER & WENT p 


STORE;108 N.DEARBORN ST. THICAGO 


ME 


FACTORY:24 to 30 So, Jefferson St. ~*** 











Dealers! 


Real distinctive quality in 
Carbon Papers and inked 
Ribbons at prices that are 
right. Packed under Car- 
rib Brand or Special 1 
print or in bulk. 


CARRIB 


Manufacturing 
Corporation 
ROCHESTER, N. Y., U.S. A. 
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Save Time and Eliminate Unsanitary Drudgery 


6 Models (Hand and Electric) $3.00 to $150.00. 


One suited to the requirements of every 
office, whether the dally mail is 25 letters 
or 150,000. 


Standards are the most efficient, durable, 
and widgly distributed envelope sealers on 
the market. 


Used by all U. S. Government Departments, 









prominent banks, public utilities, and by 
large and small concerns in every line of 
industry. 








Over 50,000 in daily use. 
DEALERS AND OFFICE SPECIALTY SALESMEN: 
We have an interesting proposition to make 


you 
if we are not already represented in your district. 
Write for details, stating territory covered. 


Standard Envelope Sealer Mfg. Co. 


Revere Boulevard, Everett, Mass. 
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TRINER POST OFFICE 
SCALE No. 9 i 


Specially designed for U. S. Post Office 


Service 
Cuts down Postal costs. | 











—Used where a variance of 1/64 oz. means a 
saving of thousands. 


—Pronounced by experts as the best commer- 
cial model ever produced. 


—Extra heavy and precise construction without 
the objectionable features of the old type beam | 
scale. | 


—Many new and desirable points of interesting 
construction to make good sales talks and ex- 
cellent window displays. 


—Write for full particulars. 


TRINER SCALE & MFG. CO. 
2714 W. 21st St. CHICAGO, ILL. 
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Carton contains 
I dozen rolls 


Uf: ADDING 
MACHINE PAPER 


Sell it by the Box 


Fogewater Paper @mpan 


MENASHA 


Preferred Paper Products 








Uti TLC PCO 
OSIRIS ROI GIR ISIS IY RD? RRS 
SBRGRGSGSAGRIYIYIRTII YT AIINIRY SITS 
VAIS NGI ING NTRS 
iVAINININ NINN ANS 














SS 
US YpSUf, yy 


x VN, 
QEEEQTORGUEOUUOUEEOUEGAUEROUREOUEAGROGEEETROOUEETEOOEOCEOOCUDOSCSEDENGPONOEOEUOEODOOGNOOEOOOTUCOCUOOEOUEOROENOUS 


a 


WA 
CRIS 


GN, 
I YIN NTRYIS y 
TYING, . 4% RY, S 
IY NG SG GRIT. 
WAS ZS 
YING ESS 





oy 
Ys 
Yr 


Ly 
4 
~ 
“WS 
~ YuSS AS 





S 








= OR 
WS Wa 
NAN 
YR 


4 
VA 
WZ 


SS SS : KS SS 
ROO 
7 < SSS (7. x 


i mom 

~~ a 

SON DERN WU 

Y/prspal S/d for 
S 2 rw an} $39 
OSS SORES I LOL TOI ESS 
The Smead Manufacturing Company 
t C HASTINGS, MINNESOTA, U. S. A. 


hs bse 


lea Cee 
SSL SSS 


UGA 





APPLIANCES 





September, 1922. 





Stationers’ 


Tarboard 
Goods 





An established line of filing boxes, trans- 
fer cases and stock boxes assures you of 
a steady income and regular turnover. 
Your customers know these goods—thev 
are in demand. 


If you now handle these goods, get our 
proposition and see how it compares. 
If not, write for information about our 
sample assortment which provides a small 
stock and a sample of each number. 


Advance Paper Box Co. 


Manufacturers of Plain and Fancy Paper 
Boxes, Filing Cases and Stock Boxes. 


2727 Franklin Ave. St. Louis, Mo. 























Siuidscll. 
One-Piece 
ALL-LEATHER COVERS 


Open an old style Ring into a **Trussell’’ patented all- 

Tear Book cover and you will Cut leather Ring Book cover and you 

find that it is made of three-ply, will find but one ply of solid, heavy 

thin material, glued together. leather, equal in thickness to the old 
style three-ply cover. 


\ 


Solid Leather @ 
Single Ply 








The TRUSSELL One-Piece, All-Leather Cover, first de- 
signed and patented by us in 1908, is becoming foremost 
in its field in 1922. 

This is because business men demand a quay look and 
feel in their binders. They want their books of the finest 
and most durable style that is consistent with a reason- 
able cost. We have it. 

No other binding at any price compares with this construction, and it will 
outwear the ordinary kinds several times. Yet our prices are very low, due 
to quantity production by special machines. Made ip all styles and in 
all sizes from vest pocket to large desk books. 

Let us co-operate when a large order is in tne paiance and a close price will 
help you to win out. We help dealers to get the business. 


TRUSSELL MANUFACTURING CO., 
3 North Cherry St. Poughkeepsie, N. Y. 
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Price Revisions. 
The Metal Edge Tab Company, St. Louis, Mo., announced new 
prices on metal edge tabs recently. 


+ * > 
Revised discounts on index tabs and blank book specialties 
have been effected by G. J. Aigner & Company, 521-23 West 
Monroe street, Chicago, III. 
. . * 
The Shipman-Ward Manufacturing Company, 4401-09 Ravens- 
wood avenue, Chicago, Ill, has announced increased allowances 


n trade-in Underwood typewriters 
- * > 
Reductions in prices ranging from ten to thirty per cent are 
presented in a new price list, dated August 1, by the Cushman 
& Denison Manufacturing Company, 120 Eleventh avenue, New 
York, N. Y 
> > > 
\n innovation by Eberhard Faber is a gross price list for the 
ise of stationers’ salesmen. It can be used by the salesmen of 
any stationer, no matter what his geographical location He 
merely changes the discount to equalize freight to his city 


Accessory Advertising Matter. 

\ poster to stimulate school trade is distributed te 

carrying the lines of The Wahl Company, Chicago 
o +. > 

Lantern slides for movie theater advertising are offered to 

stationers by the Wilson-Jones Loose Leaf Company 
* + * 

The L. E. Waterman Company offers window transparency 
No. 208 in deep blue, gold and white. It is oval, 13%x4% inches 
cd “ > 
\ blotter detailing the merits of the Dalton ‘“‘super-model’’ 
adding, calculating and bookkeeping machine is distributed by 
branches of The Dalton Adding Machine Company 

* . * 

The Noiseless Typewriter Company, New York, N. Y., has 
an extensive variety of window display material and lantern 
slides for movie advertising. They are furnished without 
charge to agents 


deale Ts 


Schools. 
The Gem City Business College, Quincy, Ill., has issued its 
fifty-second annual year book. 


(Other Machines—Continued from page 215.) 

Rochester, N. Y.—F. H. Bloom, general sales agent here 
for the Todd Protectograph Company, spent his vacation 
in the Adirondack Mountains 

Salt Lake City, Utah—C. E. Corey, recently appointed 
state manager by the American Banking Machine Cor- 
poration, Chicago, Ill, was formerly manager here for 
the Underwood Typewriter Company. 

San Antonio, Texas.—C. D. Hanna, 507 Gunter building, 
is handling a part of the territory served by S. H. Young 
for The Bircher Company, Rochester, N. Y. 

San Francisco, Calif—Ernest Wallace, manufacturers’ 
representative, is on a trip to Los Angeles. 

San Francisco, Calif—Wilber & McKenzie report a big 
business in rebuilt multigraph machines and “Edigraph” 
dictating machines. This demand seems to be seasonable, 
as an increase is usually noted during the summer months. 

San Francisco, Calif—George Dow, outside salesman 
for H. S. Crocker Company, Inc., for the Mimeograph and 
Addressograph, attended the convention of the Addresso- 
graph 100 Per Cent Club in July and then visited the 
Mimeograph factory. L. J. Taylor, head of the Addresso- 
graph department, also visited the Addressograph factory. 
[he Mimeograph is playing an important part in the state 
primary campaigns, particularly in the senatorial campaign 
for the Republican nomination, which is rapidly developing 
into one of the most spectacular campaigns in years. 

Sheboygan, Wis.—A. F. White has undertaken sales 
here for the Hedman Manufacturing Company. 

(Stationery—Continued from page 220.) 

Spokane, Wash.—Western Stationers, Inc., formerly at 
425 Symons building, moved to 210 South Howard street 
ment, both wood and steel. 

Topeka, Kans.—Richard N. Hall, head of the Hall Litho- 
graphing Company, returned several weeks ago from a 
Wisconsin vacation. 

Washington, D. C.—Samuel Richards, formerly man- 
ager of the stationery department, Washington News Com- 
pany, is now manager of Schrot Bros. 

Zanesville, Ohio—Ore E. Swingle, formerly with the 
Green Print Shop, has opened at 28 South Fifth street, 
to do a commercial stationery and multigraph business. 





“Fine” Government Stamped Envelopes Coming. 


The Post Office Department will soon offer stamped en- 
velopes manufactured from superior paper for use in social 
correspondence. They will be banded in 25’s, and cost a 
trifle more than the present standard, which will be con- 
tinued. 
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ty ee hd 
NDEX TABS 


Announcing a 


PRICE REDUCTION 


of approximately 20% 


on all ‘‘E-F’’; items. 


Write for new prices and samples of “E-F”’ 
All-in-One Index Tabs, ‘‘E-F”’ Angular Index 
Tabs and ‘“‘E-F” Projection Index _Tabs. 


Efficiency File Company 


1772 Wilson Ave. Chicago 
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“The top closes itself” 





The PRESTO 


An improved automatic 
closing inkstand 


J 





No complicated parts. 
Moderate in price. 
Write for particulars. 


Bachrach Specialty Co. 


Oe . evert 
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, a a on.5t 2275 Third Ave. New York, N. Y. 
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Either in Stylo or Fountain Pens Also Manufacturers for the Trade 
PARAMOUNT PEN CO., Inc. 
63 Irving Street Jersey City, N. J. 
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“PELOUZE”? POSTAL SCALES 


are scientifically made. They show exact weight in ounces, also cost in 
cents on all classes of mail matter. 





OS eee 4lbs. MailandExp...... 16 Ibs. 

DE de roceees 2 % Ibs. Commercial ...... 12 Ibs. 

Columbian ........ i Se eaer 4 Ibs. 

NE RE : > | ee palates legal : = 

Coaneemt 2". ccccccss be DEINE 6 oscecose je 
. Parcel Post Scales 











Banks and husiness houses use ‘*Pelouze” 
Scales because of their accuracy, reliability and 











durability. 
ASK FOR A “PELOUZE” SCALE @ 
PELOUZE MANUFACTURING CO. “STANDARD” 
232-242 E. OHIO ST. CHICAGO 
TT 








WIRE WASTE BASKETS SPACE BASKETS 
LETTER TRAYS PAPER CLIPS 


GEM CLIPS “CYCLONE” 


queer ) 


Nos. 1, 2 and 3 








Special Prices on 
Gem Clips 
Extra Fine Quality Guaranteed 
Write Today for Samples and Quotations 


VAIL MANUFACTURING COMPANY 
SUCCESSORS TO MIDLAND STEEL PRODUCTS COMPANY 
1752-58 East 75th Street, CHICAGO 

No. 639 1-2 Pacific Coast Representatives Coase ere 


REID & GILMARTIN Vv. BOGART 
444 Market St., San Francisco, Cal. 1218 Fourth Nat’l Bank Blidg., Atlanta, Ga. 
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KEYSTONE TYPEWRITER TABLETS 


Utility—Convenience—Economy at a Most Reasonable Price 


The latest efficiency unit for office use and distribution. 
Protection for all paper surface until the very instant of use. 
Standardized thickness, solid and substantial binding. 
Extensive variety of papers in surface, texture and weights. 
Sold by progressive dealers. Descriptive list ready for your call. 


SAMPLE TABLET No. 6064—BOND PAPER, 50 SHEETS, 83x11 in. Mailed for 20 
J. C. BLAIR CO., MFG. STATR’S. Huntingdon, Penna. 






KEYSTONE 
TYPEWRITER 

















_MILLERZGRRAND 











No. 583 New “Duralumin” Handle Eraser 


This handle will not split nor crack, nor will the blade come out. 
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PP cogMiLLER BRO'S P 


BOWL POINTED 
The Original Bowl Pointed Pens. Styles to Please All Hands 


Meriden, Conn. MILLER BROS. 305 Broadway, N. Y. 
MILLER RRAND 


2 NR MILLER BRO'S 
bu al tr Bowl POINTED 

















We carry acomplete line of Stationers’ | 
Glassware, Hardware and Specialties | 


“*The House of Service” 
Pr 

DEFIANCE © 
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MANUFACTURING COMPANY 
384 Broadway New York, N. Y. 


Manufacturers—Wholesalers—Importers 
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Largest Desk Calendar House in the World. Sole manu- 
facturers of the Gem and Perfection Lines. 
Our 1923 calendar catalog sent on request. 




















MORDEN SWIVEL RINGS 


MADE ON SCIENTIFIC PRINCIPLES 


The vital point to determine in selecting a loose leaf ring is its dependability to remain 
closed. Loose leaf sheets exert a certain amount of strain, tending to force rings open unex- 
pectedly, especially when leaves are crowded, or are turned in punches. Morden Swivel Rings 
are scientifically constructed to counteract this strain. Instead of opening by a pull in the same 
direction as the strain exerted by the contents, they open by a sidewise push at right angles to 
this strain. In addition, Morden Rings have no enlarged, clumsy joints to mar furniture, nor 
sharp projections to mutilate sheets. 


THE PERFECT SCHOOL NOTE BOOK RING 

Used for student note books, stenographers’ note books, eyeletted covers, metre reader books, 
band books, catalogs, swatch books, every conceivable variety of loose leaf books; and all loose 
sheets, charts, drawings, blue prints, maps, fashion plates, clippings, pictures, postcards, fabrics, 
in fact for any classified matter in loose leaf form. 

Loose leaf sheets need not be held in expensive binders. Heavy manila, or other material, 
cut to proper size to form outside protection covers, with Morden Swivel Rings inserted through 
such covers and sheets make a flat-opening book, costing but a few cents, yet as durable and 
convenient as the most expensively bound book. 

Supplied in ten sizes: % in. to 2 in. Liberal discount to the trade. Samples free. Cuts 
for catalogs furnished. 


THE MORDEN MANUFACTURING CORPORATION 
WATERBURY, CONNECTICUT | 
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man tain A triumph of thirty-eight years’ experience in 
Rival—te Master Craits Foun Pen the manufacture of Fountain Pens. Wemanu- 
facture fountain pens for the trade, and specialize on imprints for the jobbing, retail and mail 
order trade. Prompt service in repairs, All work is done in our own shops. 


The export trade is skilfully handled. A host of busi- We make all modern designs in Lever Self-Filling, 
ness friends abroad testifies to our close study of their Screw Cap, Non Leakable and Slip Cap Fountain Pens; 
requirements. also Stylos—Fully Guaranteed. 


Get in touch with us at once. Our prices assure you good profits; Beaumel quality pleases users. 
D. W. Beaumel & Co., Inc., Office and Factory: 17-27 Vandewater Street, New York, N. Y. 
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Make Accurate, Reliable Copies of Waybills, Letters, etc. 


THE EUREKA 


Blotter Bath and the Eureka Sanitary Copy- 
censf@%. ing Cloth produce clear, neat letter press cop- 
“co. -\ S58 jes of any document written by hand or type- 
5 = writer, with copying ink. The construction of 
in the bath provides for uniform moistening of 
the cloths and eliminates mustiness or mildew. 
Clothsarenon-raveling and chemicallytreated 
Og . oe by a patent process insuring clean-cut copies. 
Pat ne a Rei Sees MORE EUREKA BATHS IN USE 
Boy cart THAN ALL OTHERS COMBINED 





A 
\ \ 
Y Ys 


_ 
\ 
\\ 
TN 


me \ 


Z 
Y 
Z 
Z 
y 
4A 
Z 
Z 
Z, 








| sohanalt bane SUES. Sold Exclusively Through Dealers. Write for the Eureka Booklet. 


The EUREKA BLOTTER BATH COMPANY, 3732-34-36 South Wallace St., CHICAGO, U.S. A. 
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of resources and opportuni- 


e 
s results an or 
Intensive ties results in moe than or 


dinary success. 







F | A | N G FOLDE RS cases it proves to be the 

Development difference between a truly 

successful man and one 

MARK whose achievements are mediocre. A careful reading of trade litera- 

ture, of advertisements, sales plans, and other subjects which are 

FOR ALL SYSTEMS 2 met every day by men in positions very simiiar to your own, 

, will increase your power toearn. OFFICE APPLIANCES prints 

Kay Folders are made from a long fibre each month such material as we have just referred to. And if 

Sulphite stock that will stand the hardest you will read it monthly, you will find that in some way it will in- 
wear without getting dog-eared or break- crease your capacity for work and your earning power. 


ing down. 
Subscription price is $2.00 a year 


THE KAY COMPANY THE OFFICE APPLIANCE COMPANY 


SIGH STREET and BOYDEN PLACE 417 S. Dearborn Street, Chicago 


NEWARK NEW JERSEY 
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WastePaper 
Baskets 


Letter Trays, Mail and 
Tape Baskets, Space 
Baskets, Build-up 
Trays. 


UNIFORM MESH AND FULL 
GAUGE WIRE 


Special Baskets Made to Order 


PEERLESS WIRE GOODS COMPANY 
Write for Catalogue 20 East Jackson Blvd. CHICAGO 


PEERLESS SANITARY LINE 
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se"sevics RUBBER ERASERS 223cc5 


EDCE VIEW SHOWING 
INLAY OF INK ERASER 


WELDON ROBERTS RUBBER CO. NEWARK, N. 














Office Machine Manufacturers 
KANT AND AGENTS 
SM EAR Let us take care of your service calls in greater 





STAMP PAD New York and New Jersey. With our staff of 
expert mechanics, we are prepared to make adjustments 
It’s all in the ink—Kant Smear Ink and repairs on adding machines, calculators, addressing 
will not smear or offset. machines, check writers, duplicators and other office 
Kant Smear Ink will not injure rub- machines. 
ber ys We can give your New York territory all the 
Kant Smear Inked Pads will not dry facilities of a service department at a fraction of 
on your shelves. ‘all and inenec eater ite f 
TWO SIZES ALL COLORS POPULAR PRICES the expense. Call and inspect our equipment or write for 
details. We shall be glad to give you full information. 
Write us for further information . 
IDEAL STAMP PAD COMPANY : oy 
441 Sixth Ave. Pittsburgh, Pa. GRAZE & SADLER, 256 Church St., New York 

















Cloth Money Bags 


show good profits and a 
steady repeat business. 
Banks buy them in large 





Trademarks 


and Copyrights | 


Difficult and rejected cases specially solicited. No 








misleading inducements made to secure business. quantities. 
Over 30 years’ active practice. Experienced, personal, : . 
conscientious service. Write for terms. Book free. We make them jor the trade 
Specialty—T i hines. ° 
ainda ita. inte ae Continental Bank-Supply Co. 
uite 36 N. U. Buildi (Formerly of St. Louis) 
E. G. SIGGERS s Washington, D.C. _ . me 








; Mexico, Mo. 


Headquarters for Desk Calendars, 
Pads and Stands 


We are the manufacturers of the celebrated “Handy” and 
“Sterling” Calendars—metal and cut glass Stands with 
Pads plain or indexed by months. 

LIST PRICES—WITH METAL STANDS: 


























Compiete Pads Stands 
.20 80 








No. 1 HANDY, Old Style ........ «ica oe ook $1 .60 $0.60 
No. 1 HANDY, Improved ..................006 1.20 60 
No. 2 HANDY eae face iieeettteeseeenes 1.80 90 90 
Ss mameled ...... reer ° dé - 
6¢ ” STERLING, Nickeled ................0++ 1.40 60 80 
STERLING” DESK CALENDAR STERLING GIANT, Enameied.......... 2.00 1.20 1.00 
— DAILY MEMORANDUM, Enameied..... .60 .30 30 
LIST PRICES—WITH CUT GLASS BASES: 
KIMPTON, HAUPT & CO. No. 1 HANDY «00-0. .0200csecevresenener ees 6.00 1.50 4.50 
WHOLESALE STATIONERS ls Fa svaa 065 0 Saka aae eae ee Y ¥ 
GLASS MANUFACTURERS i rr arr 6.00 1.50 4.50 


“ We deal in all other Desk Calendars, teo. 
53 Beekman Street NEW YORK, U.S.A Send us early order for your full requirements. 
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NEW MODEL 


BRISTOW 
RADIAL DISTRIBUTOR 


CLEARS THE DESK OP 
BASKETS AND TRAYS. Desk 
space occupied:—12x64 inches, 
one-third less than occupied by 
a single desk tray. Maximum 
number of compartments: — 4. 
Compartments:—1} inches wide 
at base, flaring at top to allow 
ease of access. 

This model is constructed ogg « « 
on the same lines as our — 

larger Models and is built with the same high standards in 
mind. The few compartments make it of use to clerks as well 
as executives, so everyone in an office needs one and is, there- 
fore, a good prospect. The result is many and large sale. 
This Model and larger sizes illustrated in our circular which will be sent upon request 


STANLEY R. BRISTOW, 171 Washington St., Newark, N. J. 





Price $5.00 





BOEHNER IMPROVED 
CARD HOLDER 


The Boehner Im- 
proved Card Holder re- 
quires no expensive per- 
forated or bound cards. 
It keeps your cards 
clean; it holds one card 
securely as well as a 
full case of cards. 







Sor manu Bawee xe CO. 


LEATHER NOVELTIES 







When a card ts with- O@ Borwner 
drawn the others are 
not only held in place 
but are kept on the 
bottom of the holder. 


Furnished in twenty-eight different sizes; bound in imported 
morocco; metal parts highly nickel plated. 
- 
Improved Boehner Binder Co. 
142-144 Fox Street Aurora, Illinois 
We manufacture Leather Novelties only and are not Engravers. 














DEALERS WANTED 
in many cities No 
Rubber 


A 
typewriter 
cushion key to 


that is different Wear Out 
MASTER SPEED KEYS 


ARE STRONGER AND LAST LONGER — Write to ask WHY you 
can sell more MASTER KEYS than any other. 
SEND FOR SAMPLES 


SPEED KEY MANUFACTURING CO., Inc. 


30 Columbus Place Brooklyn, N. Y. 





PEET'S 


PATENT 


{MPROVED TRIANGLE cuip 


a aan 


HOLDS PAPERS SECURELY 


PAT. MAY 22.1917. 


Only after trying this new paper clip can you appreciate 
its superiority. It is so easy to slip on, and it holds the 
papers, etc, absolutely firm. The patented crimp does “the 
work. It will be worth your while to send for samples and 
prices. 


If your stationer does not carry them, write us direct, 


PEET BROS. 


618-20 Cherry St. Philadelphia, Pa, 











re You Prefer Sharp 
Pencil Points? A 


or medium—or blunt? 
Whichever kind you want you can 
get by G. the 


TRADE Gr REG raffco us CO 


Pencil Sharpener 


No mechanical adjustments required. 
Hundreds of perfect points from one in- 
expensive easily replaced cutter. Sharpener lasts a life- 
time. Very strong—very handsome. Used on desk, wall or 
table. For business offices, schools, artists, draftsmen, en- 
gineers, households, etc. Sold at stationers’ or direct. 
Folder on request. 


GRAFF-UNDERWOOD COMPANY 


Mfrs. Time-Saving Office Devices 
'* 18 Beacon Street, Somerville, Boston, 42, Mass. 
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EUREKA Eye Shade 


receives enthusiastic recommendation from expert mechanics 
and draughtsmen who, because of their fine, close work, 
need particular eye protection. The Eureka, fashioned from 
green celluloid, bound on both edges, properly ventilated 

nd adjustable, is another popular style of the complete 


“CESCO line. 





ooo00ococono000000000 





Ask for catalog. 


CHICAGO EYE SHIELD CO. 


2300 Warren Ave., SAN FRANCISCO OFFICE 
CHICAGO, ILL, 268 Market St. 
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New Martinsville Line 


Stationers often consider 
glassware a “dead weight”— 
something that must be car- 
ried without profit. But NEW 
MARTINSVILLE _ glassware 
“comes across” and it is prof- 
itable. Expert workmanship, 
superior raw materials and methods, attention to 
details produce attractive sales compelling ar- 
ticles: NEW MARTINSVILLE dealers show re- 
sults that substantiate our claims. Write us—we 
will explain how glassware may be made profit- 
able to you. 


NEW MARTINSVILLE GLASS MFG. COMPANY 


NEW MARTINSVILLE, W. VA. 























THE TRINER 


POST OFFICE SCALE 
THAT SYMBOLIZES SPEED 


Dial and Platform conveniently 
in front of operator. Indicator 
does not oscillate. 


96,000 Triner All- 
Steel Parcel Post 
Scales used by the 


Government. 







Write for Beoklet No. 8 


Triner Sales Co. 


W. Jackson Blvd. 
CHICAGO, ILL. 
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What Is YOI IR sy bi t? Drawing !nks, Btoche qud Gatene | 

u yec Eternal Writing 

We have compiled, from the best articles, treatises and Engrossin a 

sp cial contributions to past and future issues of The Walha- Taurine ucliage 
nore Complete Business Service—and ‘trom over 600 maga- Photo Mounter Paste 
ines_and publications, the following SPECIAL WALHA Drawing Board and Library 

Mi JRE EDITIONS—each loose-leaf, up-to-date and complete Office Paste Mucilage | 

with cloth binder. Sent prepaid on receipt of price New Liquid Paste | 

features added to yo inde ly 
atures ad your binder month ly. ; Vegetable Glue, etc., ete. 
Subject Title of Walhamore Edition Price . es : 
Ae itine-— J Pony c ouniies Problems Solved by O. VY. Strictly Original Goods of the Highest Grade Only. 
Wallin "An, (ind.)............. $1.00 Show Cards, Color Cards and Imprinted Matter Sup- 

Administration—60 ie. A An Executive Should Know. . $1.00 : n o. : Pp : n 

Advertising—100 Advert ~~. Plans Outlined : $1.00 plied to = Trade. Discounts and Trade Pricesgive 

Federal Taxes—326 Federal Tax Rulings Analyzed.. $1.00 good profits. 

Parcel Post or Mail Order—500 Things To Sell By Mail. .$1.00 Consumers, emancipate yourselves from the use of 
ee Ways to Put Across Sales. $1. 00 corrosive and ill-smelling inks and adhesives and 
Check off your selections and pin as many Dollar Bi to adopt the Higgins’ Inks and Adhesives. They will 

+4 advertise: ment as you want copies of the WAL H A- be a revelation to you. 
ORE EDITIONS—or send money order or check. Every 

copy worth five times the price to you in your particular line We protect the trade by referring 
f wo ri Money refunded if not fully satisfied after 3 days all orders and inquiries thereto, 

examination, 

ADDRESS ALL ORDERS TO CHAS. Drigtnators and ay 
THE WALHAMORE COMPANY, Publishers M. HIGGINS & CO., 
LAFAYETTE BUILDING PHILADELPHIA, PA. Main Office and Factory, Brooklyn, N. Y., U.S. A, New Yort-Chicags-Losden 
————— 













Guaran- 
Stationer Racks are made in three styles accurate 

ry and five sizes and are a dusi- 
very well-known line. Stationers and 
should have a stock of these “ae 
useful articles. . 
They are good 
value for the 


Get Your Money’s Worth : 


aces When you buy a time 
swe’ stamp by making sure 


paid it 1S 






money and keep THE AUTOMATIC 
moving. TIME STAMP 
Dependability is the big essential in any 


time stamp. The AUTOMATIC is 

thoroughly dependable. Expertly built, 

exactly adjusted. Dustproof, positively 

accurate, and good for years of hard 

service. No rubber, no type metal, no 

soft material used. Forty years’ success. 
Write for folder today 


The Automatic Time Stamp Co. 


Write for our 
price-list 


Knickerbocker Inkstand Co., Inc. 





230 FIFTH STREET LYNDHURST, N. J. sneer | eee 
b- action Printing Time Automati os y. 








Tubular Coin Wrappers 3 PINCH-ON 




















MADE FROM CLIPS 
‘““STEEL-STRONG”’ KRAFT 
S Greatest strength—100% pop test. Cor- Made of Brass. Superior Finish 
wy rect sizes—fit any machine. Standard Representing the Utmost in Quality. 
uniform colors. Furnished in all denomina- 
tions. Securely gummed—easy to open. Packed 100 to 3 SIZES 
Made by an improved system that in- Carton—10 Car- = No. 0, No. 1 
sures uniformity of colors of paper for each tons to Box a: and No. 2 
different coin. BARE 
SAMPLES FREE Let us send you a trial order on approval, with new 
SOLD BY LEADING STATIONERS low prices and service. 
se TREIBER-CAHILL MFG. CO. 
941-943 Clark Street Cincinnati, Ohio 818 PARK ST. SYRACUSE, N. Y., U. S.A. 




















; SIGN PRINTING OUTFITS # 
proven hee canta 
product CS ; 
Dealers SS —— - 
are Sa 
making A 
good : sanaaa’ 
money sujenvannan ———— 
Write for : 
particulars 
; For printing signs, show cards, price tickets, etc. 
CANT-SLIP CO._Rochester.N.¥-] ff HANS H. HELLESOE 2s¢0is"siteas 
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CORONA brand typewriter ribbons 
and carbon papers have attained and 
held preeminence among such goods 
many years. 





They are non-drying and non-fading, 
of remarkable durability and capable 


Bast. 1905 
of clean, sharp work from beginning to end. 


Corona ribbons do not fill the 
type. ; 
In unoccupied territory, ex- 
clusive sales rights may be ob- 
tained by responsible dealers 
and agents. 


CORONA SUPPLY COMPANY 
Rochester, N. Y., U. S. A. 





The Pen for Business Men 


SELF-FILLING INK PENCIL 
**INDEPENDENT”’ 


Commands Attention Because 
of the Service It Renders. 
Guaranteed Improved 
Fountain Pen. Elim- 
inates fatigue. Pro- 
motes efficiency. 


Writes uni- 
form. A busi- 
ness neces- 
sity. 


Write for quantity prices oo 1B 


J. K. ULLRICH & CO., 161 Washington St., New York 













Meets all 
require- 
ments. Self fill- 
ing, non-leakable, 
safety cap. Attached 
clip. Smooth writing gold 
point. 


Your Name in Gold —35c Extra 








“ONE ON EVERY DESK” 


Eveready Paper Fasteners 
are rapidly replacing pins, 
clips and old style stapling 
machines. Representative 
Business Houses and In- 
dustrial Establishments in 
all parts of the world, after 
careful tests, have added 
MODEL D an “Eveready” to the equip- 

ment of every desk where 


a stapling machine is re- 
quired. 
PAPER FASTENER 
-EVEREADY MFG. CO. OF BOSTON, BOSTON, MASS. 


NO DESK COMPLETE WITHOUT AN EVEREADY 














KIPCO BRAND 


DUPLICATOR INK 


For Rotary Stencil Machines 





The quality of this ink is 
guaranteed by nearly half 
a century of practical ink 
manufacturing experience. 


Samples and prices sent on request 


Kruse Printing Ink Co. 


437 Pearl Street NEW YORK 














‘T I P PAPER FASTENERS 
O 


SIGHTLY STURDY 
SECURE 
The neat appearance of “TipTop” Fast- 
eners recommend them to users at first 
glance. The extra good quality of brass 
used provides strength at the bend and a 
sharp piercing point; they can be used 
many times over. The improved construc- 
tion of “‘TipTops’’ protects even the most 
sensitive finger tips from injury by the 
point. “‘TipTops’” have a positive grip on 


papers; they cannot slip off or 
release part of contents. 
DEALERS—lIt will not be long be- 
fore this style of fastener is used more 
than any other; why not sell the best 





3 SIZES and build up this end of your business? 
Packed 100 to Write for price-list and samples 
the box Note: All Leading Jobbers Sell‘Tip Tops” RADE 2 SHARK 


THE TIP TOP MFG. CO., Inc. 


SYRACUSE, NEW YORK 


MakeYourOwn 
Show Cards 


WITH 
COIT’S BALL BEARING SHOW \ 
CARD LETTERING PENS /[ \, 


Dealers—Request a sample set and quo- ) 
tation. The most Reliable, Practical and 


Simple Lettering equipment today. No 
knowledge of lettering necessary to produce 


signs and price tickets of “‘quality’’ and “dis- { 
tinction”’ They have been adopted by several of the léadi ng 
Lettering Schools throughout this country and pore in pre 
erence to brushes. Standard Sets of Four—”, » %” an a 


%” retail 40c ea. $1.50 set, postpaid. 
Manufactured by 


THE BRIDGEPORT PEN CO. 


BRIDGEPORT, CONNECTICUT, U. S. A. 








SILK-Y-KOTE 


Carhons make clean, clear copies 


SILK-Y- FIBRE (&\ 


Typewriter Ribbons give sharp, 

strong impressions 
Are you getting these results with 
your present lines? Let us submit 
samples and quote prices on ribbons and carbons made by 
leading experts in the business. Experienced manufacturers 
and our location assure you of high quality and prompt 
service. 


Cooper Carbon Coated Paper Co. 


4606-8 Montrose Ave. Chicago, III. 












LOOSE LEAF METALS 


For Everything in the Loose Leaf Line 
Ask About Our Special Assortment 
100 Metals $45.00 


You will be surprised. 
Send for Our 1922 Catalog 


HUGHES LOOSE LEAF METALS CO. 
544 W. Lake St. CHICAGO, ILL. 
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CLEANS THE ENTIRE MACHINE 
BEST BRUSH ON THE MARKET 
Made of black china bristle set into rustproof steel wires 
and absolutely cannot come loose. 


RETAILS FOR 25c. BIG PROFIT TO YOU 
Mf f Wi 
Arthur W. Hahn, ri sities 


195-201 Lafayette St. New York 





The Sealograph way 


Turn the switch—feed 
the envelopes—Sealo- 
graph automatically 
seals them at the rate 
of i50 per minute. 
Electrically driven — 
powerful, speedy, adapt- 
able and reliable, the 
Sealograph is a worthy 
assistant in the modern 
business office. 

Let us tell you more about it. . 


THE SEALOGRAPH COMPANY 


737 West Jackson Boulevard, CHICAGO, ILLINOIS 











66 ° 99 The Standard 
Smear -Nix-E” po Sart 
Endorsed by thousands of banks and industrial concerns. 


Contains no destructive chemicals—is not affected by at- 
mosphere. Best American dyes. 


Red-Black-Purple Guaranteed 








Aaaee 





‘‘SMEAR-NIX-E’”’ PAD AND INK CO., Inc. 


DURHAM, N. C., U.S.A. 





Protectograph Check Writer 
(TRADEMARK REGISTERED) 
EXACTLY NINETY FIVE DOLLARS NO CENTS 
(Denominations in Black; Amounts in Red) 
The world’s standard of protection— 


in every country,in almost every 
language and monetary system. § 


PROTOD-Greenbac, 
the world’s first forg- 
ery-proof checks. 
Insured. 







Todd Protectograph Co., Inc. 


(ESTABLISHED 1899) 


World's Largest Makers of Check-Protecting Devices and Forgery-Proof Checks 
1129 University Ave., Rochester, N. Y. ~il 

















Y PEWRITERS 


QUALITY—SERVICE—PRICE 


EXPORT DOMESTIC 
ROUGH & REBUILT 


We are prepared to execute promptly 

all orders, any make or grade and with 
any language type. Send for our new prices, 
terms, etc. 

GUARANTEE TYPEWRITER CoO., Inc. 
39 South 10th Street 
PHILADELPHIA, PENNA., U, S. A. 

Cable Code: BOYERTYPE, A. B. ©., 5th Fdition 







WEINMAN BROS., 12 E. Ninth St., Chicago 





- Model S-5 


PATENT 


HanpipaD 


Nothing But 
LIVE NOTES 
on vei Before You 


$1.25 Pat. No, 


1398349 
SEND FOR NEW SPECIALTY PRICE-LIST 


PERPETUAL CALENDAR 











EXTRA DOLLARS 


are added to the profits of the dealer who 
handles HEYER’S REFILLING COM- 
POSITION for use in filling hektograph pans 
and gelatine duplicators of all makes. 

The Heyer Duplicator Company manufac- 
tures Hektographs, Gelatine Duplicators, 
Film Duplicators, and supplies. We 
also furnish the trade with Hekto- aa. a 


graph carbon paper and Hektograph | 
typewriter ribbons at lowest prices. 


Write for literature. Domestic and : F\ 
foreign inqutries given promptattention. Sey, ‘a 


The Heyer Duplicator Co. = ¢ i ~ 


160 N. Wells St., CHICAGO, ILL. it 





IHIGAGO 
| HEKTOGRAPH, | 











mM Sell More Waste Baskets 


to more customers. That creates 
more satisfaction than to sell fre- 
quently to a few, who must re- 
place frail baskets that do not last. 


Daisy Baskets 


are sturdy, of sufficient capacity 
and last long. Made of coppered 
wire with a soMd bottom. This 
construction assures strength and 
prevents fine trash from falling 
to the floor. 




















Write for particulars. 


The Massillon Wire Basket Company 
Massillon, Ohio 
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ANALYSIS PAPER 


Buff and White—Four Grades— 
4 to 28 columns wide, in variety 
of styles, always carried in stock, 
padded or loose. 


Send for price list and samples. 


L. H. BIGLOW & COMPANY, Inc. 
24 BEAVER STREET NEW YORK 











Either Agency or Price Protection Proposition 
KEYSTONE CARBONS 
AMITY RIBBONS 


KEYSTONE CARBON PAPER MFG. CO. 
R. A. BECK, GENERAL SALES AGENT 


220 Seuth abeck Ave., CHICAGO 
e 


New York w Orleans Los Angeles 











SHIRLEY PENS 


Used by over 40% of the Banks of the 

United States. Order from your jobber, or 

NATIONAL SUPPLY COMPANY 
Distributers INDIANAPOLIS 


Samples on Request 








“Stayon’’ Rubber Platen Twirler 
For All Typewriters 


A new invention with a double flange Guaran- 
ee | not to come off knob. A big seller and big 
profits. Buy the Nielson cushion foot shock ab- 
sorber; typewriter felts; and Rubber Key Caps 


Nielson Supply Company 
810 FIRST NATIONAL BANK BLDG., @HICAGO 


oo 



















Solidhed “Eyelet Pliers 


ACOMBINATION PUNCH \. 
AND EYELET SET 


Solidhed “Eyelets 


SOLIDHED TACK CO. 
S37 Murray St.,N. Y 














Gold Pens for Fountain Pens 


Repairs on Gold Pens and Fountain 
<> Pens Attended to Promptly. 
" - EXPORT TRADE SOLICITED 


Acme Gold Pen Co., 17-27 VandewaterSt., New York 


Manufacturers of Fine Gold Pens Established 1884 











EXCELLO DESKS 


Made to Excell 


High grade desks at medium prices. 
Catalog and price list upon request. 


EXCELLO PRODUCTS CORPORATION 
4820 W. 16th Street, Cicero, Illinois 


(30 minutes from downtown Chicago) 








Real Eye Protection 


Working under adverse lighting conditions subjects the 
eyes to a strain that results in headaches, weak eyesight 
and sometimes more serious injury. The Feather- 
weight Eyeshade is constructed to protect the wearer's 
eyes from glaring artificial or natural lights or brilliant 
reflections. Durable, hygienic, adjustable, lightweight. 
Where it touches the forehead, the celluloid is curled, 
presenting a smooth, round surface—no binding to 





et dirty, no metal parts to break out. Lies flat on 
iesk. Your inquiry will receive prompt attention. 


The Featherweight Eyeshade Co., Merchantsville, N. J. 





RAN. 
HECK WRITES 
 PROTEARcButs ARE THE BEST 


SENO FOR OUR NEW PRICE LIST & DEALERS DISCOUNTS 
FIEADQUA SREBUILTS-REPAIRS-TYPE aNd FARIO 





















BRASS 


| PAPER FASTENERS 





COUNTING HOUSE BRAND 








ROUND AND FLAT HEADS 


| SIZES | to 9 
PACKED IN PAPER BOXES 
OF 100 EACH ALSO IN BULK 


LIBERAL TRADE DISCOUNT 
THOMAS STATY. MFG. CO. 


SPRINGFIELD, OHIO, U.S.A. 


















Addressing Machines, Multigraphs, Dupli- 
cators, Letter Folders, Envelope Sealers, 
Mailometers, Check Writers, Dictating 
Machines, Multicolor Presses—at about 
half the manufacturer’s price. PRUITT 
COMPANY, 170-H North Wells St., Chicago. 








A Fast Seller, Dealers 


The Razornife is a knife handle 
into which asafety razor blade is 


inserted. Blade can be pulled out 
and a new one forced in. Put up 
in glassine envelopes in bulk or 


on display cards. A Key Ring 
Knife. Retails 25c. Trial dozen 
$1.00 post paid. 

GITS COMPANY 
5512 Potomac Ave. Chicago, Ill 














ar saLes 9 
doe MPCTRICTURN TABLES 


DispLay «x» SELL MORE GOODS! 


Electric Cost - about 3 cents a day - Capacity over 150 Ibs 
Five Year lron Clad Guarantee -- Special Price by Mail .. 


QZP 200 46 CORNHILL 
"; at ELECTRIC WINDOW SALESMAN CO. 2.0 rs 














MIDGET PENCIL SHARPENER 


Patent Applied for. Made in U. 8S. A. 
mee Superior to any imported article One 
f dozen with display card mailed on re- 
Fe ceipt of 70 cents in stamps. Jobbers 
wanted. Manufactured by 


COLLINS INK§ERADICATOR CO. 


1404 Willow Ave. HOBOKEN, N. J. 
























September, 1922. 


OFFICE 


APPLIANCES 241 





Announcing the Second Los Angeles 


BUSINESS SHOWVV 


to be held in March, 1923. An unrivalled oppor- 
tunity for reaching the enterprising executives 
of the country’s most prosperous section. 
Business Exposition Company 
215 Fourteenth Street Oakland, California 


FEE SUMRANTEE 


PERFECT MACHINES LOWEST PRICES 
—SPECIAL DISCOUNTS TO DEALERS—————— 
WRITE TO FLAVEN, MANHATTAN BLDG., CHICAGO 














SIMONSON 


Patented Metal Tip Guides 


For Vertical Letter Files, Card | 
Systems and Check Files, Are | 
Indestructible 
















None Genuine un- 

less stamped U. S. 

Patent No. 794,749 
on Metal Tip. 





FREE Samples Sent on Request 
Discounts to Dealers 


R. A. SIMONSON & CO. 
122 S. Michigan Ave. CHICAGO 











ADDING MACHINE ROLLS 


For all makes of machines 
THE PERFECT ROLL—guaranteed to contain 
250 linear feet. Edges free from lint or dust. 
Stock white wove’ hard-sized. Writing 18 pound 
folio basis. B 

We make all size rolls. 

Write for prices’ giving detailed specifications. 


GEORGE IRISH PAPER CO., Manufacturers 
BUFFALO, N. Y. 














Typewriter Ribbons and Carbon Paper 


For the Typewriter, Adding Machines 
Time Clocks. Put up for the trade. 


Official and Empire Brands, or in plain boxes with imprint if desired 


SNELLING & SON M*nfgeturere, Bush Terminal 


Exclusive Territory Rights Not Entertained 








SAEFEDAYVO Moistener 


REG. U.S. PAT. OFF. 
The “New-way” for stamps; 
labels, envelopes, fingers, 


Guaranteed fast seller. 
Liberal dealer discounts. 


RIVET-O MFG. CO. 


Dept. P. ORANGE, MASS, 








OLA AL A ALAA AOL ALA ALA ALP ALA ALCL A CL ALCO AA AOI 
This Typewriter Brush Sells Rapidly Because 


& is made right and the price is right. The bristles are non-breakable. The 
tapering end permits the brush to be 
@cratc the enamel. 


in the smallest openings without 
Retail Price per doz. $3.00 








MORTON'S Washable Bristle 
TYPEWRITER CLEANING BRUSH. 


Send 20c for sample postpatd and ask for dealer's terms. 
MORTON MANUFACTURING CO, Louisvine, Kentucky | 














READY FOR DELIVERY 
The Original Tim Calculating Machine 


Representatives now wanted for Oan- 
pms em and the principal cities 
o e U. 8. 


THE TIMES-INTO CO. 


Sole Agents North America 


General Offices, 5 N. Wabash Ave., Chicago 


- 


_ ss ee 
IME IS MONE) 
' 











CERTIFIED—GUARANTEED 


RUBBER BANDS 


Pure in Fact — Not in Name Only 


Clear, Pure Rubber Is Very Light in Weight 
Pan ey wy ma fer Frey Lees hy 


1 to 10,000 Pounds—All Standard Sizes 


VULCO RUBBER FABRICS CO. 
Dept. O, 51 E, 8th Street NEW YORK CITY 





GOLD PEN S--All Shapes and Styles 


Imprint Prompt 
Work a Repair 
Specialty Service 





All makes Gold, Fountain, Stylographic Pens. Pencil Cases perfectly 
repaired and returned day received. Satisfaction guaranteed. 


GAYDOUL GOLD PEN CO., Inc., 64-68 Fulton St., New York 








THE NAMOGRAPH 


Engraves individual names on fountain pens, brings 
customers into your store, and advertises your 
business. 


Modern Inventions Corporation 


Room 405 
1123 Broadway, New York, N. Y. 








WRITE US FOR PRICES 


On adding, listing and calculating machines, typewriters, multigraphs» 
dictaphones, checkwriters, duplicating machines, mail-om-eters, time 
clocks, safes and steel lockers, new and second-hand office furniture, and 
all office devices. . ; 

We are the largest dealers of the kind east of the Rocky Mountains 
and will save you half on your office needs. Everything first-class; noth- 
ing cheap but the price. Write Today and Save Money. 


Chicago Safe & Merchandise Co. Zit430" “iiNeis 











Branch Managers Wante 


AW aD 


Write or 
Fon! 











ULRICH’S NEW 
VISIBLE INDEX TAB 


is constructed for easy adjustment to the exact angle for 
quick reading, and fast handling without injury to the 
finger tips. The convex surface and cylindrical shape con- 
stitute an important improvement in the making of file 
guides. Steel, pyralin, and pressboard are combined in a 
simple, economical manner providing a practically inde- 
structible index guide. 


We recommend Ulrich’s for your next filing system in- 
stallation Write for specimen and full particulars, 


Ulrich Planfiling Equipment Co. 


Jamestown, N. Y. 
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A 
HOOSIER DESK 


Modern business does not hesitate to 
ascertain the ‘‘whys’’ and ‘‘wherefores’’ of 
each minute working part of its vast 
machinery. But it does depend upon each 
part to function efficiently and correctly. 
Each machine, each helper, each desk, etc., 
necessarily must fit, not haphazardly but 
exactly, its purpose in order to be of value. 


In the 42 styles and 4 grades of Hoosier 
Desk Line users invariably find the desk 
particularly adapted to their requirements 
Hoosier Desks are known for their adaptness. 


Catalog ‘‘E”’ in which the various Hoosier 
styles and designs are fully illustrated and 
described, is a buyer’s guide that shows you 
real desk values. It is the sign-post of fitness 
in office furniture. Your request for a copy 
will meet our prompt attention. 


HOOSIER DESK COMPANY 


JASPER, IND. 



























is to get pleasure and living at the same time. 


for the money back. 


IMPRESSIONS 


BRITAIN’S BIGGEST LITTLE BUSINESS MAGAZINE 


THERE IS NO MAGAZINE IN THE WORLD JUST LIKE “IMPRESSIONS”. IT TREATS 
business as the most important thing in material life and shows in a fascinating manner how easy it 
There are no technical articles in ‘‘Impressions’’. 
The great subject of Business is handled in a way which provides inspiration for all, whatever their 
profession or trade or calling. ‘‘Impressions’ stands for better business and better living in the 
highest sense of the term. It is the monthly mentor of our biggest business men, and in its own 
circle, carries an influence more powerful than outsiders can understand. 


IT IS EDITED BY G. E. WHITEHOUSE, WHO, IN A REMARKABLY SHORT. TIME, HAS 
earned for himself an international reputation for being the most interesting, yet fearless, writer on 
Business subjects. He writes a large part of the magazine each month; says what he thinks and 
thinks so nearly right that big men believe in him and applaud his views. 


**IMPRESSIONS” IS NOW PRINTED IN A HANDY SIZE OF 7” x 4” WHICH YOU CAN 
carry in your pocket and read it whenever you have the time. You may not agree with every- 
thing ‘‘Impressions” prints, but there is a certain fascination which even hard-headed business men 
have found to be irresistible. The subscription price for United States and Canada is One Dollar 
a year. The best way is to send a Currency Note. If after receiving the first number, you expréss 
the slightest dissatisfaction, the dollar bill will be returned to you. ‘‘Impressions”’ has almost as 
many subscribers in North America and in Canada as in Great Britian, and nobody has yet asked 


IMPRESSIONS 


19 Beaufort Mansions, Chelsea, London S. W. 3, England 
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CROCKER 
CHAIRS 


A chair for every purpose 


Shown permanently at 


Furniture Exchange Building 
Grand Rapids 


1414 South Wabash Avenue 


Chicago 


San Francisco Furniture Exchange 


San Francisco 


60] First Avenue, N. E. 


Minneapolis 





- 
ae 


Crocker Chair Company No. 6645-6PE 
Sheboygan, Wisconsin 


BRANCHES: CHICAGO NEW YORK MINNEAPOLIS OAKLAND 


Envelope Filing and Mailing Containers 


DIEMER Paper Specialties are manufactured solely for service to the user. 
Factory methods have been adjusted from time to time to the end that we 
believe we now produce as economically as is possible in producing high 
grade goods. Although the DIEMER price-list is fixed solely on the basis 
of production cost, it compares favorably with any list of similar quality 
merchandise. ; 


em | 




















at 


The DIEMER Line has no “specials” offered below cost to arouse interest 
—every number must share in the production cost and pay a profit. You 
may be sure of finding the same good value at proportionate cost, no matter 
in what part of the line you are interested. 


DEALERS: We are prepared to give you prompt service on all items, but 
—don’t let your stock get below every-day requirements. Your prospect 
buys from the store with the goods in stock. Let us send you a replace- 
ment order. 


John F. Diemer Co., New York 


107-109 LAFAYETTE STREET 
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Universal 3-in-1 Combination Desk Calendar 
Stand and Pad Presents to Buyers 


A PROPOSITION 


Eliminates wasteful showing of many designs for common 
use, by means of a new and patented device. Light and 
compact, easily convertible into Book Form or Double Desk 
Form Calendar with same stand and pad. 


THAT CONSERVES 


Purchases, and selling time necessary to market a season- 
BOOK FORM able item. 

Universal is interesting, its beautiful finish better harmon- 
izing with modern office fittings, than the heavy iron 
stand of the past. 

Universal fills any reasonable Desk Calendar requirement 
with one stand and one pad. : 


CAPITAL—SPACE—EFFORT 


IS MINIMIZED 


TO YOUR GREATER PROFIT, 
MR. DEALER 


Write For Our Dealers, Circular Now. Stock Now Ready. 
UNIVERSAL OFFICE DEVICES CO., 56-58 East Superior St., Chicago 








DOUBLE DESK FORM 











HOUMA LA RR 


é<6 99 To us “M.B.” stands for “MON BUREAU” 
e a To you “M. B.” stands for “MORE BUSINES” 


This magazine has been in France the pioneer of modern business methods; 
it is the reason why it has gained so high a reputation among the most pro- 
gressive business men of this country. 









If you advertise your goods in M. B. you are sure to 
reach the very public that is interested in your goods: 
office furniture and general modern office equipment 
of every description. Not only will your ads be read 
by alarge and sympathetic public but your copy 
stands every chance of being believed, as M. B. 


in its capacity of an expert in sound business methods 
has won the confidence and affection of its readers. 


If you want to appeal to the most progressive French 
firms, M. B. is the very medium for your advertising. 
You need not apply to any other. Just concentrate in 
M. B. Remember that its initials stand for “MORE 
BUSINESS” for you and write today for a free copy of 
this live wire publication. 


THR ADVERTISING 66MIN BUREAU,”’ 52, rue des Saints-Péres, Paris 7°. France 
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THE Pearl and Golding Hand Lever Paper Cutters are just the thing for cutting in 
PETER quantity. Ideal for use by banks, stationers, multigraphers, or anyone having 


up to five hundred sheets of stock to cut at one time. Made in sizes having 
cutting widths of 144, 19, 26 and 30 inches, respectively. Durably constructed. 
Broadly guaranteed. 


TRIM WITH THE BOSTON CUTTER 


Furnished complete with adjustable front, 
side and back gages. Best of all single sheet 
cutters. Iron frame. Steel shafts, studs 
and gages. Mahogany table. Of use in 
every office for cutting and trimming 
paper, cardboard, woodveneer, thin 
leather, canvas and rubber fabric. Made 
in sizes, 12, 16, 24 and 36 inches. 
GOLDING 


LEVER TABLET PRESS SAVES WASTE PAPER a 


CUTTER 

The Golding Tablet Press stops the leak to 
the waste basket. Makes up discarded sta- 
tionery and obsolete forms into handy scratch 
pads or tablets. Two sizes holding up to 
5,000 sheets of size up to 83x16 inches. Can 
also be used for bundling. 


WRITE FOR QUOTATIONS 


GOLDING MANUFACTURING COMPANY 
Franklin, Mass., U.S. A. 


We also manufacture the Golding Art Jobber, 
Golding Jobber. Pearl Press, Official Hand 
Press, and Golding Power Paper Cutters. 


THE BOSTON 
CUTTER 
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1/7 Only One“Come-back” 


/ from Fiberstok customers—the “comeback” 
to re-order. Fiberstok will satisfy every de- 
mand for practical, durable mailing and filing 
envelopes, folders and file pockets, with a growing 
good-will that reflects increased sales and profits. 


FiberstolK 


Send us only your letterhead, no letter necessary, and 
we will mail FREE SAMPLES of Fiberstok, with 
Catalog 5 and a special selling plan for your territory. 

























NATIONAL FIBERSTOK ENVELOPE CO. 
429-447 Moyer St. PHILADELPHIA 
21 Park Row, NEW YORK 
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Guide to 
Salesmanship 


They say there is “no royal road to learning,” but 
here, in these Bulletins, is an education made 
just as easy as possible; as near a “snap” as busi- 
ness learning ever gets to be 








The Bulletins are issued each month, by the. Educa- 
tional Committee of the National Association of Stationers 
and Manufacturers. Their object is chiefly to develop 
better retail salesmen by giving them a wider slant on 
the things they sell. It will mean — 





“Appetizing Salesmanship” 


—the kind of selling that makes the customer’s mouth 
water because of the new interest shed on the ordinary 
thing desired. It means that most essential thing — 


repeat trade! 





Absolutely authentic and with every fact verified, these 
Bulletins give information of vital value in compact 
form. They are brimming over with new ideas on sub- 
jects usually considered dry and stale. As one manu- 
facturer said,“ I didn’t know how much ‘human interest’ 
there was in this humdrum business of ours”. 


Have You Ordered Your Quota? 


Send in your subscription NOW to include Bulletins 
Nos. 1 and 2 on Pencils and 3 and 4 on Paper. We 
must know how many to print in advance. We advise 
that you order one for each salesman. They will enjoy 
them and give you the benefit in interested and more 
intelligent service. Price to members, 25c—to non- 
members, 35c. 


Dictate your order today. Help to boost our industry 
as a leading public utility. 








FLETCHER B. GIBBS, General Manager 


The NATIONAL ASSOCIATION of 


STATIONERS and MANUFACTURERS 


of the U.S.A. 
405-407 Conway Building CHICAGO 
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19th Annual 
National Business Show 


Grand Central Palace 
Lexington Avenue and 46th Street 


New York 


Week of October 23rd, 1922 


The greatest diversity of better things for 
the everyday business office ever gath- 
ered together for your convenience—and 
by the largest number of manufacturers 
and distributors ever exhibiting at a Busi- 
ness Show. 








This is your opportunity to get first hand 
information about all kinds of methods 
and equipment which make for efficiency 
in business or contribute to the health, 
comfort and convenience of office people. 


You will find a cordial welcome at every 
booth. 


Dealers in office appliances and supplies 
are especially invited to visit the Show. 
The information which can be obtained 
here in a few hours will more than war- 
rant the time and expense involved. 
Tickets of admission will gladly be sent 
without charge or obligation of any kind 
upon receipt of addressed, stamped en- 
velope. 


ANNUAL BUSINESS SHOW COMPANY 


FRANK E. TUPPER, President 


50 CHURCH STREET NEW YORK 


NN ————  ————————— 
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The New Roberts Ninety 


The original and only Portable Typewriter 
with the Interchangeable Typebar Segment 










The Interchangeable 
Typebar Segment 


The Complete 
Portable Typewriter 


Typebar Segment 
HE Roberts Ninety with its ninety characters 
and interchangeable typebar segments, is pro- 
nounced by typewriter experts as the superior 
portable typewriter. In construction, design and 
utility, the Roberts has used every desirable and 
practical feature desired in modern efficient manu- 


Ai 
acaedireresans facturing methods. Yet, IT WEIGHS BUT 
SEVEN AND ONE-HALF POUNDS. Made for 
any language, size or style of type. 
The Roberts Ninety is a machine which you can 
OE sell on its own merits and it will go over big. We 
are now assigning exclusive territories to respon- 


sible agents throughout the country. Write us 
et > m about the agency for your territory. 















L. R. Roberts Typewriter Co. 


Stamford, Conn. - U.S. A. 
These four ilustrations demonstrate the Headquarters for Europe and British Empire: 
simplicity of the machine. It is com- : 
posed of four complete units (the inter The Blick Typewriter Company, Ltd. 
changeable typebar segment, ribbon mech- 
anism, aes and base), which are 9-10 Cheapside London, E. C. England 
assembled complete with only five screws. 
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—from the Italian 
Polychrome suite 


A Line Without Even a Rival 


Almost every office is a good prospect for Macey Matched Office 
Suites, either entire suites or individual pieces. Selling at the approxi- 
mate price of good commercial peg-leg furniture, this new line with its 
five handsome period designs has no rival. Let us tell you of the 
wonderful success that dealers are having with it. 





Macey Files Meet All Needs 


Concentrate upon Macey steel and wood files, filing accessories, 
and filing supplies. The price range is wide. Every need is met. There 
are upright, horizontal and counterheight filing units, with a variety 
of interchangeable drawers. This line is well and favorably known, 
and easy to sell. Investigate! 


Write for the latest Macey catalog and prices. The 
Authorized Macey Dealership is a franchise of con- 
tinually increasing value. Particulars on request. 


THE LINE 





Steel Files, Wood Files, Filing Supplies, Steel Safes, Office 
Desks, Matched Office Suites, Sectional Bookcases 


THE MACEY COMPANY, Grand Rapids, Mich. 
Made in Canada at Woodstock, Ont. European Office at London 
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Profits— 
in steel furniture 


The First National Bank, The Light & 
Power Corporation, the leading industrial 
plant—users of all up-to-the-second busi- 
ness equipment demand steel—steel furni- 
ture, steel filing equipment and steel fur- 
nishings. Are these establishments listed 
among your customers or were you forced 
to relinquish that business, enviously wish- 
ing that your facilities were of such a 
magnitude as to enable you to take care 
of it? 

Dealer after dealer, whom conditions force 
to see the light, are enthusiastic over the 
results obtained from the Canton Line of 
steel furniture and filing equipment—more 
and a superior grade of business—prestige 
and confidence established through the 
handling of high grade merchandise—new 
fields of endeavor—and reasonable profits 
consistent with good business ethics. 

To aid you in realizing the extensiveness of 
the steel equipment field we will send you 
on request a brochure entitled “Metal 
Furniture and Filing Equipment in Steel.” 


THE 


CANTON ART METALCO. 


CANTON, OHIO 
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Better and 








More of it 





Woodstock Typewnier Co. 
Chicago - - U.S. A. 
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OUR NEW CHICAGO HOME 


564-572 W. Randolph Street 





EEA: because of its spaciousness and complete equipment will 








enable us to raise the high standard of our efficient service 


Each one of our nine service stations, located in various parts of the world, 
is a complete unit in itself—prepared to give you real service. We have estab- 


lished a special typewriter platen grinding machine in every station. These 
machines actually grind a new platen on the core originally sent us—no sub- 
stitutes. Hence the unnecessary expense and loss of time due to substitutions 
is eliminated. When you want real service—write or call for AMES. 


SERVICE STATIONS 
507 Mission St., 1627 Champa Street, 1 A de Capuchinag 32 
San Francisco, Cal. Denver, Colorado Mexico, D. F. Mexico 


50 O'Reilly Street, 135 Victoria Street, 65 Moorgate Street, 
Havana, Cuba Toronto, Canada London, &. C. England 


611 Fannin Street, 50 Lispenard Street, 305 George Street, 
Houston, Texas New York, N. Y. Sydney, Australia 


A NEW STATION—S511 Eleventh Street, N. W., Washington,"D. C. J. E. RICHARDSON, 


AMES SUPPLY COMPANY 


564-572 W. Randolph Street Chicago, Ill, U. S. A. 











Over 1,000,000 Olivers 
have been sold. 

















HIS YEAR will mark the production of the 

millionth Oliver typewriter. Thus is rewarded 

the efforts of the Oliver organization proud of 
the building of a quality machine. There are men 
in the Oliver organization who have been rewarded 
also with 25-year service badges—loyal workers who 
are proud of their part in producing over a million 
Olivers. 


The Oliver typewriter is more than a piece of wonder- 
ful machinery—it has back of it—intangible perhaps, 
but invaluable—the pride of manufacture. And this, 
undoubtedly, has given it its great fame for fine work- 
manship, dependability, sturdiness and long-life. The 
minute attention to details in manufacture insure 
such qualities. 


Thus the Oliver has won friends everywhere. Large 
concerns using 500 Olivers or over and the remote in- 
dividual user are both satisfied that the Oliver is the 
finest typewriter, regardless of price, ever offered. 
And the circle of friends is constantly expanding. 


Wherever typewriters are used, the fame of the Oliver 
is spreading, even to the far ends of the earth—the 
reward for quality is inevitable. 


OLIVER 


The Oliver Typewriter Company 
General Offices 
Oliver Typewriter Building 
Chicago, Ills., U. S. A. 


























